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Personal Cooperation 


The Webster Way Makes Your Selling Problem Our 
Problem and We Work With You and For You to Build 


BIGGER — BETTER — BUSINESS 


The Webster Definite Selling Plan comprises— 
A kind of goods for every, purpose; National adver- 
tising in the Saturday Evening Post, Literary Di- 
gest, Gregg Writer, Rotarian, Sunset and other 
magazines; Education for your sales people; Edu- 
cational bulletins; Monthly magazine, “The Web- 
ster Way;” and personal cooperation and personal 
attention to your needs and to your selling problems 
at all times. 

Under the Multikopy and Star Brands there 
is a kind of carbon paper and typewriter ribbon to 
suit every need of the business office. 


Stock These Brands Now and Fit Your Customers for Satisfaction 
FILL OUT THE COUPON 


F.S. WEBSTER COMPANY 


INCORPORATED 
338 Congress Street, Boston, Mass. 
New York Chicago San Francisco Philadelphia Pittsburgh 


I i 
| The F. S. WEBSTER COMPANY, Incorporated | 
1 338 Congress St., Boston, Mass j 
! Gentlemen: Kindly tell me about the Webster Way and the ! 
! Definite Selling Plan ! 
| ' 
I : | 
1 Name i 
' ' 
‘ Address ' 
! i 
! 1 
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{OFFICE APPLIANCES is a news and technical trade journal, 
serving the entire industry of office equipment. It covers the 
manufacture and distribution of office machinery, office devices, 
office furniture, office supplies and the entire range of commer- 
cial stationery. Its comprehensive news reports of the industry 
and its valuable special articles upon subjects germane to its 
field have given it unusual prestige. It serves a clientele com- 
posed of managers and agents for the various office machines, 
devices and supplies, commercial stationery dealers and many 
of the largest corporations in the United States. It also reaches 
some dealers in fifty-four other countries who deal in American 
office equipment. 

{ADVERTISING RATES upon application—only articles of 
office equipment or directly related products eligible. 

{SUBSCRIPTION RATES payable in advance, in the United 
States and its possessions and Mexico—one year, $2.00; two 
years, $3.00. Canada—one year, $2.50; two years, $4.00. For- 
eign, all countries in the Postal Union, the equivalent of $3.00 
American gold for one year and $5.00 for two years. Remit- 
tances may be made by personal checks, drafts on New York 
or Chicago, Postoffice or Express Money Orders, or in American 
Postage Stamps or Currency if sent by registered mail. 


{The ownership of OFFICE APPLIANCES is vested solely 
in the officers of the company. No person, firm or conyecnties. 
either directly or indirectly connected with the business it repre- 
sents, has any share in its ownership or voice in shaping its 
policy, which has in view at all times the best interests of the 
field it serves. It aims to discuss all subjects fairly, and to 
furnish its readers reliable information ————— the 
and development of the office appliance industry. It will answer 
any questions germane to its field to the best of its ability, and 
it asks its readers in all parts of the world to aid it with in- 
quiries and suggestions, to which it will give prompt and earnest 
consideration. 

{CHANGE OF ADDRESS. Subscribers may have their mail- 
ing addresses changed as often as desired. In ordering 
changes it is necessary that both old and new addresses be 
given. 

{CONTRIBUTIONS are invited upon any topics of interest to 
this trade. All accepted manuscripts will be paid for at space 
rates. Unaccepted manuscripts will not be returned unless post- 
age is enclosed by the sender. Correspondents should give their 
anaes and addresses, which will be withheld from publication 
if desired. 


Entered as Second-Class Matter, July 8, 1905, at the Postoffice at Chicago, Ill.. under Act of March 3, 1879. 
COPYRIGHT. Contents covered by Copyright, 1923, by The Office Appliance Company. 
“Office Appliances’”’ is registered in the United States Patent Office, Washington, D. 
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Goes Lithographing Co................. . BS Coin Bags and Wrappers. Heyer Duplicator O0......cccscoscsssseess .254 
Kihn Bros Jans edverass tiskeuks cin seeeee Downey, C. L., Co., The......... ee Ingram, W. Scott, Imc.........seeeseeeees = 
Bond Boxes. : Copyholders. Rotospeed Co., The.......-.-sseeeeseeeees 9 
Corry-Jamestown Mfg. Corp'n............. 196 American Blectric Co........... oe eo 220 Simplograph (0........-0eecceeeeeeeeeeees 251 

Brie Art Metal Co......0...cessesrveees 184 Copying Devices. Duplicating Stamps. 
General Fireproofing Co........... a 147 Yawman & Erbe Mfz. Co. >. a, 2 Multi-Btamp O0....scscscrccccsossevssoven 46 
Globe-Wernicke Co., The.............. 142, 3 Costumers. Envelope Sealers. 
Meilink Steel Safe Co., The........... eee Conrades Mfg. Co... oes i) 9 ts EP a Elliott Co., eee teens tee eee ne eee 227 
Metal Office Furniture Co............. 134, 180 a, Mae WEMMAR Cb Sc « cack oa ce dicate eek 184 Reynolds Envelope Sealer (0.......6+-+000 253 
Steel Equipment Corp’n......... S Furnas Office Furniture Co... ie 2 196 Rivet-O Mfg. Co.. wettest e eee eas ttt eeeeeee 258 
Book Cases. Globe-Wernicke Co., The. ; 142, 8 “ an ona Envelope Sealer Mfg, Co......... 243 
Browne-Morse CO....-ccccceccce 115, 16, 17, 18 iin redock » . 98 nvelopes,. 
Globe-Wernicke (Co............. er a ounian Beck MEG. 00.2... 200+ seeeeeeee AD Bushnell, Alvah, Co ‘ose weee ees were -168 
Gunn Furniture Co. rer rrr ee . 191 ee: WE Rivne ek chai esis eeeean 200 Diemer, John r., Co. teeseeeres peeereesces - 68 
Macey Co SEN A Cordley & Hayes............. ae, Lane National Fiberstok Envelope Co.....++++- 222 
Shaw-W alker Co.. Aor ee ous 111 Ireland & Matthews Mfg Co ; : "177 Northwestern Paper Goods Co nce veoues ae 261 
Weis Mfg. Co ; ry Ss St Cutters (Paper and Card). Smead Manufacturing Go., TBO. 0.00% 234, 246 
Yawman & Erbe Mfg. Co............ 162, 3 Golding Mfg. Co.......... 260 Tension Envelope Oive<es ett te eee ceeeeees 217 
Book Holders. Dating Stamps. United States Envelope Co., The........ . 265 
American Blectric Co... ...ccccsccsccses . -220 Consolidated Stamp Mfg. Co. oe Mfg. Co 249 
Book Rings. Melind, Louis, Co... pe é s arg. esa tas S54 6 ocereccsocsesseeees 
Adams, Henry T., Mfg. Co........... 264 Meyer & Wenthe..-... aegis = Pe sagen agynteaae eS . 
Carpenter, The E. W., Mfg. Co.......... 256 Stewart & Co., R. A........ ogg, thet! ~ agate ani i 
Morden Mig. Corp’m, Ths ..ccccccccdcecs 252 Superior Type Co., The.. i Eg gg Export Co.......++++4. tossemae 
Bookkeeping Machines. Ee eet 48 ©. Ek... Mae. Oh cvcxiesegh ake saeaneeeeeee 254 
Elliott-Fisher Co.. te teeeeees ws eecees «200 Robine : uM fe. rg Ree ans , “Sor Roberts, Weldon, Rubber Co.............. 253 
Underwood Typewriter Co.....51, Back Cover Wels Mfc. + Bie clad sain aathepeba tr. 2 3 4 oe Se 2 eee eee 247 
Business Shows. Desk Pads, Blotter. a ee Eyelets and Eyelet Paper Fasteners. } 
Annual Business Show Co............. 266 Boorum & Pease Co.......... ...208. 4 Machine Appliance i, OTT Perey 241, 255 
Calculatin Machi Fox. Geo. E., & Co 190 Bivet-4) BEER. OOececcccdncccciseiseesavene 258 
. € ee Senegal ys itch Shae taphi< The Solidhed Tack Co......0.-.ccssseeees 257 
Monroe Calculating nate Re ee aol Hoffman, L............ , rs Aa 198 7 a 
OA os wcbcgeos obadean a cole 254 Sainberg & Co......... ererer ery Thi om mare Eveshield C 256 
Calendar Pads and Stands. Sumatra Rubber Specialties Co............ 244 Teataarnelnn eehabe aaah 2 ge 258 
De fiance Sales C€ 0 rp’ ee aan Desk Pads, Glass. Filing Cabinets, Cloth and Paper Covered. ~ a 
Shedd, Brown Mfg. Co.............. 6s Ge Chicago Mirror ‘& Art Glass Co............184 Advance Paper anim... cates c Stee 
Carbon Papers. . Fox, Geo. E., & Co..... . sens 190 Diemer, John F. ‘Sesernenmeperc 5555 
ante and Carbons.) Polar Mfg. Cdacdcebsnaen 185 I Hoffman cigie ees Se SA: ies sauna 198 
Improved Bochner Binder Co one sar oe ee Office Specialties Co.......... 171 Imperial Methods Co.......+++eeeee+eeee ..124 
Wissins. The Jobn RB elena 249 Sainberg & Co.........-eee0es 230 Macey Co., The Prervrre yt Gewoebeas - 107 
Chair Irons. Desk Tops. ‘ as es Sainbens 4: OB. é00sckercvenodsswn ove kawiae 230 
settcher Stamping & Mfg. Co....... .. 195 Wagemaker Co. 187 Filing Cabinets, Keyboard. 
Collier-Keyworth Co............. 32 Desk Trays. Filedex Corp’n of America............+.+-. 200 
Chair Pads and Cushions. American Electric Co.. ere 5 dete aap aad 220 LeGermanm Gyesedh, TGs. cccccciccaciavsevn 200 
I Oe Tic<0cansesiecsaeeness ...189 Barbee Wire & Iron Works... ‘ ee Filing Cabinets, Metal. 
OS Se eee rn ae eae 190 Fox, Geo. B., & C0....- ge eeeeeeeee eee +s 19 Art Metal Construction Co...........+- 158, 9 
Polar Mfg. Co RTS a ee 185 General Fireproofing Co.. atee es Aurora Metal Cabinet Works.........-.++. 105 
Chairs. Imperial Methods Co. Bentson Mfg. Co...... 
Te Bae, Gna rkdcebeied dé hheseesmes 104 Macey Co., The sete eee enw nnes terger Mfg. Co., The 
SN OME Ce icp cub nuns ned tadadeaman 171 Shaw-Walker Co............. Canton Art Metal Co., 
a SO eee eee Weis Mfg. Co........... seeee Corry-Jamestown Mfg. Corp’n............ .196 
Grand Rapids Office Chair Co............. 198 Yawman & Erbe Mfg. Co... General Fireproofing Co.......... stewie .147 
Gunlocke, W. H., Chair Co............... 194 Desk Work Distributors. Globe-Wernicke Co.......-+--eeeee> SS | 
a, i Fe ee aaa 176 > | See eer Imperial Steel Cabinet Co.......... re 
Se ee: OS cone 32 Wen, Ges. B., B Ghscescseccs Invincible Metal Furniture Co....... .169, 179 
Dene COE CDi. ciceccsécccisnes canes 141 Horn, W. C., Bro. & Macey Co., TRO. ..saccscecedasan doses os ee 
(EMG. ost ad biel ae ae kueae eadletetanaaeiita 197 Irving-Pitt Mfg. Co... Metal Office Furniture Co............. 134, 180 
Teaeeee Chale Oe., Wiis. «kcceceacecsccc cai 108 Kleradesk, St. Louis........... Paulson, Arthur, Sales Corp’n.............148 
Toledo Metal Furniture Co., The.......... 192 Sainberg & Co...... + Shaw-Walker Co....... s00sceeseesseeee ey: | 
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Steel Equipment Corp'n re 
Terrell’s Equipment Co 140 
Van Dorn Iron Works Co. 136 
Yawman & Erbe Mfg. Co 162, 3 
Filing Cabinets, Wood. 
Automatic File & Index Co , 193 
Boston Index Card Co 156 
Browne- Morse Co...... 115, 16, 17, 18 
Globe-Wernicke Co... 142, 8 
Imperial Methods Co 124 
Macey Co., The. 107 
Republic Box Co 194 
Shaw-Walker Co. : 111 
Wabash Cabinet Co... 128 
Wagemaker Co.... 187 Ss 
Weis Mfg. Co....... 51, 2,3, 4 
Yawman & Erbe Mfg. Co 162, 3 
Filing Supplies. 

Aigner, G. J., & Co 233 
American Mfg. Concern y2 
Boston Index Card Co . 15 
Browne-Morse Co.. 115 


Dunleavy-Fogler Co.... 
General Fireprooting Co 
Globe-Wernicke Co., ° 
Hano-Weinkrantz Co. 
Imperial Methods Co. 


Macey Co., The. ‘ 

Oxford Filing Supply Co axea 
Shaw-Walker Co. 111 
Simonson, R. A., Co... . 250 


Smead Manufacturing Co., The 24. 246 
Steel Equipment Corp'n 139 
United Business Equipment Co 183 
Wagemaker Co....... , ..187, 8 
—. |} SS aaa 91, 2, 3, 4 
Yawman & Erbe Mfg. Co 162, 3 
Folding Machines. 
American Multigraph Sales Co 201 


Fountain Pens. 
Beaumel, D. W., & Co., In 
Eggens-Hambler Co...... 
Paramount Pen Co. ‘ 
Parker Pen Co., The... 
Sheaffer, W. A., Pen Co 
Waterman, L. E., Co 





Furniture Finish Solution. 
Campbell, L., Co 196 
Gold Pens. 
Acme Gold Pen Co ‘ , 20 
Gaydoul Gold Pen Co 258 


Gold Stamping. 


Aigner, u. J., & Co 235 
Greeting Cards. 
nd ete eneeeseensekeseneetan 2352 


Guminea Cioth, 
Aigner, G. J., & Co : . 5) 


Gummed Tape Affixing Machines. 

Ryan, J. F., Co... ‘ 242 
Hotels. 

breakers Hotel Co 246 
Index Caid Signals. 

Graff-Underwood Co.. oe 58 


Yawman & Erbe Mfg. Co 
Index Tabs. 
Aigner, G. J., & Co. 
Rand Co., The, Ine. 
Universal Index Tab Co 
Wagemaker Co 
Ink Eradicators. 
Carters Ink Co.. ans 
Collins Ink Eradicator Co 
Mtg. Jewelers’ Export Co., In 
Inks, Adhesives, Etc. 
Carter's Ink Co., The 
Commercial Paste Co., 
General Eclipse Co... 
Higgins, Chas. M., Co 
Inkstands. 
Bachrach Specialty Co. 
Cushman & Denison Mfg. Co. 
General Eclipse Co. 
New Martinsville Glass Mtg 
Sengbusch S-C Inkstand Co ‘ . 267 
Key ings. 
Adams, Henry T., Mfg. Co 2tid 
Beebe Co , . . sovccecaue 
Labels, Law Book and Number. 
Aigner, G. J @ Greece + cceneeee 
Leads, thin, tor mechanicai pencils. 
American Lead Pencil Co 
Faber, A. w., In 
Letter Distribuicrs. 





Inc., The 








» 2 
Co . coca 








bristow, Stamey R oT 

Imperial Methous Co 24 

hleradesk, St Louis a 

Kolilhaas Co., The. ; ..-208 
Lockers. 

Terrell’s Equipment Co 140 
Loose Leaf, Books and Systems. 

Adams, Henry f., Mfg. Co 24 





Barrett 
tjoorum «& 
buchan-White 


Bindery Co.. , 
Pease Co a 4 


Loose Leaf Co . 80 


buxton & Skinner Prtg. & Sta. Co 211 
Chicago Binder & File Co 241 
Heinn Co “es 224 
Hughes, L. L., Metals Co 255 
Irving-l’itt Mfg, Co 86 
Piew & Motter Co 259 


Sheppard, C. E., Co 
Silberman Co., inc 
Stationers, L. L., Co 





Tenacity Mfg. Co 

Trussell Mfg. Co 

Wilson-Jones L, L. Co bu 
Map Tacks. 

Graff-Underwood Co +8 

Moore Push Pin Co 2 
Matched Office Suites. 

Macey Co., The 17 

Rishel, J. K., Furniture ¢ 103 

emo Devices. 

Robinson Mfg. Co. 22%, 

Weis Mfg. Co 51, 2 t 








Moisteners. 
Argus Mfg. Co ‘ 240 
eee meee, GOR... wo caccess oe abe 
Sengbusch S8-C Inkstand Co. . 267 
Numbering Machines. 
American Numbering Machine Co.......... 76 
Bates Mfg. Co..... aol .210 
Consolidated Stamp Mfg. Co 222 
Roberts Numbering Machine Co .228 
Office Smoking Stands and Trays. 
H. and H,. Wood Novelty Co. -191 


Oil, Office Machine. 
Defiance Sales Corp'n 
Morton Mfg. Co...... ae 

Pads, Figuring (Ruled and Plain). 
Boorum & Pease Co. 
Elkhart Stationery Co 
Hano-Weinkrantz Co 

Pails, Fibre. 
Cordley & 

Paper. 
Dexter, C. H., & Sons, In 
Eaton, Crane & Pike Co 





Hayes ee: 


Esleeck Mfg. Co.... 252 
Hamilton Card & Paper House 245 
Hampshire Paper Co 218 
Hano-Weinkrantz Co + 280 
Weston, Byron Co. . 71 
Paper Clips. 
American Clip Co “4, 5 
Argus Mfg. Co..... 249 
Cushman & Denison Mfg. Co 249 
Graff-Underwood Co 58 
Hoge Mfg. Co...... 258 
OE eee 254 
Rockwell-Barnes Co ; 218 
Thomas Stationery Mfg. Co 254 
Tip Top Mfg. Co.....+¢... 245 
Treiber-Cahill Mfg. Co. 254 
Paper Cutters. 
Golding Mfg. Co..... 260 
Paper Fastening Machines. 
Acme Staple Co., Ltd... .231 
Bump Paper Fastener Co. . 248 
Compo Corp'’n.. , .237 
Defiance Sales Corp'n 433 
Eveready Mfg. Co 25 
Irvin, Alex H., Co. 
Machine Appliance Corp'n 
Rivet-O Mfg. Co. 
Paste. 
(See Inks, Adhesives, etc.) 
Patents. 


Siggers, E. G...... 259 
Pen and Pencil Clips. 





Argus Mfg. Co..... : 249 

Defiance Sales Corp'n.. . 243 

Van Valkenburg, L. D 238 

Waterman, L. E., Co. 209 
Pencil Sets. 

Dixon. Joseph, Crucible Co . 04 
Pencil Sharpeners. 

Collins Ink Eradicator Co... ‘ ‘ 259 

Graff-Underwood Co. owas 58 
Pencils, Cedar. 

American Lead Pencil Co ; 6, 213 

Dixon, Joseph, Crucible Co... . . 94 

Faber, Eberhard...... ° cova ae 

Pencil Exchange, Inc., The.. .212 
Pencils, Thin Lead Magazine. 

DeWitt-LaFrance Co., Ine . . 8 

Dow, Louis, E., Co. ; 77 

Ostra Corp'’n, The... 255 
Penholders. . 

Faber, Eberhard 59 

Miller Bros..... 200) 
Penknives. 

Gits Co. at , . -209 
Pens, Steel. 

Esterbrook Pen Mfg. Co. ? To 

Hunt, C. Howard, Pen Co q 

Miller Bros......... 

Shirley Pen Co.. ; 

Turner & Harrison Pen Mfg. Co 252 
Pens, Shading. 

Bridgeport Pen Co... 257 
Picture Hooks. 

Moore Push-Pin Co 254 
Pins. 

Crescent Brass & Pin Co . 244 

Defiance Sales Corp'n. 243 


Platens, Typewriter. 


American Writing Machine Co MO, 62 
Ames Supply Co.. 261 
Postal Scales. 
Pelouze Mfg. Co.. , .. 250 
Triner Sales Co...... 257 
Triner Scale & Mfg. Co. 240 
Publications. 
American Exchange Servic« 229 
Sritish Stationer... 214 
Mon Bureau. 262 
Punches, 
American Clip Co. ite , 64, 5 
Barrett Bindery Co 200 
Boorum & Pease Co 203, 4 
Chicago Pinder & File Co 241 
Defiance Sales Corp'n 24 
Machine Appliance Corp'n 


Nelson, C. R. & W. A In 
Rivet-O Manufacturing ( 











Push-Pins. 
Moore Push-Pin Ce 254 
Reminders. 
Lamson Electrical & Mfg. Co 
Robinson Mfg. Co 225 
Stationers Wholesale Supply Co 226 


Ribbons and Carbons. 


Allen & Co...... ‘ 242 
American Manifold Products Corp'1 241 
Ault & Wiborg Co... ST 
Buckeye Ribbon & Carbon Co Phe 91 
Carrib Mfg. Corp’n......... 70 
Carter's Ink Co,, The 54 
Columbia Ribbon & Carbon Mfe. ( 214 
Cooper Carbon Coated Paper Co 

Crown Ribbon & Carbon Mfg. Co 











Iron Clad Ribbon & Carbon ¢ 
Manifold Supplies Co 
Miller-Bryant-Pierce Co 
Milo Ribbon & Carbon Co. 
Mittag & Volger. 
Neidich Process Co.. 
Old Town Ribbon & Carbon Co 
Peerless Carbon & Ribbon Mfg. Co 
Snelling & Son. ee ee 
Stationers’ Wholesale Supply Co 
Storms, H. M., Co.. 
Union Ribbon & Carbon Co 
U. S. Typewriter Ribbon Mfg. ( 
Webster, F. 8., Co... = 
Rubber Bands. 
American Lead Pencil Co 36 
Davol Rubber Co ere 
Faber, Eberhard oe 
Vuleo Rubber Fabrics Co 
Rubber Stamps. 
Consolidated Stamp 
Fulton Specialty Co 
Medearis Moulding Co 
Melind, Louis, Co 
Meyer & Wenthe. 
Moss, Samuel H...... 
Stewart, R. A., & Co 
Superior Type Co., The 
Rulers. 
Adams, Henry T., Mfg. Co 
American Mfg. Concern 
Safety Deposit Boxes. 
General Fireprooting Co 


Mfg. Co 


Invincible Metal Furniture (« 16u 
Safes. 
Cary Safe Co 
General Fireproofing Co 
Globe-Wernicke Co., The 142 
Halls’ Safe Co., The 
Macey Co., The. 
Melink Steel Safe Co 
Metal Office Furniture Co 134 
Safe Cabinet Co., The 
Schwab Safe Co., The 
Shaw-Walker Co...... 
Steel Equipment Corp'n 
Van Dorn Iron Works Co 
Yawman & Erbe Mtg. Co 162 
Seals, Notary and Corporation. 
Melind, Louis, Ce 
Meyer & Wenthe.. 
Stewart & Co., R. A 
Superior Type Coe., The.. 
Second-Hand Office Machinery. 
Chicago Safe & Mdse. Co. 
Jones, John Price, Corp 
Pruitt Co ae 
Times-Into Co., The. 
Shelf Boxes. 
Diemer, John F., Co. 
Hoffman, L reer 
Weis Mfg. Co.. : 151, 2 
Shelving. 
General Fireproofing Co 
Hine Desk & Fixture Co 
Terrell’s Equipment Co 
Van Dorn Iron Works Co 
Sign Markers. 
Hellesoe, Hans H. 
National Sign Stencil Co 
Sorting Devices. 
Artz Bag Co.. 
Kohlhaas Co 
Stamp Affixers. 
Multipost Co. x 
Standard Stamp Affixer Co 
Stamp Indexes. 
Medearis Moulding Co 
Stamp Pads. 
Consolidated Stamp Mfg. Co 
Fulton Specialty Co. 
Mun-Kee Products Corp'n 
Peerless Carbon & Ribbon Mfg. Co 
Stewart & Co., R A. 
Superior Type Co., The 
Stands, Metal, for Office Machines. 
Adjustable Table Co 
Fowler-Manson-Sherman Cycle Mfg, (| 
Stapling Machines. 
Acme Staple Co 
Defiance Sales Corp'n 
Hotchkiss Sales Co 
Irvin, Alex H., Co 
Stationery, Embossed and Engraved 
American Embossing Co 
Ecker & Co... 
Kihn Prothers : : 
Wiggins, John B., Co... 
Stationery Cabinets. 
General Fireproofing Co 
Imperial Methods Co 
Macey Co., The. 
Terrell’s Equipment Co 
Weis Mfg. Co . 151, 2 
Stencils, 
Meyer & Wenthe ue 
Stenographers’ Note Books. 
Boorum & Pease Co 203 
Elkhart Stationery Co 
Hano-Weinkrantz Co 
Rockwell-Barnes Co 
Stylographer Pens. 
Beaumel!l D WwW & Co 
Faber, Eberhard 
Paramount Pen Co 
Swinging Typewriter Stands. 
American Writing Machine Co 7 
Weis Mfg. Co 51, 2 
Tables. 
Corry-Jamestown Mfg. Cor} 


Office Furniture Co 
General Fireproofing Co 
Mutschler Bros. Co 
Quigley Furniture Co 
Udell-Predock Mfze. Co 


Furnas 


Tableting Presses. 
Golding , 


Mfz. ¢ 
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Telephone Attachments and Accessories. 
Frey Electric Co ; 
olytt Laboratories 
‘ene Weinkrantz Co 
Hoban Receiver Holder 
Thumb Tacks. 
Hoge Mfg. Co. 
Moore Push-Pin Co. 
Solidhed Tack 
Time Stamps and Recorders. 





Corp n 


Co ° ve y+yy | 











Automatic Time Stamp Co 
Melind, Louis, Co , 
Thompson Time Stamp Co PGs aws 
Type, Typewriter. 
Ames Supply Co...... o* és os 261 
Therp & Martin Typewriter Co..... 226 
Typewriter Cabinets. 
Byron Desk Co.... pats 125 
Toledo Metal Furniture Co., The 192 
Typewriter gal Brushes, 
Habn, Arthur W. 
Morton Mfg. Co . 
Superior Brush Co... 
Typewriter Cleaning Material. 
Clarotype Co ’ Baws aa aa 
Morton Mfg. Co pa - + 209 
enpem, Me. Dic MER, OO. c cc covccccce 253 
Thorp & Martin Typewriter Co sapas 226 
FE. S. Webster Co... és - ‘ occdy ae 
Typewriter Cushion Keys. 
SPOR BOO OON GEO Gs ccc viccucevcecences 234 


Sc OFFI(¢ E AP PLIANC [ANCES S For June, 
Munson Supply Co ..207 Shipman-Ward Mfg. Co.........cccceseeees 90 
Peerless Key Co ; . 49 Typewriter Emporium...........-+se+ee+ee08 90 
Speed Key Mfg. Co.. cos eee United Typewriter Exchange Co........... 251 

Typewriter Cushion Nobs and Feet. Wholesale Typewriter Co............+006+ -221 
Ames Supply Co. 261 Young Typewriter Co.........cecsecsceeees 223 
Azora Rubber Co. 229 Ventilators, Office. 

Davol Rubber Co 242 Chicago Mirror & Art Glass Co............ 184 
Nielson Supply Co. 258 Visible Index Systems. 

Typewriter Parts. American Kardex O0......s..ccssesees .. + .250 
ale eee 261 Bam’ GOs... . cabbie cteces v oaWeds te pees meres . 68 
Thorp & Martin Typewriter Co 226 Wardrobes. 

Typewriters, New Furnas Office Furniture Co.......... aees eee 
Allen Typewriter Mfg. Co seen ae Terrell's Equipment Co,.........-..00-+5 .-140 
American Writing Machine Co 0, 62 Waste Baskets. 

Corona Typewriter Co are Parbee Wire & Iron Works......... sae steseee 
Hammond Typewriter Corp'n --. 9 Copdley & TAGGB...<cccccccccccvccdgesnie 177 
Noiseless Typewriter Co : ae Erie Art Metal Co........ 00. 9.5,4.00.5os ae 
Oliver Typewriter Co.......... 206 teneral Fireproofing Co. The. Se 
Remington Typewriter Co... 48, 66 Macey Co., The ina baeteedeeaaeran .107 
Royal Typewriter Co. ico nace Massillon Wire Basket Co., The....... 000 OO 
Smith, L. C., & Bros., Typ ewriter Co..... 82 Metal Office Furniture Co............. 134, 180 
Underwood Typewriter Co 51, Back Cover Motors Sheet Steel Co., The...... oatand .. 155 
Victor Typewriter Co...... 241 National Vulcanized Fibre Co........... ..178 
Woodstock Typewriter Co. 69 Peerless Wire Goods Co.............00545 253 

Typewriters, Rebuilt. Robinson Migs OO.4 cn. csesensieseedsn . 225 
American Exchange Service. —— Water Coolers, 

American Writing Machine Co.. 50, 62 Cop@ies & Tap eGwwé ii diccsccceckcksaseubaa 177 
Capital Typewriter Co.... ‘ ; 237 Wholesale Office Equipment. 

General Typewriter Exc hang Inc eee, Stationers Wholesale Supply Co.......... -22 
Mfrs. Typewriter Clearing ae aa 257 Writing Sets. 

Regal Typewriter Co.... 258 Dixon, Joseph, Crucible Co.... oseccsss ae 








WANTS and 
FOR SALE 











SALESMEN WANTED. 





Ma- 


SALESMAN—tTypewriters, Adding 

chines, city and country territory. Give 
particulars as to experience, present em- 
ployment, age, married or single. Send 


CORONA WOODSTOCK 
New Orleans. 


late photograph. 
AGENCY, 704 Common S8t., 
La. 

WANTED, SALESMEN—Our patented 
Ringer Signal Files have features that no 














other files can have. Dealers recognize 
this quickly. Prices, commissions and de- 
liveries are right. Write Thompson, 4650 
Harrison St., Chicago 

SALESMEN calling on commercial sta- 
tioners and office equipment trade; quick 
selling Deskoleum new desk top cover- 
ing. es arrangements to_ right 
parties. A. Room 908, 135 Broad- 

iv, New vor 

SALESMAN ~ calling on Banks can earn 
more selling our patented money-han- 
dling devices and steel equipment. Per- 
manent position and full protection for 
right man. Address Bankers’ Specialty 
Cornoration, 111 Nassau St., New York, 
N.Y 

“GE OUR ADVERTISEMENT on page 
70 We need several live wire salesmen 
to represent us. Our proposition is ex- 
ceptionally attractive. Give us com- 
plete details in your first letter. CARRIB 
MFG COR eo 46 Stone St., 


Rochester, N. 
WANTED—A 





— to sell Corona 
Type writers in a city of about 150,000. 
Exceptional opportunity for advancement 
right man. Please give full informa- 
tion as to qualifications and experience 
in first letter Address T-20, care Office 
Appliances, Chicago. 
SALESMEN A national organization 
wants ambitious parties with some book- 
keeping knowledge who would like to 
build up remunerative business of their 
own; our proposition obtains the indorse- 
ment of every banker. Write for full par- 
ticulars. U. S. A. Corp., 504-5 Benoist 
Bldg.. St. Louis 
WANTED, AN ASSISTANT 
Must be an experienced office supply 
man, and able to direct the efforts of 
others Most excellent opportunity for a 
man who is willing to work hard. State 
age, experience and salary expected 
Communications confidential. Address L. 
G. Davies, A. W. McCloy Company, 642 
Liberty Avenue, Pittsburgh. Pa. 
SALESMAN for China, Japan, Australia 
ind New Zealand, is wanted by a manu- 
facturer of a fine quality staple station- 
ery line which has already been intro- 
duced in the above countries. This 
proposition will be of interest to a man 
whose trips are already covered by sales 
on a stationery article and whose prin- 
‘rmit him to carry a side line 
Address D-15. care Office 
Chicago 


for 








MANAGER 





cipals will pe« 
n commission. 
Appliances 


SALESMEN WANTED. 





SALESMAN WANTED for selling En- 
graved Stationery, Business Cards and 
general line engraved work. Splendid op- 
portunity for man with ability, integrity 
and honesty following up mailing list of 


select, well rated concerns to whom ad- 
vertising matter has been mailed twice 
a year for the past ten years by one of 
the leading old established well known 
engraving houses who have sustained a 
reputation for turning out highest qual- 
ity of work in this line for a great many 
years. References required. State age 
and experiene. Address P-33, care Office 


Appliances, Chicago. 








WE HAVE an opening for a young man 
that has experience in the commercial 
stationery business and who is willing 
to do the following, wait on customers 
fill orders, billing, dust the stock &And 
keep it in good order, watch that the 
stock does not run low, etc.; in other 
words, it is a position from manager to 
clerk. The position is in Chicago and 
with a concern that is young, and the 
right young man has with us a chance 
that is not very often available. If you 
are willing to enter our employ and can 
do the above duties, answer with full 
reference, where last employed, age, sal- 
ary expected, ete. Bond required. Ad- 
dress N-18, Office Appliances, ¢ ‘hicago 

AGENCY IS OPEN for a proposition as 
big as the best typewriter or adding ma- 


chine agency. No exchange or repair 
problems. No real competition. Field not 
been or being worked to death. Commis- 


sion 50%. Finch has made $200 a week 
from start as salesman. Manager who 
ean build sales organization can do bet- 
ter. Every office a prospect and repeater. 
Not a side line. Casey, 4730 McGraw, De- 
troit. 








MECHANICS WANTED. 





A FIRST CLASS typewriter mechanic on 
all makes of typewriters. Kindly state 
experience. Typewriter Service Co., Tulsa, 


Oklahoma. 





for @. € 


GOOD typewriter repairman 
Smiths One familiar with other makes 
preferred Good opening. Office Sup- 


ply Company, Evansville, Indiana. 





WANTED—First class 
chanic, one who van 
all kinds of machines. Good salary to 
the one who can deliver the goods. L. B 
Divelbiss. Columbus, Miss 


typewriter me- 
thoroughly rebuild 


mechanic 





FIRST CLASS typewriter 


wanted for well established concern in 
Virginia. This is an attractive opening 
for the right man. Address Z-56, care 
Office Appliances, Chicago. 


SITUATIONS WANTED. 





YOUNG MAN, 23 years old, four years’ 
experience office supplies, will consider 
permanent position with a reliable firm. 
Address S-50, care Office Appliances, Chi- 
cago. 
REPAIRMAN, 
Royal, Underwood, L. 
ton companies, all round man; prefer 
dealer or exchange; age 36, single. Ad- 
dress V-16, care Office Appliances, Chi- 
cago. 


REPAIRMAN with eight years’ experi- 
ence on all machines, two years as com- 
bination man, wants new location, pref- 
erably in the north central states. Ad- 
dress Y-18, Office Appliance, Chicago. 





18 years’ experience with 
Cc. Smith, Reming- 








YOUNG MAN with seven years’ experi- 
ence in selling stationery, office furni- 
ture and printing will consider city or 
traveling assignment. Reference _  fur- 
nished. Address M-19, care Office Appli- 
ances, Chicago. 





MAN of 38 who-has had about fifteen 
years’ experience in the Office Efficiency 
business is open to consider a proposi- 


tion, can take charge of business, or han- 
die sales force. Address X-146, Office 
Appliances, Chicago 





MARRIED MAN of thirteen years’ ex- 
perience at retail of Stationery, Engrav- 
ing, Printing, Office Equipment and Sup- 
plies is desirous of making change from 
present business relations. Am capable 
to act as buyer or manager or both in 
Stationery or Office Equipment Store. 
Address R-14, care Office Appliances. 
Chicago. 








FOR SALE. 
ELLIOTT-FISHER billing and bookkeep- 
ing machines bought and sold. Maloney, 
Gilmore Co., 508 S. Dearborn, Chicago. 








ADDRESSING machines, multigraphs, 
duplicators, letter folders, envelope seal- 
ers, mailometers, check writers, dictat- 
ing machines, multicolor presses—at 
about half the manufacturer's price. 
Pruitt Company, 170-H North Wells, Chi- 


cago. 





FOR SALE—15 Edison dictating ma- 
chines in A-1 operating condition, either 
dictating or transcribing. Price, less than 
half original cost. Condition guaranteed. 
Greenfield Tap and Die Corporation, 
Greenfield, Mass. 





NEW bayonet point thumb tack, embody- 
ing real improvement over thumb tacks 
now in use, recently invented and pat- 
ented in U. S. A., England and Germany, 
and these three patents are for sale. 
Write for particulars and specimen. Geo. 
Leighton. 7 rue Thorel, Paris, France. 

















aye ——— 


Page 8 OFFICE APPLIANCES For June, 1923. 


WANTS AND FOR SALE. CONTINUED FROM PAGE PRECEDING. 








TYPEWRITERS PURCHASED. FOR SALE—First class Typewriter Ex- AGENCIES WANTED. 
as change in a City of Million inhabitants roe z ; 

ALL MAKES, second hand and new; doing a business of $800 per month. Will + pres ‘ ras : 

send particulars to Maskinfirman Erik take $6,000 cash to handle this. A good AGENCIES WANTED for desks, steel 

Winestam, Drottninggatan 27, Stockholm, modern equipped shop. Address O-12, filing cabinets and other office furniture. 

Sweden. care Office Appliances, Chicago. Rickensohl Bros. Fixture Co., 831-35 N 

8th St., St. Louis, Mo. 
































BUSINESS OPPORTUNITIES. Fd aa hme MEN ATTENTION—For a as = 
sale, typewriter shop doing $500 per 
FOR SALE—Long established, profitable month, in a city of 75,000; 65 late model AGENTS WANTED. 
store selling stationery, office supplies standard typewriters, $1,800 worth of -——— — 


and equipment, sporting goods and other parts, all for $3,500 Cash; reason for @©ppORTUNITY for specialty salesman 
lines. Growing manufacturing city over selling, poor health. General Typewriter to connect with growing organization. 





20,000 in New England. Price, including Service Co., Fresno, Calif. State experience and territory preferred. 
storehouse property, $35,000. _ Address : - : . : Address Y-14, care Office Appliances, 
$52, care Office Appliances, Chicago. FOR SALE—100 shares office supplies New York. N. Y. 





stock in a fast growing company doing 
OFFICE SUPPLY and Jobbing Station- quarter million last year; city of diversi- 
ery business for sale, will stand strict- fied interests, over 300,000 population, in WE have a few openings for exclusive 
est investigation, one of best localities south central state, and growing rapidly. General Agents in valuable territory to 
in Montreal, long lease doing an annual Invoice value of this stock $140 share, sell the most popular line of mailing ma- 
turnover of about $75,000 per year, to a will take $110. Golden opportunity for chines on the market. Universally ad- 
man familiar with the trade this is an ambitious office supply man to become vertised and distributed. Liberal com- 
opportunity of a !ife time; well estab- partner and take charge of supplies de- mission. Write, stating full qualifications 





lished connection; good reasons for sell- partment. W-14, Office Appliances, Chi- in first letter. Standard Enve!ope Sealer 
ing. Apply Box 154, Montreal, Canada. cago. Mfg. Co., Revere Blvd., Everett, Mass 























ENT 
S 


rr | 


The REC 

















Copies of any one of the patents referred to below can be obtained by sending 25 cents in stamps to E. G. Siggers 
patent lawyer, Suite 33, N. U. Building, Washington, D. C., and mentioning Office Appliances. 
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No. 1,442,059.—Combined adding, listing and check-writing strong of Auburn, N. Y., assignor to the Corona Typewriter 
machine; patented January 16, 1923, by Ivan Engstrom of Chi- Company, iInc., of Groton, N. Y. 
cago, Ill., assignor to the Acme Appliance Company of the same No. 1,454,040.—Marginal stop mechanism of typewriting ma- 
place. chine; patented May 8, 1323, by Clifton B. Corell of New York, 
No. 1,437,215.—A line spacing mechanism of a typewriting N. Y., assignor to the Underwood Computing Machine Com- 
machine; patented November 28, 1922, by Frank Hurbert Arm- pany of the same place. 
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1,450,627. Typewriter.—Percey H. Darnley, London, Engiand 
(assignor of gee-hat to Barnett Richards, London, England). 

1,450,718. Calculating machine.—Michelle G. de Simone, Sta- 
pleton, N. Y. (assignor to George B. Agnew, New York, N. Y.). 

1,450,727. Typewriting machine.—Jesse A. B. Smith, Stam- 
ford, Conn. (assignor to Underwood Typewriter Company, New 
York, N. Y., a corporation of Delaware) 

1,451,193. Pencil.—Paul Wm. Werner, Niota, IL 

1,451,203. Typewriting machine.—Charles U. Carpenter, Day- 
ton, Ohio. 

1,451,261. Fountain pen spring safety clip.—Gustave Pierre 
Jallier, Paris, France. 

1,451,273. Loose leaf binder.—Herman Rubin, New York, N. Y. 

1,451,277. Typewriting machine.—B. C. Stickney, Elizabeth, 
N. J. (assignor to Underwood Typewriter Company, New York, 
N. Y., a corporation of Delaware). 

1,451, 278. Typewriting machine.—B. C. Stickney, Elizabeth, 
N. J. (assignor to Underwood Typewriter Company, New York, 
N. Y., a corporation of Delaware). 


1,451,293. Typewriting machine.—John E. Doody, Toronto, 
Ontario, Canada (assignor to Underwood Typewriter Company, 
New York, N. Y., a corporation of Delaware). 

1,451,423 Typewriting machine.—George F. Handley, 
dale, N. Y. (assignor to Royal Typewriter Company, Inc., 
York, N. Y., a corporation of New York). 

1,451,463. Typewriting machine.—Alfred G. F. Kurowski., 
Brooklyn, N. Y. (assignor to Underwood Typewriter Company, 
New York, N. Y.). 

1,451,482 Typewriting machine.—John Waldheim, 
N. J. (assignor to Underwood Typewriter Company, 


Glen- 
New 


Elizabeth, 
New York. 


N. Y., a corporation of Delaware). 

1,451,792. Typewriting machine.—Jesse A. B. Smith, Stam- 
ford, Conn. (assignor to Underwood Typewriter Company, New 
York, N. Y., a corporation of Delaware). 

1,451,864. Manifolding attachment for typewriters.—Malcolm 


L. Cossitt, Alameda, Calif. (assignor to Manifold Impressions 
Corporations, Carson City, Nev., a corporation of Nevada). 
1,451,865. Manifolding attachment for typewriters.—Malcolm 
L. Cossitt, Alameda, Calif. (assignor to Manifold Impressions 
Corporations, Carson City, Nev., a corporation of Nevada). 
1,451,866. Manifolding attachment for typewriters.—Malcolm 
L. Cossitt, Alameda, Calif. (assignor to Manifold Impressions 
Corporations, Carson City, Nev., a corporation of Nevada). 
1,452,162. Combined typewriter and computing machine.— 
Adolph G. Kuetz, New Rochelle, N. Y. (assignor to Underwood 
Computing Machine Company, New York, N. Y., a corporation 
of New York) 
1,452,193. Manifolding attachment for typewriters.—Malcolm 
L. Cossitt, Alameda, Calif. (assignor to Manifold Impressions 
Company, Carson City, Nev., a corporation of Nevada). 


1,452,254. Folding typewriter.—Carl O. Noack, Stamford, 
Conn. (assignor to the Hammond Typewriter Company, a cor- 
poration of New York). 

1,452,407. Calendar.—William H. Baker, Newton, Kans. 





.452,576. Drawing pen.—Charles W. Thomas, Cleveland, Ohio. 
1,452,653. Fountain pen.—Arthur F. Poole, Kenilworth, and 
e B. Vernier, Chicago, Ili. (assignors to the Wahl Com- 
y, Wilmington, Del., a corporation of Delaware). 

1,452,674. Check protector.—_-Arthur E. Barnes, Chicago, IIl. 


(assignor by mesne assignments, to Kritikson Bros., Inc., Chi- 
cago, Ill., a corporation of Illinois). 
1,452,822. Attachment for typewriting machines.—John H. 
Ananson, wo N. J. 
1,453,100. Calculating device.—Fred Fulgora, Pittsburgh, 
Penna 
“eo Fountain pen.—Robert J. MeVicker, New York, 
1,453,189. Envelope.—Horace FE. Salter, Grafton, N. Dak. 


(assignor of one-half to H. A. Ball, Grafton, N. Dak.) 

1,453,577. Typewriting machine.—Frank H. Armstrong, Au- 
burn, N. Y. (assignor to Corona Typewriter Company, Inc., 
Groton, N. Y., a corporation of New York). 

1,453,578. Typewriting machine.—Frank H. Armstrong, Au- 
burn, N. Y. (assignor to Corona Typewriter Company, Inc., 
Groton, N. Y., a corporation of New York). 

1,453,579. Typewriting machine.—Frank H. 
burn, N. Y. (assignor to Corona Typewriter 
Groton, N. Y., a corporation of New York). 

1,453,580. Typewriting machine.—Frank H. 
burn, N. Y. (assignor to Corona Typewriter 
Groton, N. Y., a corporation of New York). 

1,453,581. Typewriting machine.—Frank H. Armstrong, Au- 
burn, N. Y. (assignor to Corona Typewriter Company, Inc., 
Groton, N. Y., a corporation of New York). 

1,453,582. Typewriting machine.—Frank H. 
burn, N. . (assignor to Corona Typewriter 
Groton, N. Y., a corporation of New York). 

1,453,596. Fountain pen.—Oliver Mitchell, Brookline, 


Armstrong, Au- 
Company, Inc., 


Armstrong, Au- 
Company, Inc., 


Armstrong, Au- 
Company, Inc., 


Mass. 


1,453,616. Envelope.—Stella Benato, Phoenix, Ariz. 

1,453,628. Typewriting machine.—Carl W. Klauminer, Lake- 
wood, Ohio. 

1,453,758. Envelope.—Alan D. Field, Oakland, Calif. (assignor 


to The Field-Ernst 

a partnership). 
1,453,839. Typewriting machine.—Edward B. Hess and Lewis 

C. Myers, Freeport, N. Y. (assignors to Royal Typewriter Com- 


Envelope Company, San Francisco, Calif., 


pany, Inc., New York, N. Y., a corporation of New York). 
1,453, 867. Check writer.—Benjamin O. Fanslow, New York, 
N. y 2 (assignor to New Era Manufacturing Company, New 
York, N. a corporation of New York). 

1,454,040. Typewriting machine.—Clifton B. Corell, New York, 
N. Y. (assignor to Underwood Computing Machine Company, 


New York, N. Y., 
1,454,104, 
N. Y. 


a corporation of New York). 
Calculator.—Frederick W. Caldwell, Schenectady, 
1,454,136. Lead pencil—Abraham Pollak, New York, N. Y. 
(assignor to Samuel Kanner, New York, N. Y.). 


ee Loose leaf binder.—Anson Willis Myer, Kingston, 
1,454,275. _ Calculating machine.—Carl M. F. Friden, Piedmont, 
Calif. (assignor to Marchant Calculating Machine Company, 


Oakland, Calif.. a corporation of California). 


January 1 to February 28, 


Comparative Figures on Major Exports. 

Furniture, metal office, in February, comprising filin Fe 1i8; 
safes, other metal office furniture and fixtures—(1922) $673,178 
(1923) $100,986. Eight months ending February (1922) $861,146 
[this total includes, in the case of filing cases, the total for 
period, January 1 to February 28, 1922); (1933) $839,017. 4 
segregation of these items see the respective classifications 
under ‘“‘Comparative Figures on Miscellaneous Exports.’ ob 

Machines, adding and calculating, in February-——(1922) 160 
machines @ $12,802; (1923) 492 machines @ $24,257. January 1 
to February 28, 1922—283 machines @ $27, 7 Eight months 
ending February, 1923—1,917 machines @ $170,2 69. 

Machines, cash register, in February—(1922) 917 machines @ 
$195,537; (1923) 1,066 machines at $234,616. Eight months ending 
February—(1922) 7,057 machines @ $1,352,354; (1923) 9,768 ma- 
chines @ $1,994,735. Cash register parts in February—(1922) 
14,972 pounds @ $12,469; (1923) 24,447 pounds @ $20,798. obo: 
months ending February—(1922) [quantity not stated] $169, 
(1923) 330,159 pounds @ $234, 605. 

Machines, typewriting, in maple” Set 13,981 machines 
@ $872,412; (1923) 18,252 machines @ $989,395. Fight months 
ending February—(1922) [quantity not stated] $6,048,366; (1923) 
131,039 machines @ $7,855,297. Typewriter parts in February— 
(1922) 16,769 pounds @ $50,228; (1923) 15,224 pounds @ $25,911. 
1922—34,641 pounds @ $75,483. Bight 
months ending February, 1923—137,104 pounds @ $242,550 

Paper, carbon, in February—(1922) 42,623 pounds @ $32, 689; 
(1923) 52,455 pounds @ $47,589. Eight months ending February— 


(1922) [quantity not stated] $273,830; (1923) 433,347 pounds 
@ $343,139. 

Ribbons, typewriter, in February—(1922) 15,899 pounds @ 
$31,783; (1923) 24,447 pounds @ $40,263. Eight months ending 


February—(1922) [quantity not stated] $225,988; (1923) 160,188 


pounds @ $289,228. 
Comparative Figures on Miscellaneous Exports. 


Cases, metal filing, in February—(1922) 1,454 caaut'a $27,715; 
(1923) 1,493 cases @ $40,805. January 1 to February 28, 1922— 
2,094 cases @ $49,085. Eight months ending February, 1923— 


11,002 cases @ $363,778. 

Chairs, wooden, in February—(1922) 5,256 chairs @ $24,577; 
(1983) 14,358 chairs @ $48,348. Eight months ending February— 
ie) [quantity not stated] $333,423; (1923) 105,786 chairs @ 


74,345. 

"Envelopes in February—(1922) 128,514 pounds @ $27,173; 
(1923) 162,160 pounds @ $31,483. January 1 to February 28, 1922 
—374,485 pounds @ $71,037. Eight months ending February, 1923 
—1,678,955 pounds @ $330,603. 

Fiber, vulcanized ware, in February—(1922) 59,943 pounds @ 
$17,231; (1923) 89,066 pounds @ $16,985. January 1 to February 


28, 1922—93,968 pounds @ $31, a bight months ending Febru- 
ary, 1923—525,683 pounds @ $139,426. 

Fixtures, wooden store, in etrusry—(1982) 34,727 pounds @ 
$6,876; (1923) 50,205 pounds @ $15,836. January 1 to February 


28, 1922—71,485 pounds @ $15,860. Eight months ending Febru- 
ary, 1923—322,940 pounds @ $97,631. 

Furniture, other metal office, and fixtures, in February—()3e8) 
79,208 pounds @ $18,375; (1923) 70,075 pounds @ $22,566. Eigh 
months ending February—(1922) [quantity not stated] $502,406; 


(1923) 743,199 pounds @ $175, 833. 
Furniture, wooden office, in pomsrety see) 46,230 pounds @ 
$20,713; (1923) 121,451 pounds @ $26 January 1 to February 


28, 1922—206,069 pounds @ $58,568. Eight months ending Febru- 
ary, 1923—778,359 pounds @ $171,025. 

Furniture, wooden school and church, in February—(1922) 
23,598 pounds @ $4,394; (1923) 4,604 pounds ¢ $823. January i 
to February 28, 1922—33,297 pounds @ oe ‘ Eight mon 
ending February, 1923—525,381 pounds @ i 

Ink other than writing, printers’ and Fanon in Febru- 
ary—(1922) 13,678 pounds @ $5,473; (1923) 40,794 pounds @ 
$12,686. Eight months ending February—(1922) [quantity not 
stated] $178,426; (1923) 314,633 pounds g $89,430. 

Ink, writing, in February—(1922) 38,767 pounds @_ $7,880; 
(1923) 82,811 pounds @ $17,457. January 1 to February 28, 1922— 
99,919 pounds @ $27,119. Eight months ending February, 1923— 
736,198 pounds @ $148,312. 

Machines, addressing, in a 150 machines @ 
$12,802; (1923) 492 machines 4,257. January 1 to February 
28, 1922—283 machines @ $27 ght months ending Febru- 
ary, 1923—1,917 machines @ $170 

Office supplies. including nen ag aa and binders, erasers. 
inkstands, etc., in February—(1922) 107,486 pounds @ $56, 316; 
(1923) 180,174 pounds @ $103, 929. January 1 to February 28, 1922 
—194,556 pounds @ $107,62 Eight months ending February, 
1923—1,396,000 pounds @ $742, 271. 

Paper, cash register and adding machine, in February— 
(1922) 36, 203 pounds @ $4,493; (1923) 62,561 pounds @ $6,460. 
Eight months ending Februar we [quantity not stated] 
$74,432; (1923) 657,763 pounds $68,9 

Paper, writing, and envelopes, in February—(1922) {not re- 
ported]; (1923) [segregated]. July 1 to December 31, 1921— 
[weight not reported] $1,033,894; (1923) [segregated]. 

Paper, writing, except papeteries, in rere ae 379, au 
pounds @ $62,049; (1923) 545,299 pounds @ $80,204. January 1 
to February 28, 1922—1,069,166 pounds @ $177, yh Eight months 
ending February, 1923—5,040,854 pounds @ $745,035. 

Papeteries in_Fe bruary—(1922) 15,878 Bh ite op @ $6,571; (1923 
15,974 pounds @ $6,702. January 1 to February 28, 1922—31, 
pounds @ $12,729. Eight months ending February, 1923—267,320 


pounds @ $95,352. 

Paste and mucilage in Pere ase. taht 57,986 pounds @ 
$8,277; (1923) 209,952 pounds @ $25,256. Eight months oa | 
February—(1922) [quantity not stated} $161, o78: (1923) 1,824,3 
pounds @ $206,986. 

Pencils and pencil leads, other, in February—(1922) 751,737 
dozen @ $75,194; (1923) 661,592 dozen @ $104,071. January 1 to 
February 28, 1922—1,097,675 dozen @ $159, ym Fas months 
ending F ebruary, 1923—5,762,165 dozen $934,3 

Pencils, lead, and leads, July 1 to December 31 "1 921—$708,241. 
{Current statistics segregated.] 

Pencils, lead, with metal casing, in vobesers Oe 6,298 
dozen @ $15,333 (1923) 21,408 dozen $15,567. January 1 to 
February 28, 1922—10,310 dozen @ $39,035. Eight months ending 
February, 1923—115,216 dozen @ $214,863. 

Penholders in February—(1922) 2,899 gross $5,721; cs} 
3.697 gross @ $6,327 _ Bight months endin ebruary—(1922 

(1923) 34,480 gross $56,328. 


28,172 gross @ $53, 231 : 
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Pens, fountain, in February—(1922) 4,716 pens @ $5,707; (1923 
11,934 pens @ _ $20,455. Eight months ending February—(1922) 
42,450 pens @ $38,486; (1923) 139,318 pens @ $121,850. 

Pens, metallic except gold, in February—(1922) 4,239 gross @ 
$2,866; (1923) 4,313 gross @ $2,769. Eight months ending Febru- 
ary—(1922) 57,966 gross @ $37,928; (1923) 165,041 gross @ $82,980. 

Safes, in February—(1922) 157 safes @ $21,288; (1923) 53 
safes @ $37,615. Eight months ending February—(1922) 2,764 
safes @ $309,655; (1923) 3,125 safes @ $299,406. 

Towels and napkins, paper, in February—(1922) 65,244 pounds 
@ $11,837; (1923) 43,720 pounds @ $9,811. Eight months ending 
February—(1922) [quantity not stated] $95,274; (1923) 600,743 
pounds @ $108,207. 


Imports. 

Ink and ink powders in January—(1922) [not reported]; (1923) 
4,035 pounds @ $1,306. Period September 22 to January 31, 1923 
—37,818 pounds @ $14,438. 

Paper, writing, drawing, bond, etc., in January—(1922) [none 


reported]; (1923) 282,298 pounds @ $61,180. Seven months end- 
ing January—(1922) [none reported]; (1923) [period September 
21, 1922, to January 31, 1923] 987,776 pounds @ $244,160. 

Pencils in January—(1922) 51,836 gross @ $32,392; (1923) 112,- 
726 gross @ $52,292. Seven months ending January—(1922) 456,- 
165 gross @ $207,689; (1923) 669,270 gross @ $333,849. 

Pens and penholders in January—(1922) 26,572 gross @ 
896 (1923) [quantity not stated] $44,762. Seven months ending 
January—(1922) 244.565 gross @ $179,544; (1923) [quantity not 
Stated] $255,519 








9° 
ao, 


February Exports of Typewriters. 


United States exports of typewriters (including bookkeeping 
machines) by countries, during February, 1923. In exports un- 
der this classification where the machine is driven by an elec- 
tric motor, the value of the motor is included with the machine. 
By the Division of Statistics, Department of Commerce: 


Typewriters Parts of 





Countries Number Number. 
Austria — o94 $ 30,160 eae ee 
Belgium ... 822 43,103 176 $ 706 
‘zechoslovakia 232 12,566 bas ‘ 
Denmark . Sg 251 8,967 240 355 
a 10 650 ae ee 
PE xcs ces , S6 3,500 4 7 
France .... 1.845 118,094 937 1577 
Germany , 117 8,144 179 468 
Gibraltar ...... guia ae 5 150 nee — 
Greece .. _ , eas 30 960 
Hungary 27 S50 ale 
ne .cecase< : 1,101 66,492 401 1,318 
tT eee juiheh ie 3e 844 eee 
Malta, Gozo and Cyprus Islands 18 900 
Netherlands ...... : -_ 38 27,678 TT arse 
lr 118 6,274 211 349 
a. eee 75 4,194 72 50 
SS Pr erre da 10 700 ae ad 
Russia in Europe. 6 00 72 93 
Spain 431 27,483 150 300 
Sweden .. 317 18,332 188 300 
Switzerland ; 353 5,277 536 410 
England ; 1.362 210,291 4.821 41,266 
Scotland a0 1,519 oes 
Canada 

Maritime Provinces i9 2.848 475 319 

Quebec and Ontario 631 39,905 2.478 7.342 

Prairie Provinces ea 125 5,781 183 HO9 

British Columbia and Yukon 105 5,530 83 121 
British Honduras 13 671 18 18 
Costa Rica.. 10 498 t 20 
Guatemala §2 3,275 : 
Honduras . ; 16 3.064 1 10 
Nicaragua 10 620 
Panama ; 2 100 . . 
Salvador 24 S53 10 12 
Mexico : , " 699 34,319 115 LXS 
Miquelon and St. Pierre Islands 1 5S A 
Newfoundland and Labrador S 448 69 63 
sjermuda ! 225 
Barbados . , 2 130 
Jamaica . 22 1.320 4 Ss 
Trinidad and Tobago... 1 70 
Other British West Indies 11 S60 : re 
Cunpe .«. . 152 6,661 T05 110 
Dominican Republic. 13 948 : 
Dutch West Indies i 159 
Haiti .. i 168 6S 25 
Virgin Islands of U. S 1 100 ao : 
Argentina 1,360 10,665 249 309 
Bolivia 26 981 sen : 
Brazil ; ; 412 27.709 250 357 
Chile . we 120 7,053 141 354 
Colombia : 356 19.623 24 50 
Ecuador 7 700 
Peru... S6 6.580 34 low 
Uruguay 13 753 
Venezuela 23 5,122 , 

British India 519 30,902 681 S01 
Cevlon is 1130 
Straits Settlements 16 2,316 58 250 
China . 101 7,024 279 300 
Chosen l 122 
Java and Madura 52 2,099 
French Indo-China 5 108 
Hejaz, Arabia, et 1 7h 
Hongkong ae 25 1,875 41 120 
Japan . s4 4,629 276 2.815 
Kwangtung, leased territory 12 756 
Palestine and Syria 6 378 
Philippine Islands 79 5,815 
Siam 11 805 
Australia 752 50,166 189 712 


French Oceania l 50 


Typewriters. Parts of 
Countries Number Number 
New Zealanl ad 3,175 193 $94 
Belgian Kongo .. 6 1,440 
British West Africa 2 72 20 
British South Africa 137 8,733 ‘] fit 
Egypt ... re 82 5,793 
Algeria and Tunis.. 180 14,240 
Liberia eer ; 15 823 
Morocco : aA 20 720 
Other Portuguese Africa 18 S61 
Spanish Africa 20 963 
Total P oe R 18,252 $989,395 15,224 $25.91 
Shipments to Non-Contiguous Territories. 
Alaska -_ 17 $1,259 
Hawaii ..... ; 132 9.950 
— at 


Porto Rico . is 


February Exports of Carbon Paper and Ribbon. 


United States exports of carbon paper and typewriter ribbons 
by countries during February, 1923 By the Division of Statis- 
tics, Department of Commerce 

Typewritet 


Ribbons 


Carbon Paper. 














Countries Pounds Pounds 
Belgium 94°$ 126 $ 144 
Denmark S74 129 20 
Finland 295 170 
France P — 3,492 2,460 3,747 Ht 
Greece . 70 90 
a are ee 069 1,736 1,60 2,289 
Netherlands ahs ; 188 23 281 204 
Spain .... 1,062 1,163 
Sweden : as 1.015 1,194 6 1,381 
Switzerland. ........ : 602 715 1,21 1,18] 
Turkey in Europe... 110 150 130 2 
EE. i0's aark deans 7.625 7,611 2, 83¢ 1.840 
Canada— 

Maritime Provinces 79 152 98 169 

Quebec and Ontario.. 2,943 2,160 2,11¢ 3, 836 

Prairie Provinces.... 1,404 S15 274 82 

British Columbia and Yukon 239 212 14 i 
British Honduras 28 48 
Costa Rica.. ; 24 38 
ER: os 56 aus eee S 12 
Honduras eee ; 245 336 li 
Nicaragua ..... ; 10 18 11 27 
Panama pane . 92 78 it + 
Mexico 4 eg nore $459 962 272 71 
Newfoundland and Labrado i) 14 
Jamaica .. ah Dis : Lob 140 7 D 
Other British West Indies : ’ 3 13 
Cuba .. ol , : ; 3.485 3,528 778 1,664 
Dominican Republic 17% 281 2 ‘ 
Haiti sw hracdia tones 1S 12 
Argentina - 1.648 6.340 1,104 2.07% 
Bolivia ‘ aia . lt 25 
Brazil $4: 316 1,496 1,S1t 
Chile 630 Lit 12 
‘olombia 123 11 13 
Peru 192 2 4s 
L'ruguay 167 127 199 
Venezuela ie Whe bie $49 127 347 
British India.... ; { 3.450 1,568 660 
COFIOM ccc. : i ; 20 26 
Straits Settlements ; 10 7 
China . : Se 713 599 252 130 
Java and Madura 493 602 $42 1,181 
Hongkong rere 159 125 
POON .... , 1,088 510 lf 
Philippine Islands. 1,164 1,088 112 137 
Australia . yet soe 1.138 2,304 2,921 
French Oceania.. 12 15 
New Zealand nasaiie 1,219 1,074 29 SS 
Belgian Kongo...... ‘ ti 60 68 
British South Africa... i16 ( tit 
Algeria and Tunis ; S14 
Morocco ‘ - ; 3 214 

Total 92,455 $47,589 24,447 $41 

February Exports of Metal Office Furniture. 

United States exports of metal furniture by countries during 
February, 1923. By the Division of Statistics, Departme1 
Commerce: 

Other 

Office ) 

Furni Mi 
F (ases Safes ture al Fut 

Countries No Fixtur t 
Belgium . 60 $ 1,550 
Denmark 24 1,412 
Finland : 7 10 
(7ermany er $82 
(jreece A S74 
Iceland and Faroe Islds l $130 
Italy ur 
Latvia 0 
Malta, Gozo, Cyprus Isl l 99 
Netherlands , 29 1.071 ; 18 
Norway ‘ st] ] 

Spain ‘ 32 1,945 28 16S 
Sweden 2 190 
Switzerland S 
England $9] 6.175 l 132 21 2.41 
Scotland 20 
Ireland or 12 06 
Canada— 

Q or 


Maritime Provinces $ 159 2 
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Othet Papeteries 
Office Othe Writing paper. (writing paper 
Furni- Metal except papeteries. in boxes). Envelopes. 
Filing Cases Safes tureand Fur- Countries Lbs Lbs. abs. 
Countries No No. Fixtures, niture Belgian Kongo : 58 Oe. sanste sede'an 
Quebee and Ontario 165 4.427 14 1.728 1.672 17.839 British South Africa 2,037 393 20,483 8.888. . cued i dvbhas 
Prairie Provinces A 147 1 42 44 2.183 Liberia 00 LS. weseae Wet Sial eee cwewee 
Brit. Col. and Yukon 1 0 1 50 > 240 Portuguese E. Africa 1.100 +) ae eas . 
ritish Honduras 221 - a ees . eee | ae 
Costa Riea | 72 f 160 229 Total 145,229 $80,204 162,160 $31,483 15,974 $6,702 


(Juatemala 229 690 — 


Honduras y 290 LO >, 094 a 
Nicaragua 899 January Writing Paper Exports. 
United States exports of writing papers, papeteries and en- 

























Panam S 23 155 R35 5,151 
Ag some met 150 velopes during January, 1923. By the Division of Statistics, 
Mexico SS $82 14 349 " 21.461 Department of Commerce: 
Newfoundland and Lab 14 348 122 Papeteries 
Bermuda j 134 581 Writing paper. (writing paper 
Jamaica 3 21 2 S4 18 97 except papeteries. in boxes). Envelopes. 
Trinidad and Tobago D $4 6 183 105 Countries Lbs Lbs. Lbs 
Other Brit. West Indies - 138 ~ _ 275 1,061 Belgium i75 $ 100 heat re ae 
; coe am tenet oi 66 {99 ae 0,994 oo “ae. Denmark 121 PO cénnt aiuael ae 
Dutch West Indies “ tee Goan, wh aia 3 ’ 38 
Patti ... 9 384 ) », 029 167 Russia in Europe 63 a5 lex. Le B03 
Virgin Islands of | Ss 2 104 pee Spain 2 238 675 350 72 
Argentina 45 2,218 9,009 Sweden ~"980 41 <7 einen jan 
og , — se i; England 7,361 1,604 2,033 1,811 
Apa tei as 4 , Bs Canada 
Colombia (2 1,097 20 1,15t 0 476 Maritime Provinces — 655 147 3,310 635 si 2 
Ecuador | : oe 310 Quebec and Ontario 15,599 4,766 22,526 4,951 592 242 
British Guiana 44 : ‘ 102 Prairie Provinces . 1,406 ° 583 78 47 
-eoru ° 00 .. «006 Brit. Col. & Yukon. 2,648 4,873 971 4 2 
Venezuela : lo o a se British Honduras 34 205 34 69 36 
Aden re se3¢8 > 289 ~§=6©osta Rica 800 340 °C Bek 
British India 37 1,038 16 696 68 2.726 Guatemala 2,552 1,716 Ore 
a ee + ae ee mee ee *<? Honduras 6.4723 2,657 653 178 161 
enema : greece ey wie 19] +=Nicaragua . 2,744 924 167 = 939 136 
oscn ; _ Panama 587 3,972 546 249 126 
Java and Madura . 13 1,710 . Salvadol 3.398 2 22 Tiel Rais 
Hongkong 4 a a ee | ee 153 25,859 5,642 5,222 2,487 
Japan ... 16 1,259 9 4,006 1,002 0,109 N’f'dl’d and Lab 4,270 1,561 365 363 81 
Palestine and Syria Sal . +a Fs os 60 Bermuda 1,416 2,084 -c Pace 
Philippine Islands , 36 O3t 27 1,856 507 836 Barbados 3°521 "939 78 
Sam ps er “ S00 Jamaica 1,241 4,147 605 
Australia ..... z ae ; 3/29 Trinidad & Tobago 170 370 16 
Pang My ey ete: - aden * °> Other Brit. West Ind. 1,655 1,262 228 Rapa 
eish Weat tual . sh 06 Cuba 18,843 71,044 13,286 1,290 57 
British West Indies . re Ee. - of Dominican Republic.. 13,057 6,525 872 2,783 962 
British South Africa 6 356 6 567 1.229 1,448 Dutch West Indies 84 3 
British East Africa eos 653 Haiti Tcin i86 "102 «1,134 220° 60 | 112 
Egypt Ah : ° dd 417 Virgin Is. of U. § eae 50 De. «wiete sae 
Other French Africa 185 Argentina 2,809 384 3,923 664 2,737 515 
_ ae - wo o7 212 OO FE aaa aaae Brazil 10,260 2,361 378 Sat acces obese 
rotal 1,493 $40,805 539 $37,615 22,556 $130,425 Chile (350 O08 cs dae ees 
——— » Colombia 13,411 205 4,799 992 515 188 
> 2 4g « 7 - 79 927 75 o7 
February Writing Paper Exports. British Guiana oe ee ee 
United States exports of writing papers, papeteries and en- Peru 14,070 2,709 4,710 1,044 428 421 
velopes during February, 1923 Bv the Division of Statistics, Venezuela 27,381 4,519 178 55 1,252 170 
epartment of Commerce : British India 3,072 606 1,314 See’ Weias is eee 
- Papeteries Straits Settlh+»ments -<ooe 2,285 33 1,318 353 
Writing paper. (writing paper China han 25.345 5,667 7,749 1,227 343 215 
except papeteries. in boxes) Envelopes Chosen eee 5 1 700 157 
Countries Lbs Lbs. Lbs Other Dutch E. Incies a ae? orpee: 076 
Belgium eo $$ i939 $ $ Hongkong 118 160 sauce ren 
France 2 408 422 Janan 4,715 489 eee reees” Wate oe ate 
Lithuania 5.082 612 a Philippine Islands 360,312 36,519 21,875 2,630 2,960 708 
Netherlands F 488 77 = Australia $6,548 6,962 2,942 842 150 79 
Spain 2,244 307 , : French Oceania 1,084 373 24 ery > ane 
Turkey in Europe ; 875 173 mS New Zealand . 1,038 354 874 ITB” cecay- oneen 
England 14.446 2,682 6,255 690 7 British W. Africa pee 35 , Ve a perks 
Canada British S. Africa 2,628 351 2,365 364 
Maritime Provinces R86 5,902 S68 21 68 Portuguese E. Africa cle 416 42 
Quebec and Ontario 25, 7.140 3.890 5,122 584 184 —<—<—<$—$ = ————— que 
Prairie Provinces 3, G28 9 39% 196 191 78 Total 691,984 $96,058 217,653 $42,550 25,497 $ 8,167 
Brit. Col. and Yuk 6.7 1,074 527 00 oe intinainaastite 
trit } is ga Ath ( 1 
; — — 148 1862 : ™ HM Detailed statistics on Adding Machines and Cash Registers 
Gu itemal , 3 414 818 29 for February we re not received in time for this issue. Totals for 
Se 9 mp 3" ORs 1.014 G4 1.287 267 that month are listed under m. omparative Figures on Major 
Teenie . “59 9091 114 64 10 Exports” in this section. Detailed exports by countries will be 
Panama 2, 572 418 479 162 75 presented later 
Salvador l, 350 1.882 369 154 55 
Mexico _ Bac 9.186 12,036 2.865 5.664 3,084 Pe) or the rent 1 Seceu.8eese & 
Newfdld. ‘and Lab.. 17.! 2778 5.628 840 292 68 ©) of the 
Bermuda 215 $77 132 574 124 seacsescece 
Jamaica 230 6.611 1,005 158 65 
Trinidad and Tobago 1, 196 294 137 225 30 = Man actirer, % 
Other Brit. W Ind. 1,226 229 873 169 , 
Cuba 20,53 4,814 17,928 9,167 191 460 
Dominican Republic 3, 659 1,602 305 1,256 $4] . - 
Dutch West Indies 77 
Haiti 3. 544 731 306 100 43 
Virgin Isl. of I Ss 11 139 71 
Argentina 15, 2,709 S88 261 - 
Bolivia 35 $2 45 
Brazil 225 
Chile 1, 184 eos F 560 295 The detailed inquiries which follow have been received 
peyote = 95 1 direct from readers of Office Appliances. They are tangible 
British Guiana 1, 203 95 64 business opportunities which are well worth following. 





Perm ss. O.462 


Uruguay . Overseas. 


ene: ‘ 73 325 32 

ee 11 os, : 270) 1 876 _ Guaymas, _ Sonora, Mexico.—Ismael F. Pereyra, Avenida 
Straits Settlements 523 139 * Setdan 286, is organizing a department to handle his rapidly - 
China 7.809 1,261 187 71 558 156 growing trade in office appliances. He desires to receive cata- 
can ond taders 2028 935 om logues and prices from manufacturers of paper of all kinds, 
amaincena 1512 175 50 393 typewriter ribbons, stencils, inks, check protectors and kindred 
Japan .. 636 204 760 ge 2 ; items 

Kwanegt'’g, leased ter 28 27 ; 24 19 London, England.—Kado, Ltd., 35, Ely Place, Holborn Circus, 
Philippine Islands .266,532 28.839 975 280 1,066 493 E. C. 1, is open to exclusive selling arrangements for any 
Australia ’ 46,988 5.745 $50 1,179 1,175 00 essential and novel office specialty. The company manufactures 
French Oceania 120 72 10 46 ; typewriter and rubber stamp supplies. A considerable staff 
New Zealand R85 235 of expert salesmen is maintained. 

















) 
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Paris, France.—George Leighton, 7 Rue Thorel, offers Amer- 
ican manufacturing rights on a new thumb tack, “Bayonet,” 
which has met with success abroad. Samples will be sent on 
request to interested manufacturers. 

Domestic. 

Chicago, !!l.—The Sheppard Sales Company, 537 South Dear- 
born street, wishes to take on exclusive agency arrangements 
in Chicago for office specialties. Frank W. se proprietor 
and general manager, is a brother of T. M. eppard, repre- 
sentative of the C. E. Sheppard Company. 

Chicago, \il.—The Central Office Furniture Company is to 
open a new store early in June at 1255-57 South Wabash avenue. 

talogues are desired on all requirements for a general office 
furniture, filing equipment and supplies stock. Salesmen will 
cover Chicago and the outlying districts. 

Detroit, Mich.—The Office Appliance Exchange, H. H. Rowe, 
737 Griswold street, was opened recently. Mr. Rowe has had 
twenty years’ experience in the territory. He wishes to hear 
from manufacturers desiring aggressive representation in the 
Detroit territory. including typewriters and adding machines. 

Fayetteville, Ark.—The Patterson Printing & Stationery 
Company, Charles L. Patterson, president, East Side Square, 
inquires regarding duplicators. A composition device capable 
of making upward of twenty-five copies is desired. 

Goshen, ind.—John W. Messimore, 103 South Seventh street, 
manufacturers’ agent, covering Michigan, Indiana, Illinois and 
Wisconsin, and likewise the cities of Toledo, Louisville, St. 
Louis and Davenport, Iowa, wishes to add a line of thumb 
tacks, push an, rulers and adding machine paper. 

Johnson City, Tenn.—The Office Supply Company, T. E. Hol- 
lingsworth, manager, 125 West Market street, opened for busi- 
ness recently. Catalogues, getoce and discounts are requested 
from manufacturers of furniture and office supplies. 

Little Rock, Ark.—Luther Gordon, Jr., 1815 Broadway, plans 
adding an office equipment business to his established printing 
enterprise. He requests catalogues, price lists, etc., from manu- 
facturers interested. 

Middietown, N. Y.—Robinson & Cunningham, 13 Main street, 
will open a store July 1 handling a general line of office equip- 
ment and appliances. Catalogues will be appreciated. The firm 
is composed of John W. Robinson—for many years proprietor 
of a large book and stationery store—and Robert F. Cunning- 
~~ gpd connected with a large stationery store in this 
vicinity. 

San Antonio, Texas.—Manufacturers of steel lockers are re- 
quested to correspond with A. B. Hardin, manager commercial 
furniture department, G. A. Stowers Furniture Company, who 
is working on proposal involving 4,500 lockers for the San An- 
tonio high school. Price lists and catalogues are desired. 

Santa Barbara, Calif.—The Mission Office Equipment Com- 
pany, Miss Elsie M. Hunt, 1103 State street, wishes to get in 
touch with manufacturers of steel lockers. Catalogues are 
requested. 


Business Opportunities from Department of Commerce. 
Adding and Calculating Machines. 
See No. 6246 under Typewriters. 
Furniture. 

6478.—Office equipment and supplies, household furniture, re- 
frigerators, clocks, hammocks, gas stoves, baby carriages, mat- 
tresses, steel and wooden beds, wool and fiber rugs, suit Cases, 
hand bags and lighting fixtures—San Juan, Porto Rico. Agency. 

Other Machines. 

6421.—Merchandise for department stores, advertising novel- 
ties and office appliances—Sydney, Australia. Agency. 

See also No. 6426 under Typewriters. 

See also No. 6431 under Typewriters. 

Paper. 


6470.—Paper, printing inks, graphic machinery and general 
merchandise, especially staple lines—Rio de Janeiro, Brazil. 
Agency. 
See also No. 6438 under Stationery. 
See also No. 6742 under Stationery. 
Stationery. 
6373.—Machine tools, automobile accessories, belting, paints 
and varnishes, fancy goods, and stationery—Madras, India. 


Purchase. 

6435.—Sundries, plated jewelry, artificial-silk hosiery, playing 
ecards, cheap stationery, canned goods, cotton piece goods, par- 
Sane beach cloth, purchase desired; and agencies for cottage 
industrial machines, such as automatic knitters, weavers, drug 
mills and chemical tablet machines—Madras, India. 

6436.—Stationers’ supplies—Amsterdam, Netherlands. Agency. 

6438.—Tacks of different sizes, shapes and colors for marking 
courses on maps; and all mechanical contrivances used in map 
making—Sydney, Australia. Purchase. 

6472.—Stationery and writing and printing papers, fifty tons 
per annum—Karachi, India. Purchase. 

See also No. 6376 under Typewriters. 

Typewriters. 


6376.—Automobiles and accessories, tires, leather and rubber 
boots and shoes, dental instruments, hosiery, leather, evaporated 
milk, cylinder oil; textiles, especially ginghams, underwear and 
woolen cloth; newsprint paper, stationery, typewriters, metals 
and scrap metal, and copper phosphate—Budapest, Hungary. 
Purchase and agency. 

6426.—Typewriters, 
Rome, Italy. Agency. 

6431.—Office ee and commercial labor-saving devices, 
possibly typewriters—Prince Rupert, Canada. Agencies. 

6432.—Leather, typewriters, drugs and food products—Paler- 
mo, Italy. Agency. 


duplicators and calculating machines— 


May in Corporate Finance. 

A summary of prices on New York, Philadelphia and Chicago 
stock exchanges of industrial stocks related to the office equip- 
ment and stationery fields. Where no showing is made the 
stocks were not dealt in actively. 

Miscellaneous fiduciary affairs are noted. 

Stocks starred (*) are traded in but not listed. 

American Bank Note Company—Common. 

High for year, March 7@91; low for year, Jan. 6@77. 
Week of April 28—Sales, 200; high, 88; low, 87; close, 87. 
Week of May 5—Sales, 800; high, 84%; low, 82; close, 82%. 
Week of May 12—Sales, 500; high, 81; low, 80%; close, 81. 


Week of May 19—Sales, 300; high, 80%; low, 80; close, 80%. 

Week of May 26—Sales, 200; high, 80; low, 80; close, 80. 

American Bank Note Company—Preferred. 

High for year, Feb. 7@55; low for year, April 24@51. 
Week of May 12—Sales, 2,000; high. 76; low, 7144; close, 71%. 
Week of May 19—Sales, 100; high, 52; low, 52; close, 52. 
Week of May 26—Sales, 100; high, 52; low, 52; close, 52. 

American Writing Paper Company—Common.* 

Week of May 19—Sales, 200; high, 2; low, 2; close, 2. 

American Writing Paper is operating at a profit, after de- 
preciation. The company began to show better earnings in 
March, but due to losses in January and February, the first 
quarter of this year showed deficit of $300,000, after deprecia- 
tion charges amounting to $225,000. It has effected a large re- 
duction in overhead expenses and operations this year are ex- 
+ a show a profit.—Chicago Journal of Commerce, May 

From a high of 34 this year, American Writing Paper pre- 
ferred has declined steadily until today, when a new low was 
made below 20. Selling is reported as liquidation and comes 
principally from New England. President George A. Galliver 
resigned and Vice President S. L. Mitchell is acting as ex- 
ecutive head. 

There have been reports that the selling is from interests 
connected with the former president, but these are unverified. 
The company showed its last net profits in 1920, when $1,687,674 
was reported. In 1921 deficit was $1,944,775, which last year 
was reduced to $560,380. 

Labor troubles were in large measure responsible for the 
deficit of 1921, together with inventory difficulties. Recent in- 
creases in the price of paper have helped the company’s posi- 
tion and, as mills are operating close to capacity, usually well- 
informed sources express the opinion that a profit will be 
shown for the year.—Chicago Evening Post, May 16, 1923. 

American Writing Paper Company—Preferred. 

High for year, March 7@34; low for year, May 18@16. 
Week of April 28—Sales, 1,700; high, 2742; low, 26; close, 27 
Week of May 5—Sales, 1,200; high, 26%4; low, 25%; close, 25%. 
Week of May 12—Sales, 2,600; high, 25; low, 23; close, 23. 
Week of May 19—Sales, 10,500; high, 22; low, 16; close, 16%. 
Week of May 26—Sales, 1,900; high, 21%; low, 1734; close, 21%. 

Burroughs Adding Machine Company.* 
ee weeks ending April 28—Sales, 498; average price, 132@ 





134. 
Two weeks ending May 16—Sales, 171; average price, 130@ 


Computing-Tabulating-Recording Company. 
High for year, April 9@83%; low for year, Jan. 9@69. 


_, Week of April 28—Sales, 3,200: high, 79%; low, 77%; close, 
i%. 
Week of May 5—Sales, 9,400; high, 7754; low, 72; close, 74. 
Week of May 12—Sales, 2,000; high, 76; low, 7144; close, 74%. 
Week of May 19—Sales, 5,100; high, 76; low, 73%; close, 74%. 


Week of May 26—Sales, 4,300; high. 7444; low, 72%; close, 74. 

Quarterly dividend, $1.50, payable July 10 to stock of record 
June 22. 

Current earnings of Computing-Tabulating-Recording are at 
an annual rate of $13.00 a share. This compares with $10.92 a 
share earned in 1922. Net for April and the first half of May 
were substantially better than the average earnings in the first 
quarter of last year. Officials look for a continuation of this 
improvement.—Chicago Journal of Commerce, May 17, 1923. 

Computing-Tabulating-Recording Company—Rights. 

Week of April 28-—Sales, 9,200; high, 54; low, %; close, %. 

Week of May 5—Sales, 4.700; high, 34; low, 4; close, 4 

Week of May 12—Sales, 2,000; high, %; low, %; close, \%. 

Week of May 19—Sales, 1,700; high, %; low, %; close, \%. 

Congoleum Company. 

Week of May 5—Sales, 2,690; high, 223; low, 208; close, 217. 

Week of May 12—Sales, 2,425; high, 234%; low, 215, close, 233. 
-“—” ending May 19—Sales, 1,014; high, 240; low, 230; close, 

5. 

Quarterly dividend on the common stock of $4.00 the share 
payable July 16 on stock of record July 7. Previously the com- 
pany had paid $2.00 a share on the common stock. 

The Dalton Adding Machine Company. 

Quarterly dividend, 1% per cent, payable July 2 to stock of 

record June 20. 





_ The Globe-Wernicke Company. 
Quarterly dividend, 1% per cent, payable June 10 to stock of 
record May 31. 
The B. F. Goodrich Company—Common. 

High for year, March 22@41%; low for year, May 21@30. 
Week of April 28—Sales, 1,600; high, 37%; low, 36; close, 36. 
Week of May 5—Sales, 6,900; high, 36; low, 33%; close, 33%. 
Week of May 12—Sales, 4,100; high, 35%; low, 32%; close, 33. 
Week cf May 19—Sales, 1,900; high, 3344; low, 32; close, 32%. 
Week of May 26—Sales, 4,200; high, 32%; low, 30; close, 32%. 

The B. F. Goodrich Company—Preferred. 

High for year, March 6@92%; low for year, Jan. 3@84. 
Week of April 28—Sales, 1,800; high, 90; low, 90; close, 90. 
Week of May 5—Sales, 1,600; high, 903; low, 89%; close, 90%. 
Week of May 12—Sales, 700; high, 90%; low, 89%; close, 90%. 
Week of May 19—Sales, 700; high, 9044; low, 89; close, 90%. 
Week of May 26—Sales, 200; high, 8914; low, 89; close, 89. 

The Goodyear Tire & Rubber Company—Common,* 
April 23 to May 26—High bid, 16; low bid, 13%. High asked, 
17; low asked, 14%. 
The Goodyear Tire & Rubber Company—Preferred.* 
April 26 to May 26—High bid, 60; low bid, 49%. High asked, 
61; low asked, 50%. 
Kellogg Switchboard Supply Company.* 
April 23 to May 26—High bid, 51; low bid, 45%. High asked, 
52; low asked, 47. 
Lanston Monotype Machine Company. 
Statement for year ending February 28: Profits before taxes 
(1923), $614,091; (1922) $786,680. Taxes for previous year—(1923) 
$76,856; (1922) $308,803. Dividends—(1923) $360,000; (1922) $360,- 


000. Surplus for year—(1923) $177,235; (1922) $117,877. Written 
off—(1923) $49,840; (1922) $41,452. Profit and loss surplus— 
(1923) $4,667,791; (1922) $4,550,396. 


Quarterly dividend, 1% per cent, payable May 31 to stock of 
record May 21. 
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Remington Typewriter Company—Common. 

High for year, March 6@48%; low for year, Jan. 2@34. 
Week of April 28—Sales, 5,100; high, 46%; low, 42; close, 445%. 
Week of May 5—Sales, 3,700; high, 43%; low, 40%; close, 40%. 
Week of May 12—Sales, 3,200; high, 41%; low, 35%; close, 35%. 
Week of May 19—Sales, 600; high, 39%; low, 38; close, 37%. 
Week of May 26—Sales, 2,800; high, 38%; low, 33%; close, 38%. 

Remington Typewriter Company—First Preferred. 

High for year, heb. 13@104; low for year, Jan. 18@101. 

Remington Typewriter Company—Second Preferred. 

High for year, April 30@91%; low for year, Jan. 3@80. 
Week of April 28—Sales, 100; high, 91%; low, 91%; close, 91%. 
Week of May 5—Sales, 500; high, 91%; low, 91; close, 91. 
Week of May 19—Sales, 100; high, 90; low, 90; close, 90. 

Scott Paper Company—Preferred. 
Last sales, September 6, 1922, @100. 
Underwood Typewriter Company—Common. _ 

High for year, May 24@175%; low for year, Jan. 3@136. 
Week of May 5—Sales, 300: high, 150: low, 148; close, 148. 
Week of May 19—Sales, 600; high, 156%; low, 150; close, 154%. 
Week of May 26—Sales, 1,400; high, 175%; low, 158%; close, 





Quarterly dividend, $2.50, payable July 1 to stock of record 
June 3. 
Underwood Typewriter Company—Preferred. _ 
High for year, Feb. 1@120; low for year, Feb. 1@120. 
Quarterly dividend, 1% per cent, payable July 1 to stock of 
record June 3. 
The Wahl Company—Common. 
High for year, Jan. 4@58%; low for year, May 7@44. 


Week of April 28—Sales, 4,095; high, 53; low, 50%; close, 51. 
Week of May 5—Sales, 6,265; high, 52%; low, 48%; close, 48%. 
Week of May 12—Sales, 6,485: high, 50%; low, 44; close, 48%. 
Week of May 19—Sales, 520; high, 48%: low, 48; close, 48. 
Week of May 26—Sales, 3.287; high, 48%; low, 44; close, 48%. 


The Wahl Company—Preferred.* 


April 21 to May 26—High bid, 93; low bid, 85. High asked, 
96; low asked, 92. 


Eastern Business Conditions. 


Surveys of the Business Field Bearing on This 
Field, Reported by the Philadelphia Ledger 
During May. 





Calculating machine sales have increased fifty per cent over 
last year. The tendency is toward the adding, listing and calcu- 
lating machine, while bookkeeping machines are selling fairly 
well. Manufacturers expect big business in the future. 


Cash register sales are steadily increasing. Manufacturers 
report April sales were the largest in the history of the busi- 
ness. Local agencies expect May sales to exceed those of April. 
Prices are unchanged. 

Safe sales are steadily increasing, due to an unusual demand 
from business houses moving to new quarters and banks estab- 
lishing branch offices. Heavy wall safes are the best sellers. 
Two and three-inch safes have given way to six-inch. 

Second-hand office furniture sales are fair. Local dealers 
report that from October 1 to March this year was the best 
period they have had since the war. Flat top sanitary desks 
have the call and typewriter desks are sold as fast as dealers 
can procure them. Prices are increasing. 

Typewriter business shows an improvement over a recent 
lull which follows a very active first quarter. Prices are firm. 
Portable typewriters have the call from vacationists and tour- 
ists and the number of new offices opened recently have 
improved the 


demand for standard sizes. 

















= %s) 








Ge 


Page 14 OFFICE APPLIANCES For June, 1923. 











= 








® 


NC 





i 





~ <= — 7 
Ss = SSS t—~ 
SS  _—Z 


4 


a 


SS 
7 
7Z>> 






—— 


— 





SSS SS 
25 







fe 


SSS 
SS 


SS 
—_— 7 = 
SS ZZ 


= 
‘S 


Sy 
~\] 


DSS 





SS as cS SSS ae Se <=> > —>y 7) 
Ses — SSS. NE: ZAG, 
ONZE ZAZA EE, 

. 
Z | : 








health of human society. On the most 





profitable lie, the course of events presently lays 
a destructive tax; whilst frankness proves to be 
the best tactics, for it invites frankness, puts the 


parties on a convenient footing, and makes their 





business a friendship. Trust men, and they will 
be true to you; treat them greatly and they will 
show themselves great, though they make an 
exception in your favor to all their rules of 


trade.’’—Emerson. 
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Conducting a Sales 


By Griff Glover 


Appliances reached its nineteenth birthday 
tuiniversar month. By way of celebration we 
reprint what we consider the best special article pre- 
scnted during the years. Thirteen years ago Griff 
Glover, vice-president and then general manager of 
The Dalton Adding Machine Company, covered the sub- 
ject at our request. So many requests were received for 
copies of the article that it was reprinted in pamphlet 


Office 
this 


H | 


unquestionably 


title above was assigned to me, not chosen, and 
that the 


should collect and annotate those certain salient truths 


it was only intended writer 


which have been asserting themselves with ever increasing 


persistency in the history of the world’s business. 
For a number of years thinking men have been keenly 
This 


good old world of ours is growing better, not worse, as a 


cognizant of an awakening of the world’s conscience 


few misanthropes would have us believe. 


The 


youngest of us can remember when the money king could 


The transmutation has asserted itself in many ways. 
do no wrong. The possession of a sufficient amount of this 
world’s goods threw a mantle of immunity, if not forgive- 
ness, Over acts and deeds which would not have passed un- 
But the 


placed on the defensive and it is, 


challenged in one of lesser means Croesus of to- 


day is, as it were, so to 
speak, up to him to explain where and how he acquired his 
wealth 

the 


highwayinen from the public roads, so the business brigands 


\s the pirates of old were driven from the seas and 


are being forced from the marts of trade. The sandbagging 


days of business are over. Never in all the history of the 
world has there 
deal. fittest rules 
and dominates as always, but the definition of the word fit- 


been such an instant demand for a square 


The inexorable law ef the survival of the 


test has been metamorphosed. For brute force, actuated 


by greed and avarice, the word is unfolding itself to mean 


merit, worth, ability and all that is worth while, enduring 


and lasting. It is fully appreciated that one of the best as- 


sets a corporation, concern or individual can have is a good, 


clean business name and a reputation for square, just, cour- 


teous and generous treatment of those with whom they 


have to do. The great corporations, concerns and men, as 


ever, want their full share of the world’s patronage, but 
they also want, and must have, to survive, the respect and 
approval of those whom they sell or serve. An hundred 


factors indicate which way the current trends and a!l serve 
to mark an uplift in every branch of human endeavor. In 


the better class of magazines, objectionable advertisements 


Campaign 


form and the two five-thousand editions exhausted. 

Since the first publication of the article many new men 

have come into the field, who may with advantage read 

the advice of this successful campaigner. Mr. Glover, 

a lawyer, became interested in The Dalton Adding 

Machine Company, through legal matters. His enthu- 

siasm for the machine impelled him to undertake the 

sales management, which he directed for several years. 

can find no place; the press generally is following in the 

wake of the leading dailies are safeguarding 
The attorney who yester- 
day was accorded entree everywhere and pointed out as a 
man of such rare legal ability and attainments that he could 
safely steer his clients to the very doors of the penitentiary 
and still leave them free to select their own tailors, is to- 
The get-rich-quick gentry, 
gold-brick artists and the commercial and 
financial spell-binders are finding it an exceedingly difficult 
undertaking to maintain a slippery footing on the outer edge 
of the business world. The public service corporations are 
frankly stating through the press that they must have the 
good will of the public they serve, and they are earnestly 
striving to deserve and maintain it. 

How a big selling campaign ought to be planned and con- 
ducted! Who would have the presumption to arrogate to 
himself the ability to forge on the anvil of his mind this 
What is a successful bus- 
Certainly not the unloading upon the pur- 
chasing public a certain quantity, no matter how large, of 
unsalable at unfair profits through slick salesmen 
hy questionable means. Is it not properly defined as a 
‘ampaign so conducted in all things that the character of 
each month’s accomplishment constitutes an asset to insure 
future Several things are of course need- 
ful to insure the success of such a selling 
An article, device, product or commodity of 
superior merit or quality or more attractive price, sound 
business principles and policy strictly adhered to, salesmen 
of intelligence integrity and work, then work and 
finally WORK, of which, not an atom that is impregnated 
with painstaking care and intelligence, is ever lost. Scien- 
tists tell us that nothing in the world is really lost or de- 
stroyed. This fundamental law of nature applies here with 
telling force. 

All 
inborn to every man with red blood in his veins. 


and many 


their readers with equal care. 


day ostracized by honest men. 


the business 


master key to business success? 


iness campaign? 


goods 


achievements ? 
and necessary 


campaign. 


and 


progress, all, is resultant from the spirit of unrest 


We all 


want to do things, big things, and worth the doing. No 
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real man could be paid to turn an idle, 
non-producing wheel. No man wishes 
to engage in or witness an encounter 
which does not tax to the utmost the 
resources of those engaged. Knights 
of old cried out for adversaries worthy 
of their steel. Half the pleasure of 
living lies in past accomplishment and 
performance and the other half is 
pretty largely made up of expectations 
yet to be realized. Men grow and de- 
velop in response to the very cares, 
burdens, difficulties and embarrassing 
situations which present themselves. 
Difficulty is the sire and trouble the 
dam of development. The giants pro- 
duced during the revolutionary days 
of this country and the giants devel- 
oped during the period of the civil 
war were not because the Lord was 
making a different character of man at 
those particular times, but because life 
was rife with trouble; great cares and burdens were thrown 
upon the shoulders of the people. They were troublous, 
arduous times and men. responded by developing to meet 
the tremendous obligations placed upon them. 


Work the Key to Happiness. 


It is the key not only to achievement, 
Hard, hard, un 


What is work? 
but contentment and happiness as well. 
compromising, all absorbing work is joy and there is no 
compromise. A single mis-spent hour, properly allotted to 
work, will serve to poison the entire day and rob one of the 
intense enjoyment of a day well spent. Addison, Steele, or 
was it Emerson, has defined genius as a capacity for hard 
work. No man, none, can do the things worth while un- 
less he really works, and few do. Many think they do and 
wonder at the lack of results, but few, very, very few, and 
I would even hazard the statement, none really think and 
work and fail to achieve their heart’s every desire; but the 
worker must have something worth while upon which to 
bend his energy, and it rests with the management to bring 
it home to each and every man on the firing line that he is 
not engaged in dragging a dead horse around by the tail. 
A wise general seeks to bring it home to his men that the 
cause for which they fight is a worthy one. 

In place of endless rules and petty regulations, is it not 
better to substitute clearly defined, easily understood poli- 
cies and principles that can be ever so briefly summarized 
as plain old-fashioned courtesy and honesty, not to be 
boasted of and thrust in the face of the public, but to be 
put into practice and lived up to both in the letter and in 
the spirit? A good man does not have to proclaim his 
worth from the house-tops. In a quiet, unassuming way he 
lives his life and lives it right, and soon he is known as one 
of the community’s best assets. Such is reputation. A bus- 
iness organization should be of such a character that any 
man is proud to be identified with and part of it. 


A Business Decalogue. 

The world has little sympathy today with Dog Tray. He 
is reasonably supposed to have hunted up canines of a kin- 
dred spirit; and a man is justly judged by the company he 
The things to be avoided in a selling organization 
For in- 


keeps. 
are so obvious as to hardly call for enumeration. 
stance, intelligent business men have come to know that the 
knocker only lives because the fool-killer either has a kind 


heart or is loafing on the job. The very children of the 


counting rooms fully appreciate that to adopt an India rub- 
ber price list is simply business harakiri, that to lead one’s 
customers to expect the impossible is simply a bid for fu- 
A wise salesman will even lessen representa- 


ture trouble. 





tions. The fault of misrepresentation 
generally lies more largely with the 
management, not the salesman, and so, 


in turn, the salesman should never be 


misled. One price to anyone, any- 
where, at any time and under all cir- 
cumstances and conditions is held to 


be one of the soundest foundation 


stones upon which a business structure 


can rest. If the fundamental rules of 
good, sound, clean business could be 
formulated into a decalogue, they 


would probably read somewhat as fol- 
lows: 

i. 

Never use the name of a competitor 
avoided. 
Il. 

Never say unfriendly, unkind or_un- 

competitor, its 


if it can be 


generous things of a 


representative or its device. 


GRIFF GLOVER. ITI. 


Grant frankly any point of merit in the article, device, 
product or commodity of a competitor. 
IV. 

Never dignify abuse, slander or gross misrepresentation 
by either discussion or argument. Knock a man down if 
you must, but do not be drawn into controversy or touch 
the cat and dog business with a ten-foot pole. 

¥. 

Remember that your first obligation lies to those 
have favored you with their valued patronage, and see to 
it that you are entitled to enjoy a continuance of the confi- 
dence the purchase implies 


who 


Vi. 

Admit frankly every just claim of a competitor, but state 
clearly and convincingly the points of superiority in your 
own article, device, product, commodity, service or other 
point of vantage. 

VIL. 

Remember that the neglect of business is the gravest dan- 

ger with which your company is confronted. 
VILL. 

Remember that you are one family and in each man’s 

custody is the honor of the family. 
IX. 

Remember that a man may have all the accomplishments 
and polish in the world and still fall short of being a gentle- 
man unless he is ninety-odd per cent kind. 

: @ 

Know your business; know every detail of it, and know it 
thoroughly. 

A selling organization in its make-up as an army presents 
a paradox if the esprit de corps is to be a telling, effective, 
aggressive force and a reality, not a myth. Every private 
must also be a general. The initiative 
treat, parley or private treaty, must frequently rest with 
him. If he is gifted with genius, is what he should be or 
what he can be developed into, he will in time muster inde- 
satis- 


for assault or re- 


pendent forces of his own, represented by a host of 
fied customers, which, as time passes, will be converted in- 
to staunch, loyal business friends. Everyone makes mis- 
takes except the silk hat and high collar, and so long as 
they are not of the heart, the stands in little 
jeopardy. Dishonesty, however, is entirely a different mat- 
ter. The horticulturists have formulated various rules for 
certain pruning at stated periods, but they enunciate a 
sweeping rule governing the treatment of rotten wood. It 
is that it must be cut out the moment discovered, without 
regard to the state of the calendar. This rule should be as 


business 
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inflexibly enforced in any organization as regards the slight- 
est infraction of strict integrity. No business can safely 
conduct a moral hospital. 

The success of the battle lies with officers and privates 
alike. In the battles of the business world, the officer in 
command is frequently too much considered, the man be- 
hind the gun too little. The silk hat and high collar is al- 
together too much in evidence for the good of the cause: 
too much dictatorship, too much censure and too little com- 
mendation. The man in the mahogany box stall, comfort- 
ably seated in his cushion swivel chair, far from the smoke 
of battle, gives too little and asks too much, If the man 
holding the outpost and meeting the brunt of the enemy’s 
attack is worthy of the position he occupies, he is worthy 
of and entitled to a vast number of other things which he 
must have if he is to prove a valiant, faithful, loyal, effec- 
tive soldier. 

He is entitled to the confidence, sympathy, co-operation 
and support of the management. He is entitled to know the 
real purpose and character of the company. He is entitled 
to a place of his own in the hearts of those he represents 
and serves. 


Keeping in Touch with Headquarters. 


In any battle, every man in the engagement, no matter 
in what capacity he serves, wants reliable, authentic news 
from headquarters and the front. He hungers for real in- 


formation of every nature, kind and description. How 
fares the left wing? Are reinforcements at hand? What 
the reserve force and resources of the enemy? What our 


own? The nature of their weapons, ammunition and sup- 
plies. He fairly revels in accounts of achievement of bat- 
talion, company or individual. The house publication 
should recognize and meet this want and need. It should 


in reality be the camp fire chat of the bivouac in which all 
can and should participate. It is a common cause and the 
narratives of veteran and raw recruit alike have a thrilling 
personal interest. The official reports of the commander- 
in-chief are but dull stuff compared to the actual experiences 
of comrades in arms, engaged in the heat and thick of the 
fight. On the eve of tomorrow’s engagement, each mess 
wants to hear from the lips or pen of the participants them- 


selves the occurrences and incidents of yesterday and to- 
day, not the opinions and views of statistician or theorist, 
but the actual happenings as narrated by the living actors. 
Whether the account recites achievement, victory or failure, 
the sympathetic audience will never find it lacking in vital 
interest, nor will it be disposed to criticize the manner of 
the telling. And it is the interchange of personal experi- 
ence and the familiarity acquired thereby with each and 
every fact, detail and circumstance of the matter in hand, 
which offers a bond of union between men and manage- 
ment alike. This is the very essence of esprit de corps and 
must exist if the selling organization is to be what it should 
be. 

A selling campaign is simply a selling organization at 
work. A battle is simply armies in action. No armies, no 
battle; no organization, no campaign. Preperly organized, 
the campaign is always on. In an organization worthy of 
the name, every man feels the heart beat of his fellow; he 
shares the confidence of his company; he knows he is en- 
titled to it and is determined to safeguard, maintain and 
augment it. He knows that all eyes at headquarters and 
in the field alike are upon him. He is not a nonentity, not 
an isolated being, but a valued member of a great and good 
family. He is assured of the heartfelt, sympathetic inter- 
est of all in his affairs, be they successful or otherwise. He 
has long been in full sympathy and accord with the plans 
and ambitions of the men whom chance or merit have 
placed in command. He will work with you shoulder to 
shoulder, through fair weather and foul. He will not only 
carry a message to Garcia, but his heart will be undisturbed, 
for he knows there is no treason in the document in his 
breast. It is being whispered from outpost to outpost that 
some important movement is about to be made, general 
field orders are on the eve of issue, a concerted onslaught is 
to be made upon the enemy, standards are to be advanced, 
records smashed and a forward stride made in the battle 
for supremacy. The consciousness of coming conflict is in 
the air. At the first blast of the trumpet every man is in 
the saddle. He leans far out on the neck of his well- 
trained steed and whatever the especial need or demand,” 
whatever the charge, such a force presents a solid, unwav- 
ering, invincible front. 





Office Machinery for Credit Men 


Reprinted from a Series in The Credit Month- 

ly by H. P. Reader, Credit Manager of the 

Interwoven Stocking Company, New Bruns- 
wick, N. J. 





Second Installment. 


HAVE been trying in earlier issues of the Credit Monthly 
to sketch rapidly what modern ingenuity has done to 
give the credit department facilities for handling smooth- 
ly, expeditiously and safely the volume of business pressing 
upon it. 
From the business 


earliest times when the records of 


were mere narratives, scarcely more than lists of articles 
committed to clay tablets or the papyrus roll, the pressure 
of necessity has been at work, compelling men to use their 


ingenuity in developing methods and systems by means of 
which they might handle the traffic in goods and wares in 
a larger way. To the mere list of goods and chattels was 
later added the numeral, Roman at first. The Roman nu- 
meral, however, did not lend itself to easy calculation and 
had to give way to that remarkable invention, the Arabic 
numeral. 

I suspect that many a credit man will declare that there 
are today thousands of merchants who never got beyond 
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this mere iisting method nor ever heard of of the double 
entry ledger, described so minutely by Luca Paciolo in his 
book printed in Venice about 1494 which had been in use 
some 200 years prior to that date and had brought a real 
system of checks and balances into business records. 

The form of this double entry bookkeeping has 
varied to meet commercial conditions, but its principle has 
For many years 


been 


remained unchanged for a thousand years. 
after the invention of the bound book the ledger invariably 
took this form, perhaps the oldest example extant in book 
form is the ledger dated 1697, in the Advocate’s Library 
in Edinburg. 

Growth of Bookkeeping Detail. 

Subsidiary to the ledger there were early developed such 
books as the day book or book of original entry, cash book 
and journal. Many other books have been 
brought in to amplify and segregate or classify the accounts 
for easy comparison and comprehension and to afford an 


auxiliary 


opportunity for the employment of a sufficient number of 
clerks and bookkeepers to make the large number of entries 
required by modern business. 

The subsidiary book or division of the ledger in which the 
credit man is most interested, is the customer’s ledger (ac- 
counts receivable) in which has been recorded the transac- 
tions with each customer. 

The customers’ or sales ledger presents important prob- 
lems which are either not present or are present in smaller 
degree in other books of account. More attention, there- 
fore, has been given to the form which the customers’ led- 
ger shall take for convenience in handling than to the other 
books of account. This ledger, known generally as the ac- 
counts receivable ledger is the most active ledger division 
because sales are made to many customers daily and remit- 
tances are received from many. Accordingly it is important 
that the form of the ledger be such as to permit both debit 
and credit entries to be made as quickly as possible after 
the transaction has occurred and in fact it should be pos- 
sible to have the postings made to the ledger the day the 
transactions occur. 

The credit man is interested in the form which the cus- 
tomer’s ledger takes because he must constantly make ref- 
erences to the state of the customer's account. If the led- 
ger is so kept as to s'ow up his reference to his accounts, 
his work in determining upon credit extensions is made in- 
effective, office irritations are credit 
checking follows and the value of the credit man to his 


engendered, careless 
house depreciates. 
Improvements on Bound Ledger. 

The modern development of the ledger in general has 
taken two forms, (1) the card ledger, under which method 
the customers’ debits and credits are entered on heavy 
cards which are kept in trays, and (2) the loose leaf ledger, 
made up of removable sheets kept in adjustable binders. 

There are great advantages in these two types over the 
bound ledger; they may be described as follows: 

1. There are obvious advantages of economy of paper. 
In the bound book waste is unavoidable since the number 
of entries a customer’s account will require cannot be fore- 
told at the opening. 

2. The inconven‘ence caused by an account outgrowing 
the space originally provided and having to be carried for- 
ward to a page in the unused portion of the ledger is 
avoided by the card or loose leaf ledger. 

3. Pages in a bound book are necessarily numbered and 
must be indexed alphabetically in a part of the ledger de- 
signed for that purpose or in a separate book, which means 
that the folio number must be found in the index before the 


folio itself is turned to. This time consuming process is 


avoided in the new system 
4, The bound book does not permit of the use of a num- 


ber of workers at one time as does the loose leaf ledger or 


card system. 
book lend itself to 


and machine posting. 
The machine operation affords an accuracy, 


5. This bound does not tvpewriting 


Both the other systems lend them- 
selves readily. 


speed and clearness that cannot be approached in hand 


written entries and constitutes a main reason for the loose 
leaf or card system. 
Advantages for the Credit Man. 
The credit man’s need are best met by the card or loos¢ 


leaf ledger, machine posted, because: 

1. The machine posted ledger is continuously proven t 
be in balance and the entries correct, whereas, the hand 
posted ledger is proven only at intervals, as a rule once a 
taken. If an 


until the trial 


erro! has 


trial balance is 
detected 


month, when the 


been made it is seldom balance 
shows it up. 

2. Machine posted ledgers, possible only 
loose leaf systems, are easily kept up-to-date so that they 


offer 


under card ort 


reflect at all times the condition of the account and 
an essential guide for credit checking. 

3. The clearness of machine posted ledger accounts is a 
great help to accurate, and speedy credit work for only a 


W he n prope rly 


they 


glance is necessary to analyze the account. 
keyed out—credits against respective debits show at 
a glance, and without any mental arithmetic on the part of 
the credit man, just how long the customer is taking to pay 

I have been frequently asked if the credit department 
should not have in its own files or department, a duplicat: 
of the ledger or a summary thereof for use in collecting and 
checking credits. I say emphatically that I cannot recom 
mend this method. It ts but duplication of work, and the 
copied account or record card cannot be up-to-date or as 
authoritative as the ledger itself. Besides, the method im 
poses a bookkeeping responsibility on the credit man whom 
we are trying to keep as free from such detail as possible 
that 
information as to the 


I contend the accounts receivable department must 


serve condition of a customer's a 

count, right up-to-the-minute, directly off the ledger 
Registration of Ledger Cards. 

One of the indispensable requirements of a card 

The 


leaves carrying an entire account must in the course of the 


ledget 


is proper indexing and registration. cards or loose 


day’s work be removed from time to time for the use ot 


various individuals. Obviously it is important to know 


accounts or cards are out of the ledger and 


Registration cards of a different color from 


when these 
where they are. 
ledger cards, record in groups of say ten, the name and ad 
dress of each of the customers in a division. Each division 
should contain as many ledger cards as are registered, and 
if one is removed then there should replace it an “out” card 
en which is stated to whom and where the missing card 
was issued. If the system followed is the loose leaf system 
there should be an equaliy certain check upon the removal 
of a ledger sheet. 

Fortunately, there have grown up houses which manufac- 
ture machines and supplies which they adapt to the peculiar 
requirements of the business under review, for it has been 
found that it is much easier to adapt the equipment to the 
needs of a house than to change the methods of the house 
The best of 


houses have developed themselves into true service organ- 


to conform to stereotyped equipment. these 
izations whose men are thoroughly trained to serve as ad- 
visers and keep mere quantity selling in the background, 
realizing that an inappropriate system installed tears down 
instead of building up business and good-will. 

I have no hesistancy in making this statements for I have 
received material help from some of the organizations it 
I take care, however, not to 
fully 


selecting the right equipment. 
be misled. I insist upon taking enough time to bh: 


convinced 
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Cash Value of Window Displays 


By Russell B. 


Millia 


} 
iS 





A COUPLE 
Meyers 


top office 


OF 
« 
and a 


TIMELY 
Printing 


WINDOWS The window 
New York The 
tvpewriter desk, ma 
Mothers’ 


Stationery Company. 


desk costumer, witl 


tively appointed model office On the right is a 


Champaig. 


HERE are t the readers Office Appli 


memory 
the 


hose among ot 


‘an turrm back the leaves of and 


retail merchant who allowed 


skates to dustily 


ll into July or 


pre 


winter's and rustily decorate the 


vious 


store window wt August, or who, in a burst 


of botanical enthusiasm, inserted to public view a large 
bunch of cat-tails gathered on a duck hunt—only to allow 
the to become such fixture that the month of April 
(and a wild orgy of bursting and flying seeds) resulted e’er 


m a 


they were removed 


ly 


Happily, this type of merchant is now only a memory, 


having gone the way of the chap who energetically main 
tained that advertising didn’t pay and that sales letters were 
waste of good postage stamps. 
Windows their 


and 


and decoration are today a recognized 


Where the 


displays is given over to 


| 


established source of income. warranted, 


work of maintaining such window 
a department maintained for that purpose and whose duties 
li 
aif 


] 
( 


solely in the creation of window and _ store interior 


ecoration. 


they have more window area than any 
New 
considered, we c safely 
Marshall Field & Com- 
perhaps spend as great an annual sum on this one 


At 
been authoritatively stated that this firm ex- 


because 


Possibly 


tther retail store either Chicago, 


York 


“the world’) the institution of 


mn Philadelphia or 


(and when those cities are al 
Say 

pany 
phase of advertising as any other existing merchant. 
k it 


pends in excess of $1,250,000 each year 


ast has 


in the decoration of 


the windows of their two stores. I know of no other 


merchant that spends an annual sum that even approximates 
I total. 


hic 


staggering 


One of the best examples of window display value comes, 


however, from a small Randolph street store—the window 
being 16 feet long and 3 feet deep. It is that belonging to 
the Corona Typewriter Sales Company. This window is 


what J. B. McCormick of that company calls his “merchan- 


dise window 


In it he displays nothing but rebuilt type- 


writers, check writers and “trade-ins” (a branch of the 
typewriter business in which the Chicago agents for the 
Corona have recently embarked). And because the “re- 
uilt” line is so new with them, Mr. McCormick asserts 


that seventy-five per cent of all their rebuilt typewriter bus 


iness comes through that single window display. Knowing 


how much it costs him to get that 75 


per 





( 


yn the left with the crowd around it is that of the J. 
window contains a steel four-drawer filing cabinet, flat 
hine, chairs, desk accessories, etc., making an attrac- 
Da window by the Twin City Printing Company of 


This window, according to Mr. McCormick, could be sub- 
i rental of $300 a month. He values the display 
space at a considerably higher figure, but because he thinks 
that the mentioned represents probably all he could 
get for it from a foreign source, he feels that the space rep- 
resents Interest on this in- 


leased at 
sum 


an investment of $3,600 a year. 


vestment at 6 per cent annually totals $216. He must 
change the display once in two weeks and this requires the 
services of a man a half-day at each change. The cost of 
such a man can be said to be $10 a day. Totaling this 
cost we have one-half dayx26x$10 equals $130. The 
window must be washed, which expense is estimated to be 
$25 a year. The lighting costs approximately $120. Thus 
we have 

Initial investment—$3,600. 
Interest at 6 DEF CONT... ..csnaciosscdenae dwase b oe $216.00 
EP: rar mmr rn A ec 120.00 
WASHING oi ic 6 v0cs0 ese dae sd ppb alee 25.00 
Decoration and trimming... <i. .+s0<saseaskule . 130.00 

Total annual maintenance costs...........es«-ce- $591.00 

Hence the annual expenditure of $591, in maintaining a 
single window brings them 75 per cent of all their rebuilt 


business. 


tvpewriter 
the 


\nd while we are not at liberty to dis- 
volume of that business, it is certain that this ex- 
penditure comes back to them at the rate of several thou- 
sand per cent. Shades of gold brick merchants and oil 
stock kings! Doctor Cook talked interestingly, but his fic- 


tion was never so str 


close 


ange as this fact. 


Possibly 


the most interesting display Mr. McCormick has 
was his initial attempt last August at the time 

ook possession of their present quarters. j 

Moving is alway 


ever put il 
they t 
s accompanied by many problems—not 
s that of informing customers and gen- 
location. The Corona people did 
much to overcome this problem in their first window, which 
was not designed with intent to sell so much as to attract 
attention. The time was August—and August is hot. The 
one desire of the majority was to submerge themselves in 
the cooling waters of Lake Michigan. For that reason Mr. 
McCormick made his window a bathing scene—the prin- 
cipal 


the least of w hich 1 


eral public of the new 


being a fair young creature of lovely proportions, * 


clothed becomingly in an imported bathing suit. Type- 
writers and bathing girls are a contrast. Contrasts at- 
tract People looked—and looked again—women at the 
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fabrication of the beautiful bathing suit and the men at— 
a—well, perhaps the word “Corona.” Certain it is that the 
trade-name went with the display and the display carried 
with it the location. The display, put in at a cost of about 
$250, accomplished a great deal toward informing the pub- 
lic of the company’s new location and indelibly stamping 
that fact upon their minds. 

In commenting upon window advertising, Mr. McCor- 
mick said: “I realize that greeting cards have little to do 





with office equipment. Yet we handle them—and this in- 
stance will conclusively prove that windows can not only 
attract but hold attention. 

“This is two weeks in advance of Mothers’ Day. We are 
showing Mothers’ Day cards. The sale of that one ten 
cent card which stands in front of our hand-lettered show 
card is ten times as great as any other card in our assort- 
ment. Why? Because people stop—read the card—the 
sentiment appeals—and they come in and buy. 

“And you see this large, showy card selling at $1.00?” 
asked he, picking up the largest card of his selection. “I 
bought six of these—for display purposes only. I did not 
expect that they would sell, if only because of the price. 
Yet today, with twelve days yet to go, I have sent in my 
fifth reorder. 

“And right here let me say that more sales are started 
by windows only to be killed by a door hard to open than 
people realize. Whenever possible I have our door standing 
open. Back on La Salle street, our former location, our 
door was heavy to operate. And I have seen people come 
to the entrance—try to open the door and, because it did not 
yield readily, turn and walk away. So serious did this fin- 
ally become that we had a new door installed—at consider- 
able expense. An unwilling door is a bitter enemy to large 
sales volume.” 

Stunt window displays there are in abundance and their 
application has had a varying degree of success. One of the 
most outstanding of these, however, was “done” by a com- 
mercial stationer in a small Iowa town of about 12,000 
population. He had taken photographs of various well- 
known men about town as they walked away from the 
camera. The mayor, the postmaster, the chief of police, the 
town character (‘“Nigger” Mace), and others, all uncon- 
sciously, had their backs “snapped” as they walked down 
the street. These photos (ten in all) were mounted on a 
large cardboard and placed in the window with a sign, 
“Betcha can’t guess who these men are! Come in and try 
it.” The display attracted a great deal of attention and 
excited considerable comment. Best of all, it developed 
good-will and a laugh, both of which were (and always will 
be) factors in making sales. 


writer 1S 
D. Childs 
itselfi— 


One of the best pencil windows, of which the 
familiar, was that put in by Mr. Coon of the S 
Company, Chicago. The display was simplicity 
merely a barrel of pencils (all brands and kinds) being over- 
turned in the window—the contents being a jumbled, cha- 
otic sprawl on the window floor. A few colored 
fillers were symmetrically arranged at the window edge, 
but other than this, there was nothing. No cards- 
—no lettering. Pencils—a whole jumbled pile of them 


crayon 


no prices 
and 


A SPECIAL DISPLAY FOR A NATIONAL 
HOLIDAY.—The window shown at the left was 
arranged about the time of the Washington’s 
birthday celebration this year. The centerpiece 
was a copy of the picture, ‘‘Washington Cross- 
ing the Delaware,’”’ and two color cards on 
either side gave the years of Washington's 
birth and death. Below the centerpiece was an 
easel-back display of pencils, with pyramids of 
pencils on either side. A semi-circle of colored 
pencils surrounded one of the Woof-Woof mas- 
cots.—Display shown by the Simpson-White- 
man Company, Dallas, Texas. 





ATTRACTIVE WINDOW INKS. — Ar- 


DISPLAY OF 
ranged by Joe Gillam, manager of the Justice Stationery 
Company, Seattie, Wash. 


Yet that window sold $40 worth of pencils 
“Never said Mr. 
Coon, “had we ever allowed a display to remain longer 
than two weeks. This one proved so fruitful, however, that 
it was permitted to remain intact for three weeks.” 
Regarding the cash value of his two windows, Mr. Coon 
makes this simple statement: “If each of my windows 
don’t sell $20 worth of merchandise a day, I consider them 
failures.” 
“And as for 
them. My windows never carry extravagant show cards 
and I certainly would not price my displayed merchandise 
I want the merchandise itself to attract—not the price. By 
this I do not mean to say that we have only high-priced 
merchandise in our store. 


that was all. 


every day, for three weeks! before,” 


show cards,” he continued, "I never use 


On the contrary, we have many 
items that are low-priced and frequently we 
cheaper material. 


display this 
But I do not believe in pricing window 
displays, as I think that by so doing you attract a ‘price’ 
patronage.” 

Office furniture—desks, steel files, safes, etc., 
considered hard to sell through window displays. The con- 
trary is shown to be true, however, by the statement of Mr 
Thomas, Sr., manager of the Franklin Desk Company. He 
says: 


might be 


“While we cannot accurately calculate the amount 


of business resulting through our window display, yet we 
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do know that 30 per cent of our business is ‘drop-in’ trade. turer in your sales letters. Occasionally you give a large 
And the only two things that can attract that class of bus- Saturday Evening Post advertisement a place of promi- 
iness are our electric sign and our small window. The sign nence in your window. All of this ties up your store to a 
is a 60-bulb, glass-lettered one that hangs above the side- national campaign. But you can go still further—at very 
walk. We operate it electrically only four hours a day little expense. When you have installed a particularly at- 
and then during the winter months only. Its mainte- tractive window display—take a picture of it. Have a dis- 


nance and operation costs us very little. Our displays are play card in one corner of your window which reads: 
changed about twenty times a year, they usually being “This is what this window looked like two weeks ago”— 
fashioned after a typical office setting. These two advertis- and under that legend paste or hang your photograph. 
ing features do not cost us more than $800 a year. Yet  Passersby not only sell themselves on last week’s window 
that expenditure of $800 annually brings us nearly a third but pay more attention to the present one. 
of our total business.” Then, too, take that photograph to your engraver and 
Advertising, in its broad sense, has many branches. Asa _ havea halftone made from it. Your printer will pull proofs 
dealer in office equipment you employ certain of those for you without much expense. Attach one of these proofs 


branches. Window display is one of them. Newspaper ad- to your sales letters. That won’t be tying your institution 
vertising is another. Sales letter-writing is still a third. to a national campaign—it will be intensifying your local 
And so on. But to make your advertising expenditures efforts. It will mean bringing your window to the atten- 
return to you their every ounce of profit, each branch _ tion of your prospect twice or three times instead of once. 
should co-ordinate, corelate, work in harmony. You dis- Windows are valuable, but to get the most out of them, 
tribute the envelope stuffers supplied you by the manufac- make ’em work hard. 
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REPRODUCTION OF PENHOLDER USED BY GEORGE WASH- 
INGTON.—This is Typical of the Holders of the American and Post- 
Colonial Periods. These Holders Were Made for “Goose Nibs,” and 
Not for Steel Pens. The Peculiar Shape, Carving and Balance Are 
the Reverse of Modern Standards. [Half Tone by Courtesy of The 
Coach 








ONE MINUTE, PLEASE! 

How do you and your wife get along together? 

Do you discuss the family plans and finances amicably, or does one of you 
allow the voice to rise in nervous irritation, overcoming cal consideration? Do 
you leave the breakfast table a good many mornings with a feeling that you are not 
treated understandingly by the rest of the family? 

It is pretty important for a man’s success that things move along harmoniously 
at home. A man cannot give his best to his work when he is upset by domestic 

5 difiiculties. 
Perhaps your wife is to blame. Perhaps you are to blame. Perhaps the 


. blame is equally divided. In any case, tf you want to make good, you need pleas- 
ant relations with your better half. 

1 Just consider whether you cannot do something to remove causes of unpleas- 
s antness when due to you. Do your part and the chances are that your wife will 
" do hers. It takes two to make much of a quarrel and maybe some of the com- 
plaints of your family are well founded. Meet them half way and never lose 
: your temper or raise your votce. 

Your wife is a pretty good scout, you will admit. What if you had some 
y one of the other women you know for a wife? 
d Extravagant! When Queen Elizabeth died she had 3,000 dresses in her 
4 wardrobe. You don’t know what extravagance ts. 
a I thank you. 
’ —Frank Farrington. 
: (No. 6 All rights reserved.) 
e€ 
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An Ancient Writing Instrument. 

Che illustration shown here pictures a brass ink well and 
pen receptacle of a type used by the scribes in Jerusalem 
and other ancient Oriental cities. 

The 


was made is‘said to be 


from which the accompanying picture 
It is 9% 
inches long, and the long shaft made to enclose the pens 


instrument 
five hundred years old. 


used by the scribe is about 134 inches wide and % of an 
nch thick. 
the pen 


The ink well, which is braized or soldered to 
high and has a small 


The end of the pen receptacle next to the 


receptacle, is 134 inches 
hinged cover. 
ink well ts also hinged in the form of a cover, fitting snugly 
enough to prevent dust from entering the receptacle. 

Chis instrument was sent from Jerusalem to O. E. Pelt- 
zer of the Stromberg-Allen Company, Chicago, by Harry 
Passman, a friend, who, with his wife, is temporarily resid- 
ing in Jerusalem. He says, concerning the instrument: 

“This type of ink well was used more than two thousand 
vears ago and is used today in the Near East by those who 
You can see the scribes on the 
They stick them 
in their girdles and walk to their respective places of em- 


do not believe in progress. 
streets today, carrying such implements. 


ployment, for example, in front of the court house, where 


ADDING 
ADVER- 


GIANT 
MACHINE 


TISING A PLAY.— 
The Theater Guild, 
New York, Staged a 
Play, “The Adding 
Machine,”’ in Which 
This Huge Device 


Was Shown The 
Play is Symbolic, 
and in the Final 
Scene the Monster 
Adding Machine Is 
Set Up with a Cloud 
for a Background. A 
Matricide Has 
Sentenced to 
ate the Machine for 
an Eternity. Finally 
He Is Sent tack to 
Earth by a Keeper in 
Overalls and Gold 
Braided Cap, Puffing 


Been 
Oper- 


a Cigar His Lines 
Indicated that “— 
Blond Skoit”’ Was 
Waiting for Him 


Corner of 
The Play 
Unusual 


Around a 
the Cloud 
Abounds in 
Situations 





INKWELL AND PEN RE 


CEPTACLE OF BRASS, SAID 
TO BE 500 YEARS OLD This 
curious device is Ise ' tne 
scribes in Jerusalen The orig- 
inal was sent by Har Pass 
man of Jerusalem to a friend ir 
Chicago. Mr. Passman was for 
merly a salesman for the Stron 
berg-Allen Company ( ig« 
about twenty scribes are seated to write for the illiterate 
persons who have business to transact. These people be 
lieve in making things substantial. These instruments, such 


as the one | sent, do the work of the modern fountain pen, 


but they are not quite so convenient. A Mohammeda: 
would not trade one for the best modern fountain pe! 
made.” 

Mr. Passman wrote briefly, but interestingly ondi 
tions in Palestine and the Near East generally le said 
that affairs are quite unsettled, but that if Turkey should 
sign a peace treaty, it will put a new face on the situation. 


The Jewish work in Palestine, he says, is at a standstill at 


present for lack of funds. The largest furniture factory in 
Palestine, located in Jerusalem, has been obliged to suspend 
This 


men and was equipped with modern machinery 


operations. factory employed about two hundred 


A modern 
newspaper was started about a year ago in Jerusalem, but 


failed to make a success of the venture and after a vear 


the plant was closed down. Many other business establish- 


ments have failed. There was a good crop of oranges this 


vear, but no market for them, hence the owners of some 


of the orange groves lost their land, which was sold for 


The Ldding Ma- 
chine is 
Fourteen Long 


Six Feet Wide and 


Seven Feet High 
The Adding Machine 
‘Tape Thirty 
Inches Wide and 
the Key Twelve 
Inches in Diameter 
The The Guild 
is Selling $500,000 


Six Per Cent Bonds 


to Buy Land and 
Build Its Own Th 

ater The Sales of 
Thess Bonds Are 
“Totaled” or This 
Huge Adding Ma 
chine The ndivid 
ual Show: on the 
Machine Dudley 
Digges Who Has 
the Leading Role in 
‘“*T he Adding Ma 
chine ( t by 
Courtesy f the Bur- 
‘coughs Bulletin 
(Burroughs Adding 


Machine Company) 
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The Remington Portable Knows No Winter. 


Brrrrrrr! Thirty-seven below zero! And eighty-two 


miles north of a railway! “Cold enough to freeze your very 
thoughts,” you will say. “Pile on the bear skins and get 
11 doors.” 

“Not at all” says J. 
kirk Gold Mining Company up in Manitoba 
a letter he 


Parker Kerby, secretary of the Sel 
“It’s just fine 
or typewriting.”’ So according to wrote to the 
Remington Company, he reached down in his sled, took 
his Remington Portable out and proceeded to work with 
all the nonchalance of a vacationer off for a week or two 
n the Maine woods. 

And to that he did it, Mr. Ketby 
snap-shot showing the dreary winter surroundings of the 


Port- 


prove sent along a 


far north, his sled, and himself tapping away at the 

















REMINGTON 
ABLE TYPEWRITER IN THE ARCTIC REGIONS AT 
37 DEGREES BELOW ZERO 


J. PARKER KERBY OPERATING A PORT- 


able. He had to send the film by dog team to Winnipeg to 
be developed, but the picture, here reprinted, shows that 
Mr. Kerby and his associates are possessed of steady hands 
is well as strong hearts. 

Mr. Kerby’s letter was written in December. He writes 
that the picture was taken just as he was about to strike 


Remington. He sent wishes for a “Merry, 


The letter was received 


the “R” in 
Merry Christmas.” many weeks 
late for Christmas, owing to the necessity for getting it 
through the miles of wilderness, deep in snow, but the 
Remington people value it all the more, as it represents to 


them accomplishment in spite of difficult conditions 








AT THE RIGHT 
FRENCH CARTOONIST PRESENTS SOME IDEAS ON WHAT 
THE WORLD NEEDS 
le Matin’ of Paris devoted a full page in a recent number 
Oo a cartoon portraying the following much needed inventions: 
\ pipe that can be cleaned, stairs that do not creak when the 
belated fence that cats, 
flannels that will not shrink, a folding mirror that can be rolled 
ip in a tight roll, a stud that does not roll under the furniture, 


noiseless 


husband comes in, a keeps out the 


1 non-alcoholic beverage that is fit to drink and a 


typewriting machine. 
Note to cartoonist. Ve solved the stud 


problem long ago 


Before transferring a stud from one shirt to another we move 
all furniture from the room 
Note to Noiseless agent in Paris.—Noise for the 


you been keeping yourself lately? 


Noiseless, 


what? But where've 





U. S. GOVERNMENT PURCHASING COMMITTEE IN 
ACTION.—Photo by International Newsreel, New York. 


Experts Figure in Big Sums. 

The illustration shown at the top of this column pictures 
the United States Government Purchasing Committee re- 
ceiving bids on Government supplies. V. L. O. Danold, 
secretary to the chief purchasing agent, with J. H. Mc- 
Alister, W. S. Martin and W. E. Corbin are shown opening 
the first bids for the Postoffice Department. 

Supplies to keep the huge postal machine running for 
the year beginning July 1 amount to staggering quantities, 
and a great sum of money is involved in their purchase. 

The Department will require about 1,665 tons of sta- 
tionery; 3,685,000 sheets of carbon paper; 4,000,000 index 
cards, and 50,000,000 tags of different kinds. No less than 
67,200 quarts of ink will be used, and 37,700 gross of steel 
pens will adorn the desks of the various postoffices through- 
out the land. Vast quantities of inked ribbons, rubber 
stamps, rubber bands, mucilage, paper clips, sealing wax, 
etc., will be consumed. And this by no means enumerates 
everything! 

Too many men talk an hour when they could say all they 
have to say in a minute-—Burroughs Bulletin (Burroughs 
Adding Machine Company). 
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Comment on Ribbon and Carbon Situation. 
HERE is nothing which gives better value for the 
money than a typewriter ribbon or a sheet of 
carbon paper. Much work goes into it and a high 
degree of technical skill. The general run of prices 
is too low for the service rendered, which is such that 
everyone ought to get a good price. Many of the 
manufacturers have spent the better part of their lives 
in the business and have brought their products up to 
a high standard by intensive study and _ laboratory 
experiment. The product may be lightly regarded as 
commonplace in its use, but it is by no means com- 
monplace in its preparation. 

In reply to inquiries, one of the leading manufac- 
turers of a high standard product states that during the 
last few months the raw material used in the industry 
has increased in cost by about thirty-five per cent, yet 
no knowledge of this fact has been in any way con- 
veyed to the users of the goods by reason of the rather 
curious fact that there has been no increase in price of 
the finished product up to the present time, either in 
typewriter ribbons or carbon papers, although in every 
other industry an increase in the cost of goods is fol- 
lowed by an increase in the selling prices. 

Although ribbons and carbons are not now marketed 
at pre-war prices, the advance made during the period 
following the war, when all raw materials reached 
their highest point, was a very small percentage of the 
raw materials increase. Why have not typewriter 
ribbons and carbon papers advanced along with other 
commodities? One of the reasons is probably that 
small concerns in trying to get a foothold in the busi- 
ness sell their goods on extremely narrow margins and 
while the individual output of each is small and not 
enough of itself to be a factor in the market, yet each 
one of these concerns takes care of the needs of a few 
large users and in this way they disrupt the market and 
prevent the bulk of ribbons and carbons from being 
sold at prices which would represent a fair margin of 
profit on the cost of manufacture. Looking back over 
the years, we see a number of concerns that started in 
this way and struggled along for a time, but most of 
them have disappeared «from the scene. New ones, 
however, have come along keeping up the agitation and 
preventing a logical advance in prices in proportion to 
the advance in cost. This indictment, of course, does 
not apply to all new concerns in this field, but only to 
those which hold the belief that business can be perma- 
nently founded on margins which are insufficient to 
permit the accumulation of a reasonable surplus. 

<> 


Two Million Typewriters. 
HIS is a staggering total. The mind can hardly 
grasp what two million typewriters would look 
like in one pile. We leave it to the statisticians as to 
how far they would extend placed end to end, or were 
it possible to pile them one on top of another, how 
high a structure they would make, or how near the 
moon the top of the pile would be, but nevertheless 
two million typewriters is the record of the Underwood 
Typewriter Company since its organization; indeed, 
that record was reached some weeks ago, and it is now 
some better than that. 
The Underwood revolutionized typewriter construc- 


tion. The inventors of the machine and its sponsors 
who invested their future and their capital in the faith 
that it would succeed realized that they had a first- 
class mechanism, but it is likely that they did not know 
just how good it was, nor is it at all possible that they 
dreamed what the future would be. It changed the 
form of practically all typewriter models from the so- 
called blind machines to the visible machines, until now 
there are no more than two or three typewriters which 
retain the original form of construction and these by 
reason of the fact that their constructive features were 
not necessarily changed by the introduction of the 
writing in sight models. 

The Underwood Typewriter Company is to be con- 
gratulated not only for the two million machines it has 
made, but for the service it has performed to the type- 
writer industry and to the business world throughout 
the globe. 

It would be difficult to trace the influence of this vast 
number of machines on the office equipment industry. 
Practically all of them were designed to perform cer- 
tain work in which records of a more or less expensive 
character are preserved. In the wake of the great 
typewriter industry, with all the millions of machines 
turned out since the first practical machine was put on 
the market, has followed the filing cabinets, corre- 
spondence papers, second sheets, carbon papers and 
many other things which are now regarded as indis- 
pensable in the conduct of offices throughout the world. 
Even one million machines would supply work for a 
number of factories in producing supplies to keep these 
machines busy. The office equipment industry, we 
find, depends far more upon the output of the type- 
writer industry than upon any other one machine or 
device ever invented. 

<-> 


A Promising Field for Young Men. 

N THIS, the June number of Orrice -AppLiaNces, 

a section of which is devoted exclusively to the sub- 
ject of office furniture, it is appropriate to bring out a 
point suggested to the editor of this journal by one of 
the manufacturers in the office furniture field. His 
suggestion in brief is that there is no field for young 
men in the retail business that offers any greater oppor- 
tunity than the field of office furniture. In this depart- 
ment of the industry a good salesman gets a good 
salary. Our informant said that he knew a number of 
men who are getting not less than $400 a month and 
no good office furniture salesman is worth less than 
$200 a month. Their salaries depend on their ability 
to sell the product and there are any number of man- 
agers of office furniture around the country who are 
drawing very fine salaries. Many of the most suc- 
cessful office furniture dealers in the country built up 
their business from small beginnings and are now 
receiving a comfortable income from the annual sales 
in their office furniture department. In nearly all of 
these cases these merchants started from the ranks as 
salesmen. 

Perhaps OFrrice APPLIANCES may venture, even 
without personal experience of office furniture selling, 
the suggestion that the salesman of office furniture and 
office furniture supplies is in a peculiarly interesting 
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position. His work brings him in contact with every 
sort of business and in his daily rounds he learns much 
of the details of the businesses of those customers on 
whom he calls. He meets and talks with many of the 
brightest minds in the various industries and if he is 
an able man, he adds day by day to his fund of informa- 
tion and grows in character and ability as his service 
proceeds. Little by little he rounds out his mind until 
he is equipped intelligently to handle any situation. 

OrFicE APPLIANCES recommends the office furni- 
ture business to the serious consideration of young 
salesmen. 

<> 


The World Wags On. 


¢ SPITE of the disturbances of politics at home 
and abroad; despite the complications of finance, 
both domestic and foreign, and the irritations engen- 
dered by the bandits at home and those in other lands, 
the business world is going ahead, discounting much 
of the threat of evil, settling its labor problems on a 
basis of compromise, and erecting out of the new con- 
ditions the close of the war ushered in, a business 


LETTERS TO 


So-Called Ribbon and Carbon Tests Questioned. 

Note—Testing manufactured products for this and that 
appears to be nowadays a popular performance, but it must 
be conceded that some of these tests are of doubtful validity 
and more of them still of doubtful utility. Similar products 
may be made having different results in view. It is possible 
to produce merchandise which is admirably adapted for one 
purpose and quite useless for another. Two coats may look 
alike and both be of excellent value, yet one will shed the rain 
and the other will not. The following suggestion by A. H. 
Olmsted, treasurer and general manager of the Crown Rib- 
bon & Carbon Manufacturing Company, Rochester, N. Y., 
constitute a warning to those who would place too absolute a 
reliance on so-called tests of quality by persons or organiza- 
tions whose ideas of what constitutes quality in a given prod- 
uct may be far from practical. Mr. Olmsted says: 

It was with great interest that the writer noted in a re- 
cent issue of Office Appliances an article to the effect that 
buyers quite generally are impressed with the fact that at 
last a means has been discovered by which the relative mer- 
its of various typewriter ribbons and carbon papers may be 
ascertained, especially with reference to the service they 
are capable of rendering, thus enabling the users intelli- 
to estimate comparative values. The suggestion 
is unique in that it discards the good old principle that 
the “proof of the pudding is in the eating,” and substitutes 
the doctrine that appearance is a safe index to reality in 
determining relative merit. 


gently 


While the use of ink for writing purposes has been 
known for more than 4,000 years, as shown in manuscripts 
now carefully guarded in museums, the honor of the inven- 
tion of the so-called “testing machine” as used in deter- 
mining assumed indications of quality in ribbon and carbon 
inks has been reserved for the present generation. 

Inasmuch as those who are entrusted with the important 
responsibility of buying ribbons and carbons today are 
not likely in many instances to live long enough to profit 
by and correct errors of judgment in determining the true 
worth of the ink used, I trust I am not out of order in 
displaying a danger signal, since the tone of your article 
would indicate that this perplexing problem has been prac- 


structure which, in many respects, is different from 
that to which we were familiar in pre-war days. 

Americans must think of the United States as a 
world power whether they like it or not, because a 
world power we are. The rest of the world comes to 
our shores and buys our products. American men and 
American dollars are working everywhere on the hab- 
itable globe and in a good many places which are not 
regarded as habitable. 

The means for protecting and caring for these dif- 
ferent interests are not necessarily military. A nation 
such as the United States has vast military power ; al- 
ways at the back of every negotiation is the power to 
enforce the right. Diplomacy is the extended hand of 
good will, and it will be through diplomacy that this 
country will achieve its greatest advances in the future 
—diplomacy and business, for the salesman and the 
commercial attache are first-line diplomats. Commerce 
is day by day uniting us in inseparable bonds to the 
rest of the world, and those who are wise in industry 
will not fail to study the conditions, habits and thoughts, 
as well as the needs and peculiarities of the people of 
the rest of the world. 


THE EDITOR 


tically solved by placing, as I believe, too much emphasis 
upon the appearance of durability and too little upon indeli- 
bility. 

I desire to call attention particularly to the character of 
the writing fluids of 4,000 years ago, for what buyer can 
determine that the records made from materials he has 
the responsibility of buying today may not be of incalcu- 
lable value hundreds of years later? The writing fluids 
of those ancient times were made from pigments consist- 
ing of some form of carbon mixed with gum. There were 
other forms of ink used, but because of their nature they 
would not be suited to the purposes of ribbon and carbon 
manufacture. 

Now I confess that, if I were convinced as to the infalli- 
bility of the testing machine and the disinterested purposes 
of the one operating it, some of the demonstrations made 
by those who are expert in the use of this device and have 
a product suited to its needs are very impressive and con- 
vincing at first sight, but whoever heard of a pigment that 
would enter into a conspiracy with an oil or, a combination 
of neutral oils to the extent of forming a chemical union, 
which would be necessary in the case of an outstanding 
testing machine demonstration such as those our salesmen 
sometimes describe as having vanquished our own products, 
thus depriving them of the order they so much desired? 

I don’t pretend to explain how such wonderful results 
are obtained, but I am quite certain that one would be 
able to produce a very good imitation by the use of some 
coloring substance that would readily combine with the 
oils which are necessary in inks of this character, and thus 
give the impression of a writing long after the pigments 
which are depended upon to make it permanent become 
exhausted, leaving the remaining impressions useless for 
permanent record purposes. It is illuminating sometimes 
to read the test copy on the day following the test, using 
the back of the test sheet as manuscript instead of the face, 
particularly if the tissue upon which the test is made is of 
an absorbent character. 

Of course, if appearances of durability and cheapness of 
price are of paramount importance, other essential features 
of an honest and dependable ink may be sacrificed. But 
is it worth while? 
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NEW MACHINES 
and DEVICES 


és 


























New Checkwriter Forgery Proof. claim that this represents the first real torgery prev 
The Hall-Welter Company of Rochester, N. Y., announce = machine 

a new checkwriter which they have named the Forgery Another feature of this machine is the fact that it writes 

proof Sentinel. This device is intended to prevent not only 1m both words and figures. 

the raising of checks but the forging of checks as well. Its The inventor of this machine is H. C. Welter, vice presi 

application can be extended, of course, to other classes of dent and general manager of the Hall-Welter Company 

commercial paper, in which the amount and signature are Mr. Welter maintains that a checkwriting machine should 

of prime importance be one that will last indefinitely. He has accordingly pro 
vided a replaceable character type wheel, so that the wheel 
can be renewed at slight expense when characters becom« 
worn. \ steel spring side plate firmly holds eac! hat 


acter in place. This spring side plate, however, is resilient 
and allows any character to be removed in the mannet 
shown in the cut. If, after a period of service a hat 
acter shows sign of wear, the user need only call upon the 
manutacturer for a new character, which is supplied at 
cost of twenty-five cents. 


Purchasers of Forgery-proof Sentinel are protected by 


a $10,000 standard accident insurance policy give with 
each machine. This policy covers the amount line, payee, 
name, date and number change and signature forgery 

The Hall-Welter Company claims that the machine has 
five new features, including words and figures, ind u 
name, forgery coverage, pick proof lock and rel able 


characters. 














“FORGERY-PROOF SENTINEL” CHECKWRITER 
Each machine is equipped with a device which prints 
the individual name of the purchaser whose bank is noti- 
fied to pay only such checks as are drawn by the machine, 

















UHL STERL VAULT TRUCK MADE 
BY THE TOLEDO ME TAL FURNITU! 
COMPANY OF TOLEDO, O.—This usefu 


a co nie ck was describe n 
ILLUSTRATING REMOVAL OR REPLACEMENT OF Stic Mealsies Ser Mines ar sea 


ice Appliances for May. o yage 188 
CHARACTERS ON TYPE-WHEEL. Appliances for May, on page 1 








the model of the individual name or signature being trans 
mitted to the bank so that the teller may have the proper Frenchman Seeks Market for New Thumb Tacks. 





George Leighton, a manufacturer at 7 rue Thorel, Paris 

Oe YWELTE? lrance, has devised a new steel thumb tack or “bayonet 

COME Ce 5 drawing pin,” which deserves its name, “baionnette,” fron 

9443 94 £4 $4 te. ES the fact that the point or shaft is triangular in shape, sug 

W4945. C4 2-5 GY gesting the French style of the universally known military 

YY Ge rect % appliance. The point is sharp and the steel is hard. The 

THY, B44 G4 rt Gp manufacturer states that the shaft will penetrate the hard 

EXAMPLE OF ONE STYLE OF IMPRESSION MADE BY est wood without bending or breaking. The head of the 
THE “SENTINEL..’ 


tack is of liberal size and smoothly finished. Its general 
record before him. Each machine is equipped with a high appearance is similar to like articles of American manu- 
grade lock to prevent its unauthorized use. The makers facture 














Mr. Leighto1 United 


Great Britain, Germany and 


has patented this thumb tack in the 


States France, and wishes to 
find someone who will consider the purchase of his United 
British that 


bayonet pin has achieved much success in France on ac- 


States, and German patents. He states this 
count of its sturdy qualities. 
Correspondence with Mr. Leighton may be addressed as 
indicated above and may be carried on in English. 
Indexed Rack for Rubber Stamps. 
Melind Company, 362-64 West Chicago 
Ill., makes the bankers’ 


rack, which simplifies finding the stamp needed. The in- 


Che Louis 


avenue, Chicago, index stamp 


dividual stamps are placed in holders. An index number 





appears on the base, in plain sight. The key to the num- 
BANKERS’ INDEX STAMP RACK. 
bers is found on an index under glass, which forms a part 


the base of the stamp rack. 


The index cards are readily 
All metal parts 


are steel, finished in baked black enamel. Aluminum rivets, 


withdrawn to make additions or revisions. 
which are rust proof, are used in making up this rack. The 
convenient, and facilitates the orderly ar- 


Che rack 


device is sightly, 
rangement and quick finding of rubber stamps. 
is portable. 

standard 


lhe bankers’ index stamp rack is made in five 


sizes: No. 1, for twelve stamps; No. 2 for eighteen stamps; 
No. 3, for twenty-four stamps; No. 4 for thirty stamps; 
No. 5 for thirty-six stamps. Special sizes can be made to 


Holder for Correspondence and Data. 
3300 Franklin 


Master 


1 yide r. 


The Wilson-Jones Loose Leaf Company, 
“De 
File,’ for use at desk or in brief case It is 
full 


oulevard, Chicago, Ill, produces the Luxe 


11x&% inches, bound in brown buffalo grain artificial 





DE LUXE 


MASTER-F ILE.’ 
\ deep flap on 


papers en 


leather The lining is black “skiverette.” 


e inside lower edge of the back 
they 


cover retains 


lose d. SO 


1eed not be punched to keep them in order. 


] 


. : 
classifications and other matter can be 


\Vames 


stamped in 
the front of the “Master-File” at a slight additional 


This de vice h sood appearan e. 


17] 
LOId on 


ymbines utility wit 
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Rotary Card Index. 

Kendrick & Jefferson, Ltd., 22, St. Andrew street, Lon- 
don E. C., 4, England, makes the “Spindex,” a rotary card 
index ffl \ troughed wheel, pivoted in a cabinet, con- 
tains index cards on its periphery. One cabinet has a ca- 
pacity of about 4,000 cards, which are presented at an angle 

The cabinet occupies a floor 
A battery of “Spindex” cabinets 
about can be controlled from a 

With a swivel chair double this number can be 
handled conveniently by one file clerk. The cabinet is made 
of oak, provided with a cover equipped with a lock, and 
mounted on casters for convenience in moving about the 
office, or wheeling into the vault at the close of the day. 


convenient for reference. 
12'%4x35 inches. 


22,000 


space of 
containing cards 


single seat. 


Innovation in Card Files. 

The Automatic File & Index Company, Green Bay, Wis, 
a radical change in card file construction. 
Heretofore its product has been along standard lines, a 
card the sectional lines and the 
double compartment card drawer in the upright cabinets. 
This construction has given way to tray-drawers, fitted 
with lift-out trays. When card trays are removed for ref- 
drawer remains intact, no unsightly opening 
The illustration shows the facility with which 


has introduced 


single index drawer in 


erence, the 
showing. 
travs can be removed. 

The lift-out card trays are hung at the front and the 
back of the Even though several sizes of 
cards are used in one drawer, all cards:in that drawer are 
The trays are made for all 
standard card sizes, and are interchangeable. This is an 
advantage the dealer shares with the user, as he can supply 
a wide variety of card and storage arrangements from a 
Felted bot- 
toms and individual label holders on the trays permit their 


tray drawer. 


supported at the same level. 


limited stock by carrying a few extra trays. 





Cc \ 
& . oO ® 


“AFICO” FILING CABINET. 


] } 


use safely and easily when removed from the drawer. The 


forward, and the compressor tilts to the rear, 


forming a “\V” spread for 

[he new tray drawers operate on a four-roller bearing 
steel slide, touch of the hand. The tray 
feature is a great convenience when the user changes card 
sacrificed. The user pro- 
suitable size, and places them in the 


front slants 
the cards contained. 


and move at the 


sizes. Che cabinet need not be 


vides new trays of 
drawers. 
One of the changes in the Automatic 


new one-piece tilting front. 


most important 
, 


expanding file drawer is the 
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Other improvements introduced in recent years are the 


six-roller bearing, automatically-tilting compressor, and 
the self-closing device. These features bring greater 
strength, better appearance and a wide-open “V” spread of 


the contents, beginning at the very bottom of the drawer. 





Period Furniture Added by “Clemco.” 
The Clemetsen Company, 3401-61 West Division street, 
Chicago, IIL, added to its desk line. The 
“Clemco I” line is a sumptuous creation in walnut or ma- 


has office 








CLEMETSEN DESK—I-—-072W 

hogany, designed for the offices of discerning executives. 
It is richly paneled and tastefully embellished with carv- 
ings. The Corinthian suite is true to its ornated concep- 


tion, without sacrificing the utility demanded of an office 





CLEMETSEN TABLE—I—TS6W. 
For those of more severe preference, the paneled 


The paneled suite 


desk. 
Colonial suite offers charming designs. 
is a more modern conception, embodying grace and sim- 
plicity. Appropriate designs for each of these suites are 
furnished in chairs and accessory office furniture, such as 
tables, costumers, waste baskets, etc. 





Desk Post Holds Letters Prominently. 
A staff on a weighted pedestal F 


with a steel clamping device, as 
shown in the accompanying cut, is 
offered by the Lamson Electrical & 
Manufacturing Company, 625 West 


Jackson boulevard, Chicago. It is 





intended to be used for holding tel- 
in such (44. 





egrams, letters, notes, etc., in 
a way that the communication will 
not be covered up by other mate- 
rial on the desk. It is a perpetual 
signal, showing the user that a let- 
ter or other communication awaits 
him. Anything placed beneath the 
clip can be seen from a distance 
and should be immediately picked 
up and disposed of. It can be used 
with excellent results as a reminder 
staff. 





In such a case the eye is used STAFF FOR RECEIV- 


° . ING AND SIGNAL- 
as an important aid to the memory. ING COMMUNICA- 
TIONS, HULIT PAT- 


One may forget an engagement, but ENT. 


a slight reminder placed in the staff will recall it. These de- 
Holding 


etters at a time, they are found to be useful in many ways. 


vices are used in follow-up transactions. a dozen 


[hese devices are made in any length of stem and some are 
portable and others to be fastened to the desk or table. 
Chey are regularly finished in gold, silver, nickel or bronze- 


plated stems with black bases and are priced at $1.50 to 
$7.50 each, according to finish 


A New Line of Correct Position Chairs. 


The “Domore” is the name of a line of steel office and 
factory chairs, two members of which are here shown. This 
line of chairs consists of several different numbers and in 
addition to stenographers’, bookkeepers’ and factory chairs, 
there are chairs for various other purposes, including a 


swivel desk chair. Each member of the line is made to fit 
the body of the user. Each chair is adjustable and th 








Two members of a considerable 
chairs for factory workers, typ- 


CHAIRS 
position 
bookkeepers and desk and bench workers generally 


*“DOMORE” 
line of correct 


ists 


whole line is said to fulfill the principles of correct position 
so that users experience the minimum of fatigue at the end 
of the day. This new line is sponsored by W. S. Ferris, 211 
Munger building, Elkhart, Ind., d the 
Domore Chair Co. to place the line on the market. 


chairs are attractively finished and are built of steel thr 


who has organizé 


TY 
Che 

1 
“Ougnh- 


out for the seats, which are covered with durable 


leatheroid, suitably padded 


except 








Congratulations to the House of Severance. 
On April 28 a daughter was born to Mr. and Mrs. Horace 
Severance of the Wilson-Jones Loose Leaf Company, Chi- 
cago. By this auspicious event Mr. and Mrs. Frank | 


of the became members of an 


honorable 


same 
order of 


severance company 


cient and grandparents. Office Ap- 
pliances extends felicitations. 


Changes in Loose Leaf Organization. 
Several changes have recently taken place in the selling 
organization of the Stationers Leaf Company of 
Milwaukee. Frank N. Von the 
staff in Philadelphia; Elbert Blick is a new man in Chicago; 
Walter Hobus succeeds W. O. Ferguson; John W. Dwyer 
has joined the staff at New York 


Loose 
Ritter has been added to 


New activities, new opportunities and new conditions are 
The only way we 


can keep abreast of the times is by continual study, 


forever making new demands upon us. 
and un- 
less we are ever on the lookout for knowledge, we will 
eventually find the corrosion so thick on the machinery of 
our minds that they will no longer work properly.—Tips 


and Nibs (The Wahl Company.) 


















































Representatives oj office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 


this journal their headquarters. 


The staff at the main office, 417 South Dearborn street, Chicago, and the staff 


at the branch in charge of C. H. Everly at 720 Tribune building, 154 Nassau street, New York, will be 


happy to be of any possible service. 


Chicago. there will be found the same desire to serve. 


While the facilities at New York are not so many as at 


United States manufacturers 


or their representatives, traveling abroad are cordially invited to call upon 


Office Appliances 


London correspondent, Mr. W. Teignmouth 


Shore, Surrey House, Victoria Embankment, W.C.2. Mr. 
Shore's knowledge of office equipment business and 
its possibilities in Great Britain make 
his counsel valuable to those de- 
string to cultivate the 
British market. 


LONDON NOTES AND 


NEWS 


By W. T. Shore, Surrey House, Victoria Embankment, London, W. C. 2. 


London, May 4th, 1923. 
| am again,” says Mr. Sol, shining down on 
all going 
with the 


66 ERE 


us with merry face, and here we are 


about our business and our pleasures 
[ even met a man to-day, a busy, bustling 


blue sky 


mured, “I’d just love a month of this in the country.” 


Spring in us. 
and mur- 
The 


chap too, who gazed longingly at the 


barometer is at “Set fair.” But what about the Business 
Barometer? It is not yet in “Set fair,” and only a very 
rash men would hazard a guess at when it will be. It 1s 
rising, not a doubt about that; but every now and then 
it gives a jerk back, and when we look around we see a 


horizon and wonder will it burst on us 
We are all doing our best to make 


storm-cloud on the 
or disperse harmlessly. 
and many of us are having quite a 
Will they roll by? Or 
low again for a 
cloud, a troublesome 
(Please Mr. Printer put 


business boom along, 
bit of success. But those clouds? 
shall we have to run for shelter and lie 
just this. One 
cloud REPARATIONS. 
that word in caps, and print it red!) 
in the same quarter of the political sky is RUHR. Another 
is EXCHANGE. When will things settle down? When 
able to open the morning paper with a full 


while? It’s nasty, 
too, is 


And another cloud 


shall we be 
assurance that we shall not see such headlines as “German 
Note; A Futile Document,” “Eleventh Hour Changes,” 
“New Imbroglio at Lausanne,” “France Warns Turkey.” 
We ask for, long for, pray for not merely peace to-day, 
so that we can buckle to our jobs and 
devote our mind to them. The Business Barometer is not 
yet “Set Fair.” When will it be? Is there no hope that 
the business men of the world, more particularly in your 
country and ours, will get together, pole-axe all politicians 
and do their job for them? They don’t seem to know 
how to do it themselves. Were not tragical it would be 
farcial that while all the world wants peace and security 
it can’t get it. Please reader, forgive this somewhat sor- 


but assured peace; 


rowful song! But it’s difficult to sing: “Oh, let us be 
joyful,” when we're not allowed to be so, and don’t know 
when, if ever, we shall be allowed. 
<--e-—> 
Until affairs do settle down thoroughly, until the very 
last and least cloud has cleared away, what is there for us 
Get after business with all our might and main, all 
the more strenuously because it is not too easy to get. 
And right here we come slap up against the best bit of 
business that’s running around—the wonderful 
pluck that office appliance men in this country and from 
your country are showing. There's no end to their sand. 
They don’t wait for good times to come along somehow 
seize the hard times and wrench 
They 


to do? 


sunshine 


Irom somewnere. They 
them round and mould them into fairly good times. 
make the business. 
<*> 

Here’s this from a business maker: Mr. J. Halsby of 
the Protectograph has just returned from a trip to the 
Continent where he has been introducing the new Todd 
“Star” Adding Machine, which was very favorably received. 
Speaking generally, his report is that business on the Conti- 
nent did not seem to be very brisk owing to the Exchange 
difficulties, but it is hoped that with some settlement of 
European affairs, improved conditions will soon prevail. 

<-> 

One very satisfactory and indicative bit of news that 
came along to me the other day is that the Gestetner’s 
did better business the first quarter of this year than in 
any other similar period since the after-war boom. This 
is significant; business men do not buy duplicating 
machines for their offices unless they feel sure that they can 
use them to profitable ends in getting out after business. 
Another significant fact is that the business efficiency show, 
dealt with in my April letter, had a 50% better attendance 
than the previous London exhibition and that it paid its 
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way handsomely. Those who visited the show know what 
this means, for the visitors were for the most part hard- 
headed business men, who don’t waste their time hunting 
Not much. Therefore, there 


after what they don’t want. 
i best 


is a steadily increasing desire and demand for the 

procurable office appliances—office machinery. Good. 
<-> 

We having a hard-working and progressive Typewriter 

Mr. O. E. 


Typewriter 


Traders’ Federation here in London, of which 


Spencer, Director of the Brown 


Company, is Chairman. More power to 
colleagues’ elbows! The Federation held their annual gen- 
eral meeting, rightly followed by a dinner, on April 24th, 
Such associations 


Managing 
his and all his 


and the function was a notable success. 
as this, run as this is on practical business lines, serve a 
very good end in the office appliance world. 

<--> 


heard of the appointment of Mr. E. 
Cadbury Jones as Sales Manager to Burroughs Adding 
Machine Limited over here. He is in command of a field 
force some hundred strong and also is in charge of the 
“service” staff, duty it is to look after 
users of some thousands of “Burroughs.” He has received 
a very warm welcome from office appliance London. | 


You have already 


whose arduous 


understand he is some expert in golf, and was told that he 


once “did a hole (140 yards) in one!" Good! He has 
been with Burroughs since 1908. Good for Burroughs! 
<--> 
Roneo Out for Conquest. 
Roneo Limited has made arrangements for the sale of 


the Roneo addressing machine and supplies in America. 


A company has been formed, known as the Addressing 
Machine Corporation of America, with offices at 392 Broad- 
way, New York City. This machine, which has met with 
great England, is a process. L. M. 
Barman doesn’t believe in walking, prefers running. And 
there’s not much doubt but he'll run this new development 


We Britishers must help you 


success in stencil 


into a big success, a winner. 
out sometimes, you know! 

<-> 

Our provincial towns don't leave it all to London! No, 
sir. As for example Portsmouth was recently busy with 
an Industrial Exhibition, which was a big success. Here’s 
a picture of the W. H. Barrell stand, interesting to 
because they are sole agents in that territory for—among 
others—Underwood portable typewriters, Royal typewrit- 
ers, Art Metal steel office equipment and furniture, Dicto- 
Oh, no, they're 


you 


graph telephones, and The Dictaphone. 


not asleep in Portsmouth! 





VIEWS OF BOOTHS OF W. H. BARRELL AT 


Speeding American Mails to London. 


Special air mails from Plymouth to London are being 
discussed by the Plymouth Chamber of Commerce. Amer 
ican mail steamers arrive at that port Friday The mails 
are not handled until Saturday morning. Delivery is not 





made at London and points in the north of England unt! 
Monday morning. The suggestion is made that special ai 
mails leave Plymouth with the American deliveries, gi) 
ing service at London, Manchester and Paris by one o'clock 


the afternoon of that day. Mails dispatched from Plymout!] 
by rail arrive at London too late to permit reply 


being dis 


patched on the westbound American steamers sailing Sut 


day from Plymouth. 


Transvaal Stationers Meet. 


The adjourned meeting (seventh annual) of the Trans 
held March 2. Routin 
honorary 


Association was 


and the 


vaal Stationers’ 


was transacted, officers re 
The meeting arranged that association price 


there 


business 
elected. lists 


be published monthly; in case were not sufficient 


changes to justify a new issue each month, a sheet of re 


visions be prepared and sent to the members. 

The meeting held it an unfair practice for wholesalers to 
supply merchandise to commission agents who cut prices 
They are afflicted in South Africa with firms dealing in sta 
tionery which are merely commission agents. 

\ hearty vote of thanks was extended to Herman Guest 
for his services to the His work in 
the South African Stationery Trades Journal, the official 
An appeal 


association. editing 
publication of the association, was commended. 
was made for stronger support for the editor, and the pub 
undertook to see that this is accorded 


lication committee 


in the future. 


London “Elsies” Organize Social Club. 


Smith & Bros. Typewriter Compan) 
| 


lub 1 W 


resident 


The staff of the L. C. 
of London, England, has organized a social c 
Yancy, managing director, was elected honorary | 
of the club; C. H. Crabb, secretary of the corporation 


noi 


orary president; Miss Pratt, secretary; Mrs. Sutton, treas 
urer 

The club was formed at a social gathering held at the 
Cafe Monico, Picadilly. Messrs. Yancy and Crabb had 
been called out of the city, and E. A. Catford, Londo1 
sales manager, took the chair. After the dinner several 
difficult competitions were held, the winners receiving hand 
some prizes 


RECENT BRITISH EFFICIENCY EXPOSITION. 
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FOUR VIEWS OF EXHIBITS inn’ 
AT RECENT FAIR AT LEIP- - = 
ZIG, GERMANY Upper left, 
Otto Henss Sohn, Weimar, mis- 
devices; 


cellaneous 


upper right, 


Parlograph dictation machine; 

lower _ left, Fullhalter Werk, 

Hamburg, “Astoria fountain évtc 
pens, ete.; lower right, Weis- ss 
kopf-Rechenmaschien- Vertrieb, 


Wi Shesiman 


Nuremberg, typewriters 


Office Requisite Industry at Leipzig Spring Fair, 
1923. 


[his year’s Spring Fair beat the records as regards the 
number of visitors interested in buying and also as regards 
Of the latter there wege 13,330, 
Building 


the number of exhibitors. 


of whom 2,500 exhibited at the Technical and 


Fairs. There were several foreign firms among the exhibi- 
a fact which helped to emphasize the international 
fair The total 


still than in the year 1922. 


tors, 
visitors 
About 23,500 
Continent 


character of the number of was 


over 166,000, more 


of these came from abroad, not only from the 


but from the distant lands of China, Japan, Australia, etc. 


This industry was very well represented at the Spring 


Fair. The exhibitors have a special fair, the Office Requi- 
site Fair, which was held this year for the ninth time in 
the special building “Jagerhaus.” The latter is a large, 
modern fair building in the Hainstrasse and all its exhib 
tion stands were taken. The separate stalls and stands 
were artistically and practically arranged, so that the indi 


vidual exhibits were effectively displayed. The impression 


on the visitor was imposing; there was an abundance and 


variety which can hardly be surpassed. The fair was well 


patronized both by home and foreign buyers. Opinions 


vary as to the business done. Many firms had more orders 
than they had expected, others found trade dull, but even 
these 


tions, both at 


were glad of the opportunity of making new connec 


home and abroad, which can be advantage- 


ously developed later. Specially interesting were the new 
office machines. There were calculating machines of every 
kind. An attractive novelty by the Addiator Gesellschaft 
m. b. H., Berlin, was a pocket calculator with a pocket 


multiplier. There were also combined calculating and type 


vriting machines with normal and broad frames, copying- 
machines, pencil-sharpening machines, letter-folding ma 
chines, stamping machines, binding machines, paging ma 
chines, paper-cutting machines, the best-known typewriters 
with accessories, and a specially large selection of mani 
folding machines 

The printing machines attracted attention. \mong 
others was an electric “Freho” model with semi-automatic 
feeding and ejecting device. This model was supplied by 
the Kommandit-Gesellschaft Hoffman & Company, Berlin. 
The firm of W. Dreussicke, Berlin, brought a further 


novelty in the shape of the “Drehgozug” printing apparatus; 


the Roto and Debigo works in Konigslucher. brought a 


» = 


Fallhalter Werk tins, Hammary esha ecceere® 





Partiograpnbh 


ad 


\} 





Debigo manifolder with a new quick setting device, which 
written. The Buro- 
Gesellschaft, M. B. H., Molkau-Leipzig, 
machine. The electrically 
driven apparatus of the Rotafix Works and the 
staple printer of the house of Arnim Breuer created much 


sets a letter as quickly as it can be 
druckmaschinen 
printing 


exhibited ar itary 


Rotatix 


interest. 

The office furniture industry had many novelties to offer, 
including desks for There were also 
novelties for the use of office and warehouse. The firm of 
A. A. Heilbronn exhibited a so-called invisible 
saie, the “Initia-Eisenbetonschrank.” It is disguised by a 
so that it looks like a filing cabinet. Filing 
cabinets were shown in wood and also in iron. Iron was 
also used for office chairs, stands, etc. It is impossible to 
enumerate all the exhibits, which ranged from a steel pen 
to the most complicated office machine. Everything was 
there which could be used in offices and warehouses. 


drop typewriters. 


Zimmer 


roll shutter case, 


Annual Meeting of British Stationers. 

The annual meeting of the Stationers’ Association of the 
United Kingdom was scheduled for May 31. The gather- 
ing took place at Stationers’ Hall, Amen Corner, London, 
\fter the business meeting light refreshments 

The meeting was open to all stationers, mem- 


England 
were served. 
bers or non-members. 


Schofield Manager at London for Royal. 

The Visible Writing Machine Company (Royal Type- 
writer Company, Inc.) has appointed H. V. Schofield man 
England. He is a typewriter salesman of 
and, during the past four years, sold 
United States. 


ager at London, 
prolonged experience 
Royal typewriters in the 


American Chamber at London Has Members’ Seal. 


Commerce in London has 
attractive seal design, which is 
These seals are used on 
matter, to identify the user with 


The American Chamber of 


prepared for members an 
furnished in electrotype 


and ad\ 


the chamber 


rorm. 


stationery ertising 


[f there were no rainy 
he cone mor 


pany) 


days in our lives, sunshine would 
ips and Nibs (The Wah! Com- 


s 











aw 


Page 32 OFFICE APPLIANCES For June, 1923. 





Facts Concerning Cuba. 


From a Letter Written a Month or So Ago to Office Appli- 
ances, by Ralph W. Crain, Manager of the 
Office Equipment Department of 
the Frank Robins Company. 

The following information was contained in a letter writ- 
ten by Mr. Crain in response to an inquiry from Office Ap- 
pliances. Some one had sent in what purported to be a 
statement concerning conditions in Cuba. Having occasion 
to question some of the statements as being altogether too 
broad, Office Appliances wrote to Mr. Crain, and asked 
for definite information. The letter presented below is in 
response to that request, and the information given will be 
of interest and value to business houses in the United States 
who contemplate entering the Cuban market. 

By far the major portion of Cuba’s wealth comes from its 
sugar product. The tobacco output probably constitutes 
not more than ten per cent of that of sugar. The tourist 
business helps Havana somewhat but is not regarded as a 
very general source of wealth. Following are a few sta- 
tistics: 

Total sugar production, season 1919-20, value, $910,222,118. 

Total sugar production, season 1920-21, value, $405,623,522. 

The total exportation of sugar and its by-products for 
1919-21 amounted to $785,965,203, while the value for the 
season of 1920-21 was $344,833,908. The total exports of 
tobacco from Cuba in the year 1912 were $35,223,797, and 
for the year 1919, $47,744,419. We could go on and give you 
endless statistics, but as these are as easily accessible to 
yourselves as to us, we shall not trouble you with them. 
Certainly a trade journal of the importance of yours should 
have on file every conceivable sort of statistics regarding 
the world’s commerce. It is true that labor has received as 
high as $5.00 for cutting cane in 1920 and it is also true 
that these same laborers worked for 50 cents a day in 
1921-22 and also worked without any wages at all, receiving 
only their food and lodging. 

The population of Cuba, by the latest census, is about 
3,800,000, a generous sprinkling of which is colored, the 
black and white races (consciously or unconsciously) being 
mixed to an alarming degree. 

The great bulk of business, both wholesale and retail, is 
carried on by the Spaniards. 

Referring to what you say regarding the different cities 
outside of Havana not amounting to much, this is true as 
far as appearances and United States standards are con- 
cerned, but not true when judged by commercial import- 
ance. Matanzas, Cienfuegos, Santiago de Cuba, and other 
cities, do a very large exporting and importing business. 
The average city of 10,000 in the United States has better 
streets and more public parks, beautiful residences, schools, 
libraries, churches, public playgrounds, monuments and 
other similar improvements than would a city four or five 
times this population in Cuba. Graft has run riot in Cuba 
to a degree probably never known in any other civilized 
country, so that we have miserable roads, streets etc. The 
island could have been a veritable paradise if one-half the 
money which has been stolen could have been put into roads 
and other public improvements. 


It is also true that out in the country the farming ele- 
ment live in very simple fashion, many of them in thatched 
roof houses of one or two rooms and dirt floors. There 
are thousands of children in Cuba who go naked all the year 
round. Hundreds of them can be seen on the streets of 
Havana, to say nothing of the interior of the island. 

It is also true that the Cuban is a pretty good spender, 
especially for good clothes, jewelry, shiny automobiles 
with horns made of brass dragon heads, etc. In short, he 
spends his money mostly for articles for show. 


With regard to the statement that Cuba is run for the 
benefit of the Cubans, we do not see how this could be, any 
more true of Cuba than any other country. In fact, for- 
eigners (especially Americans) are received here very well 
and so far as I can see, have just as much advantage as 
the natives. Of course, the country has suffered from cor- 
rupt officials who have harmed the interests of the natives 
just as much as they have the foreigners. 

The statement that only one Jew was seen in business in 
Havana shows that the investigation was quite superficial 
There are hundreds of Jews in Cuba and the colony is 
steadily growing. In fact, they are planning now to build 
a synagogue and aiready have their own cemetery. 


Office Appliance Exposition at Berlin, Germany. 
A Review of a. Recent Interesting Event in the German 
Capitol, by F. H. Gottlieb, M. E. Berlin-Tegel 
(April, 1923). 





The interest in the office appliance industry is at present 
principally attracted by the Allgemeine Buro-Ausstellung, 
held at the Sport-Palast, Potsdamerstrasse, 72, Berlin, from 
April 26 to May 6. 

On entering the large and spacious hall, the visitor was 
at once favorably impressed by the view. The stands of all 
the exhibitors were attractively and tastefully decorated 
with shrubs and flowers, and the large number of exhibits 
presented an impressive aspect. 

The exhibition was inaugurated by the Deutscher Fach- 
verband der Buro-Industrie, having its head office at Zim- 
merstrasse, 92/93, Berlin, S.W. Prominent members of the 
trade gave their services to make this affair successful. The 
direct management of the exhibits was in the hands of 
Paul Herzberg, Bruno Bahn and Friedrich von Schack, 
the first gentleman being of Berlin, the second of Berlin- 
Friedenau, and the third of Charlottenburg. All of them 
are well known in the office appliance industry at home and 
abroad. 

The exhibition was opened by an appropriate address in 
the presence of high city and state authorities; this cere- 
mony was followed by a promenade of inspection around 
the hall and its galleries. All manner of office machines and 
appliances were exhibited by about three hundred concerns 
and individuals. The exhibition proves what German in- 
genuity and hard work have been able to accomplish in spite 
of the war and political obstructions, and demonstrated that 
German industry is striving to regain its position in inter- 
national markets as well as at home. 

The ground floor of the hall was mainly occupied by 
office machinery, such as typewriters and bookkeeping ma- 
chines, dictating machines, duplicators, adding and calculat- 
ing machines, addressing and printing machines and many 
others in great variety—in fact, everything in the line down 
to the smallest office utensil. Among the manufacturers of 
larger office machines, the following well known concerns 
were noticed: 

Adding and Calculating Machines. 

Glogowski & Company, Berlin W 8, Burroughs adding, 
calculating and bookkeeping machines, 

Aktiengesellschaft Grimme, Natalis & Company of 
Braunschweig. 

Hans Sabielny, Dresden A 24. 

Ellis Adding Typewriter Vertriebs-Gesellschaft, Berlin 
SW 68. 

Addressing Machines. 

Adrema Maschinenbau-Gesellschaft, G. m. b. H. Berlin, 
NW 87. 

Pencil Sharpeners. 

Glashutter Feinmechanische Werkstatten, G. m. b. H. of 
Glashutte-Saxony. 

Idea G. m. b. H., Leipzig. 
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Office Printing Machines. 
Multigraph-Gesellschaft, m. b. H., 
Printator, G. m. b. H. Berlin SW 68. 
Vermos, Aktiengesellschaft of Kohn-Rhein. 
Freho Komm. Ges. Hoffmann & Company, 


Deutsche 3erlin W 8. 


Berlin W 35 
and others. 
Dictating Machines. 
Parlograph, Berlin W 8. 
Rodertal-Werke, G. m. b. 
tusbad, near Dresden. 


Seidemann H., Liegau-Augus- 
Typewriters. 
Adlerwerke vorm. Heinrich Kleyer, Akt. 
Main. 
Excelsior Maschinen-Gesellschaft, m. b. H. 
Fabrik Stolzenberg of OOs-Baden. 
Torpedo Weilwerke Akt. Ges. Frankfurt-o. M. 
heim, etc. 
Several important and ingenious novelties were exhibited, 


Ges. Frankfurt- 
3erlin, W 8. 


Rodel- 


among which we may mention the Vermos Universal print- 
ing machine of F. Van Falkenhayn G. m. b. H. of Berlin; 
the Printator label printing and cutting machine of the 
H., Berlin, SW, and a new model of the 
Maschinen 


Printator G. m. b. 
Excelsior typewriter made by the Excelsior 
Gesellschaft m. b. H., Berlin. 

A brief description of the novelty first named is justified 
here inasmuch as it is a new machine and attracted much 
Only a short time ago the firm of F. von Falken- 
H., placed its Vermos Universal printing 
machine on the market. It is a small machine, but is said 
to be of more versatile adaptability than a standard book 
printing press. It is said that the machine is not a type 
printer of the ordinary type, but an automatic motor driven 
printing machine with automatic inking device. The ma- 
chine is mounted upon a practically arranged cabinet which 
can be closed by a roll shutter and is of neat outward ap- 
The table surface of the cabinet can be increased 
The electric motor 


attention. 
hayn, G. m. b. 


pearance. 
by side flaps when the cabinet is open. 
of one-quarter horsepower and with countershaft and starter 
is placed inside the cabinet, beside drawers for type and 
tools. The motor can be connected by a plug to any exist- 
ing light or power circuit. The machine prints on paper 
rolls, moved over the printing surface by means of an ex- 
actly adjustable feeding device. The type is inked by an 
automatic device working with the same accuracy as those 
on a large printing press and provided with a rotary longi- 
tudinal ink distributor. Printed matter is thus produced 
automatically and the machine is not only fitted with an 
automatic cut-off perforating 
counter with instantaneous zero adjustment, but has also 
many kinds of auxiliary apparatus, which can be connected, 


and device, as well as a 


such as paging, stamping, embossing, multiple perforating, 
etc. 

Typesetting is effected in positive reading, without the 
composing frame of the book printer. The type of the Ver- 
mos can be inserted from above in special type slats and 
The characters are engraved in positive 
The inventor of the 


thus set in lines. 
writing upon the top of the type cone. 
Vermos has thus accomplished one of the things which has 
been considered difficult, that is to say, he has provided a 
device whereby a layman can compose with considerable 
celerity without any previous training in typesetting. 

The machine will do printing with ordinary printers’ ma- 
terial and typesetting frames, thus bringing the machine in- 
to the field of the printing establishment. The machine can 
be used for multiple color printing, effected in one opera- 
This is accomplished through an exact paper feed- 
Any kind of text can be printed in multiple 


tion. 
ing device. 


colors with or without illustrations, no special manipulation 
of the machine being required. The capacity of the machine 
is said to be four thousand finished prints of the largest 
size in one hour, with correspondingly more of smaller 


sizes. The printing surface of the machine at present is 
130x150 centimeters, but a model which will take folios is 
now in the course of construction. 

The Printator label printing and cutting machine and the 
Vermosand are both interesting machines and may be de- 
scribed at a later date, also the new model of the Excelsior 
typewriter and other office machines. 








Furniture Manufacture in South Africa. 

Office furniture, church and school furniture and parti- 
tions are produced in large volume in South Africa. Desks, 
filing cabinets and tables are included. This industry re- 
ceived considerable impetus during the war, and the high 
cost of furniture imports led consumers to turn to the home 
market. The industry centers chiefly in and arqund Cape 
Town. 


Woodstock Adds to Overseas Distribution. 

The Woodstock Typewriter Company, Chicago, IIL, has 
made two new appointments recently. A/S Dalton Machine 
Company, Christiania, Norway, and Isaac P. Orbegoso, 
Trujillo, Peru, have taken on the sale of Woodstock type- 
writers. 

Paris Fair Held in May. 

The annual Paris Fair was held May 10-26. A number of 
French manufacturers of office equipment and stationery 
specialties were represented. 

Grand Prize to Royal at Rio Expositon. 

The grand prize was awarded at the Brazilian exposition 

to the Royal Typewriter Company, Inc. 





Ruys Opens Branch at Arnhem. 

Word comes from Ruys Handelsvereeniging of The 
Hague, Holland, that the organization has just opened a 
branch office in Arnhem. Including the new branch, the 
company is now running twelve offices, to-wit: At The 
Hague, Utrecht, Breda, Sourabaya, Amsterdam, .Groningen, 
Leeuwarden, Batavia, Rotterdam, Arnhem, Maastricht, 
Medan (Firma Varekamp & Company). 




















“SPEEDSTER” OF 
Mile. 
Ghislaine Heens, Daughter of M. and 


A POSSIBLE 
THE FUTURE.—Portrait of 


Mme. Marcel Heens, Belgium. M. 
Heens is Connected with the Dis- 
tributor for the L. C. Smith & Bros. 
Typewriter Company. [Half tone by 
Courtesy of Demonstration (L. C. 
Smith & Bros. Typewriter Company). 








Heens Takes “Elsie” for Belgium. 

Marcel Heens, 9 rue des Dominicains, Liege, Belgium, 
has been appointed exclusive dealer for the L. C. Smith & 
Brothers typewriter in that country. He formerly had the 
dealership for the eastern section. He is now opening 
branches of his Liege house in a number of the more im- 
portant cities. 
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The longer we have 
Tim Thrift the 
more joyous 
we shall 
be. 





“Thrift” Month With the Multicraph 


\pril in the Multigraph organization was “Thrift” month, fol 
lowing out the policy ot the company to devote certain months to in- 
dividual executives of the company. During April all the boys in the 
selling field made a strong effort to do honor to the popular advertis- 
ing manager of The American Multigraph Sales Company by bringing 
in a record volume of sales. 

x x 4 


The idea of thrift, the quality, was put over during this month, 
the salesmen making a play on the name of their advertising manage 
to get across the idea that the use of the Multigraph is something 
which a man of thrift should consider from the standpoint of economy 
and better business. . 

4 7 4 x 


Timothy Burr Thrift isn’t yet forty vears old, but his conspicu 
ously good work has given him a distinguished position in the adver- 
tising field. After finishing college he worked for a time in the 
circulation and agency department of the Woman's Home Companion, 
then spent a vear as a reporter on the Cleveland Press. From the 
newspaper he went into the advertising field, first with a wholesal 
grocery company, then with the Sherwin-Williams Company, whicl 
experience was followed by connections with one or two other busi 
nesses before he took his present position as advertising manager of 
The American Multigraph Sales Company. He is a former president 
of the Association of National Advertising Managers and is a membe1 
and former officer of the Association of National Advertisers, th 
Cleveland Advertising Club and others. 


se a 


Despite the demands which his duties have made upon his time, 
Tim Thrift has made the minutes count; he has found recreation in 
work of a slightly different sort, for he has been the editor of a wide- 
awake direct mail periodical, and has written many inspirational 
sketches and articles which have been published in book form and 
syndicated in newspapers. 


N 4 be J 
During “Thrift Month” a considerable number of cards of various 
colors were distributed, each one entitled, “A Talk for Tim.” These 
“talks” were given by the following friends of Mr. Thrift among the 
executives and advertising managers of concerns in this and other 
fields: 
Gratton FE. Hancock, assistant sales manager, Remington Type 


writer Company, New York; John C. Nevins, vice-president and gen 
eral sales manager, Felt & Tarrant Manufacturing Company, Chicago; 


George W. Lee, sales manager, Todd Protectograph Company, Roch 
ester, N. Y.; L. V. Britt, general sales manager, Burroughs Adding 
Machine Company, Detroit, Mich.; C. W. Dearden, sales promotion 
manager, Strathmore Paper Company, Mittineague, Mass.; C. R 
Walker, general sales manager, Diamond Crystal Salt Company, St 
Clair, Mich.; Walter H. Cottingham, chairman of the board of dire¢ 


tors of The Sherwin-Williams Company; J. F. Jones, sales manage 
International Harvester Company of America; George 5S. Fowle 
Colgate & Company, New York; R. R. Deupree, general sales mana 
ger, The Proctor & Gamble Company, Cincinnati, O.; A. D. Graves 
general manager, Pratt & Lambert, Buffalo, N. Y.; W.S. Rugg, gen 


eral sales manager, Western Electric & Manufacturing Company ; Guy 
Bolte, advertising manager, Cheney Brothers, New York; A Phil 
ips, sales manager, The Welch Grape Juice Company; John G. Jones, 


director of sales and advertising, Alexander Hamilton Institute, New 
York; William Sample, vice-president in charge of sales, Purina Mills 
(Ralston Purina Company), St. Louis; H. M. McCutchen, general 
sales manager, The Lowe Brothers Company, Dayton, O.; “Ned” 
Jordan, president, The Jordan Motor Car Company, Cleveland, O.; 
C. L. Forgey, general sales manager, Berry Brothers, Inc., Detroit, 
Mich.; C. H. Barr, manager, sales promotion, Crocker-McElwain 
Company. Holyoke, Mass.; W. G. MeKitterick, manager of sales, 
National Lamp Works of General Electric Company. 
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in Every Section of the Field. 


Spiking a Rumor. 

circulation last month to the 
that the Avenel, 
was withdrawing its line from the dealers with the in 
the goods by the direct sales method, 1s 


gained some 


\ report that 


effect Steel Equipment Corporation of 


N. Ju 
tention of handling 
said by the corporation to have no foundation of fact. 
to Office inquiry, one of the execu 


In reply Appliances’ 


ition handed the inquirer the following 


Steel Equipment Corpora 


corpor;: 
i 


tives of the 
telegram which was sent by the 
tion to four or five hundred dealers: 

“You may have been informed that we 
through dealers. This is a rank, 
know will be 
been and always will 


Steel 


will shortly change 


our policy of selling malici 


ous attempt to injure us and we entirely dis- 
credited by you, We 
be a 


ment Corporation he 


always have 


purely dealer organization. Cordially, Equip- 


[he corporation claims to have traced the rumor to its 


ganization has attained a position among 


source The or; 

the leaders of the steel furniture business and its entire 
output has been handled through de 
no branches. It has not only no thought of 


35.000 


alers, the corporation 
maintaining 


changing its method but is now adding square feet 
to its plant to increase the manufacturing facilities and pro 
dealer business. 


vide for a growing 


Wales Denies Rumor on Adding Machines. 
Wales Adding Machine 
been encountering in the field a rumor that the 
adding machines. A 


Salesmen of the Company have 
company 
manufacture of 


\. N. Smith, 


would discontinue the 


letter addressed to general manager, by C. F. 


Huber, chairman of the board of directors, has been cir- 
culated to the salesmen giving emphatic denial to the 
rumor 

“T have read with interest the two letters from men in 
the field, in which they refer to statements being made by 
salesmen of one of our competitors, to the effect that the 
Wales Company is going to discontinue manufacture of 


of iddineg machines. 


“Of course, these reports are without foundation and 


circulated solely for the purpose of diverting sales 


Wales Adding Machine 


in business, but is making 


are being 


trom us to competition. The Com 


pany not only « xpects to continue 


a most intensive study of its product, to the end that its 


have the from time to time, of any 


staff 


customers may benefit, 


mprovement or betterment that its engineering may 


be able to develop. 


ulong to those inter- 


“I wish you would pass this word 


mark 


ested, because I am most anxious that any existing doubts 


in the minds of our sales force may be dissipated forth- 


with.” 


Graff-Underwood Company Wins Litigation. 

Word comes Boston that the Graff-Underwood 
Company, well-known producers of time saving devices, 
including Vise Clips, signals and index tabs, 
recently won an important decision which they believe for- 
trademark “Vise” for 


from 
Graffco and 
tifies them in the ownership of the 
clips, signals and index tabs. 

In November, 1920, the George B. Graff Company, now 
known as the Graff-Underwood Company, was granted 
regristration in the United States Patent Office on its trade- 
“Vise” as applied to signals and index tabs and in July, 
1921, the company: filed an application for the registration 
of the same trademark for clips. It appears that in January, 
1922, the H. C. Cook Company applied to the United States 
Patent Office for registration of this same trademark for 
clips, signals and index tabs. 

To determine which company is the rightful owner of 
the trademark and hence entitled to registration, the patent 
office The examiner of interfer- 
ences rendered his decision on* April 19. In this decision, 
he said that the business in this field appears to have been 
developed and built up by Graff and his successors, and 
that therefore, the good will which had been built up by Mr. 
Graff and his successors should inure to them, and accord- 
ingly decided that the Graff-Underwood Company as suc- 
cessors to the rights of the George B. Graff Company is 
the owner of the mark within the meaning of the trademark 
and entitled to the registration. 


declared an interference. 


statute 


An Appeal from Decision of Examiner. 


The H. C. Cook Company of Ansonia, Conn., through 
its sales manager, John H. Duncan, has sent to the trade 
a circular letter dated May 25 in which they stated that they 
believe themselves to be the rightful owners of the trade 
mark “Vise” which has been assigned to others by a de- 
cision of the examiner of interferences recently and that the 
H. C. Cook Company is appealing from this decision to 
the commi They said that they are the 
manufacturers of the signal which for the last 
been sold under the name “vise.” This 
under the H. C. Cook Company’s patent 
1 and has achieved a wide popularity. The 
t the same statements apply to their 
sold under the name 


ssioner of patents. 
exclusive 
ten years has 
signal is made 
number 1,103,03 
circular avers also tha 
been 


clip which has in the past 
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“Vise.” That is made under patent number 921,271 dated 


May 11, 1909, and assigned to the H. C. Cook Company 
October 2, 1918, and recorded in Liber E-105 page 363 in 
Transfer of Patents. 


W. C. Lavat Directs Royal Sales. 


W. C. Lavat took charge of the domestic sales organiza- 
tion of the Royal Typewriter Company, Inc., May 1. He 
had been manager of the New York office recently. Mr. 
Lavat came to the Royal organization about ten years ago, 
a salesman at New York. Later he became manager at 
Kansas City, making an excellent record. His next pro- 
motion was to the post of assistant sales manager for the 





Ww. C, 


LAVAT. 


A short time ago he was placed 
in charge of sales at New York. 

The announcement of Mr. Lavat’s appointment brought 
telegrams from all points of the country, congratulating 
him on his advancement to the new position. 


middle western territory. 


Two or three years after joining the organization Mr. 
Lavat was ordered to proceed to Kansas City to take 
charge of the branch. At Kansas City he did remarkable 
things. In the all-star contest he stood until the last and is 
the proud possessor of a diamond studded gold medal as 
Later, Mr. Lavat was made 


assistant sales manager in the western division, and during 


well as the big cash prize. 


was in charge the division was in front prac- 
He made many friends during his 


the time he 
tically every month. 
visits to various branches and proved himself to be a popu- 
lar man and a good mixer. 

A little over six months ago he was called to New York 
to act as temporary manager of the metropolitan depart- 
ment on account of the illness of the manager. He was 
later confirmed as metropolitan manager. During his in- 
cumbency, the increase in sales was immediate and steady. 
In March, he 
sales ever produced in any one month, in New York. 

Former Sales Manager H. J. Closson, after about four 


gave the company the greatest volume of 


years of constant and uninterrupted attention to the de- 
tails of the department, desired to relinquish the work and 
attend to other interests which were demanding his time 
He accordingly resigned the latter part of April and Mr. 
Lavat was immediately chosen as his successor. He comes 
at a time when the progress of the company is steadily up- 
ward and forward. New made and 
broken almost daily and the company as a whole is enjoy- 
ing a greater prosperity than at any time in its history. 
Captain Lavat takes hold of the sales at a time when big 


records are being 
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things are expected and when big things can be done. His 
past record is evidence of what his future holds. 


Office Appliance Man Contributes Article to Porto 
Rican Journal. 
J. W 


manufacturers of the United States and is a prominent mer 


Blanco, who is well known to the office equipment 


chant and dealer in office devices at San Juan, Porto Rico, 
contributed a leading article to Volume 1, No. 1, of the peri 
odical, “Commercio,” an dedi 
cated to commerce, industry, agriculture, transportation and 
Porto 


illustrated monthly review, 
tourist trade and to the spreading of knowledge of 
Rico throughout the United States. The 
printed in Spanish and English. 


publication is 


Mr. Blanco’s article, which is illustrated with photo- 
graphs of the docks and bay of San Juan and of the bulk- 
heads and warehouses, describes the work of the San Juan 


Harbor Board, of which he is a member. This Board has 


done capital work in developing the harbor at San Juan 
and has received and economically administered a large sum 
of money, which has been devoted to the various improve- 
ments. 


L. E. Fisher Resigns. 


that L. E 
charge of the sales department of the Toledo Metal Furni 


It is announced Fisher, for several years in 
ture Company, Toledo, O., has resigned, and has no fur- 


ther connection with that company. 


Robinson Made Royal Metropolitan Manager. 


Following the appointment of W. C. Lavat as sales 
manager of the Royal Typewriter Company, R. C. Robinson 
was promoted to the position made vacant by the advance 
ment of Mr. Lavat and is now the company’s metropolitan 
manager 


Mr. Robinson has been sales producer for sev- 


a steady 





R. C. ROBINSON 


eral years. He started as a salesman for the Royal in 


Buffalo over Later he was transferred 


to New York as a member of the metropolitan sales force, 
him to the favorable attention of 


seven years ago. 
where his work brought 
the company and his accession to the head of the metro 
al result of the good work 


1 


politan district follows as a logic 


he has done. 








OFFICE 


June, 1923. 


National Office Appliance Manufacturers’ Associa- 
tion Meets. 


The regular meeting of the National Association of Of- 
fice Appliance Manufacturers was held at the Biltmore in 
New York City, May 10 and 11. The roll call developed the 
fact that this was the most largely attended meeting ever 
held by the association. Twenty-three organizations out of 
a total of thirty-two company members were represented. 
With the guests the attendance was thirty-six. 

fact noted—that thirteen firms 


Another interesting was 


who helped in the work of organization of the association 


and who attended the first two meetings in July and Sep- 
tember, 1916,—are still represented in the association. 
W. C. 


pany, the association’s representative at the annual meeting 


Dunlap of the American Multigraph Sales Com- 


of the Chamber of Commerce of the United States, which 
was held recently in New York City, spoke upon the gen- 
eral business conditions as reflected by some of the reports 
presented at this meeting. 

One of the interesting features of the program was the 
Personal History Roll, during which each member present 
was required to rise as his name was called by the secre- 
tary, and give a “two-minute account” of his office appli- 
ance history—where educated, length of experience in the 
office appliance industry, etc. 

An interesting half hour was taken up by William Max- 
well, president of the Maxwell Institute of Orange, N. J. 
His subject was “The Advantages of the Memorized Sales 
Talk.” 
vetween salesmanship and acting. It is 


In the course of his speech he discussed the analogy 


his belief that a 
play will sell an idea to a greater number of people than a 
book. 
of the people reached would buy after reading a_ book, 


On the percentage basis he figured that 10 per cent 


whereas 90 per cent would be sold at the completion of a 
play. It is also his belief that 75 per cent of the sales talks 
which are used in business today are wasted because the 
salesman fails to secure the attention of the prospect— it 
being his contention that a memorized sales talk would help 
remedy this situation. It should be said in passing that it 
is not the intention, when the memorized sales talk is men- 
tioned, to give the idea that a complete lecture must be de- 
livered, but that certain features of the product to be sold 
should be covered by a carefully planned and memorized 
“speech” so that when any one of these points is brought 
into the discussion the salesman will be ready to reply 
promptly in a clear and concise manner and not be left to 
grope for his arguments and try to pluck them from the 
air. 

During the ensuing discussion of the subject, W. C. Goo- 
kin, general sales manager of the Rapid Addressing Ma- 
chine Company, upheld the speaker in that he believed it is 
essential that a standard demonstration should be used by 
each salesman, because there is a best way to demonstrate a 
machine and it is always better to use the best way. In 
order that the salesman may not fall into the error of de- 
livering a lecture on the subject, he believed it would be of 
assistance for someone from the home office to go out with 
each new salesman and act as a “coach,” as Mr. Dodge of 
the Burroughs expressed it. It is the contention of Mr. 
Dodge that a coach is as necessary in selling as in foot- 
ball. 

There was some discussion of the: book which the 
ciation is sponsoring on the history and development of the 
office equipment industry. 


asso- 


This book is in preparation by 
the A. W. Shaw Company and the association is assisting 
in the editing. Each member has furnished the story of the 
business with which he is connected and the publishers are 
The book 
is designed primarily to show what up-to-date appliances 
are and how the work of the office can be done to the best 


weaving the stories into a connected narrative. 
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advantage by the use of the most advanced equipment. 

The by-laws of the association were revised so that any 
member who is absent from or does not have a representa- 
tive present for three consecutive meetings will be auto- 
matically dropped from membership after due notice is 
given, unless satisfactory reasons are forthcoming for 
absence. 

One of the most interesting features of the meeting was 
the “prosperity survey” conducted by Secretary Hancock. 
Cards were given to each member present, the questions 
thereon to be answered, or not, in discretion of the member. 
Sixteen members contributed to the survey. The average 
increase in volume of sales for the period ending on April 
30, 1923, was 40 per cent over that of the previous year. 
The replies ranged from a minimum of 13 per cent increase 
to a maximum of 81 per cent. Two companies reported in- 
Eleven members reported bus- 


iness as favorable and one reported it as better. 


creases of over 80 per cent. 


On Thursday evening, following the first day’s confer- 
ence, the regular association dinner took place at the Bilt- 
more hotel, after which the members and guests enjoyed 
a theater party at the Music Box theater. 

A number of topics other than those already mentioned 
were discussed by members. These included, “The Ditto 
Book Demonstration Plan,” by S. H. Twist of Ditto, Inc.; 
“Reorganizing an Office Appliance Company, from the 
Viewpoint of Its Former Sales Manager,” by C. K. Wood- 
bridge, president of the Dictaphone Company; “Following 
a Sales Contest through to the Finish,” by G. W. Lee, Todd 
Protectograph Company; “Brief Explanations of Recent 
Sales Contests—Our Free-for-All Contest,” by R. N. Fel- 
lows of the Addressograph Company, and other members; 
“Where Are You Getting Your 1923 Salesmen?” by John D. 
West of the Monroe Calculating Machine Company, and 
other members; “Sales Organization and Practices of the 
Elliott-Fisher Company,” by M. A. Seeley, sales manager; 
“Discussion of Sales School Educational Policy,” opened 
by S. H. Twist, followed by W. C. Gookin, general sales 
manager of the Rapid Addressing Machine Company; “Sug- 
gestions for Improving Our Programs and Adding to Our 
Membership,” by M. S. Eylar of the Elliott-Fisher Com- 
and G. E. Hancock of the Remington Typewriter 
Company, members of the program committee; “Questions 
about Individual Quotas for Salesmen,” G. W. Lee, Todd 
Protectograph Company; “Questions about Applying Bus- 
iness Enterprise Count,” by W. D. M. Simmons, Under- 
wood Typewriter Company; “Questions about Summer 
Sales Stimulating Francis J. Yawman of the 
Yawman & Erbe Manufacturing Company. 


pany 


Plans,” by 


A Change in Company Name. 

On account of the fact that another company has a similar 
name, the house of J. W. Blanco, Inc., 40 Allen street, San 
Juan, Porto Rico, has changed its name to Julian W. 
Blanco, Inc. J. W. Blanco remains as president and gen- 
eral manager 


Merchandise Fair at New York. 

The annual Merchandise Fair will be held at 
New York July 23-August 3. General merchandise will be 
shown in the Grand Central Palace; the fashion pageant 
will occupy the Lexington theater; the 165th Regiment 
Armory will house the garment division. 


second 


New York House Desires Agents. 

The Hamilton Card & Paper House, Inc., is giving 
agencies on its lines in different parts of the country. They 
state that they are enjoying an especially encouraging bus- 
iness on “Hiawatha” typewriter paper. 
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Harry A. Smith Returns to Chicago Field. 


Harry A. Smith has bought the Smith Typewriter Sales 
Company, 360 East Grand avenue, Chicago, II]. The busi- 
ness was founded by him some years ago and later sold. 
Mr. Smith has again taken hold of the business. The com- 
pany specializes in remanufactured typewriters of the L. C 





HARRY A. SMITH. 


Smith make. A mail order business is handled, special at- 
tention being given to the dealer business. 

The plant of the company is in a modern, fireproof build- 
ing, in which a space of 60x125 feet is occupied. A high 
standard of rebuilding is maintained in the shop, which is in 
charge of Edward Krantz. 


Stationers’ Wholesale Supply Co. Increases Scope. 

The Stationers’ Wholesale Supply 509-15 
South Wabash avenue, Chicago, IIL, 
months ago, has developed its business to a point which 
A $150,000 com- 
pany is being formed, stock in which is being offered to sta- 


Company, 
established eight 
makes an increase in its capital desirable. 
tioners in Chicago and vicinity. Several Chicago dealers 
are reported to have signed up as stockholders. 

\ committee has been formed to organize the augmented 
Stationers’ Wholesale Supply Company: E. E. Blanke 
meyer, and Gustave Hake. Mr. 
Blankemeyer has been the guiding spirit of the company 
the He is familiar 
to many stationers in the Chicago territory through his 


James Montgomery 


during months it has been growing. 
vears of association with the Weis Manufacturing Com 
pany, Monroe, Mich. Several years ago he joined the As- 
sociated Stationers’ Supply Company, Chicago, IIl., work- 
ing actively in building up that business. After leaving 
the “Associated,” Mr. Blankemeyer inaugurated the whole 
sale business which he now directs. Mr. Montgomery is a 
member of the manufacturing stationery firm of Collins & 
Montgomery, 431 South Mr. Hake 
been connected with Chicago banking interests fourteen 
years. 

In speaking of the financing plan of the new company, 
Mr. Blankemeyer states that all monies received during the 


Dearborn street. has 


sale of the stock will be deposited in one of the large Chi- 
No dollar will be withdrawn until the entire 
stock issue has been subscribed. 


cago banks. 
The interests of investors 
In distributing the stock hold- 
ings among stationers the company secures a wide distribu- 


are carefully safeguarded. 
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tion among individuals who will not only be active cus- 
tomers, but ardent supporters 


“The business of the Stationers’ Wholesale Supply Com 
pany,” says Mr. Blankemeyer, “has developed beyond our 
expectations. Orders have been received from all parts ot 
the 


vicinity of Chicago, and May 


country, as well as from stationers in the immediate 


1 


was the best month in the 


history of the company.” 
related 


The company’s object is to distribute all lines 


to the commercial stationery and school supplies field, and 
specialties pertaining to the stationery field. It is not con 
nected with any retail organization. It will sell to retail 
stationers only. By special arrangement stationer-stock 
holders will receive special benefits. 
Office Supply Company Opened at Taunton. 

The Office Supply & Equipment Company, 19 Weir 
street, Taunton, Mass., was opened for business May. A 
full line of modern office equipment and supplies is carried. 
Miss Mae C. Sullivan, formerly engaged in office work, is 
manager. Her brother, Frank M. Sullivan, is associated in 


the business. 


New Office Furniture Store. 
The Central Office Furniture Company hav: 


that their plans are now complete and that thers 


nformed us 
will be a 


formal opening of their store at 1255-57 South Wabash ave 


nue, Chicago, Ill., about the first of June. They are going 
to handle a general line of both steel and wood office desks, 
chairs, filing equipment and all of the accompanying 


supplies 
Robinson-Pinney Company Takes Larger Head- 
quarters. 


Owing to the increase in their business in the last year 
and a half, the Robinson-Pinney Company, Inc., has been 
obliged to vacate its premises at 525 Market street, San 


Francisco, and to move to larger quarters at 576 Mission 
street . 
Jensen Elliott-Fisher Educational Director. 
\lbert Jensen, who has demonstrated his 1 
with the Elliott-Fisher automati 
all-star 


work in connection feed 


machine, and who is likewise an salesman in the 





organization, has been appointed educational director of 

the Elliott-Fisher Company and will put in operation in 

the field the educational program perfected by Mr. Gookin 
ALBERT JENSEN 

Mr. Jensen will be assisted in his new work by C. S$ 


Wilson, who has had much to do in the preparation of the 


course. Mr. Jensen will continue his activities in connec 


tion with the automatic feed machine and will be given the 
necessary orgauization to push it to the limit 
Additional information 


concerning Mr. Jensen’s experi 


ence in this field will be found on page 48 of the February 
issue of Office Appliances. 











he 
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W. H. Kessler to Organize Own Business. 

W. H. Kessler has resigned as vice president and sales 
manager of the Tisch-Hine Company, Grand Rapids, Mich. 
He will organize a new company to open an ofnce supply 
business in the downtown district 

Mr. Kessler entered the field twenty-one years ago. He 
went to Grand Rapids from Detroit in 1910, joining the 
Bixby Office Supply Company. In 1924 he became store 
buyer and manager for the Tisch-Hine Company. Thres 
vears ago Mr. Kessler was taken into the official family. 
At one time he had charge of the company’s “Ediphone”’ 
department. 

Associated with Mr. Kessler in Kessler, Nobles & Mayo 


Company are E. S. Nobles, vice president, who was a 


specialist in office furniture and filing equipment for The 
Tisch-Hine Company, spending ten years in that employ; 
F. R. Mayo, secretary, formerly a city salesman with The 
Tisch-Hine Company; M. V. Follin, treasurer, who has 
been in the field ten years, including service with W. K 
Stewart & Company, Louisville, Ky., and five years a travel 
ing salesman for the Browne-Morse Company. 

The company’s location at 135 Ottawa avenue, N. W., is 
yne of the best locations in the city of Grand Rapids. The 
stock is confined to commercial stationery, office furniture, 
filing equipment and safes. Among the lines carried are 
Browne-Morse steel and wood filing equipment and sup 
plies; Wilson-Jones -Loose Leaf devices and supplies; the 


new line of Wagemaker desks. 


Barrett Portable Opens Branches. 

Lanston Monotype Machine Co., Philadelphia, for its 
Barrett Portable Adding Machine division, has opened new 
branch offices at Rochester and Baltimore. The company 
states that the expansion is due to increased sales in the 
new territory to be covered. This is attributed to the revival 
in business conditions and to an indicated increase in the 
demand for portable adding and calculating machines. 

x * x 

Manager H. G. Wells of the Boston office of the Lanston 
Monotype Machine Company, Barrett Adding Machine 
Division, was in Philadelphia recently inspecting the fac 
tory and acquainting himself with the changes in organiza 
tion and method of the company. 

x * * 

F. J. Roderick, sales manager of the Barrett Adding 
Machine Division, Lanston Monotype Machine Company, 
Philadelphia, is spending a month in the Middle West 
studying the sales methods of the different branch offices in 


this territory 


Dutch Concerns Consolidate. 

The office equipment house, “Prakta,’ of Amsterdam 
and Rotterdam, Holland, founded and for some years con- 
ducted by F. W. Heythekker, has been consolidated with 
Retel & Swart’s Handelsvereeniging, with offices and show 
rooms at Keisersgracht 302-304, Amsterdam, and Oude 
Molstraat 26, The Hague. H. Retel and G. M. Swart are 
the managing directors of the new company, which will be 
known as Retel & Swart’s Handelsvereeniging “Prakta.” 
E. H. P. Rosenboom is president of the board, and F. W. 
Heythekker, the delegated member, president of Prakta 
since its foundation. All of the directing heads of the con 
cern have been in the trade for a number of years and are 
widely known and respected. 

It is the privilege of Office Appliances to be personally 
acquainted with Mr. Heythekker. The members of this 
organization hold him in high esteem. He is highly re- 
garded in the United States and has done business with 
American manufacturers for many years. We are not per- 
sonally acquainted with the other gentlemen, but they, too, 
are much respected in this trade. 


The consolidated company will handle all the articles 
heretofore dealt in by both, including office furniture, Auto- 
matic files, Van Dorn steel files, card indexes, typewriters, 


duplicators, stationery, etc 


Baltimore Office Appliance Men Meet. 

The Baltimore Office Appliance Managers’ Association 
held its regular meeting on May 9 at the Emerson hotel. 
There was an attendance of ten. The meeting was called 
to order at noon, at which time a luncheon was served. 
During the course of the luncheon and afterwards matters 
were discussed pertaining to the welfare of the association, 
its aims, purposes, membership, matters of legislation hav- 
ing to do with the protection of manufacturers’ serial num- 
ber on office devices, the question of states license to do 
business in Maryland, methods of securing salesman, etc. 

The following officers were elected: President, Samuel 
L. Shanks, Monroe Calculating Machine Company, Munsey 
building; secretary-treasurer, William D. Sowle, Todd Pro- 
tectograph Company, 110 East Lexington street. 


Visitors at Woodstock Headquarters. 

May visitors at the general sales office of the Woodstock 
Typewriter Company, Chicago, IIL, included: J. Greenfield, 
district manager for Southern Ohio, and T. A. Reinhart, dis- 
trict manager for Michigan. Both gentlemen, during the 
course of their conferences, indicated that business condi- 
tions in their territories are good. 

Dietrich Heads Rotary in Cleveland. 

Paul Dietrich, manager of the Yawman & Erbe branch 
in Cleveland, O., was recently made president of the Cleve- 
land Rotary Club. Mr. Dietrich was formerly manager of 





PAUL DIETRICH. 


the Yawman & Erbe branch at Los Angeles, where he was 
actively engaged in Rotary work. 

His election to the important position he holds is proof 
of the popularity he has achieved in the comparatively few 
vears he has resided in Cleveland. 

Tri City Stationers Elect Officers. 

At the annual meeting of the Tri-City Stationers’ Asso- 
ciation, held in the Davenport, Iowa, Chamber of Com- 
merce, May 10, 1923, the following officers were re-elected 
for the ensuing year: President, E. M. White, Davenport, 
Iowa; vice president, E. O. Vaile of the E. O. Vaile Com- 
pany, Rock Island, Ill.; secretary-treasurer, Daniel S. Han- 
sen, Carlson Bros., Inc., Moline, IM. 


Pacific Northwest Stationers’ Association. 

lhe fourteenth annual convention of the Pacific North- 
west Stationers’ Association and the Manufacturing Sta- 
tioners’ Club will be held July 2 and 3, at Vietoria, B. C. 

There is a registration fee of ten dollars for each man, 
which also includes an accompanying lady, if any. 

The president of the Northwest Stationers’ association 
is Pliny L. Allen, of Seattle, Wash. 
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Albert Palmer Brooks Withdraws from Typewriter 
Field. 

Office Appliances regrets to announce the withdrawal 
from the typewriter industry of Albert P. Brooks, who has 
resigned as general manager of the Hammond Typewriter 
Company, to devote himself to his duties as president of 
the Willson & Adams Company of Mount Vernon, N. Y., 
which position he has held for several months and in which 
company he is a heavy stockholder. 

Mr. Brooks has been Hammond general manager for the 
last ten years. Before going with the Hammond Company 
he was European director for the Royal Typewriter Com- 
pany, in which capacity he spent four years traveling in the 
most of Europe. 

Mr. Brooks’ first connection with the typewriter industry 
was had with the Remington Typewriter Company, when 
at the suggestion of John F. McClain, he joined the selling 
staff and became a star salesman in New York City, making 
a conspicuously excellent record that opened an opportunity 
for service in the European field for the Royal Typewriter 
Company. With unusual ability as a salesman and sales 
manager, Mr. Brooks combines considerable inventive abil- 
ity. He has made some valuable suggestions to some of the 
companies with whom he has been associated for improving 
the machines. 

Commenting upon Mr. Brooks’ retirement from the type- 
writer industry, Neal D. Becker, president of the Ham- 
mond Typewriter Corporation, said: 

“The typewriter industry loses one of its foremost figures 
when Mr. Brooks leaves it to take up another line of ac- 
tivity. Naturally, the Hammond Company is the greatest 
loser, but it will be a source of regret to all persons affiliated 
with the industry that one of its leaders should find other 
avenues of compelling attractiveness. 

“Mr. Brooks’ record in the typewriter industry has been 
one of continuous success. I have never known a man in 
business who made firmer friendships than he has made. 
His friends in the typewriter industry are found in every 
country in Europe and in every important center in the 
United States. This is due not merely to his charm of per- 
sonality, but to the fact that his standards of business con- 
duct have been so high that he has won the respect and ad- 
miration of all the persons who have had the fortune to 
come into contact with him.” 

The Willson & Adams Company is an old and well-es- 
tablished organization, dealing in lumber and builders’ sup- 
plies. It is by far the most important factor in its field in 
the suburban section immediately north of New York City. 

Throughout its entire history Office Appliances has en- 
joyed the friendship of A. P. Brooks. It is obligated to 
him for helpful suggestions and kindly criticism. It joins 
Mr. Brooks’ host of friends in the hope that he may realize 
all of his anticipations for the new work in which his pleas- 
ing personality and splendid ability are sure to prove a big 
asset to the group with which he is associated. 


Stamp Manufacturers to Meet. 

The International Stamp Manufacturers’ Association will 
hold its annual meeting June 26, 27 and 28 at the King Ed- 
ward hotel, Toronto, Can. The meeting will be presided 
over by the president, A. G. Fales, of the J. P. Cooke Com- 
pany, Omaha. 

This meeting will be an important gathering and it is 
believed that marking device men from all over the United 
States and Canada will be present. 


Striking New House Publication. 
The “Remtico Export Review” is the name of a new 
publication gotten out by the Remington Typewriter Com- 
pany. The first issue is dated June 1. It is an overseas 


newsletter, which will appear every now and then. Contri- 
butions are invited from all Remington representatives, also 
photographs, selling and advertising suggestions, etc. The 
“Review” is edited by the Foreign Publicity Department of 
the Remington Typewriter Company, 374 Broadway, New 
York. 

In the first edition there are a number of interesting fea- 
tures, including a discussion and tabulation of U. S. type- 
writer exports for 1922, some paragraphic news at Reming- 
ton headquarters, information concerning quotas, reports 
on contests, an article on “The True Function of Advertis- 
ing,” a suggestion on how to sell rentals and on showing 
the Remington portable, and a suggestion as to the type- 
writer clean-up campaign. There is an article concerning 
Miss Orr, the Remington executive who achieved a place 
on the American Good Will Committee and has gone to 
France, and a number of very striking and attractive illus- 
trations of the Remington personnel in its different activi- 
ties. In conclusion, there is an interesting and profitable 
discussion on “Business Depression Periods,’ how to make 
the most of them and prepare for recovery. Some Reming- 
ton advertising is included in the final pages. The illustra- 
tions also include some pictures of Remington advertising 
as used abroad, cuts of foreign service departments, staffs, 
etc. One interesting group picture is that of the staff of 
the Remington Typewriter Company at Calcutta. 


National Office Managers’ Conference. 

The fourth annual conference of the National Associa- 
tion of Office Managers will be held in Detroit June 14 to 
16, inclusive. 

The meeting will be addressed by speakers of note, who 
will discuss interesting and timely topics. 

“Education, the Basis of Office Management,” will be 
covered by W. W. Kincaid, president of the Spirella Com- 
pany, Niagara Falls; “Salary Standardization,’ by Harry 
A. Hopf of New York; “Office Machinery in the Reduc- 
tion of Office Expenses,” by H. A. Piper of E. I. duPont 
De Nemours & Company, Wilmington, Del.; “Helping Our 
Schools to Help Industry,” by Frank P. Hamon of the 
Goodrich Rubber Company, Akron. 

Two sessions of the conference will be set aside for 
round table discussions, led by authorities on such sub- 
jects as “Increasing Office Productivity by Bonuses and 
Ratings”; “Application of Planning Principles to Office 
Work”; “Office Manuals and Written Instructions”: “Cut- 
ting Red Tape”; “Mutual Service Work”; “Training.” 

A cordial invitation is extended to all interested in office 
administration to attend the convention. Further particu- 
lars may be obtained by writing the secretary of the asso- 
ciation, G. S. Childs, Alexander Hamilton Institute, 13 Astor 
place, New York City. 


National Association of Sales Managers. 

On Thursday, June 7, at 10:00 A. M., in room 21 of the 
Hotel Chalfonte, Atlantic City, the National Association of 
Sales Managers will be organized. It is expected that by- 
laws will be adopted and officers elected at this meeting. 
The conference will be continued at the same place on the 
following day and will cover morning, afternoon and eve- 
ning sessions on both days. The program will include a 
discussion of outstanding marketing problems and at least 
one speaker of national prominence. The organization com- 
mittee, of which C. F. Abbott, 26 Madison avenue, Mont- 
clair, N. J., is chairman, includes representatives among 
sales managers’ clubs in New York, Philadelphia, Boston, 
St. Louis, Milwaukee, St. Paul and Columbus. 


Every sales executive in the country is invited to attend 
the meeting. 





Bi 
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The Milnors Reported Captured by Chinese Bandits. 

The Chicago Herald and Examiner of May 17 printed a 
report to the effect that Nathaniel F. Milnor and his wife 
had been captured by the Suchow train bandits in China 
on May 6. It was stated that Chicago relatives of the 
Milnors are seeking aid from Washington. Mrs. Milnor’s 
sister, Mrs. Fannie Pierce, 845 Crescent place, wired to 
Washington on May 16, hoping to confirm a report that her 
sister had been liberated. Mrs. Pierce heard that she had 
been freed, but that Mr. Milnor was being held. Mrs. 
Pierce said that if she were well and able to send a message 
she would have sent one, and she feared that her sister 
was ill without aid, while her husband was in captivity. 

Mr. Milnor has had a wide experience in this industry and 
is regarded as one of the best salesmen who ever sold office 
machines. He is a native of Pennsylvania and is about 
forty-one years old. He commenced his career selling sew- 
ine machines and when he left the business he was one of 
the topnotchers. In September, 1907, he became a Chicago 
city salesman of the Oliver Typewriter Company; was 
made branch manager at Memphis about 1910, and district 
superintendent in New York City in 1911. 

In 1912 Mr. Milnor became manager of the New York 
office of The Dictaphone, later became sales manager of the 
Dictaphone department of the Columbia Graphophone 
Company, the parent organization, and in 1918 he resigned 
to become San Francisco manager for the same company. 
After a year or so he resigned and early in 1921 started 
on a world trip from which he returned in safety. 

Accompanied by Mrs. Milnor he left a few months ago 
for the Orient. 





NATHANIEL F. MILNOR. 


For the last few years Mr. Milnor has been in business 
on the Pacific Coast. He also has interests in Chicago, and 
is understood to be associated with the typewriter house of 
Holbrook & Gibson, 525 South Dearborn street. 

Mr. and Mrs. Milnor have a daughter, Miss Betty Milnor 


Eberhard Lothar Faber Makes Good Recovery. 


Eberhard Lothar Faber, of the House of Eberhard 
Faber, met with an accident some weeks ago while horse- 
back riding. He suffered injuries to both wrists, which 
necessitated carrying the right arm in a sling for some time. 
Mr. Faber made good progress with his injuries. 


Browne-Morse Distribution at Chicago. 
The Franklin Desk Company, 163 West Monroe street, 
Chicago, Ill., has been given distribution in Chicago by the 
Browne-Morse Company, Muskegon, Mich. 
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Change in Important Underwood Office. 
Charles A. Harton, who has been connected with the 
sales organization of the Underwood Typewriter Company 
since 1902, has been appointed manager of the Philadelphia 
office of that company, taking the place of John H. Blod- 
gett, resigned. 
Mr. Harton commenced his work as a member of the 








Cc. A. HARTON. 


a a + 


Cincinnati sales force in 1902. On February 15, 1906, he 
was made manager at Cincinnati and on December 1 of 
the following year was transferred to the Philadelphia of- 
fice as a salesman. On the first of June, 1909, he was re- 
turned to Cincinnati as manager, and on November 1, 1916, 
he was transferred to Cleveland as manager there. On 
January 20, 1919, Mr. Harton was made manager of the 
company’s Pittsburgh office and in May, 1923, he received 
the appointment first above mentioned. 

Mr. Harton’s record has been consistently excellent. For 
twenty-one years he has represented the Underwood Type- 
writer Company, for most of that time as district sales 
manager in various cities. This is a long record to hold 
without a break and the position to which he has just been 
appointed is one of greater scope and responsibility than 
any he has heretofore held. 

Mr. Blodgett, who retires from the Philadelphia office, is 
one of the pioneers in the typewriter industry and he leaves 
with the regard of the company which he has represented 
so long, and of his associates and friends in the typewriter 
world, all of whom wish him every success in his future 
undertakings. 


Terry Leaves Mail-O-Meter Service. 


E. B. Terry has resigned as sales manager of the Mail-O- 
Meter Company, Detroit, Mich., a post which he has held 
eleven years. He had been with the company fourteen 
years. Mr. Terry has a wide circle of friends and acquaint- 
ances in the office equipment industry, being known from 
coast to coast. His entry into the field was at Chicago, 
where he served the Elliott-Fisher Company. In 1909 he 
entered the employ of the Mail-O-Meter Company as sales- 
man. He became manager of the Chicago office in 1911, 
later becoming general sales manager at the Detroit head- 
quarters. Mr. Terry has had a wide experience, as his work 
has included the establishing and maintaining of all agen- 
cies, the instruction of salesmen and mechanicians, and the 
direction of all the advertising. He will probably continue 
in the office equipment field. 
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EXCUSE US, PLEASE! 


Confusing “Union” with “United.” 

An item in the “Pens and Penci's” classification of Office 
Appliances for May, referred to bankruptcy proceedings 
against the Union Pencil Company. The item should have 
referred to the United Pencil Company. The Union Pencil 
Company, 407-09 Broadway, New York, N. Y., has been in 
business twenty years, and has enjoyed an enviable repu- 
tation. Our apologies are extended to Mr. T. Fruend, of 
the Union Pencil Company, and to his many friends who 
may have been distressed at reading the erroneous item. 








Astonishing Oversight. 

In an article on “Platens—Old and New” in Office Ap- 
pliances for May, a paragraph occurred to the effect that, 
“in some of the earlier inventions, the paper alone was ar- 
ranged to move after the stroke, the depression of the key 
causing the type to strike the paper simultaneously with a 
tiny hammer operating in unison with the type on the op- 
posite side of the paper and a ribbon or other device sup- 
plied the necessary pigment. This system never got be- 
yond the experimental stage, etc.” 

The above statement would have been all right if the last 
statement had not been added, but becomes ridicu!ous when 
it is asserted that it never was adopted except experi- 
mentally, for the most conspicuous example of a success- 
ful machine operated on a system similar to the one de- 
scribed is the Hammond typewriter. With two Hammond 
machines in the office of this journal, we nevertheless let 
this statement get by without realizing that we had an 
answer to it almost under our fingers. 

E. R. Cutler of the Philadelphia branch of the Hammond 
[Typewriter Company, wonders if the writer has not heard 
»’ the Hammond typewriter. We answer that he has and 
has used it and admires it, but did not realize how closely 
it fulfilled the description in the paragraph above. A re- 
minder even of a word would have jolted his thought 
processes into the proper channel. 

Mr. Cutler goes on to enlighten us by adding that the 
Hammond typewriter has no platen, has a hammer stroke 
and is operated by a regular typewriter ribbon and was 
invented some forty years ago. There are over a thousand 
Hammond typewriters in the University of Chicago, more 
than a hundred in the University of Minnesota. Practically 
every Catholic parish in Milwaukee uses Hammond type- 
writers, and the Jesuit Fathers of St. Louis use more than 
a hundred machines of this make. They are used in many 
departments at Washington. Ex-President Wilson had 
one in Princeton, used one in the White House and took 
one abroad with him. The machine is also used by many 
diplomats and in practically every university in the world. 
Several large corporations use Hammond typewriters for 
special work, including the Pennsylvania Railroad, Bald- 
win Locomotive Works, Oliver Mining Company and thou- 
sands of others. 

Possibly the writer of the article had in mind an early 
device in which the stroke upon the type was literally 
delivered with a hammer operating at the back. In the 
Hammond, the stroke is similar to this, but it did not dawn 
on the writer that the Hammond machine was practically 
the same from a descriptive standpoint as the one he had 
in mind when the above sentence was written. 

We acknowledge our oversight, and freely admit that Mr. 
Cutler has caught us nodding. 


A Further Word on an Original Use of Typewriter 
Supplies. 

On page 31 of the April issue of Office Appliances there 

appeared a picture showing a large number of children’s 


carts, the wheels of which were made of typewriter spools. 
These carts were presented by P. O. Soulis, president of 
the Soulis Typewriter Company, to the children of Hali- 
fax, N. S., the distribution being arranged through the Ro- 
tary Club of St. John’s and the Goodfellows’ Club of Hal- 
ifax. 

At the time the picture and item were published Office 
Appliances was not aware of the use of these spools hereto- 
fore for a similar purpose. Word comes, however, from 
Fred Jarrett of the United Typewriter Company, Ltd., to 
the effect that G. G. Buell, the company’s Halifax man- 
ager, Originated the idea of using ribbon spools in the 
manufacture of toy carts for poor children and completed 
upwards of twelve hundred carts, which were delivered to 
the ““Goodfellows’ Club of the Halifax Herald and Mail” 
for distribution among the poor children in the city of Hali- 


fax. The idea took hold and was given considerable pub- 
licity, not only in the immediate locality, but by the Asso 
ciated Press throughout Canada. The Halifax Evening 


Mail of December 28, 1922, presents a picture of Mr. Buell 
and gives a little story of his adaptation of typewriter sup- 
plies in the construction of toy carts. These carts were 
known as the “Topsy-Turvy Toy.” The paper states that 
the construction of 800 of them took 3,200 Underwood 
spools, 2,400 feet of good cord, 3,200 nails, used as axles; 
800 wooden blocks and 800 staples, to say nothing of the 
paint. They were made by the Underwood staff voluntarily, 
sutside of business hours. Various firms contributed paint, 
nails, staples, etc. Mr. Buell has started a good thing which 


is worth of being passed along. 


“Poet’s Corner” at Portland. 


The J. K. Gill Company, Portland, Ore., has established 
a precedent that may well be copied by other states. The 
company has recently completed a nine-story building, and, 
inspired by a long cherished dream of J. T. Hotchkiss, man- 
ager, set aside a space on the first floor as a “Poet's Corner.” 
The nook for the “Poet’s Corner” has been fitted up with 
an old time fireplace, built of rough stones for sides and 
hearth, and with a log mantle. Fastened to one side of the 
fireplace is an old fashioned crane that carries a copper 
kettle. The kettle has a history of its own, having been 
brought originally from Russia and later “across the plains” 
to Oregon. The walls of the nook are hung with portraits 
of Oregon writers, whose works are arranged in the book 
cases below. The dedication took place April 23, the birth 
day of Edwin Markham, one of Oregon’s finest poets, and 
appointed that day, by proclamation of the governor, as 
Oregon’s poet laureate. The dedicatory ceremonies wer 
begun by an invocation by Dr. T. L. Eliot; then Mr. Hotch 
kiss introduced J. K. Gill, president of the J. K. Gill Com 
pany. After Mr. Gill’s speech of welcome, the program 
was taken over by the Oregon Writers’ League. Many 
poems, written for the occasion, were read and addresses 
given by prominent literary people. Besides the proclama 
tion naming Edward Markham as poet laureate, there was 
one from Governor Pierce, establishing the week of No 
vember 20 to December 4 as writers’ week. Writers’ week 
has been celebrated for several years and is held as quite 
an important event by the literary people of the state 


Butte Market Week. 

The first yearly market week was held at Butte, Mont., 
May 10-19. It was planned to interest retail purchasers, 
bringing in some 5,000 from within a radius of 500 miles 
\mong the dealers participating in the event were Bax 
ter’s, the Besette-Stork Company and the Derge-Howell 
Company. Entertainment of various sorts was provided on 


a liberal scale for the visitors. 
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GF Dealers for Philadelphia District Meet. 

Some weeks ago the Dealers’ Association of the Phila- 
delphia District of the General Fireproofing Company held 
a meeting, at which the following were present: F. S. 
Bleakly, Bleakly Bros.; H. P. Saunders, Office Equipment 
Company; E. E. Elder, General Fireproofing Company; J. 
S. Sprott, sales manager, General Fireproofing Company; 
J. Henry Smith, Smith Printing Company; E. Geoghegan, 
Sarco Company; Ray T. Korn, Standard Stationery Com- 
pany; W. L. Helfrich, Standard Stationery Company; C. W. 
Honeywell, Deemer & Company; S. M. Evans, Pottsville, 
Penna.; Frank J. Shaner, Shaner & Knauer; H. M. Spencer, 
Spencer Stationery Company; Charles Kline, York, Penna.; 
H. L. Heymann, H. L. Heymann Company; H. C. Shaaber, 
R. E. Wilcox, General Fireproofing Company; Mr. Rogers, 
Smith Printing Company; Owen B. Ash of Deemer & 
Company. 

Mr. Bleakly was chairman of the meeting, which was 
called to order at 2:30 P. M. After the disposition of rou- 
tine business, the secretary read various communications, 
among which was a letter from Michael Bard of Lancaster, 
telling about the profitable convention the company held at 
Youngstown and thanking the company for the fine assist- 
ance furnished through “Doc” Elder at the Kiwanis busi- 
ness show. The secretary read the quotas of each agent 
and the percentage sold in the last four months, showing 
that the quotas were not properly balanced. A committee 
was accordingly appointed to revise the quotas, consisting 
of Honeywell, chairman; Evans and Shaaber. 

Jerry Sprott said that the company had had one of the 
largest months in its experience. He thanked those present 
for their co-operation in making the Youngstown conven- 
tion such a success. The company is doing everything pos- 
sible to care for its customers, making shipments as 
promptly as possible. The company is increasing produc- 
tion and will soon be shipping more goods than ever be- 
fore. Everything possible is being done to keep the price 
of steel from advancing, but if raw materials continue to 
go up, there will have to be an advance. A motion was car- 
ried, suggesting that agents let the secretary know if any 
salesmen of other agents apply to them for positions, where- 
upon the secretary will then write a letter to all of the 
agents, informing them of the applicant’s name, experience, 
etc. 

Some companies are selling shelving by weight and not 
by the load it will carry. Mr. Sprott pointed out that the 
weight of shelving does not assure the customer that it will 
carry a heavier load, but it is the way the shelving is 
formed that determines its carrying capacity. 

For the next three meetings, Mr. Heymann will be chair- 
man and Mr. Shaner will be secretary. The next meeting 
will be held at the Hotel Walton on June 29. The retiring 
officers were given a vote of thanks. 


American Writing Buys Davies Business. 

The American Writing Machine Company has purchased 
the Davies Typewriter Exchange, 119 North Clark street, 
Chicago, Ill. The business was placed in the hands of the 
public administrator at the death of Mr. Davies, as it was 
impossible to locate relatives. The Davies business will be 
conducted at the old location, as a branch of the Chicago 
office 

The store of the American Writing Machine Company at 
329 South Dearborn street, Chicago, has been remodeled 
and redecorated. The paneled background of the display 
window was cut down, giving a better view of the store in- 
terior, and permitting the stocks of machines in the wall 


cases to be seen. 
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Growth of Marking Device Industry. 


How An Industry of Small Beginnings Has Sent Its Influ- 
ence Into Every Department of Human Endeavor and 
Has Drawn to Itself a Large and Influential Fol- 
lowing Throughout the World. From An 
Interview With a Leading Marking 
Device Manufacturer of Chicago. 


> CALL the marking device manufacturer a rubber 

stamp maker is nowadays to tell only a small part of 

the truth, for the average manufacturer in this line of 
goods does a hundred other things, each one of which is 
important in the scheme of modern industrial life. They 
make rubber stamps, steel and copper dies, brass dies, types 
for imprinting, burning brands, tempered steel dies for 
marking steel and other metals, stencils for marking every- 
thing, log stamps, dies for marking silver, in fact, every- 
thing by way of a marking device for labeling is produced 
in the factory of the modern stamp manufacturer. 

The concentration of these different activities in the 
hands of the stamp manufacturer has been greatly empha- 
sized in the last ten or fifteen years. Before that time dif- 
ferent processes were performed by different manufactur- 
ers. For instance, about thirty-five years ago the W. W. 
Wilcox Company specialized in brass baggage checks for 
use on railroads, but this business was practically forced 
out of existence by the vogue of pasteboard checks. Nowa- 
days we see very few brass checks, except as tags on hotel 
door keys. Almost never are we given a brass check in a 
baggage room or parcel room. 

The business has become highly specialized, in fact, 
it is handled largely on special orders and the man who 
takes the orders must know exactly what will meet the cus- 
tomer’s requirements, for very often the customer himself 
does not know what will produce the results he desires. It 
is then up to the marking device manufacturer to go into 
the shop and create a product which will fulfill the specifica- 
tions of his customer. The manufacturer must know if a 
rubber stamp will work on the surface or under the condi- 
tions which the customer prescribes. If it will not, then he 
must find something that will. Always the manufacturer 
is encountering something new, and oftentimes can only 
secure the best results by a series of experiments. For in- 
stance, it was found that when goods were to be enameled 
over a label, the label must be embossed or raised, and not 
sunk or stamped in, because if the impression were sunk 
in the surface, it would fill with enamel and be all but in- 
visible after baking. 

A new field which has opened up in the last ten or fifteen 
years is the making of matrices for adding machine type. 
Matrices for such purposes and die castings are usually 
cut in the steel engraving stamp and die shop and the 
process is one which demands extreme care and a high de- 
gree of technical skill. The expert may put $50 worth of 
work on a die and then unless he knows exactly how to tem- 
per it, may crack it during the process. A device has been 
invented, however, known as a pyrometer, which automati- 
cally records the temperature and at the same time keeps 
it at the right degree, so that the loss resulting from guess- 
work as to temperature is eliminated. 

In this, and many other ways, the industry is developing 
day by day and is conquering new fields, entering into al- 
most every industrial process there is, not forgetting the 
office, where the products of the marking device manufac- 
turer have always held an important place. 

There is much to be done to improve the general condi- 
tions of the marking device trade. 

The International Stamp Manufacturers’ Association is 
a strong organization and the attendance at its annual 
meetings is evidence of the interest which members of the 
trade take in the betterment of the industry as a whole. 
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New Booklet on Expert Typewriting Contests and 
Awards. 
The Underwood Typewriter Company recently issued a 


booklet on and awards. This 


booklet contains twenty-four pages and describes the ob- 


new typewriting contests 
ject of the typing contests and awards, which are designed 
to stimulate typists to strive for the highest goal possible in 
When the plan was originally pre- 
The 
booklet presents a revised and enlarged plan of expert typ- 
It is offered to teachers with the 


the art of typewriting. 
sented, it met with immediate approval everywhere. 


ing contests and awards. 
assurance that it will secure for them the maximum results 
The tests are issued promptly, 
The cor- 


with the minimum of effort. 
printed in type selected after many experiments. 
rect number of words is given at the end of every fifth line. 
No expense is connected with the use of the plan, for the 
ests are sent with the compliments of the Underwood Type- 
writer Company. The booklet gives those who are eligible, 
a list of the awards, the condition of the awards, etc. A 
number of valuable questions are propounded and a full de- 
scription is given of the conditions under which all awards 
are given, with full international typewriting contest rules. 

The booklet is beautifully illustrated, the chief illustra- 
tion being the champion typists’ honor roll with the like- 
nesses of the different medals and a place for the “Cham- 
This School,” listed 


A framed certificate is furnished ‘to 


Typists of according to the 
months of the year. 


every typewriting school and the monthly record is filled 


pion 


in regularly and prominently posted. A bronze medal is 
awarded to students for a net speed of forty words per 
minute and a bronze bar is added for a speed of fifty net 
words. To those writing sixty net words per minute a sil- 
ver meda! is presented with an additional silver bar for 
seventy net words. A gold medal is awarded to students 
writing at a speed of eighty net words per minute and an 
additional gold bar for each ten word increase in the net 
The 


Underwood diamond medal is awarded for a net speed of 


speed, up to and including twenty words per minute. 


130 words per minute for thirty minutes’ writing and addi- 
tional gold bars for each ten words over. 

The illustrated honor roll for champion typists is a new 
feature which is proving a strong stimulant toward faster 
and more accurate work. Whenever a typist wins the sil- 
ver medal, he or she thereby qualifies for a special test 
which carries with it a certificate of membership in the 


order of accurate typists. This certificate is a beautiful 


affair, one of the finest ever issued in recognition of expert 
typewriting. 





1923. 


PLACQUE ILLUSTRATING THE UNDER- 
WOOD PLAN OF EXPERT TYPEWRITING 
TESTS AND AWARDS.—In the center is the 
framed certificate presented t tvpewriting 
schools At the left and right are the four 
medals which are described on this } é 


Teachers are not forgotten. When a student wins the 
first regular bronze, silver or gold medal of award, his 
teacher is awarded a corresponding medal of bronze, silver 
or gold, bearing a bar, inscribed, “Expert Teacher.” This 
is a new idea and recognizes the meritorious work done by 
the teacher, who is thus furnished an added incentive to 
turn out honor roll students. This work is under the gen- 


eral direction of W. D. M. Simmons, educational and ad 


vertising manager, who has had charge of it many 
years, 
New House at Cedar Rapids, la. 

The Metropolitan Supply Company is now well estab- 
lished in its new home at Cedar Rapids, to which they 
moved their stock and organization sometime ago This 
plant was built and designed especially for the company, 
which operates a complete school supply headquarters on a 
large scale. The new building has a capacity of 47,420 
square feet of floor space and new equipment has been in- 
stalled which affords a large range of possibilities in the 


of the plant is 


The location 


such that full advantage is taken of Cedar Rapids railways. 


production of school items. 
An exhibition hall has been provided in the new quar 
ters in which the latest type of school furniture, equipment 
and supplies will be shown 
A feature of the new plant is the recreation and lunch 
hall, where employes may each day enjoy their lunch hour. 


New Sales Manager for Bridgeport Pen Company. 


W. Kk. Blair, for several years with the Gaylord Manufac- 


turing Company of Rochester, N. Y., and the brokerage 


house of -G. W. Morse Company, has recently been ap- 
pointed sales manager of the Bridgeport Pen Company of 
Bridgeport, Conn., manufacturers of Coit’s ball bearing let- 
The expansion of the business has caused the 
One 


tering pens. 
addition of more machinery in the factory. of the most 
machines is an automatic soldering 
Coit, which 


The company 


interesting of the new 
machine, the invention of H. L. automatically 


solders the pen to the holder. reports an 


active foreign as well as a good domestic business 


Aurora House Appoints Sales Representative. 
The improved Boehner Binder Company of Aurora, IIL, 
announces that it has appointed John W. Messimore as one 


of its sales representatives. 








ne 
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Brown Goes with Noiseless Typewriter Company. 


I. S. Brown, for several years connected with the Under- 
wood Typewriter Company, for two years as advertising 
manager and for several more years in the bookkeeping 
machine department, has joined the organization of the 
Noiseless Typewriter Company in the school department. 
While with the Underwood, Mr. Brown started the book- 
keeping machine school for operators. 

Following his work with the Underwood, he was New 
England district manager of the Stenotype Company for 
four years, after which he conducted commercial schools of 
his own in Norwalk, Conn., Bridgeport, Conn., and Perth 
Amboy, N. LF 
Work of the Stationers and Publishers Board of 

Trade. 

The Stationers’ and Publishers’ Board of Trade, 99 Nas- 
sau street, New York, which was organized in 1875 and 
incorporated in 1879, consists of manufacturers and whole- 
salers of stationery articles, greeting card publishers and 
book publishers. The Board established a few years ago a 
very efficient credit interchange bureau for the use of mem- 
bers in securing credit information. This has been a valu- 
able asset and is used by all the members. In addition to 
this the Board is at the service of any of its members for 
the purpose of adjusting affairs of customers who may be 
in financial difficulties. In several instances the Board has 
been instrumental in saving concerns that had ample as- 
sets for their business but lacked capital, and by gathering 
together the creditors in the rooms of the Board, the organ- 
ization has been successful in continuing such concerns, 
which eventually proved worthy of confidence and are go- 
ing concerns today. 

In addition to its routine duties the Board is called upon 
to express its opinion on public matters from time to time 
connected with the general welfare of commerce through- 
out the United States and to keep its membership informed 
on subjects in which they may be interested. 

The work of the Board is constructive in a high degree 
and it is one of the soundest, most useful organizations in 
the United States. The annual meeting is held in January 
and the annual dinner takes place in March 

The president of the Stationers’ and Publishers’ Board of 
Trade is E. E. Huber, of the house of Eberhard Faber. 
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New Office Equipment House in Detroit. 

The Office Appliance Exchange, H. H. Rowe, general 
manager, has started in business at 737 Griswold street, De- 
troit, Mich. Mr. Rowe is not only the manager but the 
owner of the Exchange, which is located on the ground 
floor, opposite the city hall, in the heart of Detroit. 

Mr. Rowe was connected with the Burroughs Adding 
Machine Company for about sixteen years, having started 
with them as office manager in their Detroit agency in 1903. 
Later he became a branch agency manager, which position 
he resigned a few years ago. He was with the company 
in Kalamazoo for four years and two years at Dayton, Ohio, 
spending the balance of the sixteen years in Detroit. 

The Office Appliance Exchange is state representative 
for Michigan for the Peters Adding Machine and also han- 
dles the Victor and used equipment of other makes. The 
Exchange deals in the Remington portable typewriter and 
carries a full line of high class used and rebuilt typewriting 
machines of all makes, as well as various kinds of calculat- 
ing equipment. Mr. Rowe desires to hear from persons or 
concerns wishing representation in Detroit in kindred lines. 


Rapid Addressing Machine Enters New Period. 

The executive and sa'es departments of the Rapid Ad- 
dressing Machine Company held a dinner on May 13, at 
which a farewell was tendered to E. E. Mills, former gen- 
eral sales manager, who was about to leave for the Pacific 
coast to take charge of the sales in that section, and at the 
same time the dinner formally introduced the new personnel 
to the older members of the company. Among those pres- 
ent were the following: T. A. Adams, president; E. P. 
Weaver, vice president; W. C. Gookin, general sales man- 
ager; D. J. Kilbourn, manager of sales promotion depart- 
ment; S. H. Sheldon, manager dealership division; Theodore 
Schulhof, manager export department; L. J. Messina, man- 
ager advertising department; the members of the New York 
sales department and a few out-of-town managers. 

Brief speeches were made by Mr. Adams, Mr. Gookin, 
Mr. Mills and others. The outstanding feature of the eve- 
f good fellowship which persisted 
throughout the evening. Everybody in the Rapid Address- 
ing Machine Company organization sincerely hopes that 
E. E. Mills, the former sales manager, will recover his 
health under the mild and beneficient skies of California. 


ning was the spirit « 





DINNER GIVEN BY THE EXECUL- 
TIVE AND SALES STAFF OF THE 
RAPID ADDRESSING MACHINE COM- 
PANY OF NEW YORK, N. Y. 











38 OFFICE 


Royal Wins Grand Prize at Brazilian Exposition. 


At the International Brazilian Exposition, after examin- 
ing the various typewriting machines exhibited, the jury 
awarded the grand prize to the Royal typewriter in recogni- 
tion of its various features of excellence. 

The combined efforts of Fred Figner, Royal dealer for 
Central Brazil, and H. S. Wallach, South American sales 
director for the Royal Typewriter Company, Inc., ob- 
tained a fine position in the American building at the expo- 





BRA- 
Wallach, at 
Ricardo of Casa 


COMPANY'S EXHIBIT AT 


ROYAL TYPEWRITER 
EX POSITION.—H. 8. 


ZILIAN INTERNATIONAL 
the left, Fred Figner in the center, and Mr. 
Edison on the right 


sition at Rio de Janeiro, the booth being directly in front 
of the main entrance, through which all visitors were ob- 
liged to come. 

In the illustration here shown, Mr. Wallach appears on 
the left, with Fred Figner in the center and Mr. Ricardo, 
sales manager of Casa Edison, on the right. We note the 
impressive manner in which Mr. Figner is bringing the 
Royal typewriter to the attention of visitors to the exposi- 
The prominent display of the white enameled type- 
The com- 


tion. 
writer adds to the attractiveness of the exhibit. 
pany regards this display as an impressive piece of adver- 
tising which, in connection with the award, will have a bene- 
ficial effect on business throughout Latin American coun- 
tries. 


Detroit Office Managers Hold Show. 

During the week of May 14 to 19, inclusive, the Office Ap- 
pliance Managers’ Association of Detroit conducted an of- 
fice appliance show in the lobby of the Board of Com- 
There were twenty exhibitors, including the fol- 
lowing: Century Carbon & Ribbon Company, Victor Add- 
ing Machine Company, International Time Recording Com- 
pany, Burroughs Adding Machine Company, American 
Multigraph Sales Company, L. C. Smith Typewriter Com- 
pany, Foerg Numbering Machine Company, Standard Auto- 
graphic Register Company, Costimeter Company, F & E 
Checkwriter Company, Addressograph Company, Rand 
Index Company, Yawman & Erbe Company, Globe-Wer- 
nicke Company, Elliott-Fisher Company, Tabulating Ma- 
chine Company, Comptometer Company, A. B. Dick Com- 
pany, Ditto, Inc. 


merce. 


The club is in a flourishing condition and extends a cor- 
dial invitation to similar clubs to meet with them on Fri- 
days, whenever the visitors happen to be in town. 
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Realite and Autopoint Consolidate 

The Realite and the Autopoint Pencil Companies of 
Chicago have consolidated under the name of the Auto 
point Products Company. Charles R. Keeran is president 
and general manager; M. M. Kauffman is secretary 
in charge of designing; F. C. Deli is vice-president, in 
charge of the designing of tools and equipment; John ( 
Lynn is treasurer, in charge of production. The directors 


and 1S 


include the foregoing officers and Chauncey B. Blair, 
capitalist, and Charles F. Murray, patent counsel, 

The lines of the new company embrace all of the Auto 
point and Realite styles and include about fifty numbers. 
All products will hereafter be known as Autopoints. The 
style numbers of the two lines remain the same as before 


the merger; thus, Autopoint No. 2 is the former Realite 


No. 2, and so on. There will be no confusion in the num 
bers, because fortunately the Realite pencils were num- 
bered from 1 to 20 and the Autopoint metal products from 
20 to 100. 


merger starts with several new 


line of Ambertype 


Business under the 


stvles, among which are the Redmanol 
translucent barrels in amber, jade and other colors, with 


gold and silver mountings. 


The factory will occupy the especially equipped plant 
of the former Autopoint Company, said to be one of the 


most complete propelling pencil factories in the United 
States. 
The selling staff of the Autopoint Products Company 


includes D. O. Frederickson and R. F. Frederickson, 
brothers, who have been in this field several years; W. E 
(“Bill”) Smith, 
tioner in the United States; 


of Los Angeles, who will serve as 


known to 
the Office Supply 


who is practically every sta 
Company 


Pacific Coast distrib 


utor; A. A. Franklin of Dallas will cover the Southwest, 
and Gordon Libby will be special representative for a part 
of Texas. The eastern branch is in the Pennsylvania 
Terminal building, New York City, N. Y. 

F cy 











THE FACTORY OF THE AUTOPOINT PRODUCTS 
COMPANY OCCUPIES THE TOP FLOOR OF THIS 


BUILDING. 


company, is the 
He is 


Charles R. Keeran, president of the 
pioneer manufacturer of modern propelling pencils. 
the inventor of both the Realite and the Autopoint mech- 
anisms as well as of the pencil which pioneered in the pro- 
pelling pencil field. 


Ohio Valley Typewriter Co. at Steubenville. 
The Ohio Valley Typewriter Company, N. K. Neale, man- 
ager, has moved its office from 709 Wheeling Steel Corpora 
tion building, Wheeling, W. Va., to 307 National Exchange 
Bank building, Steubenville, Ohio. 
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Furniture Exchange Outing. 

A large number attended the May meeting of the Cincin- 
1ati Furniture Exchange at the Chamber of Commerce on 
May 8. President Howard E. Scheid was in the chair. The 
minutes of the previous meeting were read and approved. 
The president stated that he had appointed during the last 
month the following members as pallbearers at the funeral 
of Robert E. Becker: Fred W. Stille, Henry Hageman, 
George Wehrung and Louis Froelich. A card was received 
from Mrs. R. E. Becker and family thanking the Exchange 
for the beautiful floral piece. On motion of A. G. Stein- 
man, seconded by Frank B. Wersel, Jr., the secretary was 
instructed to write a letter of condolence to the bereaved 
family. Charles Groene, chairman of the Entertainment 
Committee, announced that arrangements for the annual 
outing at Mount Airy had been completed, and that the 
“big” day would be on Saturday, June 16, 1923. He also 
said that Hon. Leo Folz, a member in good standing, would 
be chief chef, and all could be assured that the inner man 
would be well taken care of. All members having spare 
room in their machines would please notify the secretary as 
to the number they could accommodate. It was also de- 
cided to follow the usual custom of inviting the Retail Deal- 
ers of Greater Cincinnati to join the Exchange at the out- 
ing, and to furnish those attending with tickets. A. G. 
Steinman, chairman of the Exhibition Committee, stated 
that there was nothing further to report. On motion, the 
June, July and August meetings were ordered dispensed 
with, and the Entertainment Committee was authorized to 
attend to and pay all bills incurred by the outing. Business 
arising during the vacation will be attended to by the 
directors. Hereupon the Exchange adjourned until Sep- 
tember. 


Pitman Teachers Hold Convention. 

The annual convention of the Pitman Commercial Teach- 
ers’ Association was held at the Hotel Astor, New York, on 
May 19. An interesting program was presented, includ- 
ing president’s address; address on Scholastic Evils and 
Their Correction, Daniel S. Kealey, superintendent of 
schools, Hoboken, N. J.; Commercial Teacher Training, by 
George M. York, director of commercial teacher training, 
State College for Teachers, Albany, N. Y.; Pitman Short- 
hand in Great Britain, by Alfred Pitman, managing direc- 
tor, Isaac Pitman & Sons; The New Era Edition of Isaac 
Pitman Shorthand, Arthur M. Sugarman of Isaac Pitman 
& Sons; annual business meeting, election of officers; ad- 
dress of welcome, by Mrs. Evelyn W. Allan, principal 
Girls’ Commercial High School, Brooklyn, N. Y.; Type- 
writing, by Marion Fitch, Boston Clerical School, Boston, 
Mass.; Commercial Training for the Junior High School 
Student, by W. G. Thompson, director, commercial teacher 
training, State Normal School, Plattsburg, N. Y.; Office 
Practice, by Mary F. Cahill, chairman of stenography, type- 
writing and office practice department, Julia Richman High 
School, New York; Is the Commercial Co-operative Part- 
Time Plan the Answer to the Office Practice Problem?” 
by S. B. Carkin, director, Commercial Education, Roches- 
ter, N. Y., and F. A. Wilkes, specialist in commercial 
education, State Department of Education, New York. 

At 6:30 P. M. there was a dinner and dance. At the 
dinner several well known people were present and en- 
livened the occasion by wit and wisdom. These people in 
cluded George J. Ryan, president of the New York Board 
of Education; Alfred Pitman, managing director, Sir Isaac 
Pitman & Sons, Ltd., London; Peter P. McLaughlin, a well 
known raconteur toastmaster; Lafayette P. Temple, well 
known as a wit and humorist, and Will Rogers, who stepped 
from the stage of the Ziegfeld Follies to give a close-up ex- 
ample of some of the things that make people laugh 


H. A. Peterson Now General Manager of Hammond. 

In another column is the announcement of the resigna- 
tion of A. P. Brooks, for many years manager of the Ham- 
mond Typewriter Company. To succeed Mr. Brooks, Her- 
man A. Peterson has been appointed general manager of 
the corporation. Mr. Peterson took up the duties of his 
new position on May 1. He is also treasurer of the cor- 
poration. 

He began his service with the Hammond in 1905 as an 














HERMAN A. PETERSON. 


office boy, rising through the positions of assistant audit 
clerk, assistant bookkeeper, auditor, cashier and treasurer. 
For a short time he was on the other side during the war, 
where he did conspicuous service in aviation. For two 
years he was with another manufacturing concern in 
Brooklyn 

Mr. Peterson is one of the last of the old organization to 
hold an executive position. His connection with the com- 
pany has been continuous with the exception of the two 
years above mentioned. 

Jones Heads H. M. Storms Sales. 

V. S. Jones, for the past three years Pacific coast repre- 
sentative for the H. M. Storms Company, Brooklyn, N. Y., 
was called into the home office on May 7 to take the post 
of sales manager. 

Prior to his association with the H. M. Storms Company, 





V. S. JONES. 


Mr. Jones was for three years connected with the Ault & 
Wiborg Company as their representative in the western 
territory. 


Why shouldn’t the sun rise early? It retires likewise.— 
Direct Reflections (James F. Newcomb & Company, Inc.) 
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Carnival Time in Wenatchee, Washington. 

The Wenatchee Printing Company, office equipment deal- 
ers at Wenatchee, Wash., favored Office Appliances with a 
copy of the Wenatchee Daily World of Monday, May 14, 
giving some pictorial presentation of the apple blossom fete 
recently held at Wenatchee. 

The pictures included a grand ensemble of King Apple's 
dancers and entertainers and a smaller picture of King 
Apple and Queen Imogene, attended by their royal retinue; 





COMPANY’S “FLOAT” IN 
BLOSSOM FESTIVAL. 


PRINTING 
APPLE 


WENATCHEE 
WENATCHER, WASH., 


a picture of the spirit of blossoms and the spirit of apple 
a likeness of Director Slyde, 
Each different fruit 


in a dance and at the right, 


who superintended the blossom fete. 
had its 
strawberries, pears, 
pictures included the girls who presented the dance of the 
rainbow, other 


cherries, oranges, 


Other 


queen, such as grapes, plums, 


apples, peaches and .apricots. 
apple blossom, school pupils in dance of the 
school children in the dance of the zephyr, a poppy platoon 
Louis and Clark 
was a like- 


children of the 
Also, 


who presented the 


of pageant pages and 
there 


dance of the 


Stevens school and others. 
Anna 
There were many other pictures of floats of differ- 


concerns which participated in the parade. 


school, 
ness of Browne, 
apple. 
ent industrial 
Among them was a float made up by the Wenatchee Busi- 
ness College Girls and others. 


Chicago Concern in New Building. 


The printing and stationery house of Severinghaus & 


Weiler, formerly at 774 Milwaukee avenue, 
moved their store and shop to 752-754 Milwaukee avenue. 


Chicago, have 


where they have additional floor space for both store and 


we 1 


— ¥ 





NEW STORE OF SEVERINGHAUS & 
WELLER, PRINTERS AND STATIONERS, 
752-754 MILWAUKEE AVENUE, CHICAGO, 
ILLINOIS 


shop and ample room for all other requirements. The com- 


pany was obliged to vacate its old location on account of 


the expansion of Ogden avenue, which will be seven doors 


north of the new premises. 
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assistant sales manager, resigned on May 12, 
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Rose Now Secretary of Old Town Co. 
Adolph Rose, for nine years connected with the H. M. 
3rooklyn, N. Y., the 


Storms Company, past three years as 
to become sec- 
retary of the Old Town Ribbon & Carbon Company, 247 
Center street, New York City. 
Mr. Rose started as errand boy with H. M 

pany and worked his way up to the position he left. He 
has long been a friend of Joe S. Epstein, 
Old Town Ribbon & Carbon Company. 
f both the factory and the office, 


Storms Com- 


president of the 
Mr. Rose will have 
leaving Mr. Ep- 


to call on his many friends in 


charge o 
stein considerably more time 
the trade. 

R. F. 
Ribbon 
half years Mr. 


Byers is the new export manager of the Old Town 
& Carbon 
Byers has been employed in the export de- 
Yawman & Erbe Manutacturing Company. 


Byers will have charge 


Company. For the past two and a 


partment of the 
In his new position, Mr. of the ex- 
to make 
parts of the 


port business in all its different divisions, seeking 


new friends and establishing dealers in all 


world, and taking care of the old friends in foreign fields. 
He brings to the company a considerable experience in the 
export field. 


The new sales manager of the Old Town Ribbon & Car 


TRIO OF STAFF OF OLD TOWN RIBBON AND CARBON 


CO. Harold F. Atkinson, R. F Byers, Adolph Rose 

bon Company is Harold F. Atkinson. Prior to taking up 
this work, Mr. Atkinson was associated for six years with 
the H. M. Storms Company, starting in the capacity of as 
sistant bookkeeper, rising through the position of head 


bookkeeper to the office managership. Mr. Atkinson has 


had considerable experience and is well acquainted with the 


ribbon and carbon business. 


The addition of the new personnel means much in the 
expansion of the Old Town Ribbon & Carbon Company 
which has been taking place for several years 

Changes in Cutler . Desk Company. 

\t a recent stockholders’ election of the Cutler Desk 

Company of Buffalo, N. Y., the following executive per 


preside nt and 


Cutler, 


president and secretary; Ray 


was elected: C. A. 
Keller, vice 


treasurer 


sonnel 
manager; C. L. 
mond Bissell, 


Mr. Bissell was formerly postmaster of Buffa nd is 
prominently identified with Buffaio industrial enterprises. 
He is the new member in the list of officers yrmet 
ofticial personnel included Clifford A. ( ( nt; B 
S. Cutler, vice president; F. H. Reid, treasurt aC. ] 
Keller, secretary. B.S. Cutler and F. H. Reid are the two 


who retired from the executive list. 


Paper aus Adds to Chicago Lines. 


The Northwestern Paper Goods Company, anufactur- 
ers of envelopes and paper specialties, St. Paul, Minn., 
is constantly adding to the lines on display at its head 
quarters, 416 South Dearborn street, Chicag: The office 
is under the management of L. S. James, spe repre 


sentative. 
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Business Change at Mattoon. 


The Gazette Book & Stationery Company has purchased 


the City Book Store, 1621 Broadway, Mattoon, IIl., from 
J. C. Armantrout. He had conducted the business sixteen 
years. The new corporation is composed of Harry F. Ken 
dall, E. B. Tucker and Harry E. Reed. Messrs. Kendall 
and Tucker have operated the Journal-Gazette, a daily 


commer 
Re t d 


Decatur, 


newspaper, and the Gazette Printing Company, a 


cial job printing plant, twenty-six years. Mr had 


been with the Linxweiler Printing Company, at 


and the Stationers Wholesale Supply Company, at Chicago 


The present general lines will be retained It is the 
plan of the Gazette Book & Stationery Company to add 
lines of office equipment and supplies, for both the retail 


and jobbing trade 


T. M. Keely Becomes Manufacturers’ Agent. 

T. Marshall Keely, 
the Typewriter and Office Supply Company of Washin 
D. C., as 


will opel 


for the last four years associated with 
gton, 
May 15, and 
Albee building, Washington, as a 
covering both 
will 


Columbia and 





a Government manager, resigned on 


an office at 308 


manufacturers’ representative, Government 
Mr. 
District of 


and his 


and commercial business. Keely include in his 


territory Maryland, the Virginia. 


His 


ery and office equipment business should make him success- 


wide acquaintance knowledge of the station- 


ful in his new undertaking 
Prior to his connection with the Typewriter and Office 


Supply Company, Mr. Keely was employed by the Treas- 


ury Department General Supply Committee, in which ca- 














pacity he acquired considerable knowledge of the Govern- 
ment’s methods of purchasing. 
i 
¥ 
. 








THE GREAT 


Otto 


AND THE SMALL IN BINDERS a. aon 
salesman for the New York branch of the Proudfit 
Sales Corporation, demonstrating two of the binders which 
recently composed one of his orders. The smaller one is 
No. T-100 and is 3% by 6% inches. The larger one is a 
special size made up for the concern ordering it, and is 
21 by 34 inches. The ‘‘bound book”’ principle of binding is 
the same in both, presenting a flat-writing surface at all 
times. One of the large books and several of the small ones 
were ordered 








Office Equipment Men Head Big Corporation. 

Polack, manager of the Cleveland office of the 
Neostyle, and Chauncey L. Mark, an old time Royal Type- 
“Doc” Walter H 


Maurice 


writer man, are directors, and Hanson 
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NEW MOTORCYCLE DELIVERY CAR USED_ BY 
PAUL D. OWEN, OFFICE EQUIPMENT DEALER, TROY, 
. i He finds it economical and convenient. 








1 


is vice-president of the Civic Savings & Loan Association 
of Cleveland, O., a million-dollar corporation. 


Salz Bros. Buy Dollar Pen Company. 

Salz 71 West Thirty-fifth street, New York, 
N. Y., recently purchased all the patents, trade marks, ma- 
chinery, stock and figures of the Evans Dollar Pen Com- 
Waterloo, Ia. 


Bros., Ine., 


pany at 


South Bend Concern to Add Typewriter Depart- 
ment. 
The Office Reed & King, Inc., 221 West 
Washington street, South Bend, Ind., are planning to install 
a typewriter department with a well equipped repair shop 
[he company is already handling 
and but is going into the 
a much more extended way in the near future. 


Engineers, 


aS soon as possible. 


portable rebuilt typewriters, 
business in 


H. E. Waldron Makes Extended Tour. 

H. E. Waldron, vice president and general sales manager 
of the W. A. Sheaffer Pen Company, left Chicago May 26 
on a business trip. He visited selling branches at Denver 
San \ flying trip was made to important 
Waldron will return to Chicago early 


Francisco 
cities. Mr 


and 
Canadian 
in June. 


Milwaukee Chair Co. Offices Now at Chicago. 

The Milwaukee Chair Company has moved its executive 
sales and general offices from Milwaukee, Wis., to the Blum 
624 South Michigan avenue, Chicago, Ill. The 
Milwaukee. All mail should be ad- 
dressed to the new office at Chicago. Visitors will be wel- 


building, 
factory remains at 


comed there 


W. M. Crane Heads Bond Paper House. 

Winthrop Murray Crane has been elected president of 
Crane & Company, Dalton, Mass., succeeding the late Fred- 
W. M. Crane, a Yale graduate, has 
way through the various departments of the 
company. He is forty-three years old. 

Crane & Company, a $3,000,000 corporation, is the succes- 
sor to the old house, Z. and W. M. Crane. 

Jos. A. Oswald Visits Chicago. 


Oswald, vice president and general manager of 
Dayton, Ohio, made business 


erick Goodrich Crane. 
worked his 


Tos. A. 
The Company, 
visits in Chicago May 10. 


Rote speed 
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Boston to Have O. A. Managers’ Association. 

There is a strong movement on foot to organize an office 
appliance managers’ association in Boston. Some practical 
work has already been done. Details are being mapped 
out by S. Q. A. McClure, branch sales manager of the Dic- 
taphone Sales Corporation, 93 Federal street, Boston, who 
has full information regarding the organization of like asso- 
ciations in other cities. Another meeting will be called as 
soon as a plan of organization has been worked out by the 
committee, of which Mr. McClure is the head, and it is ex- 
pected that the organization will then become an accom- 
plished fact. 

“Ink Week” Displays. 

In the present store of Plimpton’s in Hartford, Conn., 
much attention is given to window displays. An excep- 
tional background has been made to the windows, which 
serves to bring out the articles shown and also increases 
the effectiveness of the store front. 

The photograph reproduced on this page shows some 
inks and adhesives in the Plimpton windows during “Ink 
Week.” The window was put in by Harvey D. Crombie, 
the regular window dresser, who deserves credit for effec- 
tive grouping and for a fine appreciation of weight and 
balance. The colors in the labels against the background 
of various colored inks, pastes and mucilage gave consid- 
erable life to the display. 

Many other stationers throughout the country devoted 
their windows to comprehensive displays of writing inks 
and the articles allied with them, during “Ink Week,” 
was held under the National Association’s auspices. 


which 


One of the interesting windows shown in Boston during 
that week was in the store of Adams, Cushing & Foster, 
Inc., on The display was put in by the 
store’s regular window dresser, Mr. Gooding. The dom- 


Federal street. 
inating feature in the center was an enlargement of one of 
the “Call 
the magazines. 
of the various bottles, giving life and color to the display. 


for Carter’s” advertisements, now appearing in 


3eside this there was a selected quantity 
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Chicago Stationers to Hold Annual Field Day. 

The annual field day of the Chicago stationers will take 
place on June 9 at the Northwestern Park, Des Plaines, III. 
Tickets can be procured from George Summers, of Stevens, 
Maloney & Company, or from Oliver Stevens, of the 


games, etc. [rains 


same 
There will be dancing, 
leave Northwestern depot at 1:15 P. M., returning at 8: 
P. M., daylight saving time. 


house. 


Furniture Business Opened at Buffalo. 
A furniture display has been opened at Buffalo, N. Y., by 
the Quinn Office Furniture Company at Pearl 
in the store of the Quinn Stationery & Printing Company. 


229 street, 


The warehouse is located on Franklin street, which is con- 


veniently near the display. The Quinn Office Furniture 
Company was organized by Victor M. Quinn, George Frank 
and C. Frank. 


Sales Distributors for Demountable in Chicago. 


G. B. Sherman & Company have established district head- 


quarters in Chicago for the Demountable Typewriter Com 
pany of Fond du Lac, Wis., to cover five or six of the cen- 
tral states. 

Mr. Sherman, head of the company, has been nected 
with the executive office of the Demountable Typewriter 
Company and its predecessors for several years. Agencies 
will be established throughout the territory covered by 
G. B. Sherman & Company and machines will be supplied 
from Chicago and from Fond du Lac. The company will 


follow out plans of the most energetic co-operation with 
Mr. Sherman will spend his time principally in 
but 
headquarters. 


dealers. 


Chicago, will be in constant touch with the factory 


“Visualized Typing” Revised. 

The Corona Typewriter Company, Inc., has revised its 
book, Typing,” to the 
made in the new keyboard. It is bound in a different 
so that the new edition is readily distinguished from the 


old. 


“Visualized conform to changes 
g 


cover, 


There has been no change in the price. 








IMPRESSIVE INK DISPLAY 





al 


IN A WINDOW OF PLIMP 





TON’S IN HARTFORD, CONN DURING “INK WEEK 





OFFICE 


June, 1923. 





Kilbourne S. H. Sheldon 


FOUR NEW MEMBERS OF 


Some New Appointments to the Rapid Addressing 
Machine Co. 


The appointment of William C. Gookin as general sales 
manager of the Rapid Addressing Machine Company, an- 
nounced last month, has been followed by appointments in- 
tended to support Mr. Gookin in the successful accomplish- 
ment of the new responsibilities -he has undertaken, and to 
carry out the broad plans which the company has in mind. 
Kilbourne, manager of 
Sheldon, 


manager of the ex- 


The new personnel includes D. J. 
the sales promotion department; S. H. manager 
dealership division; Theodore Schulhof, 


t, and L. J. 


port departme! J. Messina, manager of the adver- 
tising department 
Mr. Kilbourne 


the office equipment field. 


has had an experience of sixteen years in 
He was at one time sales pro- 
motion manager for the Wales Adding Machine Company. 
Jarrett Add- 
other 


He served also in the same capacity with the 
ing Machine Company. In 
Mr. Kilbourne had 
schools and operated agencies for two companies. He 
National Cash 
the end of which time he was assistant executive secretary. 

S. H. Sheldon 
Company, New York City, and later was identified with the 
He has 


had fine training and an extensive experience which fits him 


addition to his duties, 


direct control of the agency training 
was 
four years with the Register Company, at 
was formerly president of the Calculating 


Wales and the Barrett Adding Machine companies. 


¢} 
tor he 
i¢ Lil¢ 


position of manager of the dealership division. 


Theodore Schulhof, the newly-appointed export mana- 
ger, was formerly in the employ of the Barrett Adding Ma- 
chine Company as salesman in their Washington office and 
later was promoted to a position in charge of that terri- 
tory. Later he was transferred to the home offices in Phil- 
adelphia where, after a period spent in active sales promo- 
tion work, he 


ment, where he 


> 


was placed in charge of the export depart- 
remained several years. 
Messina did his first office equipment work as a 


salesman in the Philadelphia local office of the Elliott- 
Fisher Company. After a period of intensive selling he was 
transferred to the advertising department in New York 
City as assistant advertising manager, where he did some 


excellent work. Before going with the Elliott-Fisher Com- 


pany, Mr. Messina had enjoyed experience in accounting, 


general ofhce methods and selling 


Tongue Joins Advertising Department Elliott- 


Fisher. 


\rthur E. Tongue has resigned from the advertising de- 


partment of the Hyatt Roller Bearing Company to join the 
publicity division of the Elliott-Fisher Company. His work 
began on May 15 
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Theodore Schulhof 
COMPANY. 


ra » 


Messina 
RAPID ADDRESSING MACHINE 
Two Compo Companies Consolidate. 

The Compo Sales Company, formerly at 149 Church street, 
New York, has announced its consolidation with the Compo 
Manufacturing Company of Westport, Conn., under the 
name of the Compo Corporation. 

This became effective May 1. The fac- 
tory and sales offices in future will both be located at West- 
port. 

The 


consolidation 


officers of the corporation are as follows: 
George J. Grossman, president; W. A. Krause, secretary; 
R. J. Holzhausen, treasurer. The board of directors is com- 
posed of the officers named above and B. B. Walker and 
Frank Weingarten. Mr. Holzhausen is the inventor of the 
Compo machine and worked with Mr. Grossman during the 
development period. 

The Compo Manufacturing Company started business in 
August, 1921, its founders being Messrs. Holzhauser and 
Chey presented the proposition to Mr. Krause, 
who tried the machine out in the New York City territory 
and later formed the Compo Sales Company. In order that 
might be better service, it was deemed 

ie business under one head, hence the 


new 


Grossman. 


the trade given 


advisable to operate tl 
consolidation. 


The Guest Book. 
the Hine Desk & Fixture Company, 
visited Office Appliances on May 2 on his 
way east on business.—Another visitor on May 2 was O. J. 
OLM of the Northwestern Paper Goods Company, St. 
Paul, Minn —WALTER A. PAPWORTH, well known in 
this field, paid a visit to Office Appliances on May 5 during 
a trip west from his home city of Syracuse—W. S. FER- 
RIS, Elkhart, Ind., who is putting a new correct-position 
line of chairs on the market, called at this office May 16.— 
THEODORE BECKER of the Steel Equipment Corpo- 
\venel, N. J., spent a short time in this office on 
—W. F. FLYNN of the Buchan-White Loose Leaf 
called on May 21.—E. C. GORDON 
the Weis Fibre Container Corporation paid a visit to 
the office of this journal on May 24. 

New York Office. 

J. J. MURPHY of Hartford, Conn., called April 28.—L. 
FLES of Amsterdam, Holland, visited this office on May 
5, shortly after his arrival in this country—G. HOLT- 
LAND of Winterswijk, Holland, called May 9—On the 
following day W. H. MUNSON of the Mun-Kee Products 
Corporation, Newark, N. J., visited this ofice—-CHARLES 
W. LIPMAN of the Graff-Underwood Company, Boston, 
called May 16, and on May 23 ALVAH BUSHNELL, 
JR., of the Alvah Bushnell Company, Philadelphia, spent 
a short time in 


) = 


Denver, 


HINE of 
Colo., 


ration, 
May 17 
Company, St. Louis 


£ 


ol 


this office. 
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S BOOK SELLERS AND STATIONERS, CHAMPAIGN, ILL.—Center oval, 


éroup of full convention taken by Office Appliances on the steps of the Masonic temple at Champaign, where the convention was 


held. 


of the Dennison Manufacturing Company. 


Upper right hand picture, E. E. Blankenmeyer and Mrs. 
Lower left hand picture, some of the newly elected officers. 


tary-treasurer; Fred Greenwood, vice-president, Chicago; Will 


tee, Bloomington; Will W. McKnight, president, Normal; W. R. 
Frank Garland of Champaign, a member of 
Supply Store, Champaign; A. C. Harper, Irving-Pitt Manufac- 


officer not present is 
Lower right hand picture, Miss Olive Cross, the U. of L 


turing Company; Florence L. McElwee, The Twin City Printing Company, Champaign, and Alfred W. 


Blank Book Company. 


Illinois Booksellers Hold Successful Convention. 

The Illinois Booksellers’ and Stationers’ Association on 
May 1 and 2 held its annual convention at Champaign, 
Ill. The sessions were held in the Masonic Temple at 
Champaign, a large, modern, convenient structure. About 
140 people were present from all parts of the state. Many, 
of course, were the representatives of manufacturers and 
publishers, but there was a liberal number of dealers to 
represent the interests of the retail trade throughout 
[llinois. 

One of the interesting features of this convention was 
the exhibition of various lines by manufacturers in a room 
apart from the convention hall. In this case the lines were 
exhibited in the large basement of the Masonic Temple, 
which had been laid out in booths. All four sides of the 
room were taken and the center contained a number of 
booths as well as an overflow in the hall fronting the main 
basement room, where several different exhibits were ar- 
ranged. During the hours in which the convention was in 
session it was understood that no one was to visit the ex- 
hibits, but at other hours the place was thrown open to the 
delegates who availed themselves freely of the invitation to 
inspect the various lines. The manufacturers and pub- 
lishers making displays included the following: National 
Blank Book Company, Holyoke, Mass.; the Wilson-Jones 
Loose Leaf Company, Chicago; Stationers Loose Leaf 
Company, Milwaukee, Chicago and New York; J. G. Shaw 
Blank Book Company, New York; Wahl Company, Chi- 
cago; Moore Pen Company, Chicago; Parker Pen Com- 
pany, Janesville, Wisc.; Dennison Manufacturing Company, 
Framingham, Mass.; A. C. McClurg & Company, Chicago; 
Stationers Wholesale Supply Company, Chicago; Grossett 
& Dunlap, publishers, New York; C. A. Reed Company, 
Williamsport, Penna.; The Boston Line, Boston, Mass.; 
and Thomas Charles Company, New York, N. Y. 

In addition to the foregoing, the Irving-Pitt Company 
had a comprehensive display of its loose leaf devices in 
its suite at the Inman hotel, which was the headquarters 


of the association. This exhibit was in charge of Harry L. 


Murdoch of Chicago, district manager, and A. C. Harper 
of the sales force. 


H. Johnson, former president and member of executive 
Essick at the right hand is not an officer this year 


Upper left hand picture, Mr. Baxter of the National Blank Book Company tells an amusing story to Miss Olive E. Matteson 


Reed, wife of a leading stationer and bookseller in Mattoor 


Left to right: Harry H. Chumley, Decatur, re-elected secre- 
commit- 
The only 
the executive committee. 


Baxter of the National 


nt 


One of the exhibits which excited as much comment } 
sibly as any was that of the Dennison Manufacturing Com 
pany, presided over by Miss O. E. Matteson of Chicago 

Tuesday, May 1. 
At 9:00 a. m. promptly, the registration of « 


OSs 


| 
lelegates and 


visitors started at the Masonic Temple. At 10:30 the first 
session of the convention was called to order and the in 
vocation was pronounced by the Rev. W. B. Morris, pas 
tor of the Baptist church of Champaign, Ill. Ed. Filson 


president of the Chamber of Commerce of Champaign, pre 


sented the welcoming address, which was responded to by 
Will Johnson, president of the association, Bloomington, II 
The morning session was taken up by routine work such 


as the reading of the minutes of the seventh annual con 


vention last year, the report of the president and of the 
secretary-treasurer, and the appointment of nominating, 
resolutions and convention committees. 


At noon there was a luncheon for the ladies at the Elks 


club in Champaign and at 12:30 p. m. a luncheon for 
the gentlemen at the Inman hotel. At two o'clock the first 
session was continued at the Masonic Temple, opening 
with an address by William Pitt of the Irving-Pitt Manu 
facturing Company, Kansas City, Mo. Mr. Pitt spoke on 
the fluctuation of prices since 1860. “It is interesting to 
note,” he said, “that the rise and fluctuation in prices dur- 
ing the period of the late war almost exactly parallel the 
same fluctuations at the outbreak and conclusion of the 
Civil War.” 

“With this in mind 
reason why we should not undergo a period of g 
declining prices for the next twenty-five years.” 

Mr. Pitt used graphs and charts effectively in the courss 
of his remarks, showing how the rise and fall of various 
commodities during the last few years have 


.’ continued Mr. Pitt, “I can see no 
-adually 


paralle le d the 
advance and decline of commodities during the Civil War 
period. The period of declining prices will not be, of 
course, one of continuous declines, but there will | “Cc 
sional fluctuations. The general trend, however, will b« 
toward lower price levels. 

Mr. Pitt’s address was followed by an address by Charles 
L. Mitchell, president of the National Association of 





2 | 








vem 


June, 1923. 


MTT 


9 





OFFICE 


We have, for many years, advocated strongly 
that the Stationers should devote greater atten- 
tion to the sale of Typewriter Ribbons and Carbon 
Papers because if not, this business would ulti- 
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mately be diverted to other channels. {We are 
citing two cases of salesmanship in the selling of 
Typewriter Ribbons and Carbon Papers which 
may prove beneficial to our dealer friends. 


AN EXAMPLE OF HOW IT IS OFTEN DONE. 


Scene—A Stationery store in a prominent locality. 


A gentleman enters the store and after a few min- 
utes is approached by a clerk who inquires what is 
wanted. He asks if they handle Typewriter ribbons. 


CLERK :—“Believe we do! Please walk this way,” tak- 
ing customer to a retired part of the store. 
CusToMER :—“I want a good Black Record ribbon for 
— machine.” 

CLERK :—“I guess we have it; what price do you want 
to pay?” 

CusToMER:—“I want the best you have. 
Whose make do you carry?” 

CLERK :—Stooping under the counter to find out, evi- 


3y the way! 


dently not knowing the brand of goods handled 
by the house, after a while gets up saying: “I 
see we are carrying principally the Mittag and 
Volger line.” 
A smile of recognition bursts over the customer’s 
face, relieving the tense situation. 

CusToMER :—“Well, if you carry that brand, I will take 
one because I know they are first class in every 
respect.” 

With no further inquiry from the clerk, the money 
is paid over and the customer leaves with the ribbon 
in his pocket. 


AS IT SHOULD BE and SOMETIMES IS. 


Scene—A nother Stationery store in a prominent locality. 


The customer walks in; everybody apparently busy. 
The minute he is observed, however, up steps a clerk 
and says: “I will be with you in a minute, sir!” 
CusTOMER :—Pleased with the suggestion, not minding 

the wait. 

In a few minutes the clerk approaches: 
I do for you, sir?” 


“What can 


CusToMER:—"“I am looking for a good Typewriter 
ribbon!” 
CLERK :—“Well, sir, you have come to the right place; 


we carry the best line on the market, the cele- 
brated “M & V” line known the country over for 
its reliability. We have tried out a number of 
makes ourselves and finally selected this one as 
being the most satisfactory on the market; you 
see, we carry a large line of them!” (In this store 
the goods are prominently displayed and well 
kept.) What color will have you have, sir; and 
for what machine?” (The customer gives the in- 
formation.) “Now, how many will you have, sir?” 

CusToMER :—‘“I generally buy only one at a time be- 
cause I have always been a little afraid of their 
drying out!” 

CLERK :—With an intelligent smile on his face; “You 
will find this line quite an exception, they practi- 
cally will not dry out within a space of several 
years; so do you not think it would be a conve- 
nience if you purchased, say, one-half dozen and 
you will then always have them at hand when 
wanted and will, no doubt, save you some val- 
uable time?” 

CusToMER :—Pleased with the suggestion, decided to 
buy one-half dozen. 

This shows the difference in what can be accomplished 


by having a knowledge of the goods and salesmanship that 
will, in many cases, result in selling considerable more 


CLerkK :—“Now, what can I do for you in the line of 
Carbon Paper, because if you are using ribbons, 
you must be using carbons? We have the best 
lines that are made and we carry them in all 
weights. If you tell me how many copies you are 
making and about the character of work you are 
doing, I will be able to recommend a suitable 
grade!—You say you are doing one class of work 
requiring only three copies; then by all means use 
a 7 lb. sheet. We have a very fine grade that is 
guaranteed for durability and density of copy and 
what, no doubt, will be important to you, indelibil- 
ity ; this is the celebrated “M & M” carbon, the old- 
est brand on the market and absolutely guaran- 
teed. In single box lots, it is sold at $4.00 per box. 
If I can induce you to take a little larger quan- 
tity, I can give you the quantity discount.” 

Customer then informs him that he is also doing 
abstract work which requires about ten (10) copies. 

CLerK :—“I have just the -very thing you want; the 
celebrated “Mitvol” carbon, also made by Mittag 
& Volger and which will produce ten (10) as per- 
fect copies as you ever saw. Now why not let me 
send you, say, five boxes of each and on which I 
can then give you a discount of 15%, making it 
worth while? This carbon paper really improves 
with age, which is one of the sterling qualities 
of the ‘M & V’ line.” 

CusToMER :—“Well, you can send me ten (10) boxes; I 
will take your advice about this as you seem to 
understand your business. If the goods stand up, 
as you have represented, you will get my business 
in the future.” 


than the purchaser had any idea of buying. Any one buy- 
ing Ribbons should be asked about his Carbon require- 
ments, and vice versa. 


We make a “right” line. Our popular brands are known everywhere and command the right prices. 
Our advertising conveys the exact truth, as we want your confidence and can get it in no better way. 


We try to excel in all we produce 
We meet every condition 
We fill every requirement 


Mittag & Volger, Inc. 


Principal Office and Factory 


Park Ridge, N. J., U.S.A. 


BRANCHES: 


W YORK, 261 Broaaway 

CLA? 326 Erie Building 
POLIS, 711 MeKnight Building 

ICAGO, 295 W. Monroe Street 
BOSTON, 160 Congress Street 

LOS ANGELES, 305 Tajo Building 

8 Dyers Building, Holborn, E. C. 

AN FRANCISCO, 35 Montgomery Street 

ST. LOUIS, Merchants Laclede Building 
KANSAS CITY, 430 Lee Building 


AGE’ CIES ALL OVER THE WORLD 
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BUSINESS 


Emergencies arise in every business 
—an inquiry, a message has to be 
dispatched to a score, a hundred, a thousand 
people—no time for a rubber stamp to be 
made. 


Don’t wait for the EMERGENCY— 
be prepared—get a MULTISTAMP 


In your office. You can stencil your message 
in a jiffy and begin stamping immediately — 
no delay. 


MULTISTAMP No. 1, is indispen- 


sable for shipping tags and labels— 
last minute alterations in prices, descriptions, 
additions to price lists—signing mail with 
perfect autograph—making collection notices 
and the thousand other things you so often 
need without delay. Postpaid in U. S. A., 
$7.50—with full equipment and 25 stencils. 
(Extra stencils $1.00 the package of 50, 2c 
each. ) 


MULTISTAMP No. 3, (a full post 
card size duplicator) just what you 
have many times wished for—much handier 
and cheaper to operate than other stencil 
duplicators. Postpaid in U. S. A., $15.00— 
with full equipment and 24 stencils. (Extra 
stencils 10c each—package of 24, $2.40.) 


Your customers will be asking you 
about the MULTISTAMP — better 


write for our quantity discounts and be pre- 
pared to render them SERVICE. 


The Multistamp Co. 


Norfolk, Virginia, U. S. A. 


Robert W. Wright, Ltd. 
114-116 Southampton Row, London 
(Great Britain and Continent) 


Canadian MULTISTAMP 
Sales Company 
12 Queen St. East, Toronto, Can. 


The 
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tioners and Manufacturers. Mr. Mitchell said that today 
booksellers must know more than the buying public about 
the things which they sell. Too many booksellers ignore 
the offers of manufacturers to send out trained men to 
instruct their sales forces in the things they have to sell; 
hence there is a lack of book salesmen who are acquainted 
with the products they are selling. Booksellers and sta- 
tioners are too prone to leave intensive advertising to de- 
partment stores, thus losing many valuable opportunities of 
securing important trade. These and other interesting 
Mr. Mitchell’s 


of 


suggestions were made in the course 
remarks. 
In the -evening the merchandise displays of manufac- 


turers and publishers were thrown open for inspection from 


7:30 on. 
Wednesday, May 2. 

The second session of the association was called to order 
| by President Johnson at ten o’clock a. m. The president 
read regrets from Messrs. Gallagher and Foster, who were 
unable to be present at the convention. Alfred L. LaBelle 
of Macauley Bros., Detroit, Mich., presented an interest- 
ing address, illustrated by charts. The central idea of 
| this address was enthusiasm for books. No man has a 
| right to be in the book business who does not possess a 
sincere love of books. He divided his suggestions into 
different parts under the heads of selling, display, personal 
enthusiasm, etc. He advised all book dealers to find out 
new ways of doing business. He said that in window dis- 
plays, it has been found that seventy-five cent books are 
the best pullers, and that in arranging a big display, one 
should diffuse or scatter the color of the different bindings 
He recommended that the book dealer keep watch of the 
sermons and exhibit books mentioned in them with a card 
to the effect that “these books were mentioned in yester 
day morning’s sermon; have you read them?” The book 
dealer should also watch the meetings of women’s literary 
clubs. He should have exhibits at their meetings and put 
in show windows which will interest these clubs He 
| brought out the fact that the House Beautiful Association 
is suggesting to architects built-in bookcases and shelves in 
homes. The association is trying to put across books for 
graduates, books for better homes and vacation reading. 
All of these movements the bookseller can make profitable 
if he will. 





The next speaker was Dr. Fred A. Russell of the Uni 
versity of Illinois. Dr. Russell said that he does not like 
the expression the “selling game,” because selling is not a 
It is not an art because it is more than an art and 
What people buy is not so much 
| goods or merchandise as it is satisfaction He outlined 
the buying motives and discussed the psychological im 
pulses which induce people to purchase books 


The final speaker of the morning was Miss 
Humble, secretary of the Year Round Book Selling 
Miss Humble said that her work had to do with the 
ing out of quantities of correspondence and circular mat- 
ter, the returns from which were not always perceptibl 
She likened it to the story of the two students, who met 
on the campus. One asked, “Did you get any mail today?” 
The reply was, “No, not a cent.” During last year the 
statistics of book sales show that 24,000,000 books were 
purchased, which is one book per year for every family in 


game. 
is becoming a science. 


Marion 
Plan 
send 


the United States. This is not a particularly encouraging 
record. Miss Humble pointed out that book men must 
create their market. There is now a greater potential 


market for books than ever before, but the book men must go 
out and cultivate it. They must make use of selective and 
selected mailing lists and employ their brains in devising 
new ways of bringing books and their interest and value 
before the attention of the people. Even doctors are pre- 
scribing books for people to read, and the book man should 
| be so familiar with his stock, with his business and with his 
customer that he can prescribe books with equal, if not 
greater skill than the doctor. Booksellers should take more 
advantage of the movies and should announce their offerings 
on the screen wherever possible. Contrary to the usnal 
notion, there is throughout the United States renewed in 
terest in religious books. To foster this interest is not only 
proper but profitable for the book dealer. Miss Humble 
suggested that little prizes or certificates should be given 
to children for books read during their vacations. Ledge 
and counter displays should be frequently changed. Pub- 
lishers’ posters should be made better use of than here- 
tofore. The speaker advised dealers to go after their book 





buyers and to keep them reminded that the book store has 
} something for them. 


There is a method of selling known 
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Manifold Supplies Company 


PANAMA 


Carbon Papers and Typewriter Ribbons 
**The Line that can’t be matched”’ 


We offer dealers a line which has 
both quality and individuality, va- 
riety enough for every requirement 
and manufactured with the greatest 
care. 


188 Third Avenue 
BROOKLYN (staTIoN L2) N.Y. 3 Sa 
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Remington Portable 


is the universal machine for personal writing. 
It has every quality demanded by the indi- 
vidual user. 

Compact—fits in a case only four inches high. 

Convenient—can be used anywhere; on your 
lap, if you wish. 

Complete—with STANDARD KEYBOARD and 
other “big machine” conveniences. 

It also resembles the big machine in efficiency, 
for don’t forget it’s a Remington—with every 
merit for which Remingtons are famous. 

Take any user’s advice and buy a Remington 


Portable. 


Easy payment terms, if desired 


Remington Typewriter Company 


374 Broadway, New York—Branches Everywhere 


A good typewriter deserves a good ribbon. 
Use Paragon Ribbons on Remington Port- 
able Typewriters. Made and sold by us. 


Sold by 2,500 dea 
ers and Remingtor 
branches everywhere 
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as the suggestive method whereby one is not directly re- 
quested to buy, but possession is made desirable through 
apparently casual discussion and description of the various 
offerings. The use of prices in a window display or not 
depends upon the character of the window and its purpose. 
In a merchandising window, by all means use prices 

The afternoon session was given over to the reports of 
the committees and election of officers and at three o'clock 
the convention adjourned and attended the baseball game 
between the nines of the Illinois and Chicago universities. 

Che following officers were elected for the ensuing year: 
Will McKnight, Normal, Ill., president; Fred Greenwood, 
Chicago, Ill., vice-president; Harry H. Chumley, Decatur, 
Ill., secretary and treasurer... Will H. Johnson, Blooming- 
ton, Ill., past president and chairman of the executive 
committee 





The Dinner. 
The principal speaker at the annual dinner given at seven 
o’clock in the main dining room of the Masonic Temple 
was Howard Vincent O’Brien, author of “Trodden Gold” 





Easy and highly 
profitable for any 





and other books. The toastmaster was Will H. Johnson wide-awake dealer 

of Bloomington, who qualified as a first-class presiding ft 

officer, being cool, shrewd, witty and resourceful at all fo make type 

times. He first called on Mr, Littlejohn of Rand, McNally writer keyboards 

& Company. Other speakers included F. J. Reiley of the shock - absorbing. 

Reiley-Lee Company, who paid a touching tribute to the 

memory of the late Emerson Hough. Will McKnight of 

Normal, Ill., the new president, expressed his appreciation For the benefit of all concerned, 
of the honor conferred on him and Miss Humble made a 1 

few witty remarks in which she was supposed to say a dealers should cover the key- 
good word about Illinois. The final speaker of the evening boards of their customers’ type- 


was Howard O’Brien, the author. 


[he musical program was lively and interesting. The writers with 
songs were given under the leadership of Earl Beam. The 
musical numbers included the University of Illinois Glee PEERLESS RUBBER KEYS 
Ciub quartette and the Misses Isabel and Alice Lee, piano 


and violin, respectively. Mr. Baxter of the National Blank 


Book Company was introduced as a special number and Display Peerless Keys. Give them 
distinguished himself by his performance on the ukelele. a fair trial, at our expense, and you'll 
A reading was given by Miss Katherine Heinz. Following be convinced of their self-selling 
the dinner there were some fancy dances in the ballroom liti 
by Melva Boudreau and Katherine Barr. qualities. 

— followed the dinner and entertainment until a It’s dead easy. See for yourself at 
late hour. 

The meeting next year will be held at Peoria on May 4 
7) veyed re 3 No Risk or Investment 

\ number of interesting and timely souvenirs were pre- : , 
sented by the publishers and manufacturers to iinet at- Turnover made rapid and certain by 
tending the dinner. These included “Buddy” stamped our special dealer plan, including 
memo cover and three fillers in a red box by the Wilson- liberal discounts, now being profit- 


Jones Loose Leaf Company; several National clincher rings 
for binding loose leaf sheets, etc., from the National Blank 
Book Company; six triple silver-plated steel pens on a card 


ably used by over 3,200 dealers in 
U. S. and abroad. Backed up by 


from the Esterbrook Steel Pen Manufacturing Company; sales making dealer helps and con- 
a Worthmore Economy writing pad from the Stationers’ sumer advertising. Investigate how 
Wholesale Supply Company; memo cover and filler from you can profit. Mail the coupon 
the Boorum & Pease Company, and the following four d we will tell 

books: “Tarzan and the Golden Lion,” from A. C. Mc- NOW, ANC we wilt ten you. 


Clurg & Company; “The Ragged Edge,” from Grossett 
& Dunlap, New York, bearing a message to the booksellers Pp ‘. K ( 
of Illinois written by Mimi Palmieri, star of the “Ragged EERLESS EY 0., Inc. 


Edge” film drama; “Trodden Gold,” from Little, Brown 176 Fulton St. New York City 


& Company, Boston, and “Government in Illinois,” from : 5 

the University of Chicago Press. Boston Chicago St. Louis London 
\ vote of thanks was unanimously extended to the San Francisco Distributor: 

manufacturers and publishers for their remembrances. Robinson - Pinney Co., 525 Market Street 




























Connecticut Valley Secretary Reviews April 
Meetings. 


: : , : , , : Peerless 

E. W. Pape, secretary of the Connecticut Valley Sta- Key Co., 
tioners’ Association, recently sent a report to the member- . 

arth sale 176 Fulton St. 

ship under the terms of a resolution recommended by the New York City 


executive committee and adopted on March 14. This Please send, with- 
out obligation, de- 
tails of your special 
profit-inaking offer to 
dealers, together with 
free sample of Peerless 
Keys, and especially pre- 
pared dealer helps. 


NAME 


report covered the activities of the association during April 
and was substantially as follows: 

In Hartford two meetings were held at the City Club, 
\pril 17—one for the furniture men only and one for the 


stationers. The furniture men with a full attendance ap- 





pointed a committee of three to report recommendations 
it a future meeting to be called by the chairman, John J. 


McDonald. The same evening twelve stationers sat down 





to dinner and spent a profitable evening. After a full dis- 








cussion of the possibilities of constructive association work, 
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The“INVINCIBLE™ 


SUPPORT 











The strongest swing stand typewriter support 
ever built. A real necessity for every office. An_ 
indispensable stand for adding machine, card in- 
dexes, telephone, books and stenographer. Swings 
at any height. Kept rigid by movement of ad- 
justable leather clutch. Revolving top (15”x20”) 
adjusted by simple wing nut. Oak or mahogany 
finish; black japanned iron support. 

Stock this big seller NOW. There’s a good profit on 


each one you sell. Write for folder and _ discounts. 
Retail price west of Rocky Mountains, $6. 





Your Name Printed Free of Charge 
on Orders for 100 


RUBBER COVERS 


manufactured from the very best materials in our Own 
plant. Covers for every make and size machine 


Low Prices on Supplies 


Save money on Transfers, Sizing. Oil, Enamel, Brushes, 
Pads and other supplies Everything for the typewriter 
Send for price list 


25 Branch Stores 
There’s One Near You 


BRANCH OFFICES 





Atlanta. . ...++.135 Peachtree Arcade 
Boston. ... sé@aeeeebes 119 Franklin Street 
Chicago. . ..829 South Dearborn Street 
Chicago... seckuaheGnne 119 Clark Street 
Cincinnati. osadeeadaneens 148 East 4th Street 
Cleveland..... veccceéecessncll Ba AemEe 
Denver..... ....+-1723 Champa Street 
Detroit...... 1253 Griswold St., Farwell Building 
Indianapolis. ....80 So. Pennsylvania Street 
CE SS 905 Grand Avenue 
i Ds ccccccscosnsscsseewed 732 South Sects Street 
i cecesewsecnenes ease ere 127 Second Street 
Minneapolis. . ....724 Marquette Avenue 
Philadelphia... keen date at 802 Chestnut Street 
Pittsburgh. . ‘ cenesdesonnee 630 Penn Avenue 
St. Teel. oe ons ~soees--- 809 Pine Street 
Se. Page... (huokecotees 150 East Sth Street 
rere re 909 Third Street 
San Francisco eetnnwee .506 Market Street 
Oakland.... ; ees e) 308 12th Street 
New York City oe chawéoe'e 6.anee ee eee 
New York City.... ich ouneia 20 East 23rd Street 
New York City.... .......569 Melrose Avenue 
Newark, New Jersey............ , .449 Central Avenue 
Newark, New Jersey pwié emda 34 Clinton Street 


American Writing Machine Co. 


HOME OFFICE AND FACTORY 


449-455 Central Ave. NEWARK, N. J. 
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a committee of three was appointed to plan for the future 
group meetings in Hartford. 

James E. Feeley called the Springfield meeting at 6:30 
on April 17 at the Highland hotel. Chairman Feeley re- 
ported splendid possibilities of dealer activities in the 
northern district. 

The New Haven meeting was called by John B. Tower. 
There was an enthusiastic response and thirteen stationers 
gathered at the Taft hotel and enjoyed a fine dinner. The 
business meeting developed a keen interest in the work to 
be accomplished and gathered enthusiasm as the meeting 
proceeded. A committee of five was appointed to plan for 
the future and it was voted that the next meeting of the 
southern district be held in Bridgeport on May 23. 

The attendance of dealers and their evident interest 
promises success in removing costly practice, improving 
methods and putting stationery merchandising in the 
Connecticut Valley on a higher plane and on a more proit 
able basis. 

This can be done by regular and persistent conferences 
which will carry conviction as to the cost of merchandising 
and the requirements of profit. By working together, we 
can improve our service and sell it at a price that will pay 
our bills and command the respect of our customers. 


Baltimore Stationers Elect Officers. 

The Baltimore Stationers’ Association held its quarterly 
meeting and annual election of officers at the Emerson hotel, 
Baltimore, Md., May 1. The meeting was called after a 
dinner served to members and guests at the hotel. W. Booth 
Settle, president of the association, presided. Several mat- 
ters of interest were discussed and a feeling of entire good- 
fellowship prevailed. Frank Goldberg & Co. were made 
members of the association. 

The reports of the secretary and treasurer indicated sat- 
isfactory conditions in the association. All members re- 
ported a general upward trend in business and a growing 
optimism in the community. 

The following officers were re-elected for the ensuing 
year: 

President, W. Booth Settle; vice-president, Morris Baum 
garten; treasurer, John W. Kennedy; secretary, John G 
Hullett. 

Executive Committee—F. H. Holthaus, Morris Baumgar 
ten, William M. Herrmann, M. F. Leimkuhler, Lewis R 
Curlett, William W. Norman, John W. Kennedy; ex-officio 
members, Charles E. Falconer, Theo. Steinmueller, J. Ed- 
ward Richardson, Sanders J. Thalheimer, W. Booth Settle 
and John G. Hullett 

\rbitration Committee—John G. Hullett, Mr. Iglehart 
and Henry F. Rittler. 

Membership Committee—Theo. A. Steinmueller, William 
W. Norman and Newton H. Haen. 

Publicity Committee—Farle Richardson. 

Auditing Committee—M. F. Leimkuhler, Mr. Schmidt 
and Mr. Murray. 

Delegate to the National Association—John G. Hullett 


Tri-City Stationers Elect Officers. 

The annual meeting of the Tri-City Stationers’ Associa- 
tion was held at the Davenport, Ia., Chamber of Commerce 
on May 10. The following gentlemen were elected as 
officers for the ensuing twelve months: 

President, E. M. White, Davenport, Ia.; vice-president, 
E. O. Vaile of the E. O. Vaile Company, Rock Island, 
Illinois; secretary-treasurer, Daniel S. Hansen, Carlson 
Brothers, Moline, Illinois. 

Arrangements are being made for the Tri-City Station 
ers’ Association to attend the annual convention of the 
National Association in Des Moines next Octol 
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“TWO Million 
10090) WA (OlO)D. 


typewriters are in use 
‘They Speed the World's Business 


UNDERWOOD TYPEWRITER CO.INC... UNDERWOOD B'LDG.NY 
BRANCHES IN ALL PRINCIPAL CITIES 


51 
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12 sockets in address plates hold 
i tabs. Full Faced Tabs permit 12 
classifications; ‘‘notched”’ tabs per- 
mit 24. If you want more than 24 
classifications, use 2 tabs. 








! J 1H ; ' postal routes, etc. 
— oer — Collections 
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EE _ aan Tax facts for employees and Gov 
: ernment. 
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i ¢ come —Insurance 
| Selects Policies on whi h premiums 
and dividends are due, indicate 
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| Only a Few of Its Uses 


—Advertising and Selling 


addressing of de- 





Permits Selective 









sired prospects, customers, dealers 
and salesmen. 
- according to territories, seasons, 
/ ratings, follow up dates, goods 






wanted, inactive buyers, et 






—Publishers 
Selects and 





addresses expires,” 



























lapses, etc. 


—Banks 


Selects Bond, Insurance 
posit box prospects, et 


Let Us Tell HowYou Can Use It. 


A Few Famous Users 


Goodyear Tire & Rubber ( Akr Ot 
(100,000 list classif I 
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Curtis Pub. Co., 
(200,000 list 
MacMillan Co., New 

(180,000 list—432 classificat 


M: arshall- ‘Wel Is Co., Du i 
(125,000 list—9 classifications) 

























Canada Life Insurance Co., Toronto, Ont 
(150,000 list—Expirations dates) 

Alexander Hamilton Institute, New Y 
(50,000 list—12 classifications) 
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Complete address plates (with 

tabs and index cards) pass thru 

bie * Addressograph. Automatically 
re-file themselves in original 
drawer after printing or skip- 
ping. 








General Offices: 903 W. Van Buren St., Chicago—Factories: Chicago—Brooklyn—London 
Albany Boston Cleveland Duluth Ke ansas City Newark Philadelphia San Francisc St. Paul 
Allentown Buffalo Jallas Evansville os Angeles New Orleans Pittsburgh Sent tle Syracuse 
Atlanta Butte Denver Grand Rapids <8 hi New York Portland okan ie role 
Baltimore Chicago Des Moines Houston Milwaukee Omaha Salt Lake City St Louis Washington 
Birmingham Cincinnati Detroit Indianapolis Minneapolis Peoria San Antonio 

Canada: 60 West Front Street, TORONTO—Vancouver—Montreal—Winnipeg—London 
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Holes in ‘‘Selector’’ . 
e tions. Place pin in desired hole. 


hits tab, respective plate prints or skips as de- 
sired. 
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Which Names do You Want Addressed? 


People differ. Some prefer certain things. Others want something else. So specific 
appeals sell more than general solicitations. Some remit promptly. Others delay. 
Subscriptions expire at different times. Payments fall due on different dates. So, 
you may not always want to address EVERY name on your list—only certain names! 


Addresses Desired Names-Ships Others 


Addressograph speedily addresses EVERY name, or only certain desired names—skip- 
ping the rest. This permits “individualized” sales appeals according to ratings, 
goods wanted, territories, sex, age, etc. Bills can be sent on due dates. Delinquents 
followed up for payment, etc. 


‘Picks Them Out 

tor 3 
Removable tabs on address plates control selective addressing as desired. Simply in- 

sert a small steel pin in desired hole of selector device. Set machine to print or skip, 


the names this pin strikes, as your needs require. It is all mechanical—and auto- 
matic. Positively 100°, accurate. 








No Separate Files-NoErrors-NoD 


After printing or skipping, all address plates automatically re-file themselves in orig- 
inal order in original filing drawer. This eliminates slowly picking out certain cards 
from files—and filing them back. Saves confusion of separate lists. One Central file 
is sufficient, as FREE trial proves—just mail coupon. 








See also Addressograph advertisement 
on inside back cover 


( FREE 
re Coupon 


“Mailing Lists that Pay— 
How to Get Them” 








: “Ideas that Help 40 Firms 
Sell More” 


1923 Price Catalog and A 


Blank Plate 
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COST OF WRITING 1000 LETTERS 


IS DISTRIBUTED AS FOLLOWS :— 





DICTATION #1 25.00 







































































_— &- RIBBONS 


SHORTHAND 80.00 
OVERHEAD 382.53 
STATIONERY 26.80 
MAILING 24.50 
FILING 6.00 

1.80 





TOTAL *296.635 


“Insure [he Rest With The Best’’ 


The cost of writing 1,000 letters is 
$296.63. The combined cost of carbon 
papers and typewriter ribbons of the 
best grade is but $1.80 of this total, six- 
tenths of one per cent. 





The use of inferior carbons and rib- 
bons therefore saves but a small decimal 
fraction of the cost of writing letters. 

The most conspicuous part of a letter 
is the writing—the appearance by 
which your correspondent judges you 
—the most vital part your record of 


Use Carter's Ideal Carbon 


that writing—on which your future ac- 
tion may depend. These form by far 
the-smallest part of the cost. 

Does it pay to jeopardize the invest- 
ment of $296.63 by an attempt to save 
part of $1.80? 

You can insure the “rest” of the in- 
vestment in letter-writing only by use 
of the “best” carbon papers and type 
writer ribbons—and it costs you less 
than one-twentieth of a cent a letter for 
this absolute insurance. 


Papers and Ribbons and 





“INSURE THE REST WITH THE BEST” 





THE CARTER’S INK COMPANY 


BOSTON NEW YORK MONTREAL 


Writing Fluid 
Fountain Pen Ink 
Cico Paste 





OE 


UII INOUNPARDNGUONOEIOOHAVAE GEHL TATRA 





HNAUIEEACUU GA DAA TALON 


IUUULUNLUOOSCOONOTORPTOTORATOAVAVNUTUAPNPANTOOEGTA A THUAN HUNT 1 


SCHEELE eee ee Co wait |i! 


CHICAGO 


Carbon Papers 
Typewriter Ribbons 
Stamp Pads 
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Pittsburgh Association Holds Election. 

\s Office Appliances was about to be mailed, the annual 
election of the Pittsburgh Office Appliance Managers’ Asso 
ciation is being held. This event took place on May 31. The 
administration whose term expired at the end of May, has 
yeen able to bring the managers of the city closer together 
and many of the common problems of the trade have been 
made easier of solution by talking them over at an open 
meeting. The biggest thing taken over this year was the 
Office Appliance Exposition in February, details of which 
have been published. The association has held meetings 
every Friday with a good attendance For the last two 
months, the program has been taken care of by Mr. Noble 
of the Elliott Addressing Machine Company, who has been 
able to provide some interesting talks and has developed 
unexpected talent among the membership. His plan pro 
vided for a talk by selected members on some topic other 
than those relating directly to the business of the associa- 
tion. These talks have brought out much worth-while in 
formation and have added greatly to the general interest 
of the meetings. Talks have been delivered by Mr. Keal 
ing, Art Metal Construction Company, on Haiti; by Mr. 
Stedman of the L. C. Smith & Bros. Typewriter Company 
on college athletics, and by Mr. Beaumont of the Dicto- 
graph Products Company, on radio. 

The members have derived much benefit from discussions 
of various matters relating to the business. 

The association is preparing to take the initiative in the 
matter of automobile traffic regulations, particularly as 
they apply to down-town parking rules. This matter is in 
the hands of Mr. Heaton of the Addressograph Company, 
and Mr. Fox of the Safe-Cabinet Company. 


Philadelphia O. A. Managers Elect Officers. 

After a dinner at St. David’s Golf Club on Wednesday 
evening, May 2nd, pronounced to be the “best meal yet,” 
the Philadelphia Office Appliance Managers’ Association 
went into session and elected the following officers for the 
ensuing year: 

President, R. J. Henry, Keelox Manufacturing Company; 
vice-president, J. T. Watson, National Cash Register Com 
pany; secretary and treasurer, W. T. Abell, American Sales 
Book Company, Ltd. 
ier in the afternoon the members of the association 


Earl 
played golf, the winners being rewarded with prizes. Mr 
Dixon of the Barrett Adding Machine Company won first 
prize—a dozen golf balls—and George Austin of the Edi- 
phone Agency won second prize—a half dozen balls of the 
same make. 

[t is stated that selling conditions are being improved 
through the work of the association and the friendly feel- 
ing which prevails 


—_——— 


Boston Stationers’ Association. 

The first executive meeting of the Boston Stationers’ 
Association was held early in April at the Boston Chamber 
of Commerce. President Arthur L. Cole of Lawrence, 
Mass., outlines the activities for the year, mentioning briefly 
the time and place of each monthly meeting, outlining 
what was done 

The executive committee directed the president to ap- 
point a special dealers’ committee from among the retail 
trade members of the association and to hold regular meet- 
ings of this dealer group an hour and a half before each 
monthly meeting. This committee has been appointed and 
held its first meeting in the Boston City Club on April 9. 
F. E. Walter, C. P. A. of the Horace C. Hartshorn Com- 
pany, accountants, addressed the dealers on determining 
the cost of conducting the retail stationery business. About 
thirty members were present at this meeting. The regular 








| Go to Goes for 


‘The Goes Diploma Blanks 


An excellent assortment of blank lithographed 
Diploma designs, appropriate for Public and 
| Parochial, Common and High Schools, Colleges 
and Universities; so arranged that they can 
easily and effectively be overprinted from type 
} with the required special copy. 


The Goes Printers’ Helps 


) also include both Lithographed 
and Steel Engraved Blanks for 








Stock Certificates Bonds 

|  Lnterim Certificates Membership Certificates 

| also 

| The Goes Art Advertising 

| Blotters Calendar Pictures 

Calendar Cards Mailing Cards 

and 

\ The Goes Greeting Cards 

} 

| 


Lithographed Calendar Pads 


A written request for samples and additional 
information will bring a prompt answer. 


Se Cn eee ND ODL OO 


| Goes Lithographing Company 
49 West 61st Street, Chicago 
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monthly meeting of the association was held immediately 
following and was addressed by Henry G. McGuire of the 
S. S. Pierce Company on the subject of “Some Angles of 
Retail Selling.” 

Charles P. Garvin, who had recently returned from a trip 
in the interests of the National Association, gave an inspir 
ing talk on conditions in the South. Forty-five members 


- and guests attended the meeting 


Dallas Stationers Elect Officers. 

The Dallas Stationers’ Association of Dallas, Tex., held 
its regular meeting at a luncheon on May 1, when an elec 
tion of officers for the ensuing year was held. The follow 
ing were elected to serve the association the remainder of 


it 


1923, and for the first six months of 1924: President, Paul 






















Cecil Bush of Hargreaves Printing Company; vice presi 
dent, Vance K. Miller of the V. K. Miller Company, and 
secretary-treasurer, R. T. Morrison of the Simpson-W hite- 


he largest selling Quality 


pencil in the world 


A VENUS Pencil 
for Every Purpose 


HERE is a VENUS 

Pencil made to satis v 
every customer no matver 
how difficult their require- 
ments are to fill. 
VENUS, the Perfect Pencil, is 
made in 17 black degrees from 
6B softest to 9H hardest, (with 
tip and rubber in all but three 
softest degrees) and is also 


man Company. 

The new officers hope to push a vigorous campaign 
better business and advertising methods in Dallas, and will 
in every way possible forward the interests of the member- 
ship. 


Southern House Takes Important Contracts. 


The city of Atlanta, Ga., has awarded the contract tor 
steel helving, book stacks, balconies, ec. FOI the main 
library to the Ivan Allen-Marshall Company of that city 

The same company took the contract tor the additional 
steel shelving,, balconies, book stacks, etc. 1 the State 
library in the State Capitol building, Atlanta, and the 1 


stallation has just been completed by the cor 


Chair Manufacturers Meet. 





made in 3 copying degree 
ee ee The last meeting of the National \ssoci tio Cha 
VENUS Pencils and Eraser Manufacturers was held at Cincinnati on May 25 
Complete stocks are an advantage The association’s annual meeting at which officers will 
‘ be elected will be held the latter part of the year in 
American nae Lcd 
aie - November or Jecember 
Lead Pencil Co. 
220 Fifth Ave., New York i i 
alge Stamp Makers of District No. 9 Meet. 
Che members of District No. 9, International Sta: Man- 
a saa’ coidebeea hel ‘ eting ; lote merson. 
NEW — No. 3818 VENUS ifacturer Association, held a meeting at | | Ke me 
ROUND. Soft lead. altimore, Md., May 12. Members were in atte ince from 


B 
E. iall ited fi ‘ ‘ ; 2 ; 
| olanearepbie ond Baltimore, Washington, Richmond and nearby cities 
other office purposes. 
4 No. 3819 Same style ; ; 
with rubber tip. California Wholesalers Meet at Los Angeles. 


t nN 


Wholesale stationers of the Pacific coas i meeting 


at Los Angeles in April. 


Essex County Stationers Meet 


The Stationers’ Association of Essex County held its 
annual meeting Monday evening, April lf t Acl 
Stetters, Newark, N. J 
[The business meeting took up routine ifter 
which the officers were re-elected for the ens ¢ eal 
follows President, Samuel R. Baker ice-president 
Bertram Grover; secretary-treasurer, Edward F. SI 
Che president appointed the following c ees to 
F the same superlative act during the coming vear Membership, Bertram W 
quality that has made Grover, chairman; Edward M. Plates, Harry W berget 
the VENUS Pencil fam- Will © Co , By I H Pal 
1! 1 1?) » ‘Or ‘TT »\ ~ < ao < ll T irn il 
ous; soft, gray rubber that a a eee nh Seg =o ;' 
erases clean without a F. E. Tompkins. Entertainment, Walter E. S; chair 
smudge, 12 sizes for pencil man; Bertram Grover, Edward M. Plates and W. L. Ellis 
pay og also a medium Schedule, W. E. Spitz, chairman; Harry Palmer, Edward 
size for INK. ; . 
M. Plates and Martin Escofher 
After the election. the members enjoyed a little jollit 
Sam ple on Request ; , : 
ample on Reques cation and were entertained with a few popular songs ren 


dered by Harry Cox. 
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The 
NOISELESS PORTABLE 
opens a new market 
at the same time it stands 
SUPREME in the old one! 


WO profitable markets are open to the 
man selling The Noiseless Portable to- 
day. 





The first is an exclusive market, free from 
competition. It consists of the thousands of 
people who have long wanted a portable type- 
writer—but couldn’t stand the noise at home. 
Only the true quiet of The Noiseless Portable 
can meet this demand. 


The second is a broad market of thousands 
who now own, or expect to own a portable 
typewriter of some kind. These people are 
alive to the fact that noise limits the use of a 
typewriter. They are quickly responsive when 
you explain that The Noiseless Portable brings 
them unsurpassed speed, convenience, beautiful 
work and durability— plus the exclusive fea- 
ure of quiet which makes its use possible any- 
where at any time. 








lf you were buying a Portable yourself, 
wouldn't you select The Noiseless because of 
its practical economy? 

For this same reason, doesn’t it strike you 
that The Noiseless ofters a better sales oppor- 
tunity than any other portable on 
the market today? 

Write us for full details regarding 
territories now open. 


The NOISELESS TYPEWRITER CO. 


7 
ec Ty , . 77. + 
253 Broadway, N. y . Works: Middletown, Conn. - B< Sa6ah64n4 os 
rr 


- =] 
= 


ww er err eee 
London Office: - oo ae Se 


The Noiseless Typewriter Company 3 
Outer Temple —222-225 Strand, W. C. 2, London ,England 


Despite its conve- 


nient, compact size 

The Noiseless Por- 

table writes on stan- 

dard typewriter pa- 

per, producing the 

same character of 

accurate work which 

has made The Stan- 

dard Noiseless pre- 

é ferred throughout 
e e . the world. It is 
Your Junior partnet Se, Soe eee 
place in the home. 


THERE IS ONLY ONE NOISELESS TYPEWRITER, IT IS CALLED *“‘THE NOISELESS"”’, 
MADE BY THE NOISELESS TYPEWRITER ; COMPANY AT MIDDLETOWN, CONN. 
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Important Trade-Mark Decision 


Graff-Underwood Company Wins Important Decision 
in Trade-Mark Case 


Regarding Ownership of the Trade-Mark “VISE” 


ios) 


Iie 


NOTICE TO THE TRADE 


& November, 1920, George B. Graff Company (now the Graff-Underwood 
Company) was granted Registration in the United States Patent Office 
of its Trade-Mark “Vise” as applied to Signals and Index Tabs, and in July, 
1921, this Company filed an application for Registration of this same Trade- 
Mark for Paper Clips. 

In January, 1922, the H. C. Cook Company applied to the United States 
Patent Office for Registration of this same mark. To determine which Com- 
pany was the rightful owner of this Trade-Mark, and hence entitled to Reg- 
istration, the Patent Office deciared an Interference. 

(—s The Examiner of Interferences rendered his decision under 
date of April 19th, 1923, and says that the ‘‘good-will’”’ of the business 
in ‘‘Vise’’ Signals, Index Tabs and Clips which ‘‘has been developed 
and built up by Graff and his successors’’ should ‘‘inure to 
Graff or his successors’’ and that therefore the Graff-Underwood 
Company is the ‘‘owner of the mark’’ within the meaning of the 
Trade-Mark Statute and ‘‘entitled to the registration’’ and that 
the H. C. Cook Company is nof entitled to the Registration for 


which! it has made application. 





Use of the Trade-Mark “Vise” in connection with Signals, 
Clips or Index Tabs by anyone except the Graff-Underwood 
Company is unauthorized by us and constitutes an infringe- 
ment of our exclusive rights to this Trade-Mark. 











Graff-Underwood Company 


18 Beacon Street, Somerville, BOSTON 42, MASS. 





Graffco 
VISE 
Graffco INDEX TABS Graffco 
{ \ VISE VISE 
SIGNALS CLIPS 
|GRAFF-U} 
eeoak il 








Our Two Registered Trade-Marks—G raf feo and “VISE” 
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Thirty Years in Business at Springfield. 
sale” was conducted early 
Che 


May 


A five-day “birthday 
business 


by Johnson’s Bookstore, Springfield, Mass. 


was established by Henry R. Johnson. As a youth he en- 
tered the College Bookstore at Northampton. Later he 
moved to Springfield, working for James D. Gill, who con 


ducted a stationery, book and art store. In 1893 Mr. John- 
at 318 Main 


bought a small stationery and gift shop a 

conducted previously by Miss S. L. Cooley. The 
and in its development it four 
including the last, a modern four-story 
Later a building across 


son 
street, 
business grew, occupied 
different 
brick building ere: 


street was acquired as a storehouse, a tunnel connecting 


locatio! S,. 
ted for the store. 


the 
with the retail store 


Fortieth Anniversary of Timmons Business. 

The fortieth anniversary of the establishment of the Tim- 
mons Stationery Company, 523 South Main street, Elkhart, 
Fred S. Timmons started a 
small stationery and news stand in the beginning. In 1898 
bought the Wilton Stationery Company, 528 South Main 
street, and the stock to 529, the In 
1916 he moved to the present The stocks have 
enlarged and amplified from time to time, until Mr 
Timmons built up one of the most complete lines of office 
stationery, books, sporting etc., in the 
special anniversary sale marked the for- 


Ind., was celebrated May 1. 


he 
street. 


across 


moved 
location. 


bee n 
equipment, goods, 
West 


tieth birthday. 


central 


Forty Years in Business at Reading. 


fortieth anniversary of his entry into the stationery 


rl 
George Hintz, 710 


ne 


business was celebrated April 7 by J. 


Penn street, Reading, Penna. He carries a comprehen- 
sive stationery stock, and does a large business in school 
supplies. Mr. Hintz’s title to the building he occupies goes 


back to the original grant by William Penn. 
Welty & Company Take Over DeWitt-La France 
Chicago Branch. 


It is announced that on June 1 William A. Welty & 
Company, 36 South State street, Chicago, will take over 
the branch store of the DeWitt-La France Company of 


Cambridge, Mass., and will have charge of the middle west 


territory, caring for the Superite lines of pens and: pencils. 
Welty & Company were for- 


The house of William A. 
merly distributors in this territory for the Moore Pen 
Company of Boston 
Hunch For Sealing Machine Salesmen. 
The Bulletin of the Direct Mail Advertising Associa- 
tion, Ltd., commented on the editor’s experience with the 
found that in twenty-eight different de 


daily mail. He 


liveries, twenty per cent of the envelopes were insecurely 


sealed, or absolutely unsea*ed. Many of these contained 
checks, or confidential information. A survey of the in- 
coming mail of a prospect for an envelope sealer might 
reveal a condition somewhat similar, and open the way 
to a good sale. 
Seymours Touring Europe. 
F. P. Seymour, of Horder’s, Inc., Chicago, IIl., sailed May 


t 


or Europe. About one month will be spent 
at the principal centers. Mr. Seymour found a protracted 


after a strenuous winter and spring, and 


19 with his wife f 


rest a 
glimpse of Europe was arranged to giv: 


necessary 
him diversion. 





Boston Stationers to Frolic June 23. 


The annual outing of the Boston Stationers’ Association 
will be held at Pemberton Beach June 23. It promises to 


be a memorable event. 
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HE MONGOL is a “grit- Bie 
less” pencil. Is 

: 

jO 

: 1G 
For ninety days the ingre- 48) 
dients which constitute the a 


lead, are ground, mixed and 
“stirred” together so that not 
a trace of grit remains to 
scratch when you write. 


All Eberhard Faber products 


are made with similar care. 
That’s why so many people ask 


for them by name. 


Made in five 

perfect degrees: 

No. 1—Very Soft 

No. 2—Soft 
F—Medium Soft 


No. 3—Hard 
No. 4—Very Hard 


Get a copy of “Pencil Points and Tips”—con- 
taining a history of the industry, the story of 
how pencils are made, and some valuable sales 


suggestions. 


Write to the General Offices, 37 Greenpoint Ave., 
Brooklyn, N. Y. 


EBERHARD FABER 


“The Oldest Pencil Factory in America” 
NEW YORK 


<S 
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REAL CHECK WRITER MEN— NOTE! ;, 


Consider these FIVE compelling and exclusive features 
of the new FORGERY-PROOF SENTINEL: ne 


1. Words and Figures 3. Forgery Protection and Bond ual 
2. Individual Names 4. Pick-Proof Lock rey 
5. Replaceable Characters TI 


These combine into a “‘knock-out” of a selling argument—think it over! MHere’s a real proposition, 
backed by an able concern. We’ve some desirable distributorships open. If you can prove to us pe 
that you are ‘“‘there’’—consider this a cordial invitation to come aboard the ‘“‘Band-Wagon.”’ 


HALL-WELTEO 


179-185 St. Paul Sehes 
HANUULNNNQUANUUUANSNU000000440000000H4NN000000UU0QNQU00000400000000000800000000000000000000400000000000000000000UUOOONOEOOUUUOEOOOUOOUUOOOOUEOOUUESSUO00G 4 yyy 
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WKS THE CRIME OF THE AGE! 


sition, 
e to us 


‘KOMPANY, Inc. 


ul Sthester, N. Y. 
MTT 


B het are not raising or changing checks any more—forgery is the 
crime of the age—$150,000,000.00 lost last year—a check forged 
every three and one-half minutes! 


The new FORGERY-PROOF SENTINEL represents a world of check 
protection—one hundred per cent! Every machine equipped with the 
purchaser's name—the bank pays only the checks bearing this name in 
the amount line—a pick-proof lock prevents unauthorized and illegal use 
of this feature. Locked protection for your funds! Here is the first real 
forgery prevention and protection. The FORGERY-PROOF SENTINEL 
writes in both words and figures—added protection—greater legibility. 


$10,000.00 REAL FORGERY BOND 


Here is protection complete—we have made it absolute as well. Every 
purchaser receives a $10,000.00 Standard Accident Forgery Bond, cover- 
ing amount line, payee-name, date or number change, AND signature 
forgery losses or lawsuits arising therefrom. This bond also covers the bank. 


EVERLASTING! 


In addition to providing every last vestige of protection, the FORGERY- 
PROOF SENTINEL goes still further and by a new and exclusive 
feature, gives everlasting service as well. Type in the check-writer wears 
and wears quickly, as you may have discovered. It does hard work— 
crushing tough paper fibres. 


Note the illustration—see the replaceable type feature of this new device. 
If, after a period of service, a character breaks down, it is easily replaced 
with a new one at little cost. The printer won’t throw his press away 
when the type wears out. Why doit with the check-writer? It isn’t 
necessary any more. This feature makes the SENTINEL everlasting. 
Entirely aside from the assurance of 
continuous service manifest in our 
replaceable type wheel—the SEN- 
TINEL is GUARANTEED. No 
Original purchaser has ever paid a 
penny for repairs! 
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f. —_ Shaw-Walker Settled in New Chicago Office. 
The Chicago office of The Shaw-Walker Company at 63 
East Adams street ranks among the most harmonious office 


furniture display rooms that has come to notice. The tinting 
of the walls, and the neutral tone of the rich Wilton carpet 
were selected to give fitting background to the various 
finishes of the furniture on display. In the new office all 


departments are on one floor, an improvement over the old 
location on West Monroe street. There are 3,500 square feet 


Re-covel ed of space, devoted to display, managerial and salesmen’s 
j 


offices, and filing school. Deliveries are made from the 


warehouse on the Chicago river. Stock shipments come 
our from Muskegon by boat, there being continuous service by 


lake the entire year. 










Service Fine Example of Co-operation. 


Pittsburgh typewriter concerns are giving other business 
houses an example of economy by co-operation. It is ob- 
served that in recent issues of the Pittsburgh papers. ad- 
vertisements have appeared signed by no less than three 
of the leading typewriter exchanges of Pittsburgh, who 
announce that they have decided to co-operate in buying, 
selling, advertising and delivery. A rather substantial re- 
duction in price is announced on account of this action 
These concerns refer customers one to the other when they 
find that they have not the desired machine in stock. 

Those houses included in the co-operative deal are the 
Standard Typewriter Company, Pittsburgh Typewriter 


25 


Conveniently 
Located Branch 
Stores 


Company and Diamond Typewriter Company 


Birmingham Boys Still 100 Per Cent. 

R. H. Pogue of the Dewberry & Montgomery Stationery 
Company reports for the Birmingham, Ala., Stationers’ As 
sociation the good word that the organization went to 
the New Orleans meeting of the Southwestern Division 
100 per cent and came back the same. Nobody was lost or 
lured away by the acknowledged charms of the Crescent 
City. The Birmingham stationers had the pleasure of giv 


Send us your platens to be re- 
covered, our quick service and 
quality of work will please both 
you and your customers. We use 
only the best grade of rubber. Spe- 
cially constructed heavy grinders in- 
sure accurate work, correct diameters, no run- 


ning out and a smooth surface free from ridges . “tg! —— collage 
and blemishes. are in high spirits, and the feeling prevails that several 


ing a dinner in honor of the newly-elected president of the 
Southern Division, who stopped a couple of days in Birm- 
ingham on his way from the convention. 

Mr. Pogue says that Birmingham and the entire South 


Wises, tne - P ar years of prosperity are likely to ensue. 
_ Try us and get the benefit of our unusual facil- 7 ee 7 . J 
ities and long experience. Send your next lot to 





one of our conveniently located branch stores and Hob 
: ret ge ie re me $3 s Now Represents Weldon Roberts. 
save TIME, ANNOYANCE and TRANSPOR- Barer ° “et aie 
TATION. Frank G. Hobbs has taken on the Weldon Roberts Rub 
ber Company lines in the New England states. Mr. Hobbs 

BRANCH OFFICES has a large number of friends throughout New England 
ate er a ae Spent His headquarters are at soston. . , 
pe my 329 South Dearborn Street The company, whose office is at Newark, N. J., is getting 
; cago... ° ° ° . 
Cincinnati xis ry By: — out a new catalogue which will contain colored illustrations 
Cleveland. 3 +e uaelia Avenue of their eighty-eight styles of rubber erasers. Mr. Hobbs 

ae 5 ampa Street P . i . ta 

ae. a 1253 Griswold St., Farwell Building and all representatives of the company will soon have 
ndianapolis eee 7 ala ¢ : ° : 
Kansas City kag ete yh copies for distribution. 
Los Angeles 732 South Spring Street 2 eee 
ee - Heese ep eees .127 Second Street 
a S.. es ~~ y\ 
Philadelphia. Peed hy Stokes Represents Englewood on Coast. 
ey gh eek esi: eg A The Englewood Desk Company, Chicago, Ill, has ap 
St. Pal. *“ aa -150 East 5th Street pointed Edward M. Stokes representative on the Pacifix 
b ego... cccccccces 909 Thi Ss ; F . — 
San Francisco , ‘koe Sensis } oa coast. His headquarters are at 616 Grant building, Los 
Oakland...... 4 aioe ‘ 
aoa City . BAR) SRO AR EO . _*, 5 —~ Angeles, Calif. Mr. Stokes has a wide acquaintance among 
New York City... rr rrere rT 20 East 23rd Street the office equipment dealers. 
New York City.... ; ‘ .......569 Melrose Avenue 
Newark, New Jersey eee .449 Central Avenue —___— 
Newark, New Jersey.. .sseeeeeee. 34 Clinton Street 


Burroughs Stars to Meet in July. 


* °,@ . r ) siiitins ail . ahe St; salesme 
American Writing Machine Co. The 1923 meeting ot the Burroughs All otar il men 


will be held at Detroit, Mich., July 23-27. An intensive 
HOME OFFICE AND FACTORY program of “shop talk” and entertainment has been planned. 


449-455 Central Ave. NEWARK, N. J. A photoplay based on the Burroughs simplified accounting 
SS plan will be shown at the convention. 
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~ MakeYour Own 
| Index Sheets |. “ 


: —for any Customer 
: —at any Time 

: —to fit any Book 

: or Ledger 


N° doubt you frequently have calls for Index 


Sheets,—and they “want them in a _ hurry! 


























ry - ar 
he, Can’t wait to have labels printed, etc. Must have 
to them immediately.” And, best of all, you can give 
ion them exactly what they want ;—in fact, you can ex- 
or ceed their expectations, for you can furnish them 
ren with index sheets, with labels made to order, merely 
‘iv- : 
“a by the use of 
‘m- C I 
uth 
‘ral 
INDEX TABS 
PATENTED 
ne ND your customer doesn’t have to wait for special labels 
bbs to be printed. He can type his own labels to suit his 
DS ° 
particular needs,—and change them whenever necessary. All 
nd. ey eat ane 
: you need do is to cut and punch the sheets to fit his binder, 
; then affix Rand Makurown Index Tabs in the size and colors Remember these distinctive fea- 
y ’ tures of Makurow 
— necessary to meet the customer's need. summed tape net a yao, the 
ions : ; label channel but also serves to in- 
‘bbs And you make a good profit on Makurowns,—both on di- sure the uniform exposure of the 
. ; ° _ label That’ , ‘ 
wie rect sales and on special jobs as described above. There are roel permet sae lee Bag to 
hundreds .of customers with thousands of books for which . ; 
you can furnish index sheets, with the aid of Rand Mak- 
urown Index Tabs. 
= Our National Advertising campaign is helping to bring this business 
ane to every Makurown Dealer. Write today for list of sales-building 
Los ideas and our special proposition on Makurowns. 
iong 
Rand Com any Inc. 
men p 9 
isive 


nai 1206 Rand Building North Tonawanda, N. Y. 


iting 
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How To Take All the Waste Out 
of Your Filing Department 


We have prepared an instructive paper on this subject. It will appeal strongly to 
every Office Manager and Business Executive, and will be sent FREE to those 


requesting it officially. 
». fay of filing. sal 
| ¢ waste out 








eR 


oS arts y 
4 ie on) © 5 . 
| EEVOONOTM | 








“How To Take All the Waste Out of Your Filing Department,” tells you HOW 
in three thousand words. It is neatly bound in an ACCO Folder, which will be 


found useful after it has served its purpose of demonstration. 


Remember it is free to Office Managers and Business Executives. Write your re- 
quest on your official letter head and mail to us today. No obligations. 





Beebe Ave. and William St, ntl Island City, N. Y., U.S. A. 


Canadian Clip Company Fred Berg & Company Acco Manufacturers, Ltd. 
454 King St. West 77, San Martin 18, Whitefriars Street 
TORONTO, CANADA BUENOS AYRES, ARGENTINA LONDON, E. C. 4, ENGLAND 
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The Acco Steno Book Holder 


The Acco Steno Book Holder has passed the experimental 
stage and is selling bigger than ever. Why? Because it 
increases the efficiency of stenographers by furnishing a 


PAGE MARK which automatically opens book at 
next writing place—no time is lost “hunting” it; a 
STAND or easel for the rapid and easy reading of 


notes; a 











WRITING SURFACE firm, flat and smooth for writ- 


ing without a table or desk; and a 





COVER to protect note book at all times. 


For All Standard Size Note Books: 


No. 45 for books 4 to 4% by 9 in. 
No. 50 for books 414 to 4% by 9 in. 
No. 55 for books 5% to 544 by 9 in. 
No. 60 for books 534 to6 by 9 in. 
No. 65 for books 5% to 6 by 12 in. 





Prices and discounts on request. 













Acco Clamps are outselling all other clamps of 
similar style. 


They are 100% correct in principle and construc- 
tion—there is real pleasure in using them. It 
is the only clamp that gives full gripping power 
at maximum opening. 


Three sizes meet all requirements. Special in- 
troductory proposition for dealers upon request. 


SSS — oe 


THE AMERICANC 


Beebe Ave. and William St., Long Island City, N. Y., U. S. A. 


Canadian Clip Company Fred Berg & Company Acco Manufacturers, Ltd. 
454 King St. West 77, San Martin 18, Whitefriars Street 
TORONTO, CANADA BUENOS AYRES, ARGENTINA LONDON, E. C. 4, ENGLAND 
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Other Important Items of the 
Remington Typewriter Line 
















Improved Remington No. 10— 


the | Standard Correspondence Machine 
Highly satisfactory under all condition: 
where quiet is not a prime consideration. 


Improved Remington No. 11— 


with Key Set Decimal Tabulator. For 
form, tabular and statistical work of every 
description. 


Remington Accounting Machine— 


with vertical and cross adding mechan- 
ism. For billing, statement writing and 


bookkeeping in all its branches. 
Remington Portable— 
with standard keyboard. The universal 
typewriter for individual or personal use. 
Paragon Ribbons and 
Paragon and Red Seal Carbon Papers— 
manufactured by us. The standard line 
of typewriter supplies. 


The Remington Typewriter Line is complete 
in every field and complete for every purpose 
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To the hard-driven executive who hates clatter 
and yearns for office quiet, the new No. 12 Rem- 
ington brings peace. 


To the operator who has much work to do, 
and prides herself on its quality, this new Rem- 
ington is a friend, ally and helper. 


Not quiet alone, but quiet plus the “natural 
touch”, and every other up-to-the-minute idea 
in typewriter construction, are all embodied in 
this latest Remington product. 


The Remington Quiet 12 speaks only in a 
whisper, but will be heard around the world. 


Remington Typewriter Company 
374 Broadway, New York + Branches Everywhere 
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Countess Carlo Beuf. 
The Countess Carlo Beuf, who was Miss Edith Beatrice 


Candler of New York, died some weeks ago in Leysin, 


Switzerland. She was the only daughter of Mr. and Mrs. 
Duncan Candler of New York, who were with her in Swit- 
zerland, when she died. 

The marriage of Countess Beuf took place at the home 
of her parents on December 9, 1920. She was twenty years 
old at the time of her death. 

Count Carlo Beuf is a son of Count Tito Beuf of the 
house of Rebora Beuf & Company, general agents for the 
Underwood in Italy and the colonies, with principal offices 
at Genoa and Milan. 


- % & 
E. W. Allen, Sr. 


Egbert W. Allen, Sr., a member of the Office Appliance 
Managers’ Association of Philadelphia, passed away on 
Sunday, April 22. At a meeting of the association held on 
April 26, the following resolution was passed: 

“Resolved, that as Egbert W. Allen, Sr. was held in 
high esteem by the members of this association and that 
his activities with us will be greatly missed, we hereby 
place on record an expression of our esteem and of our 
sorrow at the loss of so good a friend and member, and 
be it further 

“Resolved, that this resolution be spread upon our 
minute book and that the secretary be instructed to for- 
ward a copy to his family as an evidence of our sympathy 
with them in this their great bereavement.” 

“ ue © 
S. M. Spencer. 

S. M. Spencer, president of the S. M. Spencer Manufac- 
turing Company, 9 Cornhili, Boston, Mass., passed away 
after a brief illness. He was born May 19, 1842, at Wil- 
mington, Vt. His first business venture was at Brattle- 
boro. The plant was washed out in a flood. About fifty 
years ago Mr. Spencer located at Malden, and established 
the business bearing his name. Mr. Spencer was a Mason, 
represented his ward in the common council, and was active 
in civic affairs. 

“ k & 
H. Wilson Saulsbury. 


Pneumonia carried away H. Wilson Saulsbury, of the 
Pencil Supply Company, 225 Fifth avenue, New York, N. \ 
The widow and a son survive. Mr. Saulsbury was forty- 
one years old. He had been president of the Enlow Com 
pany Interment was at Denton, Md. 


x u & 
Egbert W. Allen. 


Egbert W. Allen, representative at Philadelphia, Penna, 
for the Neidich Process Company, passed away suddenly 
in an automobile accident. He had been with the company 
several vears, and was very highly respected. 

“ e & 
Mrs. Viola Trick. 

Mrs. Viola Trick passed away at Seattle, Wash., follow 
ing a brief illness. She is survived by her husband, O. D. 
Trick, president of Trick & Murray, and four children. 

“x u & 
C. S. Roberts. 


C. S. Roberts, president of The Wahl Company, passed 
away suddenly May 22 at the Glenview Golf Club, near 
Chicago, Ill. He resided at Pasadena, Calif., but made 
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There’s nothing like satis- 
factory merchandise to tie 
your customers to your store. - 


Dealers who handle The Miller Line 
of Typewriter Ribbons and Carbon Pa- 
pers have a mighty strong hold on their 
customers. The wonderful renewing qual- 
ities of our Ribbons give them exceptional 
wearing qualities—without loss of color. 
Customers note this effect, and come back 
for “more of the same.” 


Our Carbon Papers are properly and per- 
fectly inked with non-fading, clean colors, 
which give long life, and clear, sharp copies. 
These qualities also bring customers back 
for more. 


“hall Cia : 

Wille ! 
It’s in actual use, not in an advertisement, 

that merchandise merit shows up. There- 


fore we want you to try The Miller Line— 
it’s always fine. 


Send for Samples 


Let us send you samples of the grade 
most called for by your trade-—we have five 
brands of Ribbons and eight of Carbon Pa- 
per. Put the samples in the hands of your 
most exacting customer, and 
let his verdict decide. Tell us 
the retail price and we will 
send you a ribbon that you can 
sell at that price, and beat the 
record of whatever you have been 
handling before. 


THE MILLER LINE 
1S SUPERFINE 





The Miller-Bryant-Pierce Co. 


Factory and General Offices: 


231-241 So. River St., Aurora, Il. 
Cable Address “Milpie” 


Boston, Mass Indianapolis, Ind. Peoria, Ill. 
Chicago, Ill Milwaukee, Wis. San Francisco, Calif. 
Cleveland, Ohio Minneapolis, Minn. Springfield, Ill, 
Denver, Colo New Orleans, La. St. Louis, Mo. 
Detroit, Mich. New York, N. Y. St. Paul, Minn. 


Milan, Italy Brussels, Belgium 
London, England (1359) 
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Successful Selling Implies 
Intelligent Buying 


You couldn't continue to sell best quality of- 
fice files to a primitive cannibal even if they 
were best for his purpose—he would not know 
what best supplied his needs and probably 
would consider something else just as good. 
After a buyer has studied costs, he usually 
concludes that good quality supplies are the 
most economical; that’s why so many experi- 
enced users stick to 


DIEMER 


Filing and Paper Specialty 
PRODUCTS 


and that is the dealer’s 
advantage in educat- 
ing his trade and selling 
DIEMER products. 
We can prove the 
toughness and wearing 
quality of our supplies; 
let us send you cata- 


log No. 30 and full 


particulars. 


JOHN F. DIEMER CO. 


107-109 LaFayette St. New York 
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frequent business trips to Chicago. 

The formation of The Wahl Company was one of Mr. 
Roberts’ achievements. At that time the plant was de- 
voted to the production of the Wahl adding and calculating 
mechanism, an attachment for the typewriter. This was 
manufactured for the Remington Typewriter for many 
years. Subsequently the patent rights were acquired by the 
Remington interests, and the manufacture undertaken in 
that company’s plant. At a later date in the history of The 
Wahl Company, mechanical pencils and fountain pens were 
manufactured. Those gave the company a wide distribu 
tion to the consumer. 

C. S. Roberts was born at Bloomington, III., sixty-five 
years ago. He is survived by the widow, a daughter, Miss 
Eleanor Roberts, and two sons—Charles Fay Roberts, 
Wilmette, Ill, and John Gates Roberts, Toronto, Ontario, 
Canada. 

*  & 
John Allen. 

John Allen, president of John Allen & Co., of 11-13 Van 
dewater street, New York City, passed away Sunday, May 
20th, in his fifty-sixth year. He had had an operation in a 
New York hospita? and was apparently recovering, whe: 
complications set in, which resulted in his death 

He was buried in St. Michael’s cemetery, Astoria, L. ] 
May 23. The funeral services were held from the hom« 











THE LATE JOHN ALLEN 


8902 Eightieth street, Woodhaven, L. I. Mr. Allen was a 
member of the Masons and the masonic service was held 
the night before, May 22. Mr. Allen leaves a wife and 
daughter to mourn his loss. 

Mr. Allen was one of the oldest men in the ribbon and 


carbon industry in point of service, having been actively 
connected with it for thirty-six consecutive years. In 1889 
two years after his entrance into this business, he becam« 


connected with the S. T. Smith Company, then located at 
14 Park place. It was his duty at that time to manuta: 

ture carbon paper by hand. At this time it is well to note 
also that he was very frail physically. His development to 
the robust physique which he had in later years was most 
remarkable. About 1894 he associated himself with Albert 
Ernst in the International Ribbon & Carbon Company. This 
was his first business venture “on his own.” He then with 

drew from the International Company and secured Joe Ko- 
hout as a partner and formed Allen & Co. Later this part 

nership was dissolved and Mr. Allen “carried on” under 
the company name at 13 Rose street, New York City. In 
1918 he sold his entire business to the Columbia Ribbon & 
Carbon Company of New York City, working for them for 
a period of three years. 

In 1921 he formed the new Allen & Co., with Frederick 
H. Mahler as a partner, first being located at 26-28 Down- 
ing street, and later moving to 11-13 Vandewater street, 
where the factory and offices are now located. An excel- 
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Buddy Order Books 
addy Writing Pads 

Buddy Package Receipt Books 

Buddy Merchandise Order Books 


A real line of pads that reflects g00d workmanship and materials. 


The general appearance and make-up of the pads is so far ahead of competitive lines that you will take pride in 
displaying and selling the Buddy Line. Other points of superiority are: 
Paper stock is considerably better than ordinarily used. 
The printed form has been brought up to date and is neatly printed in bronze blue ink. 
Machine perforating permits the sheets to be easily and neatly torn out. 
The carbon paper is the very highest quality that can be purchased and will out-last 
the book. 
Six pads of a number are packed in a regular De Luxe maroon covered box so as to match up with 
the balance of your loose leaf stock. 
Covers only for the pads are made up similar to the popular Buddy Memo Book. The one piece flexible black 
levant grain artificial leather gives maximum flexibility, and allows the cover and pad to be easily rolled. The covers 
are also packed six in a box. 


See ee ee ee ee ee ee ee 


PRICE LIST 











| Books Only Covers Only ‘ 
Packate Receipt Book i” : << peapy 5 Purchase Order Book 
: vo i} Stock! Sheet Price Stock rice ne 
OUPLICATING No. Sise Description| Per No Per pursicaring 
Dozen Dozen 
er? . . } 

354x 574|Duplicating| $1.90 9835-C | $ 5.00 
354x 5%|Triplicating| 1.90 9835-C 5.00 
319x 65%|Duplicating| 2.40 9836-C 5.60 


| 34x 6% |Triplicating| 2.40 9836-C 5.60 
4%x 7\%|Duplicating! 2.75 9847-C Def 

4\%x 7\4|Triplicating| 2.75 9847-C 5. 

534x 8%|Duplicating| 4.00 9858-C 8.00 
5%x 8%4|Triplicating| 4.00 9858-C 8.00 
54x 914| Duplic ating} 5.00 9859-C 9.00 
514x 914|Triplicating] 5.00 || 9859-C 9.00 
5144x10%|Duplicating} 5.75 9851-C 10.00 
































5%x10%|Triplicating} 5.75 9851-C 10.00 
844x10'4|Duplicating| 7.20 || 9881-C 12.00 
84x1049|Triplicating] 7.20 9881-C 12.00 
5%4x 8%| Wrtg. Pad 4.00 9858-C 8.00 
514x 94! Wrtg. Pad 5.00 9859-C 9.00 
844x104! Wrtg. Pad 7.20 9881-C 12.00 
44x 7\%|Pkg. Recpt.| 2.75 9847-C 5.75 
41¢x 7%| Pur. Order| 2.75 9847-C 5.75 











| 


WILSON-JONES LOOSE LEAF Co. 


NEW YORK Frank L.Severance ,Vice-President and General Manager KANSAS CITY 
PHILADELPHIA CHICAGO ssanFrancisco 
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Che Garris Creed 


In the Carrib factory we believe that each sheet of Carbon 
Paper, each Typewriter Ribbon we make, should be made 
that it will give utmost satisfaction to those who use them. 








We believe that if we knowingly allowed any inferior product 
to go out from the Carrib factory we should be guilty of 
attempting to destroy faith in our craftsmanship. 


We believe that it is more profitable to lose a sale through 
the maintenance of a high quality than it is to make money 
on an inferior article. 


It is our aim to make Carrib Carbon Paper and Typewriter 
Ribbons better than any other in the world. 


We believe in the maintenance of a reasonable price which 
will give a fair profit to the men who sell as well as to the 
men who make CARRIB PRODUCTS. 


And we believe that by keeping faith with our dealers 
we shall strengthen our position as a leader in the field. 


PRESIDENT 


You Can Profitably Sell Carrib Products 


Send Now for Dealer Plan and Samples 











Carrib Manufacturing Corporation 
46 STONE STREET ROCHESTER, N. Y. 





yn 
1. Y. 
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lent business has been built up by this new company in the 
short period of its existence and this work will be carried 
on by Mr. Mahler. 

Mr. Allen bore a fine reputation among his many busi- 
ness friends and his dealings were always of the highest 
character. 

The trade was well represented at his funeral. Some of 
the older heads in the field who paid their respects were: 
J. A. Heale of J. A. Heale & Co.; Henry Gerber of H. M. 
Storms Company; Joe Kohout, his partner; Albert Ernst, 
Frank Bartlemez, Chas. Berry of the Remington Type- 
writer Company of Bridgeport, and T. H. Hindle of S. T. 
Smith Company. 

-* % & 


Charles A, Sturtz. 

Charles A. Sturtz, manager of the Corona Typewriter 
Sales Company, Inc., Chicago, Ill, met his end mysteri 
ously May 28. His body was found in his motor car on 
a lonely road on the Northwest side. Two bullet wounds 
were found, the absence of powder marks tending to show 
that he had been killed. Surviving Mr. Sturtz are the 
window and two daughters, Muriel, aged eight, and Lu- 
cille, aged two. 

Way Down in Argentina. 

H. E. Watkins & Company, Ltd., Buenos Aires and 
Rosario, Argentine Republic, are exclusive representatives 
in the Argentine for the Woodstock typewriter and Bur- 
roughs adding machine. Not very long ago they had erected 
for them what they claim to be the largest and finest bill- 
board in all that country, a photograph of which is here 
reproduced. This billboard is about fourteen or fifteen 
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A WOODSTOCK TYPEWRITER BILLBOARD NEAR THE 
JUNCTION OF THREE RAILROADS AT BUENOS AIRES. 


feet high by about forty-two feet long and contains over 
seventy square yards. It is located in the suburbs of Buenos 
\ires, near the lines of three of the most important rail 
roads 

Business in the Argentine is carried on along modern and 
progressive lines and up-to-date methods are used exten 


sively. The climate is temperate and the resources of the 


A Novel Advertisement. 


lhe Peerless Key Company, Inc., 176 Fulton street, New 
York, makes use of a novel postcard advertisement in which 
shorthand is used to advertise their. product to the stenog 
rapher. On the lefthand side of the Gregg shorthand sys 
tem 1s employed and on the righthand the Isaac Pitman sys 
t “Now that Mr. Employer 


tem. The full text is as follows 
is here, ask him for something you have always needed on 


your typewriter It is a set of Peerless Typewriter Keys. 
They will make your work lots easier All the girls are 
using them Get him to let you send in for a set by re 


turning this card. If you shouldn’t care for them after ten 
days they may be returned. The cost is only $4.00 a set.” 


Phe - ¢ . . . 
i hese cards are intended for distribution to dealers whose 
names and addresses the company prints on the face of the 
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Weston Record Paper 


—like stable government, maintains 
its prestige by rendering unfailing 
service under stress and strain. Na- 
tional or business records made on 
Byron Weston Co. Linen Record 
Paper will always endure. 


Other Famous Weston 
Products: 


WESTON DEFIANCE BOND: For com- 
mercial correspondence. For policies, bonds, 
deeds and all documents necessitating print- 
ing and writing. 

WESTON FLEXO LEDGER: : For flat- 
opening loose leaf ledgers. Made with a 
hinge in the paper. 

WESTON TYPOCOUNT: For the partic- 
ular requirements developed by machine 
bookkeeping. 

WAVERLY LEDGER: For general com- 
mercial requirements. A splendid writing 
and printing paper at a medium price. 


Write for a sample book of 
B-W Papers that will best 
serve your requirements. 


BYRON WESTON CO. 
DALTON, MASS. 
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“fulton 
Specialty 


“Glizabeth 
‘New Jersey 


fulton 
self-inking 
stamp pads 
make most impressions 
and 
satisfied customers 





fulton 
daters and numberers 
in sizes 
for 
all purposes 





fulton 
business outfits 
rubber type 
printing sets 
in attractive 
wooden or cardboard boxes 
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sample at right 
illustrates 


type 
in outfit No. 208 
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AB ab $12 


sample types at left 
are half and 
two-third reductions 
of fulton sign markers 
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fulton 
sign and price 
markers 
complete sets 
many sizes 
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New Display Device. 
The Wilson-Jones 


an ingenious but simple display device which 


Loose Leaf Company has perfected 
is intended 
to be used on the counter or in the show window of the sta 
It holds samples of all the different sizes o 
backs of the books ut 


toward the center, 


tionery store. 
Greenback ring books, the facing « 
and the covers radiating in presenting 
to the eye the appearance of a semi-circle and providing in 











small space the max:mum room for display. The illustra 
the Perfected Ring Book 
Des DAT REEDA DRED TEA TERT EAE EEE ea 
INGENIOUS DISPLAY DEVICE DE- 
SIGNED TO SHOW THE MAXIMUM 
NUMBER OF GREENBACK RING 
BOOKS IN THE MINIMUM OF SPACE 
tion gives a better idea of the device than can be give! 


by a description. 


The case is twenty-four inches in diameter and twenty 


four inches high. The base is hexagonal, and the portio1 
bearing the books is circular and can be revolved; one covet 
can be shown in four bindings, or, if fewer 


of each size 
sizes are shown, more than four bindings can be exhibited 
1 


[hese cases are supplied in mahogany or oak finish for ten 


dollars each. 


Key Ring and Business Card. 


Last month Office Appliances described the Faultless key 
rings, manufactured by the Beebe Company, of Yonkers, 
N. Y. Now comes the suggestion of a novel use to which 
Mr. as a business card, illustrated 


3eebe puts them, viz., 
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USED BY 


AND BUSINESS CARD, 
OF YONKERS 


RING 
BEEBE 


COMBINED KEY 
ao ma 


herewith. Mr. Beebe says that every policeman in Yonk 
ers knows his name, thanks to the liberal distribution of his 
tagged key rings, all of which goes to show that Mr. Beebe 


expects to keep within the law. 
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The Value of the Rubber Sac 
to the Fountain Pen Industry 


OW often have we heard the question put directly to a manufacturer’s 
Salesman by a dealer, “Which type of Fountain Pen is the most prac- 


tical,” or gives the greatest satisfaction to its purchaser? 


Regardless of outstanding facts on this subject as to superiority it is 
indeed to be regretted that the information or answer to the dealer’s ques- 
tion is in many cases not only misleading but the cause of overstocking him 
through a one-time sales method and directly responsible for the stagnation 
of sales in his store by being unable to supply the demand for the type and 
style of Fountain Pen that creates one of his biggest assets. 


But the information that every dealer should have as to which is the 
best type of Fountain Pen can easily and readily be determined by the 


demand of satisfied users. 


Our own careful study of various types of Fountain Pens has brought us into 
a position of certainty as to our statements for the logical method of correcting busi- 
ness methods that eventually lead on the wrong side of the ledger as to a profitable 


venture for the dealer 


We fully know and believe that the Rubber Sac Pen is the best for the reason 
that the Rubber Sac Pen has stood the test of the past twenty-five years for the 
sole reason that it has at all times given service. The sales on the Rubber Sac Pen 
are today over 90% ahead of all other types on the market and are proving daily to 


the users of Fountain Pens the one type that gives satisfaction. 


Many a rubber sac is in use today that has been in use for 15 or more years and 
in case a rubber sac does need replacement, it is a matter of 15c and two minute’s 
time. It costs 25c to clean the ordinary type of Fountain Pen. With a rubber sac pen 
the cleaning and entire new interior and wall of your pen can be had for the small 


sum of 15c at almost any dealer anywhere in a few minutes’ time. 


The rubber sac gives the ink capacity that is practical in the ordinary size pen. 
Most people do not realize that a fountain pen in order to work properly should be 
flushed through the feed at certain intervals. In the lever filling pen every time you 
fill the pen you throw the sediment out through the feed and in taking in the new ink 
supply vou flush it again so it is just necessary that about once a week you will 
fill your pen to keep it in the best condition as it is to put gas in your automobile, 


every so often. 


If it were possible to construct our pen of perfection “Lifetime” with an equipment 
that would prove better adapted for creating superior writing qualities than the rubber 
sac, we assure you we would do so but the combined efforts of every fountain pen 
manufacturer of quality has been unfruitful along the lines of improving the lever 
filler rubber Sac principle in Fountain Pens. 

To fully illustrate the most outstanding feature of the Rubber Sac Principle, is 
the very fact that every high-grade piece of machinery manufactured today is 
equipped with Bronze Bearings in the contact points liable to wear or deteriorate by 
constant use. On the same principle as the Bronze works for the prolonging of the 
life of machinery, also does the Rubber Sac, acting in the capacity of ink reservoir 
of a Fountain Pen eliminate deterioration or wear of the barrel. Its usefulness is 
based on the same principle as the bearing and prevents the many objectionable fea- 
tures in the Fountain Pens not equipped with the one practical ink reservoir—the 


Rubber Sac. 

Creating and advertising superiorities of inferior Ink filling Fountain Pens will 
soon be readily recognized by both dealers and consumers and when it reaches this 
point it will make every dealer’s stock of even balance and make him a greater seller 
and better booster for the pen principle that creates sales and satisfied customers— 
the Rubber SAC, 


W. A. Sheaffer Pen Company, Fort Madison, Iowa 
Branches: 


NEW YORK CHICAGO SAN FRANCISCO DENVER 


370 Seventh Avenue 506 Republic Bldg. 681 Market Street 502 Jacobson Bid . 


73 








74 


OFFICE APPLIANCES June, 1923 

















£%) con| All’s Well! 
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\ with your profits showing 
— when you buy safe—best 


> Vi TNC J values—Quality. 
al THE APPEAL TO 
JS PURSES IN OUR 


TYPEWRITERS, 


(Rebuilt ‘‘Like New’ —and also 
*“In Rough’’ like you want) 


IS THEIR VISIBLY EVIDENT SUPERIORITY 


We have behind us 40 years’ experience 
and have builded 


CHARACTER 


into our Goods into our Dealings | 


























YOU NEED SUCH GOODS— 
YOU NEED SUCH DEALINGS 
FROM YOUR WHOLESALER 


GENERAL TYPEWRITER EXCHANGE 


Incorporated 


30 Main Street Brooklyn, New York 
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A Bank Business Show. 

The Philadelphia chapter of the American Institute of 
Banking held a bank business show and educational pro- 
gram, commencing at 3:30 P. M. of May 9 and 10. The 
discussion on Wednesday was led by John S. Adams of the 
Bank of North America & Trust Company, followed by re- 
marks by Carl H. Chaffee, cashier of the First National 
Bank. The unit teller system was discussed. On Wednes- 
lay evening an address on investments was given by Wil- 
liam S. Evans, West & Company. On Thursday, branch 
bank accounting was the subject, and the discussion was 
led by Thomas Ritchie, comptroller, Chase National Bank 
of New York, with remarks by A. G. Felix, cashier of the 
Peoples Bank. Rural Credits was the subject of the 
address given by Hon. George W. Norris, governor of Fed- 
eral Reserve Bank of Philadelphia, on Thursday evening 
The discussion of analysis of accounts was led by William 
F. Ritter, assistant treasurer, Central Trust & Savings Com- 
pany, followed by remarks by Norman T. Hayes, assistant 
cashier, the Philadelphia National Bank. This discussion 
took place on Friday, May 11. Friday evening, William 
H. Hutt, Jr., deputy governor, Federal Reserve Bank of 
Philadelphia, spoke on “Nine Years of Service—The Fed- 
eral Reserve System.” 

The bank business show committee consisted of a num- 
ber of well-known Philadelphia bank people. It was under 
the general chairmanship of E. Raymond Scott of the West 
Philadelphia bank. Exhibitors at the show were as fol- 
lows 

AMERICAN MULTIGRAPH SALES COMPANY exhibited 
senior Multigraph, printing 50,000 deposit slips for a local bank; 
another senior model produced fac-simile typewritten letters 
with signature. The new low priced Multigraph junior was also 
mn display. This exhibit was in charge of G. H. Jackson, divi- 
sion manager, assisted by R. Durkin, J. A. Shelly, W. W. Kruse, 
T. Rush, J. Devenney and T. Connelly. 

AUTOGRAPHIC REGISTER COMPANY, Hoboken, N. J., ex- 
hibited printed forms on rolls for manifolding John J. Ruddy, 
district manager, and James F. Scollan were in attendance at 
this booth. 

BRANDT MANUFACTURING COMPANY, Watertown, Wis., 
exhibited their automatic cashier. The display was in charge 
of D. O. Kersteter »-nd J. C. Morris, sales representative 

BURROUGHS ADDING MACHINE COMPANY, Detroit, 
Mich., displayed bookkeeping (commercial and savings depart- 
ments) adding transit machines, and were represented by G. A. 
Henrich and R. H. Holzinger. 

CURRAY, SAMUEL F., Philadelphia, exhibited numbering 
machines, rubber stamps and steel stencils 

DEFIANCE CHECK WRITER CORPORATION, Rochester, 
N. Y., had on display speed machines turning out 800 checks 
an hour; gas and electric light billing machines; Defiance check 
writers for dividends, pay rolls, general commercial work, as 
well as stock certificate writers. D. A. Hills, Philadelphia sales 
agent, had charge of this exhibit. 

ELLIS ADDING TYPEWRITER COMPANY, Newark, N. J., 
showed bank transit and posting machines, and were repre- 
sented by W. A. Laing, district sales manager, Mr. Nace and 
Miss Castor. 

FINANCIAL PUBLICITY ASSOCIATES, New York, N. Y., 
exhibited their interchangeable letter bulletin board, 500 letters 
with 52 changes of copy suggesting bank service. This booth 
was in charge of Henry F. Price. 

KARDEX COMPANY, Tonawanda, N. Y., exhibited Visible 
Index equipment J. B. Summers, district manager, was in 
charge of this exhibit, assisted by R. Mercer, C. H. Schwefiter, 
D. K. Howe, F. Japha, F. E. West and R. E. Pollow. 

KEYSTONE CARD INDEX COMPANY, Philadelphia, Penna., 
displayed filing cabinets, card index systems and bank systems, 
H. E. Phillips was in charge and was assisted by W. H. Conkle, 
Raymond Jones, Judson Laverell. 

LIBRARY BUREAU, Chicago, Ill., exhibited standing steel 
savings ledger desk which holds 10,000 accounts; steel money 
truck for tellers, which is wheeled in and out of the cage, 
taking the place of the counters; the most up to date method 
of filing letters, checks and notes. D. R. Mason and H. D 
Beale had charge of this exhibit. 

MANN COMPANY, WILLIAM, Philadelphia, Penna., exhib- 
ited commercial stationery, bound and loose leaf ledgers, litho- 
graphed checks and Manco products, machine bookkeeping 
supplies. J. H. M. Binns, sales manager, was in charge, assist- 


Ghe 
PETERS 


A NEW—COMPLETE—COMPACT 
DURABLE—PORTABLE 


Adding Machine 






Weight—35 Pounds 
€apacit y —$99,999,999.99 














THE PETERS 


Adding and Listing Machine 


Combines with large capacity the desirable 
features of compactness and portability. 
It lends itself equally well to the require- 
ments of big banks—large corporations 
or small merchants. It was, in fact, 
particularly designed to fill the need of 
all banks for a superior machine of small 
dimensions, large capacity and selling at an 
attractive price. 


Maximum visibility is secured by including 
in a small angle of vision the keyboard- 
number wheels and printing line. The 
Total— Sub-total— Non-Add and Repeat 
levers are so located with respect to the 
path of the operating handle that the ma- 
chine can be worked at high speed by the 
use of the right hand exclusively. The 
quality of workmanship—beauty of appear- 
ance and elegance of finish are excelled by 
none. 


PETERS-MORSE MFG. CORP. 


GENERAL SALES OFFICE AND FACTORY: 


ITHACA, N. Y. 
New York Office: 30 Church Street 
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ed by E. R. Sweeney, James F. Walsh, Waltham Benning 
Charles H. Meyer, H. J. Mitchener, F. J. Brown, R. B. Campbell 
and H. W. Poole 

MONROE CALCULATING MACHINE COMPANY Orange 
N. J., exhibited machine calculating interest ar daily bal 
ances. John R. Ramsay, manager, was in charge, assisted | 
W. H. Conkle, Raymond Jones and Judson Lavere!l 

MURPHY’S SONS COMPANY, WILLIAM F Philadelphia, 
Penna., exhibited specialized stationer’s machine bookkeeping 


New Calendar 
Dating Machine 


VISIBLE! for neatne, ealiection registers, draft neasthege et “A feat ire 


At This Window of this dispiay which attracted considerable att on was a 
Appears Today’s register made in 1876 for the centennial exhibitior original 
Date binding, paper and ruling intact G. C. Nickel was in charge, 
assisted by G. F. Gallagher, W. L. Parmaler and E. E. Parke! 
NATIONAL CASH REGISTER COMPANY, Dayton, O., dis 
played their savings bank machine and banking proof machine 
Cc. Bi sjecker was in charge 

OFFICE DEVICE COMPANY, Philadelphia, Penna., exhibited 
the automatic endorser, a machine that solves check endorsing 
problems, endorsing checks as they are listed on the adding 
machine or separately, as desired, and eliminates the noisy and 
time consuming operation of hand stamping the Mailometer 
line, including Model A, that affixes postage stamps, seals and 
counts in one operation and the permit machine that prints the 
indicia, seals and counts first class mail at a speed of Ot 
envelopes per minute EK. D. Dorsey, E. C. Morehouse Wm 

Benjamin and J. D. Dorsey were in charge 
RAND COMPANY, INC., North Tonawanda, > y exhibited 
visible card records for use in banks as signature files; central 
file index; ledger cards; stop payment of checks registers; in- 
vestment records and safe deposit indexes; als line of spe- 


cialized general ledgers; note cases; visible name guides and 
folders and other conveniences for banks and their executives 
In attendance at this booth were P. A. Swartz, M. M. Lewis 


IT’S NEW! Samuel Newman and S. D. Kesten 


. REMINGTON TYPEWRITER COMPANY, New York, N. Y., 
Younger Brother to the “Amer- 


jean” Visible Model 41 Num- showed the transit letter machine; receiving teller’s proof ma- 
bering Machine chine; trust ledger posting machine; quiet 12, also the Rem 
ington portable. This booth was in charge of James S. Shep- 


f 


pard, Philadelphia manager, Carl A. Wagoner manager of 
JAN 25 1925 accounting machine department, Joseph Sutton and H. P 
Jacobs. 

TODD PROTECTOGRAPH COMPANY, Rocheste1 N Y 
exhibited check writers, forgery proof checks, Star adding ma 
chines. Herbert A. Beebe was in charge, assisted by G. F 





Impression of Figures 


Wagner, district sales manager, H EFisenhardat J Warre! 
Tufts and T. A. Faust 
UNDERWOOD TYPEWRITER COMPANY, New York, N, ¥ 





showed bank bookkeeping machines, fanfold machines and 

portable typewriters In attendance at this booth were J. P 

Wilson, George Saunders, D. J. O’Connor, D. T. Glackin, F 
Always Stamps Ransom, Miss Carlyn Penn, Miss Katherine McDonald 
CLEAR, SHARP WALES ADDING MACHINE COMPANY, Wilkes Barre, 


IMPRESSIONS Penna., displayed hand operated and motor driven bank models 


including transit machines, portable teller’s machines, ma 

This new Model 81 Calendar Dater is a cal- chines for general bank work William H. McFarland, district 

endar and dating machine combined. sales agent, H. S. Conrad of the bank division and A. E. Conrad 
were in charge. 

WRIGHT, E. A., BANK NOTE COMPANY Philadelphia, 
AUTOMATIC INKING DEVICE Penna., exhibited bonds, certificates, bank stationery This 
LEVER TO CHANGE DATES booth was in charge of Messrs. Fifer, Cortin and Minchkoff 
ENGRAVED WHEELS YAWMAN & ERBE MANUFACTURING COMPANY, Roches- 

ter, N. Y., displayed vault truck; efficiency desks; counter 
height fire wall; steel filing equipment; bank accounting and 


GOOD FOR 20 YEARS. record systems. In charge of this booth were J. Paul Skid- 
more, A. W. Sadalen, H. G. Shriner and G. F. Bergingrin. 
DEALERS! We have a most attractive All the bank officers in the third Federal Reserve Dis 
sales proposition for you. One that abso- trict were notified and many of them were present. Th 
lutely guarantees volume sales of this new quarters in the Bellevue Stratford hotel were attractively 
machine. Model 81 has practically an un- 
limited market. Every person from office 
boy to manager is a prospect. 


decorated in a manner similar to the business show plat 
the booths being much smaller, however 
The affair was of a high type with attendance of the best 
possible character. Many bankers came in from all of the 
Write Us for Our Guarantee Sales Proposition towns surrounding Philadelphia and those from Philadel 
on Model 81. a re . : 
phia itself, and the time was profitably spent 


AMERICAN NUMBERING MACHINE CO. On Friday evening the graduating commercial classes of 
220-230 SHEPHERD AVE. BROOKLYN N. Y. the Philade'phia high school visited the show. 


CHICAGO BRANCH, 123 W. Madison Street — —_ 
Foreign Branches: , 
VICTORY-KIDDER PRINTING MACHINE CO., LTD. Boston Export Round Table Meeting. 


6 Houndsditch - Lond . - . , 
—-s Leading exporters of the Atlantic seaboard met at the 


CARIBONUM SOCIETE ANONYME : a : 
10 Rue De Seze - Paris Boston Export Round Table, which held a session May 1) 


RICHARD WEINIGER 


Singel 276 - Amsterdam Among the speakers was Walter F. Wyman, sales and ex 


port manager of The Carter’s Ink Company 
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More Sales—More Profits 
Selling the Dow Pencil Line 


HOUSANDS of Dow Pencils are in daily use. We know of no 

better vaiue for the money. Customers quickly grasp the fact 

that the simpler a mechanical pencil is constructed, the easier 
it is to use. 





























The American Woolen Mills, American Railway Express Co., Postal 
Telegraph-Cable Co. and many other users should convince you that 
the Dow Pencil is the one pencil that can be sold in large quantities 
to all of the big firms and individuals in your community. Bear in 
mind, the big firms mentioned above would not use the Dow Pencil 
unless it was a money and time-saver. With the wonderful “dealers’ 
helps” you are furnished, the “Dow Pencil” displayed in your window 
is a self-seller. 


The Dow Pencil has every good feature you can think of. Easily op- 
erated with one hand. Press the thumb on the eraser or cap and a 
smooth sharp lead slips out, ready for use. Slips back in as pro- 
tection while in the pocket or handbag. Light in weight, well bal- 
anced, and comfortable to the hand. Large, high quality eraser 
always ready for use. 


A fresh lead can be inserted, ready for writing, in about ten seconds, 
and a five-year-old child can do it. The new lead ejector works 
quickly and the lead never clogs or jams. Large magazine capacity 
carrying up to 24 extra leads or three extra crayons. No screws, 
springs or complicated parts to puzzle over, waste time, get out 
of urder or break. You will wonder how a pencil can be so 
durable, simple and handy until you use a Dow. 


Finished in nickel plate and a special baked enamel in an 
assortment of rich colors. 


If you appreciate giving your customers full value in Serv- 
ice and Satisfaction and want easy sales with rapid turnover 
at a nice profit, send for our INTRODUCTORY OFFER. 


Louis F. Dow Co. 


Manufacturers—Patentees 


St. Paul, Minnesota 


Dow Pencil with Clip............. 45c 
Dow Pencil without Clip.......... 35c 
Dow Checking Pencil.............. 50c 
Dow Indelible Pencil.............. 50c 


Dow Junior Pencil................ 25c 


Dealer Helps 


All Dow Pencils are mounted 
on self-selling display cards 
and we furnish ample Dealers 
Helps in attractive colors, 
such as window streamers, 
window display pieces, four- 
page circulars imprinted, 
newspaper electros and a 
new idea in a memo pad that 
sells pencils quickly. 





Louis F. Dow Co., Pencil Dept. 
381 Jackson St., St. Paul, Minnesota 


Kindly send us information on your special Introductory Offer 
on Dow Pencils. Also send data on your special “Memo Pad” 
campaign. 


City 





To Learn 
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The Belknap Systems in- tion. Reputable, capable 
clude machines ranging from dealers and agents are there- 
$67.50 to $3,700.00 in price. fore accorded the opportunity 
The adaptability of these ma- to become identified with the 
chines is so flexible that they Rapid Ac Addressing ~ Machine 

are used in over 250 lines of Company. 


businesses. Thousands are 
used by small trades people as 
well as by concerns of national 


The assignment of guaran- 
teed territories will afford re- 
munerations that do not stop 


reputation. 
with the sale of equipment, 
Belknap Systems have but continue with the sale of 
proven themselves conclus- stencils and other supplies. 


ively during the past 38 years. 


The service they have rend- 
ered during that time has be answered gladly and further 


created an ever-increasing information furnished upon 
demand, that can only be met receipt of a letter stating your 
by an expansion of organiza- qualifications and facilities. 


Inquiries as to terms, etc., will 
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BELKNAP SYSTEM 
32-46 West 23rd St. NEW YORK 























June, 1923. 


Another Forty-Year Veteran. 

On May 1, C. V. Oden, for twenty-five years with the 
Underwood Typewriter Company and for fifteen years be- 
fore that with the Remington organization, celebrated the 
fortieth anniversary of his entry into the typewriter busi- 
ness. 

It was in 1884, when Mr. Oden sold his first machine out 
in Nebraska, where he was working for a mutual benevolent 
association, to which he sold a model No. 1 Remington 





Cc. V. ODEN. 


‘he company appointed him as correspondence salesman 
and he went ahead selling machines as a side line and insur- 
ance as a main issue. In 1885 he went to Peoria, IIl., where 
he continued as a correspondent salesman. Mr. Oden kept 
on and qualified himself as an expert in typewriter con- 
struction and before his service with the Remington was 
finished, he was one of the leaders in the ranks of Reming- 
ton salesmen. Nearly a quarter of a century ago he left 
the Remington and went with the Underwood, continuing 
as a salesman. For some years he has been head of the 
Underwood Typewriter Company’s demonstration depart- 
ment. When speed contests were first started, Mr. Oden 
was among the earliest to get in with his expert operators 
and he was a factor in bringing before the public the idea 
of speed with accuracy. 





“De Luxe” Moves Kansas City Offices. 

The Wilson-Jones Loose Leaf Company has moved its 
offices at Kansas City. Mo., from 813 Walnut street to 1320 
Main street. George M. Anderson, the manager, is proud 
that the location in which the branch was established a 
year ago is already inadequate, and larger quarters were 
arranged. 

A Pencil Display. 

The Burrows Brothers Company of Cleveland recently 
exhibited an attractive window display of pencils and like 
products. 

The display was gotten up with the lines of the Joseph 
Dixon Crucible Company and attracted considerable atten 
tion in Cleveland 

New York Concerns Consolidate. 

M. J. Waldinger & Company, printers and stationers, 624 
First avenue, New York City, and the Rex Service, James 
Rotto, proprietor, advertising and multigraphing at 1658 
Broadway, New York, have amalgamated and are operating 
as the Waldinger-Rotto Company, Inc., 404 East Thirty- 
sixth street, New York City. 

At this location they have 4600 square feet of floor space 
on the fifth floor 
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THE NEW HAMMOND 


VARIABLE SPACING 
MODELS 


CHANGEABLE SPACING BETWEEN THE 
LETTERS ‘“‘to fit the size of type’. 
An EXCLUSIVE Hammond feature 


as tllustrated herewitth:- 


There is but one WRIT-= 
ING MACHINE in the full 
sense of the word, 


A Typewriter does only straight- 
away Copy. 


A WRITING MACHINE does every- 
class of work on the same machine, it fs 
flexible. 


EVERY DEALER WILL HAVE A DEMAND 
FOR THIS NEW MODEL. 

This New Model enables one to 
have a usual type like this, 
with usual spacing, -then 
instantly 


change to a small or tiny type and narrow spacing 
and condense to } or } of the usual space occupied 


in typewriting. 


The Folding Portable 





Among Other Exclusive Hammond 
Features are:— 


1. Two different styles of type or two different 
languages ALWAYS on the machine. 


2. Any of more than twenty type styles and over 


fifty-five different languages may be written on 
ONE HAMMOND TYPEWRITER. 


3. Any width of paper accommodated, because of 
open carriage ends. 


SPECIAL DEALER PROPOSITION- 
PRICES, DISCOUNTS, FREE LITERATURE. 


HAMMOND TYPEWRITER CORP. 


607 East 69th St. New York City 
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Penfield Moves to Hartford. 
Office Appliances learns that C. M. Penfield has severed 
The Only Guarantee Worth While his connection with the International Time Recording Com- 
pany and has taken a position at Hartford, Conn. 

Mr. Penfield was formerly in Philadelphia, where he was 
a member of the Office Appliance Managers’ Association of 
that city. His removal to Hartford, necessitated his resig- 
nation from the organization. 

American Writing Machine’s Branches. 

The American Writing Machine Company has opened 
branches in several of the leading cities throughout the 
country. Pictures of some of these will appear from time 
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is one that insures you against the annoyance 
and inconvenience of having to replace defec- 
tive goods. It’s all very well to say ‘‘defec- 
tive goods will be replaced free of expense to 
you and your customer’”’ but that doesn’t take e 
into consideration the loss of prestige you od | 
suffer when your customer complains that | plete \MERICAN 


32] 


| WRITING MACHINE (CO 


PLWRITERS 


your goods don’t stand up. Aside from the 
locking device there is little to choose between 
binders of the same type made by any repu- 
table manufacturer. The binding material 
was standardized years ago and the work- 
manship is uniformly good. 


The Floating Lock Mechanism 





NEW YORK BRANCH OF THE AMERICAN WRITING 
MACHINE CoO. 








employed in the construction of all Buchan-White 
Loose Leaf Company’s Endlock and Toplock Sec- 
tional Post Binders will absolutely lock on both posts 
during the entire life of the binder. Think what 
this means—no further complaints of the failure of 
the lock to bind both posts, eliminating for all time 
the possibility of the top cover slipping up on one of 
the posts, spilling the sheets with the occasional loss 
of valuable records. You wouldn’t buy an automo- 
bile until after you inspected the engine nor a watch 
without knowing by what movement it ran, so why 
not be equally positive that the locking mechanism 
in your binders—the vital part thereof, is right. You 





owe it to yourself as well as your trade to buy the line INTERIOR, NEW YORK OFFICE, AMERICAN WRITING 
which gives you the best protection against dissatis- MACHINE CO. 

fied customers. Without any expense to you we shall to time. Two illustrations are here shown, giving the 
be glad to submit samples if you will write us a letter reader an idea of the exterior and interior of the company’s 
saying you are interested and wish to know all about New York branch. 


our preposition to dealers. 


Ribbon and Carbon Man Sails for Europe. 
George H. Malcolm, general manager of the F. S. Web 


BUCHAN-WHITE gz ster Company of Boston, sailed on Friday, May 11, for 


Europe on the steamship “President Wilson” from Boston. 


LOOSE-LEAF COMPANY He will remain on the other side until the first of August 


and will combine business with pleasure. He will go to the 
(Successors to the Dawson Mfg. Co.) : agg P ; 
Azores, Naples, Switzerland, Czecho-Slovakia, Germany, 


315 North Second Street France and England, and will visit the representatives of 
: his company in those countries. 
St. Louis, Mo. pial in sal 


The best way in the world to drive the drudgery out of your 
work is to put lots of heart and spirit into it.—The Wales 
Visible (Wales Adding Machine Company). 
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1. Set the Keys 


INROE 





Simplicity y & 


VERY operation—every step in figuring 

a problem is done directly on the 
Monroe—following the same mathematical 
procedure as with pad and pencil. That is 
why anyone, without previous experience 
or training, so quickly masters the Monroe. 


For example, in Multiplication— 


I Set on the keyboard the number 
to be multiplied. 


Touch the Plus (+) Bar. The 
2 Multiplier is automatically 

“written” in the upper dials. (See 

136 in the illustration. ) 

Then read the Proven Answer in 
3 the lower dials. (See 76704.00 in 


the illustration. ) 


There’s no guess werk—you know your 
answer is correct; all the factors of the 
problem show in clear, plain figures as 
Visible Proof of Accuracy. 





2. Touch the Plus Bar 
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3. Read the Proven Answer 


This same simplicity and directness of op- 
eration applies equally to Addition, Subtrac- 
tion, Division and their several combinations. 
As you “write” the factors, the Proven 
Answer appears, with the decimal point in 
the correct place. 


There’s a Monroe to fit your particular 
needs in the new Automatic Models, 
(electrically-operated), the Standard Models, 
the Fraction Models, the British Currency 
Models, etc. 


Thousands of businesses, large and small, 
first learned of the Monroe’s usefulness to 
them by trying it out in their offices on their 
own work. 


The Monroe man for your territory will 
gladly get in touch with you at your con- 
venience and arrange for a trial demonstra- 
tion. No obligation whatever. Consult your 
telephone directory, or address: 


Monroe Calculating 
Machine Company 


WOOLWORTH BUILDING, NEW YORK CITY 


Monroe Service is available at all Principal Points in the U. S. and Canada 


and throughout the World. 
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Buying Silence 


The user of the “Silent Smith” buys, in ad- 
dition to a writing machine—Office Quzet. 





Instead of the clatter of the ordinary type- 
writer, he hears the gentle “tap, tap,” of the 
type against the paper—practically the only 







sound. 










This result has been brought about by me- 
chanical refinements. Ball bearings, lightness 
of touch, ease of operation and a minimum of 
all help the operator to turn out neat, 
accurate written work. 









noise 













Send for our free booklet, “The Silent 
Smith.” It has valuable information about 
typewriting and typewriters. 







L. C. Smith & Bros. Typewriter Co. 


Factory and Executive Offices 






Syracuse, New York 
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Connell Gets Possession of Faultless Cup. 


mh 3 
of the 
has won possession of a salesmanship trophy which has 


Connell, Western and Pacific coast representative 
Stationers’ Loose Leaf Company, Milwaukee, Wis., 
been in competition three years. The cup was put up for 
award year by year, until one individual salesman of the 
company had won it three times. Mr. Connell won it three 
times in succession, which is probably a better record than 
was contemplated when the trophy was first offered. 

Mr. Connell is said to have “the longest continuous rec- 














t%. J. CONNELL 


He started with 
the Stationers’ Loose Leaf Company about twenty-three 


ord in selling loose leaf goods to the trade. 
years ago, in the order department. Two years later, while 
still in his ’teens, he was transferred to New York, selling 
After that, he sold loose leaf devices 
For 


to the local stationers. 
in all the large cities of the United States and Canada. 
nine years past he has covered the Western and Pacific 
coast states. 


Dr. Rindfusz Joins Typothetae Staff. 

De. Rs Ee. 
American Writing Paper Company and is now 
representative of the United Typothetae of America. He 
will contribute to all the activities of the Typothetae, de- 


Rindfusz has resigned as secretary of the 


a special 





RINDFUSZ. 


voting special attention to the new engineering department 


which will be undertaken. It will consider questions of 


and equipment. Dr. 


Rindfusz will also be active in the standardization of ma- 


engineering, building construction 
chinery and paper, the long price list and other constructive 
functions of the Typothetae. 
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The little HIDDEN Leaks 
are what sink big Ships! 








And in seeking to find and stop such 
leakages from YOUR business profits, 
don’t overlook the fact that the continual 
sharpening of Lead Pencils is an unneces- 
sary waste that often runs into hundreds of 
dollars each year ;—a leak that can easily 
be prevented by equipping each of your 
executives, clerks and stenographers with a 


SUPERITE 


GUARANTEED 
MECHANICAL PENCIL 


Awarded the GOLD MEDAL at the 
Brazilian Centennial Exposition 
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It is the simplest, lightest, 
most dependably efficient Metal 
Pencil made—and_ practically 
ends pencil costs. No sharpen- 


——— 


ing. No fussy “opening up” to 
load. No clogged tips or jammed 
leads. A simple turn of a cap 


automatically propels, repels or 
expels lead. It’s really RIGHT 
and always WRITES! 


“SUPERITES” can be fur- 
nished at a price that will more. 
than return their cost in actual 
money saved before the original 
supply of leads, which comes with 
ach pencil, has been exhausted. 
Refills may be had at an excep- 
tionally low price. 





In recognition of its superior 
efficiency, SUPERITE was 
awarded the GOLD MEDAL at 
the most recent of “World’s 
Fairs’”—the Brazilian Centennial 
Exposition. 


Write us for our Special Office 
Equipment Proposition 


DeWITT-LaFRANCE CO., Inc. 


54 Washburn Avenue Cambridge, Mass. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Association of Stationers and Manufacturers from Month to Month 
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National Executive Committee Meets in New York. 

The executive committee of the National Association of 
Stationers and Manufacturers held a meeting in New York 
on May 11 and 12, at which were discussed a number of 
important matters that will come up for consideration at the 
next annual convention in Des Moines. 

Among the matters discussed was a plan for dues that 
will overcome the dissatisfaction which has developed with 
the advance in the dues made at the convention last year. 
A member of the committee reported the comment of one 
dealer upon the total cost of membership in the various 
societies and clubs in which he was a member. As most 
of those organizations have but little to do with the con- 
duct of business, it would appear that they should not be 
considered as business expenses. The direct value of mem- 
bership in the National Association to the business should 
make it the first to be supported and the last to be dropped. 

Another important matter was the favorable decision for 
a trade exhibition at the Des Moines convention. Par- 
ticulars of the plan for this will be presented in Office Ap- 
pliances for July. 

Suggestions were made from some members of the trade 
that the work carried on by Mr. Dimond of San Francisco 
should be continued by the National Association, with the 
object of bringing about an improved morale among the 
stationers of the several cities. A suggestion that the Na- 
tional Association News should accept advertising, brought 
up at the St. Louis convention three years ago and there 
defeated, is presumed to have received scant favor at the 
hands of the Executive Committee, for the Association is 
already indebted to the manufacturers for heavy, loyal and 
continuous financial support and to ask for a share of their 
advertising appropriations would but add to the burden of 
obligation without the certainty of an equivalent return. 

There are many other matters which came up for discus- 
sion, all looking for a reduction of the overhead of the Na- 
tional Association. Some dealers complain of the elimina- 
tion of the suggested retail resale price list, in fact, a mass 
of suggestions has come in, all of which the executive com 
mittee took up and discussed. 

These suggestions will be discussed before the full con- 
vention at Des Moines next October. 

Those who attended the executive committee meeting 
were as follows: Charles L. Mitchell, president; Frank L. 
Severance, first vice president; C. L. Davis, second vice 
president; John H. Gibson, third vice president; Mortimer 
W. Byers, secretary; also the following board of control 


members: Charles D. Brewer, J. G. Hullett, J. S. A. 
Wittke, William O. Day, Gustav J. Sengbusch, Charles P. 
Garvin, A. G. Frost, C. C. Carpenter, G. S. Hice, Charles 
E. Falconer, Millington Lockwood, William Pitt, Eberhard 
Faber, R. D. Patterson and Edward S. Towne. 


Annual Meeting Southeastern Division 


Convention Held in New Orleans, La., April 19 and 20. 

At the annual convention of the Southeastern division of 
the National Association of Stationers and Manufacturers 
on Thursday and Friday, April 19 and 20, at St. Charles 
hotel, New Orleans, the following gentlemen were elected 
officers for the ensuing vear: President, Leo F. Johnson, 
Florida Office Supply Company, Tampa, Fla.; vice-presi- 
dents, Alabama, Pelham Durant, Bidgood Stationery Com- 
pany, Mobile; Florida, Rox Cowley, Rox Stationery and 
Gift Shop, Pensacola; Georgia, John M. Cooper, Foote & 
Davies Company, Atlanta; Tennessee, C. H. Howell, T. H. 
Payne & Company, Chattanooga; Louisiana, Victor Col- 
omb, Palfrey-Rodd-Pursell Company, New Orleans; Mis 
sissippi, T. C. Holmes, Holmes of Mississippi, Jackson; 
North Carolina, R. M. Pound, Pound & Moore, Charlotte; 
South Carolina, Charles C. Muller, The State Company, 
Columbia; Texas, E. Clifton Wilson, Wilson Stationery & 
Printing Company, Houston; secretary-treasurer, J. Clarke 
Evans, The Office Equipment Company, Tampa, Fla. 

I. G. Kittridge, city attorney of New Orleans, delivered 
the address of welcome, which was responded to by Presi- 
dent Ivan E. Allen of the Division. The annual reports 
of officers followed, after which Charles L. Mitchell of 
Topeka, president of the National Association, was intro- 
duced and made a short address in which he congratu- 
lated the delegates upon the success of the convention, 
which was assured by the large attendance. He outlined 
the opportunities trade associations offer both to mer- 
chants and manufacturers for the interchange of progres- 
sive ideas and the spread of the knowledge of improved 
merchandising methods. 

Mr. Mitchell's address was followed by some remarks 
by Vice-President Frank L. Severance of the National 
Association and general manager of the Wilson-Jones 
Loose Leaf Company. Mr. Severance referred to improve- 
ments in business conditions everywhere apparent. Raw 
materials are becoming difficult to obtain and advancing in 
value. He advised members to keep their stocks up to 
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The skilful use 


has won a goodly share of the 


LIANCES 


of great speed 


world’s outstanding triumphs 


To do a job well must be always 
the first consideration in any 
worth-while endeavor. 


If America is going to stand 
before the world as a producer 
of slipshod workmanship, her 


doom is sealed. 


Skilful speed is the urgent need! 


Our daily work must be not only 
well done, but it must be done 
with dexterous dispatch! 


The Mimeograph has made its 
important place in industrial and 
educational affairs throughout 
the world, not only because of the 
good work it does, but because it 
does good work speedily. 





Five thousand well-printed dupli- 
cates of a typewritten letter, 
form, blank, design, diagram, or 
similar “copy” is its easy hourly 
grist. 

The work is done privately, with- 
out the employment of especially 
trained workpeople, and at al- 
most negligible cost. 


He who uses all the means at hand 
for the attaining of skilful speed 
is surest of his coveted triumph. 


The A. B. Dick Company, Chi- 
cago, will immediately send you 
its booklet “T-5” and all infor- 
mation concerning the mimeo- 
graphing process, upon receipt 
of your request. Today—now! 
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he Leader of all 
Binders of this type 


No Lost Motion 
Opens fo Pull Capacity 
with One Turn of the key 
A Slight Push Closes 
eee it- 
Opens Perfectly Flat 

Guaranteed to be 
echanically 


M 
Pertect/ 





IRVING-PITT MANUFACTURING COMPANY 


Chicago Kansas City New York 


LONDON, ENGLAND- PARIS, FRANCE— ZURICH, SWITZERLAND— BRUSSELS, BELGIUM 
The Macey Company, Ltd. Caribonum Societe Anonyme, Caribonum Societe’ Anonyme, Caribonum Societe’ Anonyme, 
10 Rue De Seze 29 Schutzengasse 16 Rue D’Edinbourg 


65-66 Houndsditch 


TORONTO, ONT., CANADA- 
The Brown Brothers, Ltd. 
Corner of Simcoe and Pear! Sts 


BUENOS AIRES, SOUTH AMERICA— MONTEVIDEO, SOUTH AMERICA— 
Lamson Paragon (South America) Ltd. Lamson Paragon (South America) Ltd. 
Cangallo 462 Sarandi 414 
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standard averages, but not to overbuy. He suggested that 
stationers should give their support to those manufacturers 
who are confining their output strictly to dealers. 

Charles M. Marshall of the Ivan Allen-Marshall Com- 
pany, Atlanta, spoke on the necessity of keeping a stock 
record, 


The subject of Leo F. Johnson’s remarks was annual or 


semi-annual inventory. 

Joseph P. Buckley of the Perry & Buckley Company, 
New Orleans, spoke on the ways and means of educating 
employees and improving their morale. 

Second Day. 

The meeting of Friday, April 20, was devoted to the 
discussion of various addresses and other matters and the 
conclusion of the business of the meeting. 

A. M. Pearce of the Dameron-Pierson Company, New 
Orleans, spoke on advertising. 

The cost of doing business and the value of the stock 
turnover was discussed by Fletcher B. Gibbs, general man 
ager of the National Association, and cost accounting by 
John M. Cooper of the Foote & Davies Company. This 
concluded the morning’s session. During the noon interval 
the members and guests were entertained by the Stationers’ 
Association of New Orleans at a luncheon served in the 
St. Charles hotel, in one of the private dining rooms adjoin- 
ing the convention hall. 

Two papers were read at the afternoon session—the 
advantage of artistic store arrangements and the proper 
care and display of stock, by Victor J. Barr of the Brandon 
Nashville, Tenn., and cost of deliveries, 
H. Clarke & Brother, Memphis, 


Printing Company, 
by E. H. Clarke of E 
Tenn. 

‘he committee on resolutions, consisting of John M. 
Coo} 
recommended that the name of the division be changed 
from Southeastern to Southern and that the state of Texas 


ver, R. H. Pogue, Charles Small and Fletcher B. Gibbs, 


be included in the division, which resolution was carried. 

The committee on nominations, including A. H. Hyatt 
of New Orleans; R. M. Pound, Charlotte, N. C.; J. R. 
Dewberry of Birmingham, Ala.; Eugene Clarke, Memphis, 
Tenn.; Sidney Gassenheimer of Montgomery, Ala., made 
its report, following which the officers were unanimously 
elected as given above. 

Upon the announcement of Mr. Johnson’s election to the 
presidency of the Southern division, those present arose as 
one and greeted him with a humorous song to the tune of 
“Mr. Gallagher and Mr. Shean,” as follows 

“Oh, Leo Johnson, 

From Tampa, Fla 

In the land where fruit and alligators grow 

He grew upon cocoanut milk, 

And his tongue is smooth as silk 
With the pasteboard and the dice he ain’t so slow, 
Oh, you Leo, 

You're pretty sleek. 
Did you hear about the sale he made last week? 
Why he shelved the whole lagoon, 
So the crocodiles could spoon 
If you keep ’em coming that way, 
You'll retire very soon.” 
Entertainment Features. 
Che features of entertainment were characterized by in 
terest and liberality. 

On Thursday evening, Messrs. Petetin and Baudean of 
New Orleans entertained the entire convention at an elab- 
orate dinner given at the famous old Sazerac restaurant 
on Royal street. Covers were laid for 176. At the con- 
clusion of the dinner over the coffee and cigars, Mr. Bau- 
dean delivered a brief address of welcome and called upon 
Roy Simpson of the Sanford Manufacturing Company, 


Chicago, to introduce the toastmaster. Mr. Simpson, equal 
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The Ault & Wiborg organization is 
composed of men experienced in 
the painstaking, scientific business 
of producing high grade typewriter 
ribbons and carbon papers,—prac- 
tical men who know how to select | 
materials to fit requirements,— | 
scientific men who know mate- | 
| 

| 

| 

| 

| 









rials and how to treat them by 
proven formulae, and skilled men 
who apply this expert knowledge, 
—experienced men who know how 
to conduct efficiently a modern 
manufacturing plant. 








AND 
METHODS 


| 
| 
Our research and experimenting 
laboratories—the manufacturing | 
and production plants—and our 
| 

| 










merchandising and sales depart- 
ments are all conducted and oper- 
ated according to the most modern 

and proven methods. 











GET 
RESULTS 


This combination of men and 
methods has gained for Ault & 
Wiborg ribbons and carbons a rep- 
utation for longer and more per- 
fect performance—for furnishing 
what you want when you want it 

—for their aid in actual selling. 
This is Ault & Wiborg superiority. 


C O%he AULT € 
IBORG Cont 


CINCINNATI; OHIO, U.S.A. 
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to the occasion, nominated “Bill” Hoag of the Browne 
Morse Company, Muskegon, who was enthusiastically and 





unanimously elected. Mr. Hoag is a wonderful toastmaster 


Th and introduced in rapid fire order the following gentlemen 
e who spoke briefly: Leo F. Johnson of Tampa, Fla.; Ivan 
Ailen, Atlanta, Ga.; J. B. Irving, Kansas City, Mo.; Charles 
L. Mitchell, Topeka; Frank L. Severance, Chicago, and 


Fletcher B. Gibbs, Chicago. 
én The dinner closed with a standing vote of thanks to 
Strength Beauty Utility Messrs. Petetin and Baudean, accompanied by three cheers 
and a tiger. 

The Third Annual Dinner. 

On Friday evening the third annual dinner of the 
division was served in the Patio Royal, an interior court- 
yard enclosed between four walls with the sky for a roof. 
Here the tables were artistically grouped on a stone flag 
pavement under lofty palm trees. Each table was deco 
rated with ferns and flowers. In the middle of the court 
was a fountain, while a jazz orchestra was placed in a 
darkened corner. The following were placed at the 
speakers’ table: The Toastmaster, Burt W. Henry, chair- 
man of the Stationers’ Association of New Orleans; Hon 
Percy Saint, judge of the civil district court in the parish 





of New Orleans; I. G. Kittredge, city attorney; Ivan Allen, 


retiring president; Leo F. Johnson, newly elected presi 


Carries every essential element dent; Charles L. Mitchell, Frank L. Severance and Fletcher 
of a $100 machine, 87 char- B. Gibbs, all of the National Association. At about the 
third course, when the guests were just beginning to get 

acters, back spacer, black and into the full realization of the wonderful things they had 
red ribbon, tabulator, weight in store for them, a storm-cloud burst and there was a wild 
11 pounds. scramble for shelter. The table decorations were ruined 
but the chairs were brought inside and the dinner was 

THE EXPERT in typewriting ma- converted into a dancing party. Those who wished to 
chines will recognize the following finish their dinner were served with the rest of the menu 
functions to be so unique and sim- in buffet fashion. The only thing that diminished the 
ple that he marvels to find them enjoyment of the occasion was the absence of the ladies 
in a machine, the size of the It was said that, barring an occasional slip on a spilled 
“ALLEN.” plate of salad, the dancers gave a creditable exhibition so 
far as men could alone, of the most advanced forms of 


ROTARY ESCAPEMENT—POSITIVE. 


modern dancing, including the Sheba shuffle and the Tut 


BACK SPACER—DIRECT AND POSI- strut 
TIVE — OPERATED BY EITHER eg : ee ; eet 
THUMB. For the foregoing information we are indebted to Get 
RIBBON REVERSE—BETTER THAN eS 7 
AN AUTOMATIC. On the same evening the ladies were entertained at a 
dinner at La Louisiane, one of the leading restaurants in 
tis On Thursday evening a large audience, including the 
THE $160 MACHINE. employees of local stationery houses, were entertained with 


RED AND BLACK RIBBON REVER- 
SER—COLOR POSITIVE. 


BALL BEARING CARRIAGE—SMOOTH 
AND NOISELESS. 


AS WELL AS MANY OTHER FEATURES. 


the following numbers: “The Green Cabinet,” a screen 
play, presented by H. P. Rockwell of the Yawman & Erbe 
Manufacturing Company, picturing the exciting and roman 
tic adventures of the hero, heroine and villain, and the 


success with which a stack of Yawman & Erbe stee 


THE “ALLEN” is reliable and sim- cabinets resisted a fire kindled by the villain 
ple so that the amateur can easily “Penny Wise and Idle Hours” was the title of a series 
repair it, it contains less than one 
fourth of the number of parts of Dennison Manufacturing Company, showing many ways 
the big machine, for this reason it in which Dennison products can be used for making devices 
’ 


will keep in good repair much of use and ornament : 
Che final number consisted of an illustrated lecture on 


of moving pictures presented by E. E. Williams of the 





longer. | 
the evolution of the pen by Col. E. A. Havers of the L. E. 
AGENTS invited to accept territory Waterman Company. 
for this sturdy $50 machine which 
sells easily to offices and homes. Some Convention Notes. 


Charlie Small, known to his intimates as “Uncle Charlie,” 
as well as to every boy and clerk and proprietor in the sta 


Allen Typewriter Mfg. Co. tionery business in the South, was presented with a beau- 


901 Hamilton St., Allentown, Pa tiful pair of cuff buttons by the dealers, clerks and travelers 
“? , . 
New York Office, 93 Nassau Street 


at one of the meetings. Charlie Small has covered the south 








for the Boorum & Pease Company for more than twenty- 
five years. F 
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nVICTOR 





“Best Seller 








Over 600 of the biggest and best Office 
Equipment Stores in the country are selling this Some Big Victor Users 
remarkable, standard adding machine for only os Pacific Ry. 
. mee os , ‘ A 7 icago, Burlington & 
$100. The Victor has everything in appear- Quincy Ry. 

°q* . h 1 .. 
ance, durability and operation that any other ee ae 
standard adding machine has—at a price with International Harvest- 

; - er Company 
which no one can compete. Fidelity & Casualty Co. 

. Standard Oil Co. 

The field for selling Victors in your city is Carnegie Steel Co. 

e* poe ‘ 7* 2 The Studebaker Corp. 
unlimited. The manufacturers will back you Postel Tecan. 
with the most complete cooperative plan ever W. W. Hodkinson Corp. 

ue ‘ ‘\ P . F. S. Kresge Co. 
offered in the adding machine business. 











WRITE TODAY 


This is a big, money making opportunity for the Office Equipment dealer. 
Just think of the retail stores, offices, industrial plants and banks who are in the 
market for an adding machine with every modern and standard feature for only 
$100. Write for complete information at once. TODAY! 


VICTOR ADDING MACHINE COMPANY 


Dept. A-587-319 North Albany Avenue, Chicago 
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STATIONERS! 
OFFICE EQUIPMENT MEN! 


Get Profitable Typewriter Orders 


FOR UNDERWOODS wWo:r 
The SHIPMAN-WARD Plan 


Our plan of handling installment typewriter 
business is making a tremendous hit every- 
M where with stationers, office appliance men, M 
OFe€ newspapers and typewriter dealers. ore 


Business ; vary live dealer wants to make more money, and B usiness 
Without 


here’s your opportunity— dealers everywhere are Without 
taking advantage of it. You do not even have to carry 
More stock—all you do is take advantage of the immense de- More 
m mand we have created through national advertising for , 
Capital Shipman-Ward Rebuilts. Under our plan you don’t Capital 


need a typewriter department, nor previous typewriter 
experience. The public knows them—the public de- 


mands them. 





Sit down now and 
write for full details 
of this famous deal- 
——— ee ers plan. 





Start making extra 
money at once. 


SHIPMAN-WARD MFG. CO. 


“igor Typewriter Emporium” "iy.(inderwood. 


A-177 Shipman Building 
Montrose and Ravenswood Aves. Chicago 
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An hour and a half of real New Orleans is what Petetin- 
Baudean, Inc., promised those attending the convention 
when they asked them to be their guests at dinner at the 
Sazerac restaurant and that was exactly what they deliv- 
ered. While Petetin-Baudean, Inc., are among the younger 
firms in the trade in New Orleans, they proved that they 
know how to entertain quite as well as the older fellows. 
To those guests from the North a peek into the real New 
Orleans was of peculiar interest. Bill Hoag, sales manager 
for Browne-Morse Company, who came all the way from 
Muskegon to be at the convention, proved to be a wonder- 
ful toastmaster. Some of those who attended the dinner 
said it was the best thing that any one concern ever gave 
in the stationery trade. 


Mr. Hoge Honored. 

Bill Hoge, who covered the south for nearly ten years 
for the Browne-Morse Company, Muskegon, Mich., and 
who left the territory about a year ago to become Mr. 
Morse’s assistant, was presented with a beautiful white gold 
watch at the dinner given by the Southeastern division of 
the National Association of Stationers and Manufacturers 
at New Orleans. The inscription from the dealers and trav- 
elers in Dixie means to Bill more than just words, because 
Bill comes from Tennessee himself, and the watch bears to 
him a message of the esteem and affection of the “home 
folks.” 


Nation-Wide Sales Drives for May and June 

May 7 to 12 inclusive, wedding and social stationery and 
engraving. 

June 25 to 30 inclusive, going away goods, picnic sets 
and all vacation goods. 

The simultaneous display of these goods by all dealers 
throughout the country will greatly stimulate sales. It is 
urged that all dealers dress their show windows with such 
goods and display them prominently in the stores. 

Manufacturers will provide window display helps. 


Nashville Stationers’ Club. 

This organization meets twice a month in the dining 
room of the Chamber of Commerce at Nashville, Tenn. 
The meetings are held at mid-day, when a luncheon is 
served and there is a general interchange of ideas and a dis- 
cussion of matters pertaining to the stationery trade and 
other subjects in which the members are interested. 

A series of educational talks is planned on the different 
items sold in the stationery stores and it is the desire of the 
membership that their salesmen be imbued with the three 
essential elements of the art perseverance, ability and en 
thusiasm 

Out of the stationers’ club there has been organized a 
Business Equipment Club, having as its members all those 
in Nashville who sell office specialties. This club meets 
once a month, when a special program is given, the speaker 
being some out of town salesman of some particular item 
in which all the members are interested, who gives a prac- 
tical talk and demonstration of his product. This plan is 


meeting with much success 


Rich Now Burroughs Agency Manager at Bangor. 

J. S. Rich has been appointed manager of the Burroughs 
agency at 27 State street, Bangor, Maine. He succeeds 
C. R. Reed, who is now agent at Parkersburg, W. Va. Mr. 
Rich had been formerly with the Grand Rapids agency of 


the Burroughs Adding Machine Company. 
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ARBON PAPERS 


and 


TYPEWRITER 
RIBBONS 





Experience in Manufacture 
Quality in Product 
Co-operation with Dealers 


THE 
BUCKEYE RIBBON & CARBON 
COMPANY 


Factory and Frecutive Offices 
CLEVELAND, OnIO 


Established 1896 
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JUST THINK! 


IN NEARLY EVERY 
SCHOOL, OFFICE AND 
HOME ONE OR MORE 
RULERS ARE USED— 


[F YOU ARE NOT CASH- 
ING IN ON THIS BUSI- 
NESS LET US SUBMIT 
SAMPLES, CATALOG, 
AND PRICES— 


neki ey 


Pin your letter head to this ad 
and mail to us— 





Rulers 
School and Commercial -—> einai 


Display Boxes 
For School Rulers 


Striped Wood File 


Boards 
Clip and Arch 


Card Index Boxes 

Letter Trays Ss 
Desk Files 

Ledger Arm Rests 
Meter Sticks 
Yardsticks 

Pencil Boxes 
Blotter Rulers 
Toys 


Bow & Arrow 
Cricket or Noisemaker 





UOGRGGUDAUADGLOCREGGGGGLERACAAGEUADIDCOUEAEAURAGOCRUASGRBER DORI CARS EceReneceRLecaceeaeanttl 





UGCREURGGEGORAAUAARGAAADARODADACAEREGUAOGRLELeGeaRuaNta 


CUTIE 


Since 1807 


UU UU cs 
\) 









TRUITT 















epee nanecesantineniitieninan UUOORSDALRDORGGUUGAAGUUGUUGERCAOLOLNOCERDUEERIGUIOODLDADUUEHANOORERODEONGGUGDEDODOGLUUAUROUGOOREU)DCOUURSIINONNLUDRNDDIOERIODIINNIT COTTE TT 








didi 


t4 
r4 
he! 


THD 


TIT 
did 


TIT 





AMERICAN MFG. CONCERN 
Falconer, MY. 


NEW YORK 200 FIFTH AVENUE 
CHICAGO 115 SOUTH DEARBORN ST. 
BOSTON 170 SUMMER ST. 
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Eye-Appeal of Carter’s Carbons Enhanced. 
The Carter’s Ink Company, Cambridge 41, Boston, Mass., 
has dressed its carbon papers with new labels, which add 
attractiveness to the dealer’s stock, and facilitate sales. A 
distinctive design has been embodied in the labels, which 


7 CARTE SN iy = 
| > Gey 


Professional 


at em 





NEW PACKAGES FOR CARTER CARBON PAPERS 


includes the “Carter’s Inx Products” trade mark, so is widely 
known to users of inks, adhesives, stamp pads, etc. Bright, 
snappy colors are used, each color combination typifying a 
separate brand. Continuity of design permits giving iden- 
tity to the line, enabling the customer to identify the brand 
desired. These new labels appear on “Professional,” 
“Fairie Queen,” “Autocrat,” etc. Each package is a lesson 
in carbon selling for the salesman handling it, as the label 
includes information which the clerk finds useful in giving 
service to customers. The consumer can see at a glance 
that the paper contained is suited to her needs 

New Counter Display Box for Velvet Pencils. 

A new Blue Band Velvet counter display box is offered 
to the trade by the American Lead Pencil Company of 
New York. It is said that the Blue Band Velvet pencils 


5 
5. 


- 
42: 


OY Ye eY 


TO abet d 9 68 Fi 4 








NEW DISPLAY BOX OF BLUE BAND VELVET PENCILS 


are among the most popular medium priced pencils on the 


market. 
The display contains six dozen pencils in the hexagonal 
and round shapes, so arranged as to spell the word “Velvet.” 


The display is novel and attractive and can be used fot 
both counter and window. 





Additions to Eagle Pencil Line. 
The Eagle Penci} Company, New York, N. Y., has 
brought out additions to its lines. Copying leads for pen- 
cils of the “Pointer” type are made in blue (No. 2518) 


and red (No. 2519)—packed one dozen in a tube. No. 33 
is a fountain pen with red ends. No. 954 is a combination 
of No. 21 fountain pen and No. 565 “Pointer” pencil, packed 


in a box. No. 955 is a combination of No. 20 fountain pen 
and No. 521 “Pointer” pencil. 
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This advertisement 
will appear in— 


Literary Digest 
American Magazine 
Collier’s 

| System 

Maclean’s Magazine 


No. 988] 

Ovai point 
“The pen with 
the velvet 
touch.” 


Send 15c 
for the 12 most 
were 





The Esterbrook Pen Manufacturing Co., Camden, N. J. 
Canadian Agents: The Brown Bros., Ltd., Toronto 


Always a FRESH 








sSterteouk 








‘*Blackballing’’ 
the dirty pen 


N our national advertising we are 
Every Stationer attempting a bigger thing than 
simply to advertise the sixty-five year 
old name “Esterbrook.” We are put- 
ting across an idea,—the idea that, in 
the club or lodge room, the office or the 
home, writing with a clean pen is a 
pleasure; writing with a dirty pen is a 


equipped with a con- 
venient and attractive 
Esterbrook display 
case is in a position to 
push his pen sales this 
year to a very profit- 


rs nuisance. 
able total. Striking 
window displays free [his idea is summed up in the slogan, 
on request. ‘Always a FRESH Esterbrook.” 


The Esterbrook Pen Manufacturing Co. 


80-100 Delaware Ave. Camden, N. J. 
Canadian Agents 
The Brown Bros., Limited Toronto, Canada 
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TERRA < 

LIGHT GREEN - 35+ 
REST GREEN 
eens mi 


~~ 


BEST 


DOW'S “RET ORRIN Sap 


a eee 
uae 


DIXON 


SSID IRONS BEPL GOLDEN PYEUIDY “se 


* 


A igs ARMA 6 oe 





‘Standing Up 
and Out’’ 


So we might describe 
the position of the 
Dixon “BEST” Col- 
ored Pencil line in the 
minds of the TRADE; 
and in the minds of 
users in the Arts and 
Industries of the 


World. 


Made in U.S. A. by 
JoOsEPH DIxON CRUCIBLE COMPANY 
JERSEY CITY, N. J. 
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New York Stationers Hold Monthly Meeting. 

The Stationers’ Association of New York held its regu 
lar monthly meeting on May 21 at the Drug and Chemical 
club, 100 William street. 
after which Miss Louise Cherry of S. S. Stafford, In 
an interesting talk on carbon paper. 

Special attention was called to the June open meeting 
which will take place on June 18. 


Routine business was transacted, 


, gave 


This will be the annual 


gala night and get-together meeting. 


Sealing Machine Concern Moves Office. 
J. F. Ryan & Company, who handle sealing machines and 
rooms, 


New 


sealing tapes for retail stores, offices and shipping 

have moved their office from 375 Lexington avenue, 

York, to 222 East Forty-second street, New York 
The Parsul and Ryco are the principal products sold by 








this company. 
Mexican Concern Adds Office Appliance Division 


to Their Business. 
Ismael F. Pereyra, Avenida Serdan 286, Guaymas, 


Son 
ora, Mexico, has added a special department to take care of 
a rapidly growing office appliance trade. This department 
is prepared to handle papers of all classes, typewriter rib- 
bons and stencils, inks, check other 


kindred items. 


protectors, clips and 























Fifteen Years Ago. 





Paragraphic Reviews of Outstanding Ar- 
ticles in Office Appliances for June, 1908. 


“Figuring the Salesman’s Time” was an analysis by Tim 
othy Stevens of the productive moments in the day of the 
typewriter salesman. 

H. C. Tuttle wrote of entering the loose leaf records on 
the typewriter, which has now come to be understood as 


a form of machine posting. 


“Diversion for Factory Employees” told how various 
manufacturing enterprises in the office machinery field en 
couraged outdoor sports, music, etc., as a means of helping 


the factory employees to keep fit. 


G. A. Netzhammer, of the Northwestern Furniture Com 


pany, Milwaukee, Wis, told about “Getting and Closing 
the Prospect.” He elucidated principles which govern the 
sale of office equipment to this day. 

“The Typewriter Salesman in England” was answer 
by an English salesman to an article in the May issue. He 
held that the viewpoint presented in May was probably that 
of an American salesman who did not have opportunity to 


post himself thoroughly. The Englishman made the 
that the American 


manufacturer had stood second in a selling contest 


point 
British organization of an typewriter 
beating 
three important divisions of the American staff 
The the F the 
Association of Stationers and 


National 


program of Boston convention of 


Manufacturers was printed 
The meeting was scheduled for July 20-28 
ro Shi 


R. L. Winans, then sales manager for the ( p 


ping & Receipt Book Company, discussed “The Market 
Value of an Idea.” 

The stock of Edward Kimpton, Inc., New York, was 
bought in May by a new concern, Kimpton, Harbottle & 
Haupt. The business was established in 1864 


ane 3. 3 


occupied its new store at 230-40 Brannon street. The 


Crocker Company, San Francisco, Calif., had 


pany was burned out during the great fire. 
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“The ideal typewriter — Bra 
for a Private Secretary” 


HE Private Secretary of For the steady day in and day 

the future will not be tied out pounding of office work, 
to a heavy, cumbersome office no typewriter in the world will 
typewriter. stand up better than Corona. 
Corona will do all her work, do There are many cases where 
it as fast and as neatly as any Coronas have been in use for 
big machine, and with far years without requiring a 
ereater convenience. single repair or adjustment. 


The New Corona, which you may see at Corona 
stores everywhere, has four new features which will 








appeal to stenographers—the automatic ribbon re- 
verse, the high speed line spacer and carriage return, Ln” 
. . . ° 4 
the extra wide (10-inch) carriage, and the standard In Your Office 
portable keyboard with right and left shift keys. Here are a few of the 


people who should be 
supplied with Coronas: 


Corona Private Secretaries 
Ribbons Executives 
File Clerks 
aoe aoe Salesmen 


Telephone Operators 








Store. sk for 7 a Bookkeepers 

irene aakeeen The Personal Writing Machine Buyers. 

you want best REG.U.S.PAT.OFF. Stock Clerks q 
— 7 ae Ae Built by 

model b sure 

that “For Cor. CORONA TYPEWRITER CO., Inc. 


: oe fhe bee 116 MAIN ST. GROTON, N. Y. 























OFFICE APPLIANCES 

















The 
Light-Running 
Quiet-Running 

Royal | ypewriter 


The improvements which it offers over all existing 
typewriters are, briefly, these: a speed as swift as thought 
itself; the most responsive, super-elastic key action ever 
devised; the sound of operation muffled down below 
the point of distraction. The results: entirely new 
standards of typing and typewriting proficiency. 
ROYAL TYPEWRITER COMPANY, Inc. 


364-366 Broadway, New York 
BRANCHES AND AGENCIES THE WORLD OVER 


UY, 


‘‘Compare the Work’’ 
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Digest of Foreign Press. 


The April number of Le Mercure Suisse is the special num- 
ber devoted to the Swiss Sample Fair, which was held at Basle, 
from April 14 to April 24 Swiss products of all kinds were 


arrangement 
doors having 


exhibited An 
of the booths 


large glass 


interesting feature of the physical 
was that they could be closed with 
panels The natural assumption is that these doors 
or front partitions were for use during hours when the exposi- 
tion was not open. At the show, Mr. Theo Muggli of Zurich ex- 
hibited for the first time a new calculating machine called the 
Demos, which is said to be built on a principle entirely new in 
calculating machine mechanism. The machine is an evidence 
of Swiss technical skill. The factory at which the machine is 
made is located at Granges in the canton of Soleure. 
* > . 

The Calendar and Its Reform” is an 

the origin and development of our modern 


historical treatment of 
calendar The 


Roman Calendar, the origin of which is attributed to Romulus, 
who reigned from 753 to 715 B. C., contained three hundred days 
divided into ten months. The successor of Romulus, Numa 
Pompilius (714-671 B. C.) added two other months Half a cen- 
tury before Christ, Julius Caesar (100-44 B. C.) inaugur: tog, ne 
Julian Calendar, still used in Russia, Greece and Turke his 


Gregorian Calenéas a 
inaugurated by A Gregory 


now fifteen days behind the 
Julian Calendar, 


calendar is 
reform of the 
XIII 


The celebrated astronomer, Camille Flammarion, was one of 


the first advocates of a new calendar, and proposed the adoption 
of the spring equinox as the beginning of the year. Two objects, 
which are included in practically every plan of reform, are: 
First, to devise a calendar which may be used universally and 


whicl 
second, 


way dependent upon religious dates as such; 
calendar in which any certain date will fall 
week every month 
> * * 

Humaran & Palacios of C: 


is not in any 


to devise a 
upon the same day of the 
Venezuela, 


The firm of Oliva, aracas, 


have favored us with a catalog published by their firm, which 
operates under the name of ‘‘La Casa America Some of the 
office equipment lines which the firm handles are Carter's inks, 
carbon paper, typewriter ribbons, typewriter paper, et 


* * > 


Expositions in which office equipment plays an important part 


come more frequently in France, apparently, than in the United 
States, judging by iRevue du Bureau for April and the other 
French office equipment publications which come to our desk 


La Revue mentions in its April number the sessions of the 
Paris Fair to be held at the Esplanade des Invalide from May 
10 to May 25 From April 1 to April 15, there was also held at 
Nancy, France, an office equipment exposition, which from all 
reports seems to have been a huge success La Revue reports 
the features made of the special session held during the two 
weeks of the show On Sunday April 15 at two o’clock prizes 
were distributed for the winners in the typewriter contest The 
prizes were divided according to average speed into three 
classes, embracing 30-40 words a minute, 40-50 words a minute 
and more than 50 words a minute. The first prize in the higher 
speed class was awarded to Mr. Rene Marx who used an Under- 
wood; second, to Mme. Keller who used a Contin; third, to 
Mm« Baum who used an Underwood In the 40-50 words a 
minute class, Miss Simone Gerome won first prize on a Japy; 
Miss Jeanne Valentin, the name of whose typewriter is omitted, 
won second prize; and Miss Marie Masson won third prize on 
a Contin. In the 30-40 word class, makes of typewriters are not 
mentioned The first, second and third prizes were won respec- 
tively by the Misses Madeline Stoll, Suzanne Lesperlette, and 
Lucienne Collenne The first, second and third prizes for ac- 
curacy were won respectively by Rene Marx, and the Misses 


Charlotte tomer and Therese Merlot. Contests were also held 


in the operation of bookkeeping machines, for commercial secre- 
taries, taking and transcribing dictation, stenography, commer- 
cial correspondence, and English. 


> ~ > 
(American Chamber of 
difficulties in the path of 


Commerce in 
trade be- 


Transatlantic Trade 
Berlin) editorialized on the 


tween the United States and Germany It showed the condi- 
tions prevailing, and made suggestions which will facilitate co- 
operation between buyer and seller 

* * * 

Henry Sanders wrote ‘‘Making the Calendar a Real Sales 
Help’’ for Sales Management (London). He analyzed the differ- 
ent kinds, and suggested typographic design and printing to 
produce the best results 

= t = 

Poland (American-Polish Chamber of Commerce and Indus- 
try in the Unitec d States, Inc.) reported the visit to Poland of a 
number of delegates to the Rome convention of the International 
Chamber of Commerce Close study was made by the visitors 
of the economic industrial and transportation situation in 
Poland 

* = * 


The South African Stationery Trades Journal printed a re- 
; I 


port of some evidence presented in the matter of the school 
supply department conducted by the provincial government 
This indicated that the department was being conducted at a 
loss, and that the merchandise offered was inferior to that 
sold through the usual trade channels 

* * * 


The Bulletin of the French-American Chamber of Commerce 


(New York) commented on the periodical rumor that St. Pierre 
might be transferred to a foreign power. The French minister 
of the colonies, M Albert Sarraut, gave assurance that that 
colony, nor any other colony, will never be separated from 
France The republic will continue these colonies under the 
French colors 
* . * 
The British Stationer published an export number which was 


well supported by the English manufacturers A survey of the 
export trade in that number showed that the restoration of 
normal volume is contingent on the political conditions in 


Eurepe and the chaotic condition of continental currency. “The 
Technical Education of Assistants’’ in the United States showed 
how our progressive dealers are employing vocational education 
to fit the young folk of business to be efficient and capable of 
carrying responsibility 
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When you find more cus- 
tomers than salespeople in 
your store--that is the time 
when you appreciate arti- 


cles that “‘sell themselves.” 


Carrying merchandise as 
sound and salable as Berk- 
shire Typewriter Papers 
is the surest way to bring 
about that enviable situ- 
ation. 


ire tof 


pers 


Eaton, Crane & Pike Co. 


Sponsors for Correctness 
in Correspondence 


225 Fifth Avenue, New York 
Pittsfield, Mass. 


BRANCHES: 


PHILADELPHIA, PA. 
1024 Filbert St. 


BOSTON, MASS. 
633 Washington St. 
CHICAGO, ILL. SAN FRANCISCO, 
363-371 West Erie St. 770 Mission St. 
TORONTO, CANADA 


CAL. 


SERVICE STATIONS: 


DENVER MINNEAPOLIS SEATTLE 
DALLAS KANSAS CITY LOS ANGELES 
ATLANTA CLEVELAND ' 














Copyright by Clinedinst Studio, Washington 


The President of 
the United States 
and his Cabinet 





Photo by courtesy of Derby Equipment Co., Washington, D. C., in whose handicraft shops 


was made the furniture of the room. 
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OFFICE FURNITURE 


SPECIAL SECTION for this month, covering 

office furniture and supplies, in which will be 
found some capital ideas, plans and suggestions con- 
tributed by dealers who have followed them in mak- 
ing office furniture a profitable department of their 
businesses. 


To which are added other features of interest, in- 
cluding the advertisements of nearly all of the lines 
upon which successful retail office furniture enter- 
prises are built. 


The Contributors 


B. C. Reid, President, Seattle Office Equip H. E. Bennett, Sales Manager, Barker Bros., 
ment Co., Seattle. Los Angeles. 
C. E. Schaffner, President, Franklin Offic: Bailey & Himes, Champaign, Illinois. 


Equipment Co., New York. ' - cae 
Michael Bard, Nixdorf & Bard, Lancaster, Pa. 


R. C. Rothery, President, Syracuse Office Fur 


niture Company, Svracuse. J. C. Becker, John C. Becker Company, Mil- 


waukee, Wis. 


C. W. Smith, M. G. West Co., San Francisco . ‘ aie Ke . 
Miss Florence E. McElwee, Twin City Print- 


E. S. Pierce, Pierce, Inc., Hartford, Conn. ing Co., Champaign, III. 

Herbert D. Field, Field-Parker Co., El Paso, Fred C. Colyer, Reed & King, Inc., South 
Tex. Bend, Indiana. 

Edward L. Little, Sales Manager, Wabash Cab Walter B. Rix, Pres., Barbee Wire & Iron 
inet Co., Wabash, Ind. Works, Lafayette, Ind. 

J. C. Getz, Department Manager, The Tuttle T. C. Holmes, Holmes of Mississippi, Jackson, 
Corp’n, South Bend. Miss. 

C. J. Nachtigal, Manager, Detroit Branch, H. E. Herr, Herr & Herr, South Bend, Ind. 


Globe-Wernicke Co. 

G. D. Louden, Geo. D. Louden -Printing Co 
Champaign, III. 

W. B. Baker, Secretary, National Ass’n of Chair L. H. Lobenstein, Isaac Upham Co., San Fran- 
Manufacturers. cisco, Cal. 


Chas. Zimmerli, Zimmerli Business Furniture 
Corp’n, Rochester, N. Y. 


A. B. Storey, Department Manager, Wilson 
Stationery & Printing Co., Houston, Tex. 
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T. Cc. HOLMES, 
Holmes of Mississippi, 
Jackson, Miss. 


R. C. ROTHERY 
Syracuse Office Furniture 
Company, Syracuse, N. Y 





CHARLES W. BAILEY, 
SHELBY B. HIMES AND 


Students Supply Company of 
Champaign, Ill 





Portraits of Some of the Contributors 


EDWARD L. LITTLE 


Cc. E. SCHAFFNER, 


Franklin Office Furniture to this pection Sales Manager, Wabash Cal 
Company, inet Company 
New York, N. Y Wabash, Ind 
Ottice Appliances is gratified to be able to present this section covering different phases of the sale of othce 
furniture and supplies. Fifteen vears ago this journal commenced a campaign to stimulate the interest of com 
mercial stationers in the possibilities: of office furniture as a part of their stocks. At that time the interest im 
ofice furniture among stationers was small—in the majority of cases, non-existent. Othce Appliances contended 
that the commercial stationery store should be the business man’s department store; that masmuch as th 


business man goes to the stationer for all the other supplies for his office, it is logical that the stationer should 
complete the circle and handle ofhce furniture too. The stationer is the first man to know the office needs of his 
customers and should be the final authority as well as the source of supply for all ofice requisite 


Encouraged by dealers in and manufacturers of ofice furniture this campaign has gone forward steadil 
with the increasing cooperation of the trade, until now the majority of dealers handle ofhce furmture or son 
items thereof as a recognized part of their stock. Many have gone into the matter extensively and have found 
profit thereby. 

H’e commend the ensuing erticles to the attention of the trade, and desire to express our cordial than 


to those who have contributed their idcas to the creation of this section. 


Some Abuses 1n Office Furniture Trade 


By a Widely Known Manufacturer of Filing Cabinets 

ERHAPS I can give you a general idea of one of the Chis has naturally caused a lot of hard feeling t ther 

most serious problems which in my opinion confronts is a little of the right on the part of the manutacturer as 

the manufacturer of filing cabinets and the filing well as considerable justice in the contention of the retailer 
cabinet dealer. My thought is this: Dealers all over the Filing cabinets are a difficult thing to sell in sor respect 
United States have been protesting for a good many years for the successful sale of them is a service propositio1 li 
because a number of manufacturers have established order properly to sell filing cabinets and the indexes, fold 
agencies in the large cities with large dealers who have ers and guides that go with them, the salesman ve 
spent many years and many thousands of dollars in work- knowledge of system work and the ability to give to tl 
ing up a good volume of business, only to have the manu- customer the proper service and advice 1 g al 
facturer come along later and open his own branches. installing the correct method. of indexing for handling his 
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J. C. GETZ, 


Department Manager, The 


Tuttle Corporation, 
South Bend, Ind. 


of the Contributors 


to this Section 


E. S. PIERCE, 
Pierce, Incorporated, 
Hartford, Conn 
H. D. FIELD, 

Field-Parker Company, oe ° ‘ 
El Paso, Tex. Portraits of Some 
records. Not five percent of the salesmen in the United 
States outside those in the branch houses of the manufac- 


take the time or to give the study 


a knowledge of indexing, or, as it 


turers are willing to 


necessary to acquiring 
used to be called, systematizing. I am going to give you 


a typical example 


I went into the store of one of our largest dealers not 
long ago and one of the salesmen came in with a broad 
smile on his face, shook hands with me and said: “Look 


at the nice order I have got,’ and he showed me an order 
for twenty-one four drawer letter files which he had just 
taken. I said, “That's fine, I’m proud of you,” and | 
looked the order over, and saw that he had got a pretty 


good price for it, but I said, “Bill, how about the supplies? 
Didn't get the 
“Why, I didn’t bother about the supplies.” 


and he said, 
“Well,” I said, 


answered, “| 


you order for the supplies?” 


going to them,’ and he don't 


presume 


“who is 
know | 


houses and that have salesmen that know something about 


get 
one of the companies that have branch 


supplies. I haven’t time to fuss about that part of it.” 
Well, I got out my pencil and figured it up for him and 
said, ‘Here you have taken an order for $840 worth of 
cabinets which is a very nice order, but if this battery of 
cabinets was properly indexed and the proper equipment 
of supplies were furnished, it would mean an additional 


order of $650,” and that 


for the cabinets and deliberately walked 


I continued, “you mean to tell m« 


you got the order 


away and left an order for $650 simply because you did 
not have the time nor the inclination to figure the proper 
method of indexing and the proper amount of supplies to 
be put into the cabinets which you sold,” but he continued 
to pass out the same old cry that ninety per cent of the 
dealers’ salesmen know so well how to voice, that he did 
not have the time nor the inclination to bother with the 


supply end of the business. 
It is a notable fact that in a city the size of St. Baus, we 


will say, a large dealer, well organized to handle*office 
furniture and filing equipment will do a maximum business 
$50,000 a year in filing cabinets and supplies, 
but a manufacturer into that town, establish a 
stock, put in his salesmen and inside of two years will be 
doing a business of from $150,000 to $200,000 a year. 
Now, there answer, as I can see it, and that 
is that the dealer is too short-sighted to see the volume 
of business that might be developed if he would organize 
on the same basis as the manufacturer organizes his sales 
force when the manufacturer himself goes into the business 
So I contend that instead of the dealer complaining 
because the undertakes to secure business 
direct from the user, he should mend his fences aud build 
up an organization so that he can get a volume of business 


of around 


will gO 


is only one 


direct. 
manufacturer 


Note The manufacturing company, of which the writer of 
the foregoing article is one of the heads, maintains no branches, 
but sells its through dealers. 


goods exclus ely 
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sufficient to warrant the manufacturer in keeping out and 
letting him alone. If a manufacturer can go in, put in a 
store, pay a manager, create a selling organization and 
invest the amount of money necessary for stock, and then 
sells a sufficient volume of business to pay a handsome 
profit—as they do—there is no reason in the world why 
the dealer cannot do the same thing, and there isn’t a manu- 
facturer of filing devices and supplies in the country who 
would not prefer to do business with the dealer direct 
rather than to carry the extra burden of a chain of stores 
in all the principal centers. The dealer could have the 
business if he would furnish sufficient volume so that the 
manufacturer would not have to go in and create it himself. 

In this connection there is another evil which I think 
exists, and for which the dealer is entirely responsible. 
This refers particularly to the supply end of the business. 
Mr. Dealer kicks and fusses because the manufacturer comes 
in and does business direct, and he thinks that the manu- 
facturer has no business to do that, but should leave the 
field open to the dealer—and yet there are certain paper 
jobbers around through the country. who have seen the 
nice business in record cards and folders that can be worked 
up, and inasmuch as they have the paper stock and their 
prime object is to move it, they have put in the necessary 


BOOTH TARKINGTON, FA- 
MOUS AUTHOR, AT HIS DESK 
IN HIS SUMMER HOME AT 
KENNYBUNKPORT, ME.—The 
International Newsreel, who took 
this picture says that this is 
where Mr. Tarkington goes to 
sleep for the summer. The ed- 
iter of Office Appliances, who is a 
Hoosier and has many times gone 
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machinery to manufacture cards and folders which they 
sell direct to the dealer at a much lower price than the 
manufacturers who are in the business of manufacturing 
supplies can meet, because we have to buy the paper from 
these same jobbers who are selling direct to the dealer. 
Notwithstanding this, there are very few dealers in the 
United States who do not encourage this practice by buying 
their cards and folders from With 
their right hand they pat the paper jobber on the back and 
tell him to go to it and that ‘ 
with the other hand they slap the manufacturer in the face 
There is an old 


the paper jobbers. 
‘we will buy from you” and 


when he comes in and tries to sell direct. 
saying, “Consistency, thou art a jewel,” and dealers who 
are following the practice I have described are not wearing 
many The manufacturer of 
supplies is just as much justified in going into a city and 


jewels. filing devices and 
putting in his own branch house as the dealer is in buying 
supplies from a paper jobber as described above: further- 
more, until the dealer awakens to the fact that he has got 
to produce a sufficient volume of business to warrant the 
manufacturer in keeping out of his market, he must resign 
himself to seeing the manufacturers operate on a 
branch house basis continue to break in and establish their 


who 


own branches. 


past Mr. Tarkington’s residence, 
is under the impression that he 
never sleeps, for no matter how 


late the hour there has always 


been a light in his study Mr. 
Tarkington is a busy business 
man. If he had never written 


anything except ‘‘Monsieur Beau- 
caire,’’ we would still acclaim him 
a great writer. 


The Employment of Salesmen 


By D. C. Reid, President, Seattle Office Equipment Company, 
Seattle, Wash. 


FTER many years’ experience in the office furniture 

field we have come to the definite conclusion that 

it is impracticable to take inexperienced men and at- 
tempt to educate them in this business. 


At first we considered the idea of taking a young man 
who has graduated from some university, and giving him 
a course in selling talks, making him acquainted with 
catalogs and price lists of the different lines we carry, then 
sending him into the field to sell at the end of three months. 
We developed several promising young men in this way, 
but the training was used by them as a stepping stone to 
something that offered them a greater remuneration. In 
several cases they remained with us for a year, and had 
just reached the point where they were becoming profit- 
able when, through our good word as to their energy and 
ability, other business men in other lines were led to be- 
lieve that they required their services and to offer them 
salaries greater than we could afford to pay. Conse- 
quently, the time spent in educating them was a loss. 


We prefer to take a young man of this type into the 


store, use him on the floor as a floor salesman and in 


general stock work; and at the same time educate him in 
the knowledge of the various lines of goods that we carry, 
and in addition, familiarize him with the lines of our com- 
petitors. We find that an inexperienced man 
least one year before he can qualify as a regular city sales- 
man. It must be admitted that employing men who re- 
main for a time and either leave through reasons of their 


needs at 


own or because they have not been a success for the house 
is a detriment. It not only injures the firm with whom 
they work, but is also an injury to the employee. 

We have decided 
henceforth, only salesmen who are entirely 
would rather pay the 


to employ, in so far as is possible 
familiar with 
the office furniture business. We 
higher price than to spend the time necessary for educating 
The experienced man 


and waiting for results. produces 


immediately, and is more familiar with business; knows that 
he must produce in order to draw his salary. The chances 
of errors and misunderstandings are to a very large extent 
removed. All that it is necessary to do in his case is to 
make him a little more familiar with the particu 


He is then equipped to go 


1 
i 


ir lines of 


the house and the price lists. 
forth into the field and get business. 
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An Office Suite for the Discriminating Executive 
Combining Rare Beauty and Individuality 
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No. 800 Office Suite 
COMPLETE Roll Top Desk, Flat Top Desk, Table Desk, Telephone Stand, 
Waste Basket, Costumer, Chairs, Wardrobe, Umbrella Stand and Directors Tables. 





COMBINATION of skilled designing and matching. Rare, 
choice figured crotch wood artistically laid and joined 
so as to bring out all of its excellent beauty. Sunken 

panels in solid wood in alllegs. All edges of tops show 

recessed panels cut out of solid wood. Fine mouldings 
requiring the highest skill of the cabinet maker. Finished in 
a rich shade of medium Brown Mahogany, and in Walnut, so 
as to retain and heighten the exquisite markings of the wood. 
Made in Mahogany with raised panels of the finest selected figured 
Crotch Mahogany and in American Walnut with raised panels of the 
choicest figured Walnut. Tops and Panels, five-ply laminated construction. 





A Suite to Enhance and Give Distinction to the Most Sumptuous Environment 
Four Other Complete, Matched Suites 


J. K. RISHEL FURNITURE CO. 
WILLIAMSPORT, PA. 
“A Thing of Beauty Is a Joy Forever” 
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DEALERS SERVICE 


Characteristic of Conrades special- 
ized methods, a special dealer service 
is conducted. 


Special equipment for courthouses, 
banks, lodges, schools, and other in- 
dividually designed work presents a 
new field of endeavor as yet untouched 
by the commercial stationer. 


You, with our service, can cash in 
on some of this extra business. If you 
will send us a complete description of 
the proposed project, sketches and es- 
timates will be figured and we will 
submit a complete report for your bid. 


The new Conrades catalog No. 022 
illustrates a few of our distinctive and 
original designs of this character as 
well as the regular office chair line. 
This catalog will show you the way to 
increased opportunities. Your busi- 
ness card will bring you catalog and 
other details immediately. 


CONRADES MFG. CO. 


Second and Tyler Streets 
ST. LOUIS, MO. 





Conrades 


Conrades No. 


No. 
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1505P 


CONRADES FACTS 


Facts are promising — but 
promises are not facts. And in 
the sale of merchandise sales re- 
sistance is most easily overcome 
by tacts—bed rock facts not 
promises. 





The furniture dealer then who 
handles an office chair line with 
selling facts has a decided advan- 
tage in competition. 


In every Conrades model the 
outstanding feature is comfort. 
Comfort is a fact, not a promise. 
It is apparent at first glance and 
is made certain by the acid test 
“sit in it.” The reputation and 
prestige of Conrades better-built 
chairs have been established by 
these comfort-giving qualities. 


That is one selling fact. There 
that are fea- 
Conrades 


are many others 
tured in the sale of 
Chairs. 
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VAURORAJLL. USA. 









of Service 







The Aurora trade-mark indicates quality 
steel filing equipment. Aurora standards are 
set solely with regard to convenience and econ- 
omy for the user; deliberate, rigid inspections 
provide that every step in manufacture shall 
fully comply with these standards. We make 
no attempt whatever at quantity production— 
our goal is the user’s personal satisfaction with 


\ 1 Steel Vertica Cabinets let 


ter, cap and invoice. | Beautiful our service. 

Dealers find the Aurora Line a profitable, 
reliable proposition. The user’s satisfaction 
makes good will for the dealer—and there’s a 
good margin of profit. We want a few more 
dealers to handle our line. Let us send you 





particulars. 


“It's a better file, if made by” 


Aurora Metat CasineT Works 


AURORA, ILLINOIS, U. S. A. 
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Introducing the 


ORNETTE 


NEW CONSTRUCTION 
OFFICE DESKS 


THEY LAST A LIFETIME 





DORNETTE NEW CON- : TARY : seen aihn fine 
STRUCTION FEATURES RELIMINARY announcement made last month of 
Semi-Flush pane! con- our new line, resulted in such a cordial reception 
struction, neat, attractive ‘ 

and durable. among the trade that we have advanced preparations 
New type drawer runner : . ° ‘ 

a ain cd bed with all possible speed and are now making first 


locked into the front and ‘ 
back legs, reducing fric- shipments. 
tion surface to a mini- 
mum—results in light, 
easy operation. 


Those dealers who have examined the first desks profess 


Flush Drawer fronts, pro- . mea . : ee a cee ee ane a 
tecting against dust and dirt. themselves highly pleased with the selling features. We 
Better quality materials, have utmost confidence that the line will surpass all 
resulting in closer fitting f Shi : 

joints and elimination of previous DORNETTE records for volume of sales dur- 
warping or swelling. . - 

Long process _ finishing, ing the coming season. We are ready to give you a thor- 
improves appearance and . vem c > . , ‘ 
prolongs period of service. ough, detailed demonstration, and we solicit your inquiry. 


MAKERS OF FINE OFFICE DESKS FOR OVER 40 YEARS 


THE J. DORNETTE & BRO. CO. 


Est. 1877 


Barnard St. and Harrison Ave. CINCINNATI, OHIO 
NEW YORK OFFICE MINNEAPOLIS OFFICE 
H. Herrmann Furn. Co., 368 Broome St. 


605 Lumber Exchange 











r 
June, 





2 
1923. 
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Macey Matched Suites offer 
enterprising dealers remark- 
able opportunities for profit. 








some Macey Advantages 


The dealer who is hooked up with Macey has the advantage 
of buying all his office furniture and filing supplies from a 
single source, with resulting savings in freight and book- 
keeping. Furthermore he knows that in Macey equipment 
he has quality which stands up well under severe usage. 


Macey Matched Office Suites in period styles justify exten- 
sive sales effort because of the volume of prospects— 
practically every office—and the volume of goods moved in 
a single sale. 


The matched suite lends an additional attraction to the 
office that harmonious design alone can give. The same 
general lines of design used in the desk are brought out in 
the chair, the bookcase, the file or whatever other furniture 
is used, producing an effect impossible to obtain when this 
equipment is procured from several sources. The cost is a 
very slight advance over the more commonplace. 


Matched suites and the freight and bookkeeping are only 

a few of the many advantages enjoyed by Macey dealers. 

There is the improved typewriter desk which is standardized 

by large corporations, the counter-height files with exclusive 

Macey features, a thoroughly complete array of supplies 

and everything else which goes toward the equipment of an 
" up-to-date office furniture department. 


Write for the latest Macey Catalog and Price List. 
The authorized Macey dealership in your town is a 
valuable asset. Complete information upon request. 


THE LINE 





Steel Files, Wood Files, Filing Supplies, Steel Safes, Office 
Desks, Matched Office Suites, Sectional Bookcases 





ii ae THE MACEY COMPANY, Grand Rapids, Mich. 


/ ‘ 1 I ‘ 
of meade priae. Made in Canada at Woodstock, Ont. European Office at London 
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The Masters Line of Office Chairs 


The Basis of - 
Confidence 








4455 2. = 
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LL 
HE dealer carries a line because of 
\ al / his confidence in its dependability, j 
d K salability and profitability. 
«4 
His confidence in The MASTERS’ / 
. LINE OF OFFICE CHAIRS, on these | L 


important points, is based on some- 
thing more than his own experience and 
skill in selecting merchandise. —" 


American Walnut, Solid 


No. 2020 
American Walnut, Solid 


——— = He has faith in the ideals and stand- acess, Fat o 
as ards of quality built up over a period of a a 
more than 106 years of successful chair 

making. 


These ideals and standards are such 
an inseparable part of our business and 
so directly responsible for its growth 
and leadership, that to lower them in 
any degree would inevitably spell com- 
mercial suicide. 

We cannot afford to have any chair 
in the MASTERS’ LINE be anything 
less than the best our organization is 
able to produce, in its price range and 
for its purpose. 


Neither can you afford, for the sake 
of any apparent price advantage, to be i 
\ content with anything less. \ 


| Yet, even on this policy, you need not \\| | | 
nl pay a premium for MASTERS’ LINE | Uh 
quality. Volume production, combined >2-g-7. 
" : with scientific, standardized manufac- iN=— . 
hk ry turing methods give you the benefit of S : r 
zs cost economies without quality sacri- & Ni : 
fice—an advantage that means larger f 

profits to you as well as increased con- u 

sumer good will. 
. I 


No. 2060 No, 2070 . 
American Walnut, Solid 


uma.ct The Taylor Chair Company 2%." 
Bedford Ohio 














C. E. Schaffner, President Franklin Office Furniture Com- 
pany, New York, N. Y. 


NCLUDED in the item of filing cabinet supplies art 
index cards of various rulings and rious sizes it 
particularly tl standard sizes to conform to the usual 
S cabinet dr ers, also guides of all descriptions an 
sizes to ontorn ith the standard sizes, except whet 
required for spe purposes, then to be of special size 
[his classification ncludes press board guides with ar d 


without metal tips. Included also in filing cabinet supplies 


are the standard fol various size and weig 


lain and vs type 


\fter the cabinet has been selected, taking for grantec¢ 
the salesman has taken into consideration that the select 
mae vy the customer tor the purpose [or which it is to be 
used is the correct one, it is then up to the salesman t 
take up the question of furnishing the proper supplies for 
I net and of seeing that they are furnished in ordet 
oO ( ire tl t abinet can be used to the full extent 
ot ts < city 

\ dealer can generally retain his customer for additio1 
furniture, provided that at the time he is selling the cabinets 

supplies or either one, satisfactory service 1s give! Be 
the order large or small, the service should be equal to the 
requirements of the sale In other words. the size of the 
order should not enter into the transaction so far as the 
service feature is concerned. Everything should be done 
with proper attention to the order and courtesy to the 
customer who should be made to feel that he can always 
be supplied with proper goods at proper values and re ( 


the right sort of services It is to the greatest advantag« 
the dealer to hay vell equipped supply department 
places him in osition to make prompt deliveries ( 
called upon and to be able to furnish the proper suppli 
it time he customer feels the greatest appreciati 
and gives the greatest consideration to that dealer who 
be prompt in responding to his wants 

tter of volume of sales in comparison to t 


rtments is not easy to determine, since 


sideration must be given to the size of the filing depart 
ment compared to that of the other departments, such as 
rf rniture, et hen, if a dealer gives more attentio1 
to tl e tu e than he does to the filing departm« nt 
f so must be ynsidered. The situation varies and 
the estimation of the writer, if the dealer carries a complet: 
line ot ing cabinets, the volume of business in filing st 

es s Id approximate about one-fifth 

l e oO rnover in a cabinet supply department 
shoul e at least eight to ten times a year or approx! 
matel fty to seventy-five per cent more than that of other 
departments; since there is a continual demand for filing 
Su] S ( arious descriptions, the dealer is placed in the 
best kind of a position to follow up his sales and to kee] 

continual touch with his customers 


R. C. Rothery, President Syracuse Office Furniture Com- 
pany, Syracuse, N. Y. 

E CONSIDER that 

of indexes, cards, folders and various types of sp 


‘ ' 


expand 


filing cabinet supplies consis 


ng envelopes and the different types of 


inet is selected by customer, w¢ have 


\fter a filing ca 


intends to put 


lis time ascertained the use to which he 
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n Gene? 


ling program for him to use 
btain the greatest amount of effi- 


ciency with the least possible effort and time. It has been 


our custo! stall the indexes, folders, etc., in the 
drawers of the cabinet before it is delivered to the cus- 
tomer and if we don’t think he has assimilated the plan 
which we outline for hi we go directly into the customer’s 
offce and assist hu starting the system, and we also 
have the a tag mparting the knowledge to the 
clerk or clerks o will use the equipment and this has 
many times assisted in making larger sales, sometimes of 


sometimes of other articles 


more ling equipment and 


lecessary tor an OMmce 
that if a customer would buy 


in preference to a competitor, 


his suppl S trom one dealet 


there must be me reason for it. This reason we find in 
personality etter service and better materials, and in 
many cases the customer appreciates dealing with a clerk 


whom he finds well versed in the particular line in which 
the customer is intereste: \We are known in our locality 
here as strictly commercial stationers and office 


equipm«¢ nt peo] le We di not gO into the fancy stationery 
‘ustomers, who are the busy busi- 


s 
< 


less men ive discovered that they can step 
into our place and be promptly and efficiently served and 
If, on the other 


hand the customer should go into one of the other stores 


get out in a ery short space oO! time. 


he might have to wait around fifteen or twenty minutes 
vhile the clerks were trying to assist some woman in 
picking out a five cent postcard, thereby holding up the 
business man an unreasonable length of time. 


tages of keeping a well equipped supply depart- 


nent could be described volumes, but the best answer 
Il can give for this is speed and service. If your cus- 
tomer knows can step in and be taken care of at once 


and not have some one say “we are just out of this but 


can get it from the factory for you in a few days,” he 
than he is other stores. 


is more aj oO patronize you 


Che volume of filing cabinet supply sales, we find, fluctu- 


ates materially and the writer has never made a comparison 


in this line We do know, however, that a salesman who 
sells a filing device of any description is in a position to 
almost doubi s sales if he will work and get the supply 
usiness that goes with the file 


different localities. 


me concerns who are doing business on a small capital 


The rate of turnover will vary in 


will of necessity have to turn over their stock many more 


times than the concern which is financially able to put in 


You ask, hi if at all, a filing 


ng up sales and keeping in touch 


supply department gives 


opportunity ro! follow! 


with custome1 regard this as one of the most important 
questions yo ive asked. The public who buy our equip- 


ment and sup es in most cases transfer either in January 
or July and if a recor kept of what they have purchased 
from year to year and the salesman is on his job, he has 
every opportunity in the world to supply the customer with 
} 


his transter equipment and in many cases to increase the 
ire also several types of expand- 
the 


interest his customer in his type of 


original installatio1 here 
ing indexes on the market and if salesman has been 
fortunate enough t 


expanding index he has a wonderful opportunity for follow 
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up and for keeping the index extended to the full require- 
ments of his customer. 

I may conclude by saying that filing cabinet supplies 
constitute one of the most profitable parts of our business, 
as the sale of goods is continuous year after year. 


C. W. Smith, M. G. West Company, San Francisco, Calif. 
UR line of filing equipment supplies consists of the 
complete assortment of different stock items for both 
vertical and card filing. We also supply special 
ruled, printed and tabbed cards to order. 

The sale of supplies should be a transaction handled by 
salesmen concurrently with the sale of the other filing 
equipment, especially if the sale is in any way a system 
installation. The salesman should be able to sell additional 
filing cabinets when following up the prospective customer 
for orders for additional supplies. In the majority of cases 
the salesman has the advantage of a close up view of the 
interior of the drawers and can sell the additional filing 
equipment that might apparently be required, or make 
suggestions regarding changes. 

The advantage of having a well equipped and well manned 
filing supplies department is the same as that of any other 
department on a paying basis. Supplies sales should equal 
or exceed the sale of file equipment, and turn-over should 
be approximately three to four times a year. 


E. S. Pierce of Pierce Incorporated, Hartford, Conn. 
UR filing cabinet supply line includes everything by 
way of indexes, folders and cards, both stock and 
special. After a filing cabinet is selected by the cus- 
tomer, we make it a point to discuss the nature of the rec- 
ords to be housed therein and also its relative importance to 
other records. 

The subject of supplies is generally introduced in the 
course of conversation about filing cabinets. When the 
prospective customer requests a four drawer letter file we 
invariably ask whether it is to be used for general corre- 
spondence, invoices, or some special record. 

The salesmen then has a chance to give some thought to 
the indexing while the actual discussion is going on per- 





taining to the filing cabinet and after the selection has been 
made the question of filing supplies is immediately intro- 
duced either with a direct question to the customer regard- 
ing what he desires in this line or by suggesting that we 
have found a certain plan very successful in handling a 
record of this particular character. 

We have in our display several different systems in actual 
use which we use as a means of suggested selling. These 
are in the sample files and invariably it is but a step to in- 
troduce the filing supply question. 

If the sale has been completed properly we can retain this 
customer for additional equipment and supplies without dif- 
ficulty because we will have rendered a service to that cus- 
tomer and convinced him that it is to his interest to make 
additional purchases from us. We do not find, however, that 
this binds a customer in all cases as we have found that it 
is desirable to be sure that the filing cabinet has been thor- 
oughly sold to the customer, as well as the supplies. 

The advantage of having a well equipped supply depart- 
ment is evident in that it provides a steady flow of repeat 
business and oftentimes produces an attractive account in 
other lines. Frequently a customer well served on a small 
supply order will favor us with his business in other lines. 
A well equipped supply department is most essential if you 
are to do a satisfactory business in this line as service is 
paramount. 

Judging by our experience our supply sales are about 
eighteen per cent of our total sales and compare very 
favorably with filing cabinet sales of approximately thirty- 
three and one-third per cent. 

Our filing supplies turn four times a year without diffi- 
culty. 

The filing supply department gives an excellent oppor- 
tunity for following up sales and keeping in touch with 
customers in that it provides a very definite means for 
checking a customer’s supply requirements. At the time a 
sale is made it is easy to ascertain the length of time the 
record is current and when transfer is made it is very easy 
to sell the new supplies. A salesman who is on the job 
keeps a record on his sales report of just when the customer 
should require additional supplies and usually this means 
additional filing cabinets in one form or another 


HELE EELE 


LINCOLN'’S FAVORITE CHAIR.—This chair was used by 
Abraham Lincoln in his law office at Springfield, Ill. He sat 
in this chair while writing his first inaugural address and form- 


ing his first cabinet. It is now 


on exhibition at Washington, 


D. C.—International Newsreel photo. 
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March 23, 1923. 


The Shaw-Walker Company, 
Muskegon, Michigan. 


Gentlemen: 


What merchandise does the retailer like to handle 
best? The answer is easy. He prefers products, that after 
being once sold, will STAY sold. Wot only that; he wants 
repeat orders, and products that are nationally advertised. 


That ie why we are enthusiastic over Shaw-Walker 
products. The quality is unquestionably of the highest. 
Satisfaction is assured, and the public is acquainted with 
the line. We need only say “Built Like a Skyscraper” and 
we have the customer's interest. 


Our customers are 811 Shaw-Welker boosters be- 
cause they know they have the best in the line of filing 
equipment; no worry about sticking drawers, or drawers 
failing to work on the slides. 


We want you to know that we appreciate the 
service you give us in getting our shipments through on 
time, or in many cases, two or three days sooner than the 


time we specify to our customers. Dealers like this 
genuine co-operation. 


We also value your promptness in advising us of 
the progressive changes in the methods of filing, indexing, 
and protecting commercial records. 


Yes sir! We are proud to be Shaw-Walker dealers. 


Very truly yours, 
Bruno Zoeckler. 


OTE the strong emphasis Mr. Zoeckler places on the 

‘“‘quality”’ that builds business for Shaw-Walker dealers 
—‘‘the real service’’ and ‘‘Built Like a Skyscraper’’ advertis- 
ing. Our dealers know that we are pulling with them and 
for them. Join the group of progressive dealers and grow 
with Shaw-Walker. 


We want new dealers in cities where we are not aggressively 
represented. Write today. 
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DESKS 


464 
o 
-for every office use- 
XN 
FOUR GRADES--ONE STANDARD 
A grade for every requirement and a price for every check book 
is a big advantage to you. It means the maximum of sales 
from your prospective customers. 
465 - ‘ : ee 
There are over one hundred styles of Imperial desks. A high 
grade of massive construction for the bank or executive offices,a 
450 | 
495 | | 


second grade equally high grade but not quite as heavy, then 
an inexpensive quartered oak and imitation mahogany lin« 
known as the 400 series and illustrated on this page, lastly a 
plain oak line of up-to-date design at a remarkably low price. 
Each of these grades will make sales for you—will make money 
for you—and will build a repeat order business for you. 


Imperial desks, regardless of grade or price are made to one 
standard of manufacturing and construction. The same features 
of staunch construction that are built into the highest grade 
likewise go into the lowest grade. 


When you deliver an Imperial desk you are supplying a reliable 
desk. You are sure that it will render the service that is ex 
pected of it. Your customers will come back for more. 


Turn to our catalog and latest price list. Pick out a few repré 
sentative samples from the various grades. See for yourself 
how quickly they sell. 


IF YOU HAVE NOT A COPY OF OUR CATALOG 
21-J AND LATEST PRICE LIST WRITE FOR THEM. 


Through Na- 
tional Advertis- 
ing your custo- A IGA EO 
mers know this % — 
Trade Mark. It ; " 
stands for reli- 
ible construction, 
modern design 
and full value. 


ae a 








/mpertal Desk Company 


Evansville - Indiana 
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MASTER 


MEILINK wopet 


THE 3-HOUR SAFE 


Underwriters’ Standard Test Three 
hours and five minutes before 
interior temperature reached 300° F. 


THE 
NEW 














NEW 
SELLING 
FEATURES 


INCREASED STRUCTURAL STRENGTH 
AND THIEF RESISTANCE 


There is no basic change in the principles of Con- 
struction or Insulation that enable us to build our 
enviable record of never having had a loss in a 


MEILINK MASTER MODEL SAFE. 


MEILINK SAFES in the past always have had 
GREAT STRUCTURAL STRENGTH and THIEF 
RESISBANCE, and in these new models, additional 
STRENGTH and THIEF RESISTANCE has been 
added.. A bétter and deeper locking flange is now 
used in the.doors, which fold back flush with the side 
wall of the safe. The lock and bolt mechanism is 
improved by the use of a steel case lock and. the 
mounting of the draw bolts in oil filled tube. 





GREATER 
SERVICE 
QUALITIES 


This Is THE ULTIMATE SAFE 


These features and this Underwriters’ Test, coupled 
with the large margin of SAFETY always built into a 
MEILINK, warrants this title. 


SAFE DEALERS AND AGENTS, if you are now 
selling 4-hour Safes, 2-hour Safes, Old Style Heavy Iron 
Safes, or Cabinet-type Safes, reduce your selling ex- 
pense and merchandise investment. 


The Meilink Master Model—THE ULTIMATE 
SAFE—embodies all of the selling features of these 
several lines. 


Write for our Exclusive Agency plan. 


THE MEILINK STEEL SAFE CO. 


TOLEDO, OHIO, U.S. A. 
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Conditions in the Southwest 


Being a Brief Outline of a Letter to Office Appliances Re- 
ceived from Herbert D. Field of the Field-Parker 
Company, El Paso, Somewhat Too Late for 
a Full Treatment in This Issue. 


S THE office furniture section of the present issue 

of Office Appliances was being made up, there came 

a somewhat belated letter from Mr. Field, who has 
for a long time been a careful student of practical condi- 
tions in the office equipment business. 

Mr. Field registers the opinion that there is an inclina- 
tion in communities such as that in which he lives for 
stationers to overshoot the mark slightly in their office 
furniture stocks. In other words, they hold before their 
minds certain ideals which are excellent in themselves but 
which do not in average communities always work out as a 
good commercial proposition. Mr. Field believes that 
stationers have a tendency to carry stocks which are some- 
what over the grades which the community can absorb 
that many of the complaints of poor business among 
furniture departments can be traced to this source. He 
urges that in selecting stocks the stationer should be influ- 
enced by the surrounding conditions of the community in 
which he lives. Goods of the very highest class are always 
desirable, but are not always salable and their possession 
involves tying up for a considerable period sometimes a 
sum of money which could better be used for other pur- 
poses. Such goods turn slowly and one of the principles 
of good merchandising is so to invest one’s money that it 
will turn the maximum number of times. Mr. Field states 
that he has had occasion in the last few years to examine 
the records of many concerns in the stationery field and 
has come to the conclusion that many stationers would 
make more money if they carried twenty-five per cent less 
stock, particularly in the office furniture division. He 
points out another disadvantage in attempting to move a 
disproportionate amount of high quality merchandise and 
that is, the longer such goods are kept in stock the less 
desirable they are on account of becoming shop-worn and 
because of the expense involved in keeping such goods in 
first-class condition at all times. 

Mr. Field states that many merchants admit that they 
would be better off if they cut their stocks from twenty- 
five to forty per cent, but they seldom correct the error, 
fearing that they may lose a sale if they do not carry 


everything that is called for and overlooking the fact that 
their turnover is so low that they would be better off if 
they did lose some of the sales they make. The meat of 
Mr. Field’s suggestion is that the dealers have gone a little 
too fast in attempting to achieve an ideal, that in short they 
would be better off, particularly those dealers in small 
communities, if they would have planted their feet firmly 
upon actual conditions found only when they can sell with 
reasonable frequency, and letting the business double step 
by step on a solid basis, growing from moderate classes and 
qualities of goods to the best, along with the growth of 
the community in industrial power and opulence. In this 
way the dealer will keep himself in step with the times and 
will be in a better position to encounter those periods of 
inactivity which come to all communities from time to 
time. 

When the percentage of extra quality merchandise car- 
ried is out of proportion to the sales the burden of possi- 
ble profit falls back on the staple lines and at the end of 
the year when all totals are in and proper charge has been 
made for space occupied, window displays, damaged goods, 
repair department, etc., the profits will be found to be small, 
This, Mr. Field be- 


lieves, could be largely eliminated by a more conservative 


or sometimes eliminated altogether. 


attitude, reduction of expense by the employment of less 
costly salesmen and filling a demand rather than attempt 
to create one, basing the volume of stock carried on the 
natural demand of the community. This would decrease 
the inventory and create a much more active turnover, les- 
sening the amount of damage, and enabling the furniture 
department to stand a better chance of showing a profit. 


Note: In the opening paragraphs of his letter, Mr. Field 
presents an outline of the conditions in the Southwest. The 
industries in that section involve copper mining, general 
mining, cattle and sheep raising, trade with Mexico and, 
during the last two years, all of this business has been at a 
practical standstill. The result is that buyers are con- 
fronted with a difficult situation and are obliged to econ- 
omize on the outgo when there is so very little coming in. 





INTERIOR OF THE CHAMBER OF DEPUTIES, MEXICO, 


D. F. 





Striking example of excellence and beauty of furniture 


design.—International Newsreel photo. 
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Boosting summer sales 


with the seven-point Schwab 
selling plan—making the hot months 


of the year show a “peak” in the sales curve 
instead of a “valley.” That’s what Schwab 
will help you to accomplish: to get business 
at a time when it is supposedly “ungettable.” 


Because Schwab gives you—the exclusive 
Schwab dealer in your city—definite sales 
cooperation. Schwab helps you sell; assists 
you to create business, open up prospects, 
pave the way, and shows you how, from the 
experience gained by over fifty years in the 
game, to secure better results and to make a 
satisfactory profit. 


Isn’t that the kind of a proposition you 
want to tie up to? Don’t you want to keep 
your sales going on right thru the summer? 


Write for this business-building 
book, “‘The Schwab Way to Suc- 
cessful Safe Sales.” It gives you 
story, getting right 
» brass tacks, and showing 







seven Schwab sell- 
really help you sell 
le dealers in open 
1is book will be sent 


The Schwab Safe Company 


La Fayette, Indiana 
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The New Library of the University of Louvain is 
being equipped with“ Hine Patent” Steel Shelving 


This beautiful building, America’s 
gift to Belgium, is thoroly modern 
in every respect. The architects, aft- 
er careful investigation, decided upon 
“Hine Patent” Steel Shelving as the 
best library shelf equipment avail- 
able. 


Just recently this equipment has 
been adopted for the new libraries of 
the Bar Association of New York, 
Universities of Colorado, Minnesota 
and Montana, and the Colorado Su- 
preme Court. 


An Opportunity for Live Dealers 


New libraries are being built con- 
stantly and the shelving require- 
ments are big. If you are in a posi- 
tion to keep in touch with the new 
libraries and with the older ones as 
they are remodeled or added to, you 


We are ready 


new installations. Ask for 


THE HINE DESK & FIXTURE CO. 


30 S. Portland St. 
BROOKLYN, N. Y. 


Four Factories—No Delay 


507 S. Dearborn St., CHICAGO, ILL. 


will find the opportunity offered by 
this high grade line of unusual at- 
traction. 
These Special Features Sell It. 
1—“Hine Patent” Steel Library Book 
Shelves afford the greatest protection 
to books. 
2—The shelves lock securely in place and 
yet are adjusted easier than any other. 
3—The most sanitary steel book shelving 
ever built. 


+—Unequalled for its neat appearance. 
Other Hine Specialties 


The scope of our activities has 
been enlarged to include the furnish- 
ing of public and high school libraries 
completely (in wood): Charging Desks 

—Card Catalog Cases— Magazine and 
Newspaper Racks—Wood Shelving 
Tables, Book Trucks, Chairs, etc. 


to assist you with plans and estimates for 


more detailed information. 


1640 California St. 
DENVER, COLO. 


6 Monadnock Bidg., SAN FRANCISCO, CAL. 
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Filing Supplies 


By Edward L. Lit S Van 
Wabash 
HERE are many indications that the dealer generally 
is giving more serious thought to the va'ue of filing 
supplies than ever before. The importance of this item 


yy committees of the Commercial Furni 
National 
all 


is being pointed out | 
Association of Stationers and 


the 


ture Division of the 


Manufacturers and manufacturers are oftering 


dealers a great deal in the way of helps designed to create 
still greater sales. 
The dealer who has not given careful consideration to 


increasing his sales of filing supplies would be astonished 


to know the success that some are now enjoying. There 


are a great many dealers who still think of a sale of filing 


supplies as being a small item, whereas it is quite common 


1 
make a 


with many of the dealers today to sale of filing 
equipment and have the supplies amount to a great deal 
more in money than the cabinet in which they are to bs 
placed. 


It is also interesting to know that a very small percentage 


of the files that are in actual use today are properly indexed. 


It naturally follows that when a dealer secures an order 


PLIANCI 121 * 


Me 


A Manutacturer’s View 


ager, The Wabash Cabin 


Indiana 


the first is a realization on the part of the salesman that 
the proper supplies are absolutely essential and that he 
must have sufficient knowledge of his line to make the 
proper recommendations; secondly, that he must possess 


Too many 
orders for filing supplies are taken by salesmen who never 


the ability to gain access to the filing room. 
see the file that they are to index and it is a physical impos- 
sibility to properly equip a file unless the salesman knows 
the result that 

A little 
dealer that selling 


de sired. 


18 
thought along this line should convince the 
filing supplies has a value other than the 
profit on the sale itself for, if the proper equipment is sold, 
for the salesman to have access to the inter- 
ior of his client’s office and it naturally follows that he 
be 


customer. A fi 


it is necessary 
placed in position to observe other needs of 
that has installed 
requires constant attention if the highest point of efficiency 
to be 


only an opportunity bu 


will thus 


his ling system been 


is maintained, consequently, the salesman has not 
t it is his duty to make an examina- 
at reasonable intervals and to make sug- 


Services of 


tion of the file 


he additional supplies needed. 





for a cabinet he not only has a prospect for supplies but, gestions as to the 
on the other hand, a very great per cent of the files already this kind are not only allowed by the user but are wel- 
in use are prospects for additional supplies for the very comed 
reason that these cabinets are not sufficiently equipped to The salesman who has access to the files of his customer 
make their contents easily accessible is on a very different plane from the one who can only 
There is one thought that should be borne in mind by reach the outer window of the information clerk; and if 
every distributor of filing supplies and that is that the filing supplies had no value other than to provide a means 
most profitable business along this line must be created— whereby he could gain admission to the inner office of 
that is to say, it is necessary for the salesman to show the his client, it would be well worth while; but it does not 
user of this equipment that through the application of stop there—it produces sales of ONE OF THE MOST 
proper supplies a paper or card becomes more easily located PROFITABLE ITEMS IN THE OFFICE EQUIP- 
and more accurately and rapidly filed MENT LINE and is worthy of consideration by every 
Two things are necessary to accomplish this result distributor of office equipment whether he be large or small. 
* e ° 7 a | . 
High Lights in Furniture Selling 
< 
From a Conversation with J. C. Getz, Manager, Ofice Furni 
ture Departme The Tuttle Corporation, 
S h Bend, Indiana 
HERE appears to be a growing appreciation of steel cally indestructible from use; reduced fire risk. The 
furniture, particularly for new installations. This several manufacturers of steel furniture bring out other 


applies to filing cabinets more than to the rest of it, 
for the wood desk and chair in our experience still hold 
the lead. However, steel chairs for special purposes and 
small desks, such as some of the well-known lines of steno 
graphers’ desks of steel, hold a warm place in the estimation 
of the trade. Old customers who have already a full 


equipment of wooden files prefer the wood when adding to 


their equipment, since it matches with what they have and 

is what they are accustomed to. But we find that the 

greater number of new installations are of steel 
Economy 


The familiar arguments for steel furniture are: 
of floor i 


terior 


greater filing space in proportion to ex- 
durability—the 


space; 


dimensions; steel cabinet is practi- 


points, some of to individual lines and are 
constructive features not necessarily inherent in steel itself. 
To the argument that steel is proof against the 


ravages of 


which apply 
my mind, 
and mice, while perfectly valid, is self- 
well-constructed cabinet of 
hardwood, is a tough problem for a rodent. 
In this latitude there are no insect pests that destroy wood, 
f temperature and humidity do not warp 
wood nor soften the glue with which the 
that a good wood cabinet or desk 
years. 


rats 


evident, and furthermore, a 
| 


well finished 


and conditions 


well seasoned 


joints are fastened, so 


service for many 


In developing the business from day to day, we emploev 
four door-to-door canvass. Other 


should give 


salesmen: who make a 
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leads come from customers who call at the store, from 
newspapers, records of building permits, from janitors of 
office buildings, real estate men, etc. 

For keeping records of prospective customers we use 
in the store a form on yellow stock 5% by 8% inches and 
printed as follows: 

A PROSPECT CUSTOMER. 
Fill in this form. It means a sale, a satisfactory 
customer and real service. 


os hs cs has enmebhiee 0S eee 
a ee Phone Number........... 
ea ar eas 


(Get all the names of parties interested.) 
a res We ern 


THE TUTTLE CORPORATION. 
South Bend, Indiana. 

A small form, 3 by 5 inches, is provided for the outside 
salesmen and used for making notes of people on whom 
they call. In this form spaces are provided for “name of 
firm,” “address,” “buyer,” “characteristic,” “buys from,” 
“complains of,” and “interested in.” We tried the small 
form in the store, but it did not work. The clerks didn’t 
fill it out; so we made up the larger form on a stock of 
brilliant color. They can’t miss it, and the plan works 
well. 


June, 1923. 


The large forms when filled out are kept in the Work 
Organizer until they are disposed of, either by orders 
from the prospect of are dead because the sale can’t be 
made. The small form filled out by the salesman is filed 
under a date, and brought up from time to time until 
finally disposed of one way or another. 

In our publicity work we use newspaper advertising, 
direct mail advertising, calendars, etc. In June of each 
year, we send out 5,000 large calendars from July of the 
present, to July of the succeeding year. Each sheet is 
different, and coming when the annual calendar flood is 
over, we find that they are very effective. A surprising 
number are kept and used daily. Our mailing list con- 
tains the names of over 5,000 concerns and individuals 
and something goes out every month over a radius or .125 
miles. 

In figuring on an installation, we make drawings and in- 
dicate the position of the different articles if this is desired. 
Where possible we work with the architect, who some- 
times makes drawings of the different pieces from the 
photographs or other illustrations we submit. When the 
installation is made, we follow up the service and make 
sure that the files are working properly. In many in- 
stallations we provide a monthly service of inspection and 
suggestion. This brings in many repeat orders. 

In our present quarters, we are cramped for room and 
for window display space, but the company plans the 
erection of a new building on the main street which will 
provide ample accomodations for ali departments. 


Building A Sales Organization 


By C. J. Nachtigal, Manager, Detroit Branch of The Globe- 


Wernicke Company, Cincinnati. 


HE most essential thing to build into an organization 

is loyalty, and this can be maintained and kept by 

good treatment and pay. As to sending salesmen to 
the factory for training, I do not believe in this in the case 
of a new man. The way we operate here is, we attempt 
to get a clean cut young man who has been successful in 
selling merchandise other than office furniture. Then we 
proceed to turn him loose on the sales floor with the floor 
man for about one week, so he can get his bearing and get 
acquainted with the organization. In the meantime we are 
supplying him with data and complete catalogues, so he 
can familiarize himself with the catalogues, also the floor 
samples. Then we give him additional information regard- 
ing ourselves and our method of operating, and in about 
teri days’ time we hand him a questionnaire, which is an 
accumulation of questions we have asked in our semi- 
monthly sales meetings (and up to this time we have ac- 
cumulated possibly 150 questions that the customer would 
be likely to ask upon entering the store), which we have 
the salesman answer, thereby giving the management an 
opportunity to find out what points in the merchandise and 
selling methods each particular salesman does not com- 
pletely comprehend. 

This questionnaire is to be answered by the new man 
by the use of his catalogues, but he is honor bound not to 
ask other salesmen in the house how to answer the ques- 
tions. This gives me an idea of what he has been able to 
absorb on the floor in ten days and the number of ques- 
tions he has correctly answered which permits me to judge 
his ability and initiative as a salesman in our line of work. 

Usually we try to keep a new man on the floor from 
three to four weeks before sending him out on any direct 


calls and then we let him operate one-half day, morning 
preferably, with each salesman we have, to get his bearings 
as to how to make an approach in the office and how to 
look for prospects; the other one-half day is put in in the 
store checking up data accumulated in the morning, thereby 
becoming more familiar with the lines, and usually we find 
in about thirty days this man is sufficiently well equipped 
with knowledge and information to be allotted a territory. 

We maintain that education and personality are two es- 
sentials in constructive selling, and when I say construc- 
tive selling I mean that the larger office furniture houses 
today are going on the idea of creating a demand for better 
offices through intelligent office training, rather than by 
soliciting orders from office to office. They attempt to 
get their prospect in a frame of mind in which he realizes 
that he has good things at home; therefore, should have 
equally good things in his office. We have called this 
the “Grouped Idea” of selling, which works along these 
lines; we have photographed groups of furniture ranging 
from one small office outfit, such as desk, rotary and side 
chair, costumer and lamp to retail at about $75.00, to a 
complete executive outfit that would retail for $1,500; then 
the salesman using his good judgment as to approximately 
what a man would want to spend for an office proceeds to 
interest the customer in some outfit costing whatever the 
prospect would be likely to invest, be it $200, $300 or $500. 
He does not talk individual pieces. 

In my estimation, I think to keep a salesman successful 
in selling the better quality of merchandise and in larger 
quantities, it is essential for him to know about the manu- 
facture and use of office furniture, so that when he finally 
gets his order he has left more with the customer than 
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CLEMCO Quality in Period Designs 





“Clemco” I—172W 


Mahogany and American Walnut 


The demand for harmony in design in the better grades of office 
furniture has led us to produce CLEMCO products in period styles. 
The desk shown in the illustration is from the “CLEMCO FIRST” 
style which forms a suite of impressive appearance, dignified and of 
eenerous proportions. Other designs include Corinthian, Colonial, 
Hepplewhite, etc. 

CLEMCO Desks are used in offices which realize the value of 
harmony and quality. Often that realization comes thru the selling 
efforts of the dealer. Needless to say the dealer who gets that idea 
over is well rewarded. 

The new CLEMCO catalog is off the press. We will 
send you a copy promptly on receipt of your inquiry. 


AN, 
LIE MICO 
IDIE GSES 


THE CLEMETSEN 
RICAG O URA 


THE CLEMETSEN COMPANY 


Manufacturers of the famous ‘‘2-in-1’’? CLEMCO 
3401-61 West Division Street CHICAGO, ILLINOIS 




















124 OFFICE APPLIANCES 









/mperital 


The Medium Priced Line of High Quality 


Vertical File Folders 


ARE YOU PAYING TOO MUCH FOR THEM? 
CAN YOU MEET ALL TYPES OF COMPETITION SUCCESSFULLY? 


HIGHEST 
QUALITY 


LOWEST 
PRICES 


DOUBLE YOUR SALES 
WRITE FOR SAMPLES AND SPECIAL PROPOSITION TODAY 


Imperial Methods Co. 


Forest Park Illinois 


E. L. SIRUS E. P. GOLD E. V. BOGART J. W. MESSIMORE 
New York Los Angeles Atlanta Chicago 

















June, 1923. OFFICE APPLIANCES 125 





t 
Before the Stenographer Sits Down, 
| One Third Of Her Work Is Done! 


That's how simple the Byron Typewriter Cabinet sales talk is. Imagine the time 
the stenographer can save by being able to pick up any kind and size of sheet, 
envelope and form without a moment's hesitation. Think of the relief to her 
employer to have her carry out his orders instantly, without the usual scramble 
and fuss and slamming of drawers. The Byron Typewriter Cabinet with its 
thirty time-saving features makes it easy for a stenographer todo her work in 
one-third less time. 


A Sale Means a Complete Installation 


Sell one Byron Typewriter Cabinet to an employer and a complete install- 














ation is bound to follow. He will never go back to the old-fashioned 

typewriter desk.” That’s the experience of Byron dealers. His office Byron 
will run more smoothly and produce more work with less friction ond’ Deep 
when Byron Typewriter Cabinets are used. And there are good yet 


the best values on 
the market and hare 


profits in the Byron line for you. Write today for literature, ymany, distinctive new 
prices and dealer proposition. BYRON DESK COMPANY, ay alla 


ture on request. 
Incorporated, Woodland Ave., Louisville, Ky. 
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Every Office Buyer Is a 
for Quigley-Secoy Tables 


HE office table is becoming more and more the work bench of the busi- 
ness executive. How often do you see business men using their desks 
merely to organize and store their papers, while the actual work is done 

on the adjoining table! It is quite natural—for the table is not only lighter and 
roomier, but it is easier to confer over. It is easier to keep clear of papers. It 
gives more comfortable leg-space. 


Since business men are coming to realize the value of a real work bench in their offices, busi- 
ness table sales are increasing. Naturally these business men want tables of the same high 
quality as their other office furniture. They want tables that they can take a pride in as 
they do in their desks and files. The Quigley Furniture Company are taking the lead in 
merchandising the table as the business man’s work bench. They are advertising nationally 
to your best customers, selling the idea of greater convenience, breaking down sales resis- 
tance, developing “leads” and paving the way for bigger sales through office equipment 
dealers. 


Over 600,000 Business Men 
Will See These Advertisements 
in SYSTEM 


SysTEeM, the Magazine of Business, will carry the Quigley-Secoy advertising campaign to well 
over 600,000 business men (actual known readers of System). Practically every one of 
these 600,000 business men is a potential buyer of one office table. 


These readers of SysTEM are mostly executives—presidents, general managers, treasurers, and 
purchasing agents—men who have most buying power and who are most keenly interested 
in better business equipment. They look to System each month for ideas to incorporate in 
their business. 

Perhaps you will better realize the extent to which Quigley-Secoy advertising is covering 
your best customers when we tell you that there are only 504,017 individuals in business 
who receive salaries of $5,000 and up and could be logically expected to exert the most buy- 
ing influence in the selection of office equipment. 

So, when you see Quigley-Secoy advertising in System, you will know that a very large per- 
centage of the best customers in your locality are seeing it also. 


Don’t Miss This Opportunity 


Here is a real opportunity to educate the business men of America to the service 
that an auxiliary table in their office can give. It is an opportunity for dealers 
everywhere to co-operate with the manufacturer in making the most out of his far- 
reaching sales drive. 

To you, as an individual dealer, it means an opportunity to make more office fur- 
niture sales. Write at once for the full details on this campaign and for the 
Quigley-Secoy plan of co-operating with dealers to make the most of this sell- 
ing opportunity. 

A letter today will bring complete information on the plan—Write us! 


QUIGLEY FURNITURE COMPANY 
WHITESBORO NEW YORK 
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Systematize 


THE STOCK IN YOUR WAREROOM 


WABASH dealer can go to his wareroom and place his 
hands right on the folder he wants without hunting and 
pawing through a jumble of stock in heavy cases. 

For Wabash folders are shipped in durable, double 
walled cartons, containing ten boxes of 100 folders 
each. This means that an order of folders can be held in their original 
cartons in a wareroom until they are needed on the floor. They can be 
kept by themselves—all in one place. Handling is reduced to a minimum. 
The entire stock is systematized, time is saved and the folders along 
with their attractive individual boxes are kept in good condition. 

Supreme Supplies possess many such _ features —each one 
designed to make the line more profitable to the dealer and to reflect 
the unexcelled quality of Wabash products. Our line of folders 
embraces a style, size, weight, color and cut for every filing need. 

If you want a fuller understanding of the profit possibilities which 
Supreme Supplies bring about — of the many advantages that 
these supplies offer over ordinary stocks, write us for a special pres- 
entation we have just prepared. Progressive dealers to whom we have 
sent this have found it intensely interesting. We are sure that you will 
too. 





THE WABASH CABINET COMPANY 
Desk 6, Dept. B, Wabash, Ind. 
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just the mere pieces ot wood and metal, known as desks 
and files: he has left something that can be termed at 
mosphere, or an idea, or appreciation, or any other term 
you might select to identify this phrase, and in so doing 
he has made a booster for his products, which is essential 
in building a real, active clientele. 

That the salesman may become imbued with ideas which 
make for efficiency, the next point is the method by which 
he is managed. So far I have endeavored to be guided by 
the fact that the Golden Rule is necessary to the success of 
any institution. In imagination I put myself in the place 
of a salesman and picture what I would like to earn and 
allowing what our business can afford to pay. Salesmen’s 
remuneration is arranged on a quota basis, with extra 
commissions for business brought in over a certain amount 
Hence if a salesman through his own efforts and knowledge 
increases his sales he immediately increases his earnings, 
He has a stipulated guarantee of $40 to $50 as basic pay, 
and as he adds to his knowledge and expands the number 
of his accounts, his basic pay increases on an average of 
once every three months. This system makes it difficult 


for a salesman to ask for more money, as the amount he 


receives depends directly upon his own ability as a producer. 
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\Ve feel that this is the best method of getting absolute 
co-operation 

The next point is the co-operation of the house with the 
alesmen. The writer has found that a majority of office 
furniture producers have no system for co-operating with 
complaints on deliveries when 
and rash promises unfulfilled are bad for 
any salesman who polishes door knobs all day long, be- 
To be successful the outside 
salesman must have his mind clear and free for the develop- 
ment of outside sales. Another thing is the lack of co- 
operation by the manufacturer with the dealers who sell 
his product. Too few of the traveling salesmen know 
enough about the goods they sell to give the dealer any 
real information on the merchandising possibilities of the 
not much more than the price and 
This is deplorable, for the dealer de- 
pends on the factory representatives when they arrive to 


salesmen in caring for 


promised, etc 


cause they are discouraging. 


lines; they can give 


catalogue number 


post him on ways of selling the goods and the represen- 
tatives are too seldom able to give any real educational 
information. 

There is a big future in this field for the progressive 
type of salesman 











~. 





INTERIOR OF DIRECTORS’ ROOM OF THE FIRST NATIONAL BANK IN ST. LOUIS.—Here we observe the octagonal 


directors’ table which is a wide departure from the usual design 


meeting. Clerks and stenographers use the small table in the 


Directors do not have to turn in their chairs to see any one at 


center.—Cut by courtesy of the Bankers’ Bulletin, Chicago. 


Suggestion to Manutacturers 


Developed from a Conversation with George D. Louden, The 


George D. Louden Printing Company, Champaign, I[Il. 


make 


There is considerable annoy 


HE manufacturer of office furniture should 
prompter shipments. 
ance on the score of delays. If a customer has to 

come into the store three or four times for the same item, 

he is lost, though the fault be none of the dealer's. It is 
bad psychology and unfortunately, the dealer is blamed 


for the failure of the manufacturer to make delivery. 


We have little fault to find with the way in which office 


furniture is packed. Damage usually results from rough 


handling. The manufacturer could pack so well that he 


would have no profit, which, of course, is impossible. 


The sale of supplies helps greatly in increasing trade. 
While we have been handling a line of office furniture only 
a few months, we find that it works in with our other 
We have been in the office supplies business two 
years and have added to it from time to time. Originally, 
In common with many others, 
we need more room for development. 

Our experience in this field has been very encouraging. 
There is much ground to be covered and many good pros- 
We mail out the advertising 
of manufacturers with our monthly statements and other 
letters, 


trade. 


we did printing exclusively. 


pects for the sale of the lines. 
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Economy of Up-to-date Furniture 


By William B. Baker, Secretary-Treasurer, National Associa- 
tion of Chair Manufacturers. 


prized relics is a very handsome inlaid chair. The press 

despatches do not state whether the chair was used by 
the Egyptian ruler as an office chair or not, but its state of 
preservation is worth noting and assigning it to a place in 
a museum. In visiting various offices one is impressed with 
the fact that many articles of office furniture have been in 
use for so long that they are entitled to be given a pension 
for the rest of the days they hang together. 


|: OPENING up the tomb of Tut-Ankh-Amen one of the 


Some months ago I was taken through a department of 
the Post Office in one of our larger cities where several 
hundred clerks worked at desks. The desks were about 
ready to fall apart and the chairs were so antiquated that 
any one attempting to use a chair could not do an efficient 
bit of work at the desk because the chair had long since 
acquired a tilt that the human body could not overcome. 
The observation there made prompted a keener attention 
to the custom of corporations and office managers generally 
in seating employees at desks where work was supposed 
to be performed with the greatest speed and accuracy. It 
is remarkable how many executives will prime their work- 
ing force with systems of various kinds and fail utterly to 
provide equipment which will enable the employee to 
properly carry out the system. 

It is not necessary to go into all of the engineering cal- 
culations on the point of fatigue and the position of the 
arm in relation to the body at different hours throughout 
the days’ work, but it is obvious that some degree of care 
should be given to the desk or table and chair together 
with the light and ventilation accorded the surroundings 
in which employees are obliged to work. 

The average individual starting out to buy office furniture 
has little regard for the essentials of such furniture, other 
than the eye value and the cost. It is up to the salesmen 
in stores where office furniture is sold to the public to so 
inform themselves regarding the merits of the office furni- 
ture they handle that they will build up in the minds of 
the buying public a higher regard for those articles which 
in small offices are but rarely purchased. There are the 
features of construction involving the most careful selec- 
tion of woods. In the case of the chair the parts must be 
so carefully assembled that the chair will give every satis- 
faction and will hold together despite the racking experi- 
ence to which it will be subjected throughout its existence. 
Tilting back in office chairs is one of the best traits of the 
average individual. When one considers the very limited 
opportunity there is in a chair for reinforcing its members, 
together with the fact that all surfaces of each part are 
exposed, should not the craftsmanship that has perfected 
the chair command the respect to which it is entitled? 

Constant improvements are being made in attachments 
whereby revolving chairs are subject to adjustments which 
render greater comfort and correct posture of the body and 
insure the highest efficiency by reducing the fatigue. 

There is a very decided movement among business men 
both in the professions and in industries to have their 
office equipment reflect to a greater degree than ever before 
the ideas which the executive has regarding his own work 


and the atmosphere in which he spends the major portion 
of his time when he is awake. Frequently the morale of 
an institution has been elevated to a higher degree of 
efficiency by the officers in charge having their offices re- 
vamped and made more attractive, reflecting the successful 
progress attained by the concern. 

My observation is that a man going into a store to buy 
office furniture is shown the stock on the floor by the 
salesman, is given the prices of the various articles and 
a limited talk regarding the character of the pieces dis- 
played. What is needed in every establishment where 
commercial furniture is offered to the public is a line of 
service which the salesman is enabled to give after securing 
from the prospective buyer essential information. Such 
information should develop the kind of office where the 
furniture is to be used, the size of the office, the lighting 
arrangements and any other data which will enable the 
salesman to visualize how the furniture will be used and 
what will best meet the needs of the customer. Usually 
the buying public have a very vague idea as to what office 
equipment should cost them and in most cases they figure 
far too low. If they were continually in the market for 
such articles their ideas would be strictly up to date. But 
they are not, and therefore they have to be sold on the 
utility and service of the commercial furniture they require. 
Intelligent suggestions prompted by the line of questions 
mentioned will usually find the customers receptive and the 
cost becomes a secondary rather than a prime considera- 
tion. The public, and in fact most of the distributors little 
appreciate the amount of research work which is being 
continually developed by the manufacturers of commercial 
furniture in order that the best woods may be used and 
through the proper treatment the most satisfactory season- 
ing and finishing processes employed. Everyone cannot 
employ an interior decorator to make a layout for a hand- 
somely furnished office, but everyone can study the means 
by which any office can be made to give the greatest serv- 
ice and through presenting the proper appearance create an 
impression which is just as essential as a salesman on the 
road having a neat appearance, to the credit of the firm he 
represents. 

A number of years ago I worked for a man who had 
gone through bankruptcy and started a line of manufactur- 
ing on a shoestring. He told me that the first thing he 
did after taking possession of the factory building he ac- 
quired, was to get credit for carpet for the office, some 
excellent furniture and had the woodwork painted white. 
He stated that immediately salesmen in calling upon him 
booked his orders and, in sending in such orders to their 
houses, indicated that he was entitled to credit because he 
had such a good working office. In those days that prop- 
osition got by. Today we do not look upon such a four- 
flushing method as being good business, but there is no 
reason why a man who can afford to have attractive ap- 
pointments in his own home should not have equally as 
good appointments in his office where he actually spends 
more time each week than he does in his home, outside of 


sleeping. 
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Canton Quality Products 


A Complete Line of Modern 
Steel Filing Equipment 

















The dealer who can prove the 
quality of his merchandise has a 
force of enthusiasm that, properly 
directed, will carry him successfully 
through his campaign and make him 
a leader in his territory. You can 
prove Canton Quality—let us prove 
it to you. We'll show you how we 
build, and the success other dealers 
have experienced. 


Write us at Canton, 
Ohio, U. S. A. for 


complete information. 





“Canton Art Metal Co. 
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Comfort and Service 
For the Well Appointed Office 


No. 12033 








These illustrations represent types of B. L. Marble chairs 
used by the Guaranty Trust Company, New York, an 
organization which realizes that quality is cheaper than 
price and that a chair which provides comfort for the user in- 
creases the efficiency of the organization. 


In every B. L. Marble chair is distinctive artistry, quiet ele- 
gance and positive individuality. They have beauty in design 
and in finish which has a strong appeal for the man who knows 
chairs. Careful examination reveals sound, solid wood which is 
beautifully fashioned into big, roomy chairs unequalled for com- 
fort and service. 


CHARACTER COMFORT QUALITY 


THE B. L. MARBLE CHAIR COMPANY 
BEDFORD, OHIO 





' 
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WESTERN 


ER eBay 
FOR SERVICE 
-E-S-K- 


D 


Western Furniture Co. 


Blair Avenue and Palm Street 


ST. LOUIS 


No. 1560 R 


Large and well equipped furniture 
service departments are exceedingly im- 
pressive sales arguments. But they are 
as costly as they are serviceable. The 
furniture line which requires a mini- 
mum amount of service and meets with 
the least sales resistance is always in 
demand. 





No. 1555 T. W. 


Made sturdily, correctly and econom- 
ically of good materials, Western Desks 
ineet every requirement. Low initial 
investment, minimum sales resistance 
and negligible service costs have identi- 
fied the Western “built for service” line 
as a real sales developer. 


No. 1760 P. T.W. 


We believe there is an oppor- 
tunity here for you, and we 
will gladly outline our sales 
plan. Our catalog will also 
be sent you promptly. 





No. 1720 T.S. No. 1732 T. W.S. 


WESTERN FURNITURE COMPANY 


Blair Avenue at Palm Street St. Louis, Mo. 
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A Good Line 
To Tie To 








The Steelcase line of filing equipment 
is growing in popular favor—its unusual 
merit is being appreciated by discrimi- 
nating buyers more and more. And 
because of this, a growing number of 
dealers are learning that Steelcase mer- 
chandise represents a good line to tie to. 


STEELCASE 
No. 105 Letter Files 


Steelcase letter files represent the 
most highly developed type of steel 
business equipment available today. 
Filing Cabinets It is the standard for steel—the ace 
of the industry. 

















Sectional 
Counter Height _ Steelcase letter files have a net fil- 
ing capacity of over 100 inches; each 
Safes drawer is fitted with full progressive 
“B” Label Model roller suspension; each single piece 
Commercial Model is worthy of the finest office. 
No matter what line you are now 
Steel Desks handling, it is to your interest to learn 
All Sizes and the profit and prestige possibilities of 
Patterns the Steelcase line of four drawer letter 
Victor files, safes, desks, waste baskets, etc. 
A letter to us today will bring you 
oo > on Smart all of the facts promptly. Write us 
Rubber Cushion now. 
Corners 


—_—_ Metal Office Furniture Co. 


Request Detailed - ‘ * 
Information Grand Rapids, Michigan A Complete Sectional Line 


To Meet Every Growing Need 
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—found where business succeeds 
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LITE” 
Typewriter Siand 


(Adjustable to the natural position of any pair of handy) 


The Adjustable Table Company 


50 Mt. Vernon Street GRAND}RAPIDS, MICH. 
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EALERS everywhere report the Van Dorn 

All-Purpose Storage Case one of their big- 
gest sellers. Its many uses and low price make 
sales opportunities unlimited. 


Handsome and dignified in finish and proportior 
it is particularly useful in the office for storing 
stationery and supplies, or adapted as an office 
wardrobe or bookcase. 

Many have been put into service as a storage case in stock 
room, tool or die room. 

Several dealers have sold these cases to housewives for the 
storage of linens, etc. 


If you have been overlooking the profits to be made with 
the Van Dorn storage case send in an order, specifying 
RUSH. In stock ready for immediate delivery, shipped 
knocked-down or set-up as desired. 





SIZE— 36 '2"° wide, 76° high, 242" deep 





THE VAN DORN IRON WORKS COMPANY 


Mastercraftsmanship-in- Steel 
CLEVELAND 
New York Chicago Philadelphia Washington Pittsburg 





FILES, SAFES, DESKS, LOCKERS, SHELVING 





“CA Profit Maker! 














Handsome 
The appearance of any office 
is greatly improved with this 
handsome piece of equipment. 
The deep hat shelf and wide 
coat rod will easily hold the 
coats and hats of six persons. 


Capacious 
Shelves are adjustable at 1 in. 
intervals to accommodate all 
shaped packages. The case 
soon pays for itself in prevent- 
ing waste in office supplies. 
Note it is also deeper than the 
usual cabinet. 


This sturdily built cabinet can 


be depended upon for long use 

and hard service. Underheavy 

loadsshelvesholdtrueandfirm : 
' 
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Leading the Prospect to the Sale 


By T. C. Holmes of Holmes o 


LR most valuable tips for new business come from 

our customers. However, we try to read the news 

columns closely and thus keep track of changes, 
new organizations, fires and improvements. If we see any 
item of interest in the territory of one of our salesmen, we 
at once write the prospect and a carbon copy of the letter 
is sent te the salesman, so that he is fully informed of the 
proposition and the action which has been taken. After 
the salesmen calls, he makes out his report on a card which 
is then filed ahead from time to time in the tickler and 
upon it is recorded special letters or any advertising matter 
that is sent. We should judge that from bona fide pros- 
pects, twenty-five per cent result in sales. 

[he character of the prospect, nature of his business, etc., 
in a measure determine the amount of literature that is 
sent and the frequency of its dispatch. If the prospect is 
a w organization and is apt to be buying without delay, 
we would follow up about every three days, while if it is 
a matter of the sale of a piece of equipment or furniture 
that is not urgently needed, we follow up about every ten 
days for about a month and then probably file the card 
ahead for ninety days, when the prospect will be circular 
ized again with intensity. We try not to kill any record 
ntil we are certain that the prospect has bought or that 
there is no opportunity of making a sale. 

\nother source of leads comes from our direct advertis 
ing matter. We have tried several different styles and 
at present are using large mailing cards four by nine inches 
and expect to continue sending these out at intervals of 
about ten days. Each card describes and prices one item 
only, our theory being that a person’s attention can be 
better focussed on one thing at a time and the thought 
of it will remain with him longer than it would if we tried 
to illustrate a great many articles. The mailing list is 
kept on Addressograph plates and in every territory these 
are kept under different headings so that if we desire, for 
instance, to get out some advertising matter that would be 
peculiarly adapted to banks, we would simply take out all 
the bank plates; or if wholesale houses and jobbers would 
Ye interested, we would include their names. Usually, 
however, we circularize the entire list and only use special 
ists occasionally, probably to send out literature that some 
manufacturer may furnish. 

The method of advertising and the subject of a good 

iling list are of real importance to every dealer. This 
equipment can be made to yield good results if properly 
handled, and if the dealer will stick to it faithfully and 
long enough. Sending out advertising in a sporadic man- 
ner will always be wasting money. The problem of ad 
vertising is one which should be taken to a good adver 
tising man and his suggestions faithfully followed. 

No particular part of our stock is emphasized. Some 
veeks we will feature files and filing supplies in our show 


indows. The next week it may be desks and tables. The 


time that special emphasis is given 1s on seasonable 


i Mississippi, Jackson, Miss 


soods \round the first of the year, of course, we push 
transfer cases, folders, new guides and new filing cabinets. 
In our section, the fall of the year is always considered 
the opening of the busy season and we always attempt to 
emphasize the needs of good office equipment and we al- 
ways try to get our customers to brighten up by buying 
some new furniture, but we have never found any special 
advantage in making a drive on any particular item except 
for a short time. After all, it is volume and turn over that 
the dealer wants and he has to be prepared to take care 
of any requirements that may come up. 

By means of advertising in newspapers and by circular- 
izing show windows and the proper display of goods, the 
dealer gets general publicity and creates good will, but 
after all the mainstay of satisfactory volume is good out- 
side salesmen, and certainly the wide awake dealer will have 
a sales force large enough to see that his interests are well 
represented. In my opinion, the dealer who waits for trade 
to come to him will have to overcome a handicap in 
achieving success, and the one who is progressive enough 
to go after trade will be the one who will get it. 

While all of these methods have to be employed and 
some can use them to better advantage than others, it is 
my belief that the greatest asset a firm can have is the 
reputation of giving real service, and real service cannot be 
given unless the dealer carries such a stock as will meet 
the requirements of the trade, and has a trained organiza- 
tion, which can be of real assistance to his customers in 
making different installations. 

\lmost anybody can buy an article for a certain price 
and sell it for another, but it takes education and training 
and a knowledge as to whether or not the proper article 
is being furnished to meet the special requirements of the 
customer. In order to be in a position to render an honest 
service to the customer, to give him that which he needs 
ind to keep him from buying that which he does not need, 
the dealer has to make sufficient profit on his transactions 
to maintain a trained and efficient organization, but unfor- 
tunately, there are some dealers who lose sight of that 
particular object and are content to make a sale at any 
kind of a price that is necessary, without seeming to care 
whether the customer has been given the proper equipment 
or not. 

Until the dealers generally begin to study the cost of 
doing business and come to know what their overhead 
is, and to realize that a reasonable profit has to be had on 
each transaction, there is not much hope of putting the 
office furniture line on such a high plane as will demand 
for it the respect and confidence that it should have from 
the public. 

Most of the large successes in our business have been 
builded upon service and quality and not upon ruinous 
price cutting and certainly a great many dealers in this 
business can emulate that example to their own benefit as 
well as to that of the industry in general. 














138 OFFICE APPLIANCES June, 1923. 


Indiana Stationer on Office Furniture 


From an Interview with H. E. Herr of Herr & Herr, South Bend, Ind. 


F LATE I have observed,” said Mr. Herr, “a 
certain shortage in desks and slow deliveries in 
chairs, depending on the number and styles. Steel 
file deliveries, however, seem to be normal. 

“In conducting our office furniture business,” continued 
Mr. Herr, “we employ a practical office man to make draw- 
ings of office arrangements where necessary. This man 
knows how office work should go through in order to be ac- 
complished with the greatest efficiency. We believe in 
visibly picturing everything, and in our estimates always in- 
clude a good sketch or picture, showing how the installa- 
tion should be arranged. The buyer wants to know how his 
office is going to look. Our sketches are made in pen and 
ink and the style of them, of course, depends on conditions 
and circumstances. We measure the room and draw a floor 
plan to scale. If the office is one in which the position of 
the different pieces is settled, we paste on this scaled dia- 
gram buff figures of the different pieces as they should be 
placed. Where the furniture is to be moved around or the 
arrangement is undecided, we do not fasten the pieces to 
the sketch, but simply indicate so much aisle space here, 
so much chair space there, etc. The conditions surround- 
ing each order govern the method followed. 

“Just at the present time, in common with other mer- 
chants in South Bend, we are much crowded for space, but 
when we are able to secure more room, we expect to ar- 
range sample offices in suites and combinations. Our idea 
is to provide one room which will be a fair representation 
of a completely equipped office. This room will be so ar- 
ranged that we can shift the styles of the different outfits 
from time to time as occasion demands, showing either an 
outfit of the highest grade or one of lesser value, according 
to what the customer wishes to see. 

“We keep one man outside all the time and one part of 
the time. I myself am obliged to call on the trade occa 


66 


sionally because office men, particularly in the smaller cities, 
like to talk to the responsible heads of the house with whom 
they are dealing. 

“Men spend thousands of dollars on the furnishings of 
their homes, where they sleep. Why should they not sur- 
round their working hours with comfortable places in which 
to work? Every man should take reasonable pride in his 
office. It can be demonstrated that clerks do better work 
in good and comfortable surroundings and a satisfied em- 
ploye is a good asset. The dealer in office furniture should 
study the subject of good seating, that is to say, seating 
from the standpoint of health and efficiency, good desk ar- 
rangement and suitable coloring of walls and surroundings 
to prevent eyestrain and other physical discomforts, all of 
which are bad for the efficiency of an office force. I recall 
having visited an office not long ago where the stenographer 
was sitting at her machine, which rested on the top of a 
flat top desk. She was seated in an ordinary wooden chair 
and the machine was so high that her arms and hands 
were in an unnatural position when operating it. I con- 
vinced her employer that he would save money and get bet- 
ter results if he would give his young lady the right sort 
of a desk and a suitable chair in which to sit, and I am 
glad to state that conditions in that office have been im- 
proved. 

“It is important for the office furniture man to get all 
the data he can obtain in going after an order, whether in 
the store or outside, using diplomacy, of course, and offer- 
ing suggestions instead of arguments. Suggestive selling 
is often more effective than selling of an argumentative 
kind for it is strictly true that arguments seldom convince 
any man, but that suggestion which leaves the customer 
free to follow his own thought and that guides the thought 
is a real and effective force in making a sale, for it induces 
the customer to sell the goods to himself.” 


Conditions Affecting Furniture Selling 


From a Letter to Office Appliances by Leon H. Lobenstein of 
the Isaac Upham Company, San Francisco, Calif. 


OCAL conditions govern entirely the extent to which 

a commercial stationer is justified in spreading his 

efforts in the handling of office furniture and supplies. 
He must consider whether or not he will be in competition 
with direct factory agencies; whether or not the field is 
fairly well covered with office equipment houses other than 
stationers and associated conditions which cause him to be- 
lieve that his investment and labor will be sufficiently re- 
paid to justify him in setting aside capital for this special 
branch of his business, rather than by using his finances 
and energies in enlarging the field of operation in strictly 
commercial stationery lines. 

If the dealer resides in a community where there is a 
satisfactory stationers’ association he can afford to lay out 
more money in his office furniture division and other spe- 
cial side lines than he could were the conditions adverse to 
co-operative marketing. 

Office furniture requires special treatment and while it is 
merchandise, it cannot be handled as a commodity, but 
requires intelligent selling and not the “here you are, 
thank you,” sort of merchandising. 

Success and the enlargement of territorial service in the 
office furniture business is to be found in the education of 


the trade and in thoroughness in the sales organization 
Special studies, talks, demonstrations of raw material, con 
struction, competitive lines and full knowledge to enable 
the salesman to answer questions, settle arguments and pro- 
ceed with an air of confidence unmarred by arrogance or 
vanity and coupled with a willingness to learn and work 
out the hardest problems with enthusiasm, are the essen- 
tials of success in office furniture selling. 

The impression which one’s store makes on customers for 
orderly and systematic arrangement is an important item 
in the business. It is essential occasionally to change dis- 
plays and the arrangement of the stock and where space 
makes this possible, suggestive layouts for different busi- 
nesses should be made from time to time, not only for its 
educational advantage to the organization, but as an adver- 
tising feature for the attention of all those who enter the 
store. The good fellowship within the organization and the 
cordiality which it takes into the daily business life are im- 
portant factors in the success of any department and finally, 
every member of the organization should be conversant with 
every branch of the business, so that each one can make a 
satisfactory preliminary talk when the regular specialty 
salesman is not available. 
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Mid-Year Transfer Time Means 


Increased Sales for sew, Transfer Cases 


A Complete 
Line 


These Ten Features 

Make a Real 

TRANSFER 
CASE 





108 Invoice Size 
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Letter Size 

















Built of steel—strong as steel, safe 
as steel and durable as steel. 


Built like a filing cabinet with low 
sides—may be equipped with com- 
pressor and rod. 


Stacks set up from the floor on 
bottom connection bars. Shoes 
provided if desired. 


Stacks bound together by simple 
but effective horizontal lock which 
makes a tight structure. 


Rigid steel case encloses drawer— 
not merely a drawer in a skeleton 


ee 


é\ 


Sturdy—tiers of cases interlocked 
vertically at top and bottom by 
bars and sockets. 


Convenient, time-saving, accessi- 
ble —steel rollers make drawer op- 
eration easy and finding quick. 


Quality all through—nothing too 
small to be just right—index hold- 
ers are brass. 

‘Dust lip’’ fits tightly along top 
of closed drawer and protects con- 
tents from dust, moisture and 
rodents. 











ger. 
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A size for every kind of record you 
use—invoice, letter, legal and led- 





@ eee 








lhe roller which 
kes operation 
smooth 


112 Legal Size 





The shoe which The beam which 
years the gives strength t« ma 
weight the stac 


Packed six or twelve to a crate. Leose 
compressors and rods furnished extra. 


A Direct by Mail Sales Campaign that will 
get Transfer Cabinet orders for you, is 
ready. Write for it. 
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STEEL EQUIPMENT CORPORATION 


AVENEL, NEW JERSEY 
NEWARK, N. J. 


Makers of the full line of Security Steel Office Furniture 


NEW YORK, N. Y. BOSTON, MASS. 
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dtenosraphery 
abinetsv— 


Rl. distinctive in design, finish and hard 


ware and, like Terrell’s Wardrobes, add 
to the appearance of any office. 


a. 





The Terrell’s Stenographers’ Cabinet serves 
sO many purposes in every type of office, that 
it sells on sight to office executives. 

It is exactly desk height and most conve 

$ niently accommodates hand books, papers, 
magazines, etc., that ordinarily hopelessly 
| clutter up or find no room in desk drawers 
Its shelves are adjustable. Its panelled sides and 


bronze hardware give it a distinction befitting 
the most luxuriously furnished offices. 


Reinforced legs and perfect construction 
give it strength and rigidity and enable it to 
sell unconditionally guaranteed. 


Dealers, who are ever-on-the-alert 
for extra business, will wisely investi 
gate this handy Cabinet at once. 


Priced to Retail at less than $18.00 


Order a sample or write for furthe: 
facts! 


TERREL 
EQUIPME 


S 
T 
Cc OM P Y 


> 





In the new and improved line of Terrell Storage Cabinets, at- 
tractive appearance has been successfully combined with utility. A 
complete line; six different stock sizes. Lowest prices on the market 
Send for Circular. 
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The Story of 


4 Service and Qualit 


es! ats ae , 
ony Milwaukee Chair pictured above is one of a set made more 





f 
AG) Y— than thirty years ago for the office of Mr. Samuel Insull, Presi- 
“a P dent of the Commonwealth Edison Company of Chicago. These 
ACM . chairs are still in use in Mr. Insull’s office, where they bid fair to 
\\IA L give service for an additional fifty years, for they are still in 
\\S perfect condition. 
Mee) This proves an interesting fact for the purchaser of office chairs. 
o7 Naturally desired for their beauty and character, Milwaukee 
Chairs should also be desired for their economy. Though they 
are not lowest in their first cost, they are the best investment 
possible in chairs. 
This has been the purpose of our half-century of effort; to make 
Milwaukee Chairs stand for real value on the inventories of their 
purchasers; to make them an investment instead of a buy. Our 
constantly growing business and the ready acceptance of our 
product by careful purchasing agents is an ample reward for all 
our pioneering. 
MILWAUKEE CHAIR COMPANY. 
The Federal 
Reserve Bank of 
Chicago have in 
stalled Milwaukee 
Chairs as pictured 
here. It is inter- 
esting to consider 
that they may out 
last the building 
Send for our New Catalog No. 53. More Than 4,000,000 Milwaukee Chairs in Service. 


NEW YORK 


MILWAUKEE CHAIR CO. 


CHICAGO MILWAUKEE MINNEAPOLIS SEATTLE 
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ees Shoe Globe-Wernicke Co EEE 


THE STABILITY OF GLOBE- 


In Steel 


T is the dealer who handles what the customer 
wants that gets the business. 

















The filing requirements of any business, small or 
large, can be met both efficiently and economi- 
cally by the Globe-Wernicke dealer. He offers 
office equipment that is the standard throughout 
the world. Its specifications are based, not on 
guess work, but on years of investigation into the 
actual needs of various businesses. 
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The Globe=Wernicke Co. 


| ‘ 
6 


i 
» 


: . 
tal By a 
Penpnn 





WERNICKE OFFICE EQUIPMENT 





In Wood 


Business men 
everywhere 
know and de- 
mand Globe- 
Wernicke Office 
Equipment. 
Years of adver- 
tising have edu- 
cated them to 
its merits and 
superiority. 





Live dealers 
handle the 
Globe-Wernicke 


line. 


Are You Num- 
bered Among 
Them? 











Send 
This Coupon 










The Globe-Wernicke Co. 
Dept. O.A. 6 Cincinnati, Ohio 











“WernickeCo,/ - 





Please send at once your free cata- 
log of Office Supplies. 





Address. 
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Work of the Commercial Furniture Division 


Being a Review of the Matters Discussed at the Pittsburgh 


Conference of the Commercial Furniture Division 


of the National Association of Stationers and 


Manufacturers, on Friday, April 6, 1923 


HE conference was held in the Pittsburgh Athletic 

Club, Pittsburgh, Penna. An all day session was 

held, during which problems of manufacturers and dis- 
tributors were freely discussed. This was the fourth com- 
mercial furniture conference since the commercial furniture 
division was organized in January, 1920. 

The meeting was called to order by Fletcher B. Gibbs, 
general manager of the National Association. The National 
Association of Stationers and Manufacturers was repre- 
sented by its general manager, executive committee, the 
executive committee of the commercial furniture division, 
onference committee on general publicity, committee on 
trade classifications and rates, conference committee on the 
same, and the chairmen of the following commodity com- 
mittees: wooden desks, office chairs, steel files and equip- 

ent, wooden filing devices and filing cabinet supplies. 

Mr. Gibbs stated that in addition to the committees of the 
manufacturers, others were invited, including the Associ- 
ited Office Furniture Managers, J. Arthur Whitworth, 
Grand Rapids, Mich., manager, which organization was 
isked to be represented by a committee of three to five 

\ similar invitation was extended to the National 
Association of Chair Manufacturers, William B. Baker, 
Chicago, secretary, and to the National Association of Fil 

Devices and Supplies Manufacturers, R. H. Sprague, 
Monroe, Mich. Invitations were also sent to some half 
dozen manufacturers of steel equipment. A general invita- 
tion was also extended to those interested in the general 
bject for which the meeting had been called. 

Mr. Gibbs introduced President Charles L. Mitchell of 
the National Association who presented a brief address of 
welcome. Mr. Mitchell pointed out that the office furniture 
business is an entirely different proposition than the sale 

lead pencils or ink. He said that he had been much 
npressed by the campaign put on by the household furni- 
ture manufacturers’ organization, both national and local, 
ind suggested that this campaign can be duplicated by the 
office furniture people. Many business men seem content to 
furnish their offices with old desks and chairs and anti 
juated filing devices, when in their homes they would 
insist upon the best. Mr. Mitchell said that he was heartily 

favor of the campaign discussed at the two previous 
meetings designed to encourage better salesmanship on the 
art of the dealers or distributors and to create a desire on 
the part of the buying public for better office equipment. 

Mr. Mitchell related a conversation with a widely known 

rve specialist, who spoke of some of the disorders which 
vere traced back to chairs; how chairs of certain shape fail 
tc fit many figures and press on certain nerves; how spinal 
troubles and other deformities and the various complica- 
tions that go with nervous troubles can be traced back to 
the chair the man was sitting in during a large percentage 
of his working hours. The physician said that the time is 
oming when great care will be taken to have a man 
roperly fitted to his desk, which is his work-bench where 
he spends most of his time. It should be of a character to 
nable him to work at his ease. The doctor touched upon 
the height of the desk and told him how it should avoid 
straining the elbows. Mr. Mitchell brought out the angle 
of the light on one’s work and pointed out the importance 
of care to avoid eyestrain. It seldom involves anything 
more than placing one’s desk in the right position 


Following Mr Mitchell's remarks, Mr. Gibbs called for 
the nomination of a chairman. Mr. Netzhammer nominated 
Mr. Mitchell, who was unanimously chosen. Mr. Mitchell, 
taking the chair, asked for a roll call, following which he 
appointed as a committee on recommendations William B. 
Baker, Joel L. Isaacs, Edwin H. Sell, J. S. Sprott, J. Arthur 
Whitworth and C. A. Netzhammer. 

Mr. Gibbs read several letters and telegrams from men 
in the furniture trade who regretted their inability to be 
present owing to various causes. 

C. A. Netzhammer, chairman of the executive committee, 
read the report of that committee. This report was in the 
form of minutes and referred to the action taken by the 
committee with regard to holding the present conference, 
and certain recommendations regarding an appeal for 
funds, invitation of non-members to the conference and a 
resolution which was later adopted by the conference. 


A suggestion was made that a standardization committee 
be appointed by the manufacturers to see that the finishes 
and sizes of desks, chairs and filing devices be checked up 
at regular intervals and kept as uniform as possible. It was, 
therefore, suggested that members of this committee on 
standardization should include the secretaries of the chair 
and desk manufacturers’ associations, etc. Supplementing 
the report of the committee, Mr. Netzhammer said that the 
biggest thing a conference can effect is to solidify the dif- 
ferent points of contact. The interest of manufacturer and 
dealer are alike. The representatives presenting a large 
number of constructive suggestions should be the means 
of clearing away many imaginary faults. A good office in 
an inferior building is much more helpful than a poorly 
equipped office in a high class building, since the office 
effect is credited to the brain of the occupant, while that of 
the building is credited to others. Success is largely influ- 
enced by environment. The need for better salesmanship is 
countrywide, for the tremendous number of poorly equipped 
and antiquated offices is a reflection on both manufacturer 
and dealer. 

Mr. Netzhammer suggested that chairmen of the various 
dealers’ committees can be helpful in putting over the gen- 
eral plan of the division by urging dealers to confer with 
each other as to improvements which can be made in 
display advertising and merchandising commercial furni- 
ture. Much can be accomplished by way of educating sales- 
men by arranging regular meetings of the sales organization 
and providing proper prearranged programs. The salesman 
who gets the big business is the one who knows his line. 
Mr. Netzhammer said that he recently found a dealer who 
undertook to refinish an office desk, table and chairs for 
the vice president of a concern rated AA who had been 
promoted to the presidency. The equipment had been in 
use for twelve years. The president wore a $125 suit of 
cloths and drove a Pierce-Arrow automobile. Two things 
are necessary to sell-——a need for the article and the money 
with which to pay for it. In the case just mentioned both 
conditions prevailed for a complete new outfit of no uncer- 
tain quality, but the manufacturer and the dealer lost the 
business. Any number of such cases can be cited. Is the 
manufacturer doing anything to educate this dealer in the 
proper distribution of his product? On the other hand, is 
he permitting this dealer to conduct a slovenly looking 
establishment with no display worthy of the name and 
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untidy walls and floors? Dealers should be taught to display 
model offices worthy of the industry, so that advice to cli- 
ents may carry proper weight and influence. 

On Steel Files. 

The report of the dealers’ committee on steel files and 
equipment was signed by John M. Cooper, A. J. Walker 
and E. S. Pierce, chairman. The report was based upon 
approximately three hundred answers to a questionnaire 
sent to members of the National Association. The replies 
indicated that dealers are trying to conduct their business 
more intelligently than in the past. To the majority, how- 
ever, the cost of doing business is still a mystery. Those 
who kept a separate record for the department of steel files 
and equipment had an average cost of twenty-six per cent. 
Manufacturers of steel equipment have reasons to congrat- 
ulate themselves on their packing. Damage in this line of 
merchandise is infrequent. There is a universal demand for 
window and store display assistance. Suggestions as to 
store layouts are greatly needed. The committee recom- 
mended that all manufacturers be urged to furnish their 
dealers assistance in store display. There is general demand 
for window display suggestions, including cards, posters 
and photographs. Some plan should be adopted whereby 
exceptional window displays can be brought to the atten- 
tion of members. Manufacturers should give assistance in 
this regard. The committee recommended that the National 
Association of Steel Furniture Manufacturers could co- 
operate with the National Stationers’ Association in an 
endeavor to place the industry on a higher plane. Sugges- 
tion was also made that the broadcasting by the manufac- 
turer of information pertaining to unusual sales will 
frequently stimulate sales in other sections of the country. 
The questionnaire developed the fact that direct mail adver- 
tising is most successful in selling steel files and equipment. 
Newspaper and billboard advertising serve advantageously 
in some localities. The dealers generally wish manufactur- 
ers to supply assistance in planning intelligent direct mail 
campaigns. Most of the manufacturers are making an effort 
to supply this demand both in folders and newspaper adver- 
tising material. There is a complaint to the effect that prices 
of steel desks are too high. It is believed that the dealers 
themselves are not thoroughly sold on steel desks and it 
was suggested that the manufacturers should take cogni- 
zance of the situation. Some dissatisfaction was expressed 
as to the condition of the steel file and equipment business. 
A general demand was evident on the part of dealers for 
the assistance of competent factory representatives who 
can speak to dealers’ salesmen or otherwise assist in their 
training. The committee recommended that insofar as pos- 
sible competition between manufacturers and dealers should 
be eliminated and closer cooperation should exist between 
them. 

Responding to the foregoing report, Mr. Sprott, sales- 
manager of the General Fireproofing Company, said that 
many of the things mentioned are due to inactivity on the 
part of the retailers and manufacturers as well. The trade 
needs education on display. Almost everywhere there is a 
lack of understanding of the importance of displaying the 
goods attractively. Mr. Sprott said that it always gave him 
pleasure to step into the Gregg Office Furniture Company’s 
store in Minneapolis, on account of the manner in which 
this company maintains its display. 

Mr. Mitchell suggested that down in Arizona and New 
Mexico steel desks ought to sell well. He sold two wood 
typewriter desks in Tucson to the clerk of the Superior 
Court, who refused to buy a more suitable grade because 
he said the county did not have enough money. The doors 
now have to be guarded at night to keep the desks from 
warping themselves out into the hall! 

On Filing Cabinet Supplies. 
The next report was that of the dealers’ committee on 


filing cabinet supplies, submitted by W. H. Gregg, Jr., 
chairman, R. T. Morrison and J. B. Hibbard. The report 
was prepared from seventy-four responses to one hundred 
questionnaires, and as a result, the following nineteen ob- 
servations were presented to the conference: 

Twenty-four dealers report handling filing supplies ex- 
clusively in filing device department, balance through the 
stationery department only. 

Sixty dealers standardize on one factory line, fourteen 
do not. 

Twenty dealers confess to having no particular plan of 
displaying supplies, other than on_ shelves in stationery 
department; the remainder follow the plan of displaying 
supplies in filing devices on the salesroom floor; only a 
very few mention the use of supplies in window displays. 

All dealers advocate pushing the sale of better grade 
supplies. 

Eight dealers report using high grade supplies only in 
their display, holding cheaper grades on shelves; the bal- 
ance report giving equal prominence to the cheaper grade 
supplies in the display; and none of these confess following 
the plan of giving the customer what he asks for, regardless 
of the quality. 

Forty-two dealers are now using imprinted supplies; four- 
teen that are not at present using imprinted supplies are 
very much in favor of doing so; eighteen dealers are not 
using imprinted supplies, and do not advocate doing so 

All reports indicate that dealers are attempting to impress 
their sales force with the importance of the filing sup- 
ply line. 

Only two dealers report having salesmen devoting their 
entire time to filing cabinet supplies. 

Only twelve dealers keep a record of customers’ transfer 
dates. 

Practically all make some effort to determine use to 
which any file is to be put. 

Sixty of the dealers report having definite plans for 
distributing advertising matter furnished by the manufac- 
turer. 

Every dealer reporting would welcome bulletins outlining 
successful sales made by other dealers. 

Ninety-five per cent of the dealers express willingness to 
furnish the manufacturer or this committee with reports 
necessary to prepare these bulletins. 

Nine dealers prefer that factory printed matter be sent 
direct to them for distribution; the remainder are much in 
favor of putting their salesmen on the factory mailing list 
to receive such matter direct. 

One hundred per cent of the replies indicate that the 
dealers would be heartily in favor of arranging classes made 
up of their sales force provided the manufacturers would 
send out competent instructors on filing supplies. 

To the question “Are supplies packed satisfactorily?” the 
responses indicated that generally speaking the present 
method employed by the various factories is satisfactory, 
though a suggestion is made here and there that packing 
boxes used for pressboard guides should be somewhat 
heavier, and that the factories follow the plan of putting 
their labels uniformly on the short ends of all cartons. 

Eighty per cent of the dealers want record cards priced 
by the hundred in the factory price list. 

Question number eighteen invited general recommenda- 
tions from the dealers and to this there are scattered 
suggestions that the various factories adopt uniform sizes 
for vertical folders and guides. 

The questionnaires were sent out only to the larger cities 
throughout the country and after carefully going over the 
responses the committee was impressed with the fact that 
the dealers are only beginning to realize the importance and 
possibilities of pushing the sale of filing supplies, and it is 
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Linoleum or 
steel top for 
counter use 





Bronze Binding 
| Strips 





Drawers run on 
steel rollers 


Welded Case 


, no Rivets 


Durable 
Meial 
Hardware 


Green, Oak or 
Mahogany 
| Finish 
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Counter Height 
e 
Number 903 VL 





Allsteel Prestige Will Help You Sell 


The record of Allsteel furniture for 
long, dependable service and complete 
adaptability has inspired confidence 
in its satisfied users every where. 


In addition to this unique advantage, 
the completeness of the Allsteel line 
enables Allsteel dealers to fill every 
office-equipment need of their cus- 
tomers without dividing that patron- 
age with a competitor. 


Write for our dealer’s proposition. 


The General Fireproofing Company, Youngstown, Ohio 
Branches: New York Chicago Boston Philadelphia 
Atlanta St. Louis San Francisco Minneapolis 
Export Dept.: 438 Broadway, New York—Cable Address ‘“‘Genfire, New York’”’ 
Dealers in all principal cities 





The Complete Line of Office Equipment 
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instead! 





lhats the way 
the demand lor 
the SoHandy 
Lersoral Lite 
speeds wp orders 


N April 17th this dealer thought 
O 24 ‘‘So-Handy”’ letter files would 
be enough to satisfy his immedi- 

ate demand. On April 21st he knew he’d 
have to have twice as many. Those four 


days must have taught him amazing 
things about how fast the ‘‘So-Handy”’ 


moves. 





Made in the best possible manner 
throughout. Balances perfectly 
when held by the handle. Special 
index for the use of the woman in 
the home. 


“cancel our 


order for 24. 
and send 48 





New Patented File 
Ordinary Files Now Seem 
Old-Fashioned 


The ‘‘So-Handy”’ is a new patented per- 
sonal file. Sells itself on sight. Army 
officers, lawyers, real estate men, and 
others, who must keep valuable papers on 
the Office desk or at home, buy it immedi- 
ately. Women use the ‘“‘So-Handy”’ to 
keep system in the management of the 
household. 


Patented forward-swinging front loosens 
guide cards and contents for easy han- 
dling. Sturdy individual lock that no 
keys but yours will fit. A luxurious steel 
file with baked-enamel finish—an orna- 
ment for any desk. Guaranteed to give 
absolute satisfaction. 


Profit PLUS 


You’d have to sell heaps of paper, pencils, and 
ink to make as much profit as will drop into 
your cash drawer from the sale of just one “‘So- 
Handy”’ file. And the consumer is eager to pay 
the retail price of $9.75. Your share is a cool 
$3.90—the price to you is $5.85. 


Let us send you a ‘“‘So-Handy”’ file for examina- 
tion. Or send in your order for any quantity 
immediately. Then watch them go! 


Arthur Paulson 


Sales Corporation 
30 Church Street, New York 
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After a drop 
of five stories 


The above SAFE-CABINET was 
removed from the ruins of an office- 
building in Lansing, Michigan. 


The building was totally de- 
stroyed by fire. THE SAFE- 
CABINET fell from the fifth floor 
to the basement. It was buried in 
the ruins for over two weeks. It 
brought its records through intact. 
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Here’s everything 


a high-power salesman 


longs for 
fy 


F a man sells a service, he wants 

that service to make good. He 
wants the product he represents 
to be the leader in its line. He 
expects present financial return 
commensurate with his ability. 
And he looks to a future that is 
rich in possibilities. 

THE SAFE-CABINET answers 
these requirements in full. 


It is sold on the basis of a stated 
number of hours of fire protection 
for records. It delivers that pro- 
tection. It brings records through 
intact, where other safes prove 
nothing more than incinerators. 
THE SAFE-CABINET will pro- 
tect its contents as long as it is 
within the power of a man-made 
product to protect them. 


To men who wish to specialize 
exclusively on the sale of THE 
SAFE-CABINET, we can offer 
desirable territories. Write us for 
complete information, and proof of 
THE SAFE-CABINET’S superior 
fire-resistant qualities. 


THE SAFE-CABINET COMPANY 


506 Greene Street, Marietta, Ohio 


Originator and Sole Manufacturer of 
THE SAFE-CABINET 
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THE SAFE-CABINET 
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the opinion of the committee that this proposition offers a 
splendid opportunity for development and educational work 
by the manufacturers. 

Following this report an interesting discussion ensued 
participated in by Mr. Mitchell, Mr. Wittstein, Mr. Netz- 
hammer, Mr. Johnson, Mr. Pierce, Mr. Sprott, Mr. Miller, 
Mr. Little and Mr. Gregg. 

The discussion touched on the value of a good man from 
the manufacturer making visits to retailers and instructing 
them on how to sell filing cabinet supplies. It was sug- 
gested that neither the manufacturers’ salesmen nor the 
dealers’ salesmen make sufficient use of the sales helps that 
come to them. They are not studious. It was suggested 
that the National Association should encourage weekly or 
monthly meetings of the salesmen of their members along 
educational lines suggested by members. The dealer should 
be given a real working policy. The question was asked, 
what plan has been found the more practical, introducing 
the supplies or the cabinet first in a sale? The first sug- 
gestion in answer to this was that the dealer should sell the 
system first and then sell the cabinet. The incident was 
related of a customer who wanted some filing drawers, “so 
long, so wide and so high,” indicating with his hands the 
sizes, and something in the way of a cabinet. It should be 
about thirty or forty inches, in a drawer. The salesman 
starts around, measures the drawers and does not find 
anything that comes up to the specifications, then tells the 
customer he hasn’t what he warits. Another salesman says, 
“What do you want to file in these drawers?” The customer 
says “tariffs.” The salesman replies, “Some people do file 
tariffs in drawers, but that is not the best method. The 
way to file tariffs is in a vertical file.” Then he proceeds 
to tell him how they can be filed in that manner, and locat- 
ing a stack tells him how it is done with a statement as to 
how much a section costs. He sells the customer the idea 
of filing tariffs in a vertical file, when the customer was 
looking for drawers to file them in. The order for the 
cabinet naturally follows after the salesman has sold the 
idea. 

Another member pointed out that they have found that 
if they can sell a man a useful idea for filing his records, he 
is bound to have a cabinet to put the system in, thus creat- 
ing a sale that is worth while. The astonishing fact was 
brought out that very few salesmen will sell the supplies 
that they should sell. They are willing enough to sell filing 
cabinets and desks, tables and chairs, but shy at the sup- 
plies. Sometimes a man devotes himself exclusively to 
selling supplies and does a good business. All men who 
sell filing cabinets should bring in supply orders. 

One of the speakers, who has had a long experience in 
filing supplies, said that the attitude of most of the men is, 
“We don’t bother with small stuff. We sell big things,” 
and yet there are hundreds of cases where supply orders 
run into big money. However small the installation, the 
supply of equipment is a legitimate part of it. 

It was suggested that the managers should work out 
some of the fundamental requirements of successful system 
salesmanship. This should help the salesman to know what 
goal he is working toward. Another suggestion was that 
a furniture sales meeting is useful. When a salesman shows 
a nice order on Monday, let him be brought before the 
meeting to explain how he did it. 

Mr. Netzhammer in concluding the discussion made the 
suggestion that the dealer should encourage different men 
from his sales force to join the various civic organizations 
of the city in which they are located. This work brings 
them in touch with the active life of the community and 
is a means of getting the salesman acquainted with men 
whom they would never meet in any other way. Chambers 
of commerce, athletic clubs and all like organizations are 
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useful not only because of the work they do, but because 
of the opportunities they give for becoming acquainted. 

The foregoing report and discussion was followed by a 
report of the manufacturers’ committee on filing cabinet 
supplies presented by Edward L. Little, chairman, and 
H. W. McNiff and F. H. Butenschoen. This report recom- 
mended that a permanent committee be appointed to ac- 
quaint dealers throughout the country with the progress 
that is being made by some of the outstanding concerns in 
the sale of filing cabinet supplies. 

On Wooden Desks. 

The dealers’ committee on wooden desks next reported 
through C. A. Netzhammer as chairman. This report made 
many suggestions arising from answers to a questionnaire 
sent out by the committee. All the dealers approached 
favored some method of marking of desks, perhaps under- 
neath the center drawers. The majority suggested that desk 
catalogs should quote the inside dimensions of drawers, 
width between pedestals, etc. Some dealers believe that 
there is a need for cutting down the number of styles and 
sizes of desks, especially in the simpler lines. There is 
ground for the belief that the majority of dealers would 
favor dispensing with 54-inch and 50-inch sizes. Through- 
out the answers there was a lack of uniformity as to the 
matter of sizes, but much interest was manifested in the 
questions. Dealers quite generally expressed a desire for 
better informed factory representatives and more propa- 
ganda for better business offices. Desk and chair manufac- 
turers should cooperate more as to advertising and sales 
helps. Educational bulletins are needed. Everyone said that 
1923 will be a better year than 1922 and various substantial 
reasons were given for this belief. It was discovered that 
the tendency is toward lighter, well made, carefully selected 
desk tops, properly finished. 

The committee quoted the following remark from Dr. 
Paul Ivey, professor of marketing in the University of 
Nebraska: “Prices may be higher this fall, but shortly we 
are going to be on the deflation market. Competition is 
getting keener. Manufacturers are jumping the retailer and 
starting their own stores. We are all interdependent. When 
one falls, the other falls. Manufacturers, jobbers and whole- 
salers have a lot to learn in dealing with the retailer. He 
is interested in the manufacturer who will help him get his 
goods off the shelf. The best way to get the customer is to 
treat the customer the way he wants to be treated.” 

In discussing the foregoing report, Mr. Miller pointed out 
that if one or two desk sizes could be eliminated, it would 
mean the doing away with ten or twelve items, because of 
the fact that it would eliminate certain roll tops, flat tops in 
oak, birch, mahogany and walnut. He believed there are 
too many patterns and that if possible some should be 
eliminated. He related his own experiences in making cer- 
tain eliminations, which would indicate that it can be 
accomplished without dislocating the trade. He 
mended the discontinuance of 50 and 55-inch sizes, to be 
replaced by a 52-inch size. 

Carl S. Leopold, chairman of the manufacturers’ com- 
mittee on wooden desks, was not present at the meeting, 
but sent in a report which was read by Mr. Gibbs. He 
approved the suggestion in Mr. Netzhammer’s report as to 
numbering desks. The numbers on desks should be acces- 
sible and permanent and should be such that they can be 
identified without any difficulty after the lapse of many 
years. He then made several recommendations as to the 
location of these numbers. He said that standardization is 
the most important problem touched on in the report and 
the most difficult one in which to accomplish results. Any 
move in the direction of standardization must be strongly 
and loyally supported by a large percentage of the retail 
distributors in the country. After some discussion a motion 
was carried to the effect that the suggestion of Mr. Leopold 
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Your Copy of 
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Why Pay 
More 





Use ff Sectional 
Bookcase for Dis- 
playing Stock Fil- 
ing Supplies. 








The Sfcls Manufacturing Co. 


162 Union Street 
New York—A. H. DENNY, Inc., 52 Park Place Monroe Michigan 
> J 


Chicago— Associated Stationers’ Supply Co., 201 N. Franklin St. 








Ready Sales and Liberal Profits 


accrue to those dealers 
who carry the 


Slee 


Single, Double and Multiple 
Card Index Cabinets 








The Complete Line made in sizes to accommodate 3x 5, 
4x6, 5x8, 8x5 and 6x9 cards and guides. May be 
had in Golden (dark) or Natural (light) Quartered 
Oak and Imitation Mahogany finishes. Every drawer 
is equipped with an easily adjusted, auto-locking steel 
follow block to keep contents in vertical position and 
a well sized label holder and pull combined. Aside 
from the fact that this line is handsome and well made 
it also is very attractively priced with a generous profit 
for the dealer. 


Did you receive our June ist Price List? 





The Sil Manufacturing Co. 


162 Union Street | 
New York—A. H. DENNY, Inc., 52 Park Place Monroe Michigan 
. . 


Chicago— Associated Stationers’ Supply Co., 201 N. Franklin St. 
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Two Drawer Top and Bottom Sections 
can be recommended to your customers 
where a Card Filing System liable to ex- 
pansion is to beinstalled. A Top Section 
will hold approximately 2800 Cards and 
when more space is required, Bottom 
Sections can be placed under the Top to 
take care of the additional requirements. 
Made in sizes to hold 3x5, 4x6, 5x8, 
8x5 and 6x9 Cards and Guides. Fur- 
nished in Light or Dark Quartered Oak 
or Imitation Mahogany finishes. 





Top Sections have com- 
pletely finished tops and 
should always be used 
first or until filing space 
for more than 2800 Cards 
and Guides is required. 





Bottom Sections are made 
without the finished Top 
and are designed to be 
used under Top Sections. 
Add as many Bottoms as 
customer’s filing require- 
ments demand. 











The illustration at left shows a combination used 
extensively by Banks. The top section holds de- 
positors ledger cards 8" high by 5" wide. In the 
3x5 drawers shown under the Top section is filed 
the signature and information cards of the depos- 
itors. Adding a B825 to this Outfit will give 
sufficient space to take care of more than 5000 
ledger and signature cards. Don’t hesitate to re- 
commend the Drawer Cabinets made by 








Ask for— 


FREE STACK-UP-SHEETS 





4x9 and 3x5 


Ne. 586 
5x8 and 
Document 
13)" High 





13}" High 





of—— 


$f Ho 500 and Horizon- 
tal Line Sectional 
Filing Equipment. 


Cut ’em apart and build a stack 
of the units that will meet your 
customer’s filing requirements. 


A Wonderful Help in Selling 


Free Electros 
for Printing 


will be cheerfully furnished for catalog or 
circular printing. Below is illustrated the 
full and half size electros of the 500 line 
and complete stack. 


Tell us what you want. 











The Site Manufacturing Co. 


162 Union Street 


New York-—-A. H. DENNY, Inc., 52 Park Place 
Chicago— Associated Stationers’ Supply Co., 201 N. Franklin St. 


Monroe, Michigan 
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79 Years 


Chair Makers For 








Correct Sitting Posture 


is Now 


An Accomplished Fact 








TYPIST’'S CHAIR 


BACK RESTS MAINTAIN 
NORMAL UPPER AND 
LOWER CURVES OF 
THE BACK 









THE SHAPE TOGETHER 
WITH THE ANGLE AT 
WHICH IT 1S PLACED 
PREVENTS FORWARD 
SLIPPING OF THE 
PELVIS AND CONSE - 
QUENT DISTORTION OF 
THE SPINE 


VERTICAL 
ADJUSTMENT 


305 TW, 











COPYRIGHT 1923 EARL THOMPSON 











LET US EXPLAIN IT TO YOU 


Made Exclusively by 


P. Derby & Co., Inc. 


GARDNER, MASS. 


Salesrooms 
217 W. 35th St., New York 90 Canal St., Boston 
Klingman Bldg., Grand Rapids 





Years 


Chair Makers For 79 














Sha MOSTEEL 


EXPANDED METAL 


WASTE BASKET 
A NEW FINISH 


HIS beautiful white enamel waste 
basket is the newest member of the 
MOSTEEL family. With its immacu- 
late snowy finish, suggesting sanitary 
cleanliness, it has a wide field of sale in 
the home for the bathroom and bedroom, 
in the hospital, professional office, hotel 
barber shop and beauty parlor. 


To complete your MOSTEEL line you need 
this white enamel finish. Send in your order, 
as we expect it to be one of the heaviest 
MOSTEEL sellers. 


MOSTEEL Waste Baskets are made in two 
sizes and five popular finishes—White enamel, 
Ivory Enamel, Olive Green, Mahogany and 
Black. The Copper Buffed finish has been 
discontinued. 


If you are not now a MOSTEEL dealer, 
write for interesting proposition and discounts. 


Side Line Salesmen Wanted 


THE MOTORS SHEET STEEL COMPANY 
Beach City, Ohio 
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Nationally Recognized Filing Supply Line 








Mailed Promptly 
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LY x 


ed, with a recommendation to the desk manuta 


turers that the suggestions be given favorable considera 
and that stenciling be varnished over, thus making it 


+} 


ilmost a permanent label. This motion carried with it the 
ymmendation made by Mr. Leopold that the numbers 
on desks should be located as follows: roll tops—under 
neath the center drawer, near the front; double flat tops 
underneath the center drawer, near the front; single flat 


tops—under the center drawer, near the front; drop head 
typewriter desks—under the bottom board between the 
pedestals; tables—underneath one drawer. 

Mr. Mitchell stated that he agreed with Mr. Netzham- 


mer’s suggestion that better descriptions in desk catalogues 


will help salesme1 Many who sell desks know very littl 


ibout them. The average salesman does not know that 
desks tops are mostly veneered. Seventy-five per cent ot 
the salesmen believe today that desk tops are solid pieces 
of wood. Descriptions should be so stated as to make it 
lear why one desk sells for one price and another desk 
sells for another. A motion to the effect that manufactur 
ers give more complete descriptions of desks was passed by 
the meeting \ motion was also passed to the effect that 
in t heaper desks 42, 52 and 60 inches should be stand- 
ard and that in the more expensive desks 66 and 72 inches 
should also be furnished. 

\t this point the meeting adjourned for luncheon 

Afternoon Session. 

The discussion of typewriter desk sizes was taken up 

is the first order of business and as a result of the discus- 


following motion was passed, namely, that with 


sion, the 


regard to the single and double pedestal typewriter desks 


e width of the openings and of the desks themselves 
should be investigated by the executive committee of the 
mercial furniture division and brought up at the an 
ual meeting of the National Association at Des Moines 
his The passage of this motion was followed by a 
discussion on the subject of selling. The chairman brought 
rut t oint that sometimes dealers miss their opportunity 
ecause they have no means of disposing of used furniturs 
ind replacing it with new. To be able to provide a man 
with a desk for use pending the arrival of a better one is 


establishing good will 
Office Chair Situation Discussed. 
The report of E. H. Sell, chairman of the dealers’ com 


Mr. Sell had 


naire and from twenty replies he re- 


n office chairs, was full of good ideas. 


sent out a questio1 
eived some constructive suggestions. We quote 

[he office chair situation is much improved. Manu 
icturers are gradually getting away from the careless 
method of packing and finishing chairs, which was evident 
ist after the war. Finishes are better and more uniform 

‘Catalogues should be given more attention. They are 
ot complete. They should contain all measurements of 


h style with descriptions of kind of leather or other cov 


There is some lack of friendly 


ea 
ering in upholstered chairs. 
feeling between chair manufacturers and dealers, doubtless 
aused through lack of co-operation. 


“Traveling salesmen should have thorough knowledge of 


lines, manufacturing methods and other detailed informa- 
tion so that he can instruct floor salesmen and fit them to 
meet competition 

*T he same dealer who made the foregoing suggestions 


said that there is too little regard among chair manufac 
turers for the promises they make with reference to ship- 
is thirty or forty days after the goods 
He said that 


Sometimes it 
leave the factory before they reach the dealer. 


ments 


if the manufacturers of chairs who take the dealers into 
their confidence and map out some interesting plan of edu- 
cating their salesmen, the whole industry would be im- 


proved. 


“A large middle west dealer expressed satisfaction with 
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Some of the manufacturers are mak- 
ing more real patterns than essential. The same dealer 
believes in uniform finishes, more complete catalogues, bet- 
ter packing, et in the regular course as soon 
as manufacturers understand the true bearing of such essen- 
tials on the business. He asked the question, inasmuch as 
crating expense is always charged against the purchaser, 
does it not really seem to be the fault of the buyer when 
express shipments come to him uncrated? The manufac- 
turer, he says, is never overcharitable in doing things which 
can avoid in the matter of expense, but concludes his 
dealers expect too much for 


onditions in general. 
are 


will come 


he 
letter 
nothing. 

“Another dealer would like to see chair manufacturers do 
more national advertising along the line of better chairs. 
All crates should be marked on the outside in plain figures, 
giving the number the Some manufacturers 
are not stencilling the number on the bottom of the chair, 
nor the wood, and he said that he has found the wrong 
number stencilled on some patterns, as it is difficult some- 
times to distinguish genuine mahogany from the imitation. 


by stating that many 


of chairs. 


Such chairs should be properly stencilled. 

“The same dealer complains seriously with regard to the 
practice of some manufacturers in shipping chairs in bun- 
dies, causing much breakage and other damage. He sug- 
vests the packing of cheaper chairs, four to six to the crate. 
Manufacturers should give more attention to better finishes. 
[Thirty-three and one-third per cent of the number of pat- 


terns should be eliminated. 


“Still another dealer says that the manufacturers have 
practically ignored the suggestion made by the desk and 
chair committe¢ He believes attention should be paid to 
the reduction of the number of patterns and that in most 
cases one pattern would serve where four or five exist now. 
The same dealer is not satisfied with the uniform finishes 


now coming, nor with the stencilling of chair pattern num- 
bers and finish or kind of wood. He says the warehouse 
men sometimes have to open up three or four lots of chairs 
ind instead of getting mahogany, they get birch and vice 
versa. 

“An Eastern dealer thinks that most chair manufacturers 
fail to justify the existing high prices which have always 
been out of proportion with desk prices. Further increases 
will tend to shorten demand. Business ceases when the 
consumer strikes. He says that office furniture manufac- 


turers should put their plants in such shape that they can 
ibsorb some of the increases which they are compelled to 
pay through advancing raw material. 

“An Illinois dealer is strong for the uniform finish idea. 
He recommends a considerable reduction in the number of 


patterns and states that catalogues should give more in- 
formation, to He complains of the 
manner in which chairs are packed and the lack of atten- 
tion given to orders which are marked ‘sold.’ 

“Another dealer says that manufacturers should do less 
changing of their patterns and hold to standard numbers 

More comprehensive catalogues would 
salesmanship in catalogues. He is not 
satisfied with the packing for shipment, and recommends 
1d mail orders marked ‘so!d’ should 


particularly as size. 


as much as possible 
bring about better 
that telegraphic orders ar 
be given more special attention. 

“An Ohio dealer writes in a commendatory spirit, believ- 
ing that manufacturers are improving their catalogues with 
further educational He is pleased with a bet- 
ter understanding between manufacturers and dealers. He 
in better of to be brought 
about by co-operation between manufacturers and dealers. 
He points out the need for national publicity by manufac- 


features. 


believes education salesmen 


turers. 
A Chicago dealer suggests that manufacturers should get 
together and standardize the size of their catalogues so 
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An Art Metal file installation in the 
offices of the National Fire Insurance 
Company, Chicago, Ill. Locked into 
batteries like this, Art Metal Files are 
as economical of space as they are 
neat in appearance. They come in 
styles which accommodate every 
size of record. 









Now you may have Stee 


These steel files and desks cost no more than the same equipment 
built of wood. Here all comparison ends. 


The resources of the world’s largest maker of steel office equip- 
ment were at the command of the designers of these files and 
desks and this is their achievement— Art Metal desks and files, 
built to give a business lifetime of continuous, satisfactory service, 
and to sell at the price of wood. 


The files have capacity for 5,000 letters per drawer, with full 
folder and guide equipment. They have the traditional Art Metal 


This advertisement will appear 
in the July issue of System, 
the magazine of business. 


Steel Equipment for Every Office Need 
More than 300 styles 





If 


Underwriters’ Steel Safes Steel Shelving 
Sectional Steel Bookcases Planfiles A 
Steel Transfer Cases 


Unit Filing Cabinets Steel Desks 
Sectional Filing Devices Card Indexes 
Counter Height Files Office Tables 








Steel Office Equipment, Safes and Files 
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These Art Metal desks 
are in the auditing de- 
partment of the National 
Fire Insurance Company, 
Chicago, Ill. 


Jor what Wood costs/" 


ease of operation and are fitted with the standard Art Metal 
positive lock compressor, a patented feature. 


The desks may be had with various drawer arrangements to suit 
individual requirements. Their green, battleship linoleum tops 
are easily cleaned and form a perfect writing surface. 


Investigate these two Art Metal units when you add to or replace 
your present office equipment. We consider them to be the best 
values ever offered in steel or wood files and desks. 


Write for prices and descriptive literature. 


N\eta 


NEW YORK 











Steel Office Equipment, Safes and Files 
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they can be readily filed in a letter-size vertical file drawer. 
He says that the cheap casters that are being used by most 
of the chair manufacturers are very unsatisfactory. 

“From a Massachusetts city comes a complaint that man- 
ufacturers are not boring the legs of their chairs true to 
center, some of them sending them out without being bored 
at all. Chairs should not only be bored properly but proper 
casters, the better chairs having better casters, etc. 

“An Ohio dealer believes in reducing the number of 
patterns but doubts if any of the manufacturers are will- 
ing to do it. He calls the attention of the committee to the 
unsatisfactory method of shipping chairs in open freight 
and not crated. He believes that the stencilling of chairs 
by number and kind of finish would help the dealer, and is 
anxious to have a better understanding between manufac- 
turer and dealer.” 

Following the foregoing report, the manufacturers’ com- 
mittee on office chairs reported through A. D. Pettibone, 
its chairman, and William B. Baker, secretary of the Chair 
Manufacturers’ Association. Mr. Pettibone is connected 
with the B. L. Marble Chair Company of Bedford, O. He 
said that J. L. Isaacs of Milwaukee and Mr. Johnson of 
the Johnson Chair Company were present at the meeting, 
and that they had all come with open minds to receive what 
was suggested and to give it all the attention possible. Mr. 
Pettibone said that if the opinion prevailed that anything 
has been overlooked and not given proper consideration by 
the chair manufacturers, that opinion is im error, for the 
manufacturers have given all these subjects careful consid- 
eration both collectively and singly. Mr. Pettibone said: 

“IT am sure that the pleasant relations which exist be- 
tween the dealers and manufacturers and the good feeling 
which has prevailed since these conferences were started 
have proven that these meetings are a good thing, and that 
we are getting somewhere. We know that the manufactur- 
ers are making an earnest effort to conform to the requests 
that have been suggested at these conferences.” 

Mr. Pettibone expressed the opinion that standard finishes 
is the biggest problem raised in Mr. Sell’s report and there 
hasn't been as much accomplished on that as was expected. 
The chair manufacturers have to follow the larger piece 
furniture manufacturers, conforming their finishes to what 
is usually considered the standard finish. He agreed that 
there should be some concerted action by all manufacturers 
to get a better standard of finishes. 

Mr. Baker read the report of the manufacturers’ commit- 
tee. The report mentioned the fact that application has 
been made with the Consolidated Freight Classification com- 
mittee for one classification lower for L. C. L. shipments of 
office chairs crated than the wrapped rating. The chief 
problem of chair manufacturers is to increase production 
to meet demand and develop a service satisfactory to the 
dealer. There is a serious shortage of labor and despite 
steady increases in wages, workmen are very hard to get. 
Innovations are being developed whereby factory processing 
can be advanced through improved machinery and the adop- 
tion of short-cuts consistent with maintaining proper con- 
struction. There is keen competition in the demand for 
lumber and the transportation problem is one which affects 
everybody. Cost of labor and material continue to ad- 
vance, offsetting all the efforts to reduce cost per unit. 
The manufacturer, therefore, finds it impossible to anticipate 
cost conditions very far in advance. It was pointed out 
during the discussion that the charge which is demanded 
by the manufacturers for special finish on small orders does 
not begin to cover the additional cost in putting these or- 
ders through the factory. It is the same with the crating. 
The charge the dealer is asked to pay does not more than 
half cover the cost of the crate. 

Various interesting points were brought out during the 
discussion. For instance, it was explained that the coloring 
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on a veneer comes out different from that on a piece of 
solid wood and that in the finishing of a chair there is so 
much of the end wood that it makes it extremely difficult 
to maintain a uniform shade or get the proper effect. 

Mr. Johnson made the following remarks on the subject 
of chairs: 

“T wonder if you men ever thought just what it means to 
make a chair. In other words, if I were to go into a store 
today to buy an office outfit the first thing that | would 
naturally do would be to say, ‘I want to buy a desk.’ The 
salesman in the store would probably try to sell me a desk 
first and then come down the line and sell a chair. My 
mind works this way, but I think that the first thing the 
salesman should do is to sell the chair. In the first place, 
a chair is a real working tool just as much as a lead pencil 
and there is a whole lot of salesmanship that can be used 
in selling the right kind of a chair. In other words, your 
salesman should be a chair doctor. What are you going 
to use this chair tor? How is it going to be used? Get 
the information before you show the chair. The other point 
I wish to bring out is this: the office chair manufacturers 
have gotten themselves into a highly specialized occupation. 
We are manufacturing to satisfy the demand of the sta- 
tioners and the consumers, a very high class article, much 
more so you might say than the household end of the line. 
For instance, we have to buy better lumber than the table 
people, the desk people or the trim people. They can buy 
‘one face clear.’ Did you ever stop to think that in cutting 
lumber for chairs that we must have four sides clear? 
Probably you never thought of that, and still it is claimed 
that chairs are too high priced. For instance, take a chair 
with a square leg: you wouldn’t be satisfied to have the 
front of it clear and the back not clear. You would want 
the four sides of each leg exactly alike. In other words, it 
requires better lumber for the manufacture of chairs than 
for any other kind of furniture, and there is more waste 
even at that. That is the point I want to make clear to you. 
The desk people can use lumber ‘one face clear,’ because 
only one side is seen, but the chair manufacturers cannot buy 
‘one face clear.’ We couldn’t use lumber clear face on this 
side of a board and not on the other because in a chair 
both sides are exposed.” 

Mr. Pettibone pointed out that of the lumber taken into 
the plant of the chair manufacturer, only one-third is in 
the finished article when the dealer gets it. That, he said, 
is absolutely the ratio. A chair goes through about two 
hundred operations before it is finished. It was stated also 
that light oak gets darker the older it gets. 

Mr. Whitworth said that the chair manufacturers cannot 
be convicted of extortion in any way, shape or manner; 
that he would take any chair factory right now and capital- 
ize it and put that money in a sound investment and make 
rings around factory profits. 

It was believed that the darker oak finish would solve 
many of the finishing difficulties, if manufacturers of other 
office furniture could be brought to see the point. The 
chairman suggested that samples of wood finished in the 
colors the manufacturers would like to make standard 
should be shown at the Des Moines convention. 

Mr. Isaacs moved that the chair manufacturers and desk 
manufacturers be asked to submit samples of the colors 
they believed could be used. This motion was adopted. 
Mr. Isaacs pointed out that in lumber for chairs it is neces- 
sary to have four sides clear and that the chair business is 
very hard to learn. He suggested that chair men ought to 
compare themselves to men selling automobiles, who know 
so many different things about the article they are selling 
that they put to shame the average furniture salesman who 
is selling high-grade, three-ply furniture. 

A. T. Cobb of the Yawman & Erbe Manufacturing Com- 
pany, chairman of the committee on freight classification 
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Desks that meet today’s demand! 


Modern requirements of convenience, durability and 
appearance find their fulfillment in 


ENGLEWOOD) 








DESKS 











An attractive, WEARING finish preserves the 
appearance; the sensible, business-like design and 
staunch, smooth-fitting cabinet work makes efficiency. 
Dealers who stock Englewood Desks have an advan- 
tage in their bid for business. All Englewood designs 
are popular—more people wanting them means more 
business on the same capital; increased turnover. Let 
us send you full details of this live and purposeful line. 


Englewood Desk Co. 


5816 Lowe Avenue Chicago, Illinois 
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This big full-page adver- 
tisement on “Y and E” 
Efficiency Desks, appear- 
ing in the Saturday Eve- 
ning Post of June 23rd, 
is just one example of 
the powerful national 
advertising that is con- 
stantly working for “Y 
and E” Agents and 
Dealers. 





Another big selling opportunity 
for the “Y and E” Dealer! 


EARLY every worth-while busi- 

ness man reads the Saturday Eve- 
ning Post. And on June 23rd, just 
when he sees this smashing full-page 
advertisement on “Y and E” Efficiency 
Desks, every “Y and E” Agent and 
Dealer will he equipped to remind him 
just where this desk can be bought. 


Tie-up window displays, mailing fold- 
ers, newspaper electrotypes — every- 
thing he needs to let the public know 
he has these desks for sale, will be 
supplied the “Y and E” dealer free of 
charge. This is just one example of 





the powerful selling helps furnished 
“Y and E” Agents and Dealers. 

“Y and E” Efficiency Desks do have 
real, provable advantages. But, bet- 
ter still, “Y and E” advertising is con- 
stantly telling the story of these ad- 
vantages to the man who has desks to 
buy—creating Efficiency Desk sales 
you might otherwise never get. 

If you are a dealer in office supplies 
and equipment and would like to have 
powerful advertising like this working 
for you, write today for “Y and E” 


catalogs. 


YAWMAN SD FRBE MFG.(@. 


655 Jay Street 


ROCHESTER, N. Y. 


EXPORT DEPARTMENT 


Section 655 


368 Broadway, New York, N. Y., U.S.A. 


Cable Address: ““YAWMANERBE"” New York 
5th Edition Improved and Bentley's 


Codes: Western Union, A. B.C. 
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e“Y and E” Efficiency Desk 


Six Different Models— 
a desk for every need 
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No, 7000 R. T. The same as No. 7000 L. T. 


No. 7000. A real executive’s workshop A i . . Fe 
: ut with typewriter pedestal at right. The 
desk for the busy man. Drawer capacity chelce Benes No . 7000 R. T. “ona 7000 
equals that of ordinary desk and file com- L. T. depends on office arrangement, light- 
bined. Everything at your finger tips. ing, ete . 
Quartered oak or genuine mahogany Quartered oak or solid mahogany. 








No. 7000 L. T. 4 desk that gives full 


No. 7021. A desk for the man who spends 
much time outside, but who wants a con- working surface even while typewriter is 
venient place for paper work. Also for of- in use. Just the thing for the secretary or 
fice workers who do not require large desk stenographer. Disappearing shelf for type- 
writer When closed, typewriter pedestal 

resembles pedestal opposite 





capacity. 
« ered oak or genuine mahogany. 
a . Quartered oak or solid mahogany. : 











No. 7020, shown at the left, is 
the same as No. 7021, excepting 


66 
that it has the pedestal at the 
left The choice between these 
two desks will depend upon the 


office arrangement 
Quartered oak or genuine 
mahogany. 
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HOW MANY OF YOUR CUSTOMERS TRANSFER IN JUNE? 


Ge 


More and more the tendency among up-to-the- 
minute concerns is to transfer their corres- 
pondence twice a year. There are _ several 
reasons for this. 


It enables them to get along with fewer high 
priced current files. It takes some of the load 
from the close-of-the-year rush in December. 
It keeps the current files for live correspondence 
only, and therefore at the top notch of effi- 
ciency. Again, the fiscal year of many com- 
panies ends July first. 
Berloy dealers are preparing for this mid-year 
transfer period by putting in a reasonable stock 
of Berloy Transfers. Consistent high quality 
and moderate price have made the Berloy 
Transfer the largest selling unit on the market. 
The dealer offering the Berloy Transfer Unit 
has no prejudice to overcome. It is the stand- 
ard by which others are judged. 
Berloy Transfer Units are made in two grades 
the four roller type in letter, cap, bill and 


ledger size, and the commercial grade without 
rollers in letter and cap size. Both grades hav: 
the heavy cold-rolled channel frames front and 
rear which give Berloy Transfers their unusual 
strength and freedom from drawer binding, no 
matter how heavily loaded. 


The four-roller type is recommended where fre¢ 
quent reference is necessary, as the anti-friction 
rollers give it the easy operating qualities of a 
vertical file. When fitted with compressors, a 
stack of Berloy four-roller transfers makes an 
excellent file for use in shop offices and similar 
places where a large investment in filing equip 
ment is impractical. 


In spite of present labor and material conditions 
our direct control of all processes and large 
manufacturing facilities enable us to take car 
of our dealers promptly on transfer unit ri 
quirements. Our catalog H-48 gives complet: 
information on the Berloy line. Ask our neat 
est office for it. 


THE BERGER MANUFACTURING CO., CANTON, OHIO 


Boston Philadelphia 
New York 
Chicago 


Kansas City 
Minneapolis 








St. Louis San Francisco 


Dallas Los Angeles 
Roanoke 
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and read the that committe Chis report 


described what the committee had done both in gathering 


rates, report ol 
information and in making suggestions. 

It was stated that it will require from three to five years 
plans with which the public and carriers will 
be satisfied. The committee is trying to work out a plan 
by which office furniture will be classified separately from 
The former is better packed in every 


to complete 


household furniture. 
way than other furniture and is therefore, not so susceptible 
to damage 

Phe ’ William 
B. Baker and J. Arthur Whitworth, next made its report 


general publicity committee, consisting of 


There is a proposition to establish a budget of $10,000 


for publicity along the line of educational work for sales 


men connected with the manufacturing houses It is ex 


pected that the manufacturers will take action on the mat 
ter 
Mr 


pss chology 


soon. 
that encounters the 


of the manufacturer who has always been a 


Whitworth pointed out one 


salesman from the manufacturing standpoint and on the 
come to the dealer who has a retail mind. 
The big 


hands of dealers in the small places 


other hand, we 
The 


decisive 


two things have to be brought into harmony. 
factor is in the 
who are not represented here at all. 

Mr. 
was 


“Whereas, 


in analyzing their efforts 


Netzhammer offered the following resolution, which 


passé d 
furniture, 


Che retail distributors of commercial 


to increase the demand for office 


furniture locally, find that they need the assistance of the 
manufacturers; and 
“Whereas, The dealer believes that the public needs a 


of better 
the manufacturer, as 


equipped of- 
the 


broader conception of the benefits 


fices, which information creator 
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of office furniture, is in a better position to convey, there- 
fore 

“Be It Resolved, That after an extended investigation of 
the subject, the retail distributors urge the manufacturers 
of commercial furniture to establish and develop a national 
publicity campaign to the end that all factors of the indus- 
try and the public will have a broader appreciation of the 
utility and value in commercial furniture.” 

This was followed by the report of the committee on 
recommendations who suggested the passage of the follow- 
ing resolution: 

“Whereas, This committee believes that the sole dis- 
tributor of commercial furniture can be and should be in- 
terested in this division of the National Association; and 
that their dues should not be used for other than developing 
the commercial furniture business. 

“Therefore, Be It Resolved, That the dues of that par- 
ticular class of membership be applied exclusively for the 
operation and functioning of this division only.” The re- 
port was adopted and the resolution passed. The commit- 
tee also recommended that the National Association of Of- 
fice Chair Manufacturers and the Associated Office Furni- 
ture Manufacturers give consideration to the dealers’ re- 
port covering office desks and office chairs made of wood. 
Che final recommendation which 


follows: 


Recommendation carried. 
was adopted was as 

“It is manufacturers of wooden 
office furniture prepare a display, including a shade of oak 
darker than the present light oak finish, for demonstration 
purposes in connection with the annual meeting of the Com- 
mercial Furniture Division at Des Moines on October 8-11, 
1923. with such exhibit, the manufacturers 
are requested to demonstrate processing and material used 
of commercial furniture.” 


recommended that the 


In connection 


in the manufacture 


Stationer Logical Office Furniture Seller 


rom Letter Written to Office Appliances by A. B. C1 
ment of the Wilson Stattoner) 
FIRMLY believe that the commercial stationer is the 


1 man to sell! office 


logi a 


tified in 


[his opinion is jus 
First 


furniture. 


my own mind by three pertinent facts: 


Che commercial stationery store is regarded by the business 
his 


source of supply for all office necessities, and 


man as 


in turn the business man is regarded by the commercial 
It stands to reason 
forth 


effort carefully to analyze the needs of his customer and to 


stationer as his only source of business. 


that such is the case the stationer will put every 


If this applies 


he 


serve his interest in the best way possible 


to other office necessities, why should it not apply to t 


things that are the most essential to efficiency, convenience 


and appearance in any office, viz., office furniture? Second 


—Office 
last 
partments of 


il needs are to the stationer his first, 
the 


and commerci: 


1 


problem, various dé 


keep 


fortify himself with full and com 


and whole and he, through 


his organization, must of necessity 


abreast of the times and 


plete information on any development that may tend to 


of the business man’s office; while on 


best interest 
the household furnisher’s task is to furnish 


serve the 
the other hand, 
the home properly and office equipment is, in any event, at 
least a secondary problem. If this is true, why should the 
commercial stationer overlook one of the principal opportu 
nities of service to his customer? Third—lIf 
cept the foregoing as fact, then is it unreasonable to assume 
that the 


any 


we are to ac 

commercial stationer is in a far better position than 
merchant to analyze intelligently the 
business office? And, if he is, should not that 
advantage of any or all media that 


other class of 
the 


further justify his taking 


needs of 


on) Storey, 


Safe, File and Furniture Depart- 
Houston, Tex. 


Manager of 
Printing Company 
will increase his ability to serve his customer? 

The stationer, through his corps of representa- 
tives, is in constant touch with the business offices of his 
city, and has occasion to work out many perplexing prob- 
lems that, when properly solved, can be passed on to others, 
and in the passing, a service is rendered of a character that 


average 


comes only from such experience. 
Creative Selling Necessary. 

The facts, as above outlined, seem to me all sufficient to 
justify the commercial stationer in stocking and selling of- 
is well known that many in- 
stances of stationers failing to handle office furniture suc- 
record. It is my humble opinion that 
these failures been primarily because the stationer 
has been prone to regard office furniture as purely a mer- 
handising proposition, when in reality no such thing is the 
case. Office furniture is one of the greatest essentials in 
well regulated business oftices, and is sold successfully only 
through creative and service selling. It cannot be sold 
successfully with the same degree of energy or effort that 
would sell pencils or rubber bands. Any business man 
knows when he needs a pencil or an eraser, but it is not 
every business man who knows that the progress of his 
business is being seriously handicapped because his offices 
are not adequately equipped, nor does he realize that it is 
costing him money to use equipment that is inadequate. If 
a trained man can step in and show him that he can in- 
crease the efficiency of his office, and guarantee a saving 
to him in dollars and cents, to say nothing of greatly en- 


fice furniture However, it 


cessfully are on 


have 
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hancing the appearance of the office, he has rendered a 
service, and, after all, it is service that makes a success of 
any business or any department of the business. Not alone 
service before the sale, but equally as essential is the serv- 
ice after the sale, being sure that the equipment as recom- 
mended and bought is not only installed properly but is 
functioning to the best advantage. 

Office furniture offers one of the broadest fields for sales 
activities within the scope of the office supply salesman, 
but at the same time requires a closer study of the subject 
than any other branch of the retail sales department. 

A Specialty Problem. 

In the training of men for this work in any organization, 
I am strongly of the opinion that it must be regarded and 
handled as a specialty problem, and that far better results 
can be obtained by impressing on your trade that within 
your organization you have a specialty man. This man 
should be given every opportunity to increase his knowl- 
edge of office equipment, and should receive the hearty co- 
operation of the entire organization in getting himself be- 
fore the trade as a well-informed and capable office equip- 
ment man. 

Some effective 
salesmen, both in the store and on the street, are sold on 
the idea that they have a man in their organization whom 
they can consistently recommend as being wholly capable 
of working out office problems and determining the class 
and character cf equipment that is needed by their cus- 


work along this line can be done if the 


tomers. 


In our own organization we have built an office furniture 
department of which I think we can be justly proud. We 
have built the department by strictly adhering to the spe- 
cialty idea. The head of this department sells only office 
furniture and equipment, giving his whole time to creative 
and follow-up work. The entire sales staff of our organiza- 
tion supports him in this work in a systematic way. All 
prospects that are not handled to conclusion by the sales- 
man who first comes in contact with them are passed on to 
the specialty man, with as much information as is possible 
to secure, thus furnishing an opportunity to follow up the 
customer, and, if possible, sell him. In addition to this, 
the general line salesmen, on the streets as well as in the 
store, are always alert for any information that will assist 
the specialty man in locating a prospect. For example, if 
a customer comes into the store for a casual look at office 
equipment, the floor salesman, in a tactful way, finds out 
who the customer is, and as much 
possible. This information, in due course, is passed on to 
the specialty man, and in addition to this the customer is 
told that we have an office equipment man who would be 


about his business as 
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glad to call at his office and assist him in any way possible 
in determining just what equipment would suit his needs 
best, emphasizing the fact that this man is well trained 
and thoroughly capable to make proper recommendations. 
This very often results in an appointment for the equipment 
man. 

Our sales staff, as a whole, come together twice a month 
for a one-hour schooling, at which time all matters of im- 
portance are brought before the school, and a careful study 
is made to determine the best method of handling our sales 
problems. These school sessions are effective in maintain- 
ing a fine spirit of co-operation, and are extremely valuable 
as a means of keeping the whole sales staff posted on new 
developments in the office equipment department, as well 
as other departments in the store generally. 

I have been asked what proportion of the stationer’s in- 
vestment he should devote to office furniture. I would say 
that this could be answered only after determining what 
measure of service and energy would be put behind the sale 
of it. Existing conditions in the location in question would 
most certainly have some bearing in the matter, but I do 
believe that the office furniture department can be made 
a very vital part of any stationery business, if the proper 
effort is put forth. It is, of course, essential that the store 
itself reflect as far as possible the importance of the de- 
partment by attractive and impressive displays, both on 
the floor and in the show windows. It is further jmportant 
to emphasize this fact by dedicating a certain section of the 
floor and definite window space for the exclusive and con- 
tinuous display of office furniture, 
trade with the idea that the store is as much an office equip- 
A fair proportion 


thus impressing the 


ment store as a stationery supply store. 
of the advertising budget should be appropriated for en- 
velope stuffers, newspaper and bill-board ads, that deal ex- 
clusively with this department. This 
governed also by the sales efforts that will be exercised to 
back it up. In conclusion, I believe that any commercial 
stationer can build an office furniture department that will 


amount should be 


not only prove profitable within itself, but will also be in- 
strumental in bringing to his store additional business in all 
departments. They should cease to regard the sale of of- 
fice furniture as a merchandising proposition solely, and sell 
themselves on the idea that it can be handled only through 
service selling and creative work, either of which will jus- 
tify itself by ample returns on the time spent, and should 
not cost the customer an additional penny for the mer- 
chandise he buys. 

Our own experience in specializing in office furniture en- 
ables us to recommend most heartily the sale of office furni- 
ture through the commercial stationer. 


Experienced Help Never Hired 


Interesting Policy Outlined by Charles Zimmerli of the Zim- 
merli Business Furniture Corporation, Rochester, N. Y. 


ITH regard to salesmen, said Mr. Zimmerli, in a 
recent letter to Office Appliances, we never hire 
experienced help. Our first reauirement is that a 
man be honest and second that he be a worker and make a 
fair appearance, and third, that the salesmen we hire must 
be sold on the idea that we have absolutely the best lines 
made in America. Unless he is sold on this point, we will 
not let him stay with us. If any salesman gets the idea 
that somebody else has as good a line as ours, or a better 
one, we want him to go with the other fellow. 
This in brief is our proposition. 
Mr. Zimmerli started to work when he was thirteen years 
old at the old Vetter Desk Works of Rochester, N. Y., 


When he left there he had 


About six years ago he 


where he learned the trade. 
charge of sales and advertising. 
started the present business in a small room upstairs in 
Rochester, handling office furniture at retail and selling 
nothing but the best grade of goods obtainable. Today the 
company has a building of its own, carries a stock of ap- 
proximately $35,000 worth of office furniture and devotes 
about 20,000 square feet exclusively to the business. The 
members of the company believe that they have the finest 
store of its kind between New York and Cleveland. They 


have built the business up through concentration on office 
furniture alone with an organization trained in selling this 
class of goods only. 
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Attractive prices on 


Sees ss 
REG. U.S. PAT.OFF. 


Filing Supplies 


Oxford prices are low, in spite of continued ad- 
vances in the cost of raw materials for the past nine 
months. 

And quality has been maintained! We will not 
sacrifice that. 

Specialized methods of production and distribu- 
tion give us a high quality product at moderate cost, 
in a line that is complete—over 700 items. Folders 


for every system, guides in all styles, index cards and 


complete systems. 

Tear out this page and pin it to your letterhead. 
We will understand it as a request for an Oxford 
sample outfit and a copy of our price list. They tell 


the story. 


Oror FILING SUPPLY Co. 
382 Jefferson St. Brooklyn, N. Y. 


NEW YORK SALESROOM CHICAGO SALESROOM 
70 Duane St. 106 N. La Salle St. 
PHILADELPHIA OFFICE 
911 Drexel Bldg. 
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Leading 


‘‘Paperoid’’ products were first in the race 
twenty-five years ago and are still leading. 


This is not a very startling statement, espe- 
cially in one’s own advertisement, but let us 
check up a few facts. 


‘“‘Paperoid”’ has always been and now is a 
pure rope fibre material. No compromise has 
been made with wood fibre. Competition, 
extra discounts and low prices by others have 
not caused the wood replacement of a single 
rope strand in the making of ‘‘Paperoid.”’ 


Every container, whether for mailing or filing, 
is built and finished with care. Assembled 
parts are cut to correct size, fit flush and are 
pasted securely. Make the comparison and 
be convinced. 


Steady advertising in magazines like SYSTEM 
and BUSINESS and generous sampling is 
continually opening up new fields and creat- 
ing new customers for the dealer. Be the 
dealer in your locality that can supply these 
new customers—and what is more important 
—the older customers who know what 
they want. 


Alvah Bushnell Company 


Makers of ‘‘Paperoid’’ Mailing and Filing 
Containers and the ‘‘Vertex’’ File Pockets 


925 Filbert Street Philadelphia, Pa. 
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What You Have Waited For 


—A Popular Priced Four-Drawer 
Filing Cabinet with Every 
Worthwhile Service Feature 
Found in the Higher Priced Lines 


Here your customers will find every advan- 
tage of utility; advanced construction that 
insures indefinite service; finishes in Olive 
Green, Mahogany or Oak; dignified brushed 
brass hardware and progressive roller sus- 
pension. 







Four-Drawer File 


enables you to offer the utility of 
the higher priced lines to your cus- 
tomers at a price that will insure re- 
peat orders, satisfaction and profit. 


By taking every advantage of eco- 
nomical design and volume produc- 
tion we are able to offer this leader at a 
price that will build volume sales for you. 


Every office furniture dealer needs a file that 
is built right, at the right price. This new 
Invincible Four Drawer will satisfy every cus- 
tomer who wants a good file at a price. Tie to it. 


Get the Details 


Write for full descriptive 
literature and discounts to- 
day. The facts will point 
the way to good, quick prof- 
its. Get them now. 





Here’s An Extra Profit-Maker 


The Invincible Steel Step— 


morse poets | Tnwincible Metal Furniture Co. 


small. For stores, offices, 
aaah abel naan MANITOWOC, WISCONSIN 
about it. 
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Imperial Special St 








IMPERIAL STEEL CABINET CO. 


CHICAGO, ILL. 


2130-2152 Fulton Street 


eel Furniture 


This omnibus was built for the 
special requirement of a bank 
customer. It is part of one of the 
many installations of built-in furni- 
ture we have designed and installed 
in the past eighteen years. Our 
facilities and experience in filling 
the wants of large corporations, 
banks and courthouses is such 
that solid, durable equipment of 
minimum weight is produced at 
cost rivalling stock lines. 


Our service is rendered in co-op- 
eration with the local dealer and 
as we specialize on built-to-order 
work, we give best service. Keep 
in touch with building plans of the 
public institutions in your territory 
and let us co-operate with you. 
Write for particulars. 

















ORPIN 
TYPE- 
WRITER 
DESKS 


PERMANENT GOOD SERVICE 


There are some interesting features about the build and operation of this desk. The 
typewriter platform is balanced for easy operation when carrying its load, yet it stands 
firm in place until moved—there are no violent disappearances on its part. Carefully 
fitted and finished, the desk is excellent value for the money. It should be in your 


display room. Ask us for further particulars. 


QORPIN DESK COMPANY 


FOUCUVUOUOUGUOUOEOOORESEOSSSSESSECGSEREOOCUOEOEAEOOOEOUUOOOOOOGUEOOOOOTEOOOOOAOOOUECUOONSESSOSODEREEOOEOOOOOOSO0U0000000000000000000000000800000000000000000008 


121 Medford Street 
9 CHARLESTOWN, MASS. 
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Dr Oa tat pe St er at Oe Sak SO Sor ee Pee SO 


CROCKER 
CHAIRS 


cA chair for every purpose 


SHOWN PERMANENTLY AT 
Furniture Exchange Building GRAND RAPIDS 
1338-1340 Michigan Avenue CHICAGO 


San Francisco Furniture Exchange 
SAN FRANCISCO 


601 First Avenue N. E. MINNEAPOLIS 


CROCKER 


Chair Company 


SHEBOYGAN - WISCONSIN 


NEW YORK 
OAKLAND 


BRANCHES: CHICAGO : : 
MINNEAPOLIS 


No. 6645-6CE 
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The Rosco 


The glass is sup- 
ported by a base 
heavy cloth- 


of 


lined 
built 
which 


and 


glass. 
light, 
and 
desk finish. 


protect the. 


DESK PADS 


make the desk more convenient 
and decorous—make writing easier. 


As an instant desk reference file, the glass desk pad 
charts, 


has no equal—memos, tabulations, 


sheets, etc., 
leatherette, 
up edges 

surround 


highly efficient. 


Matches 


golden oak 


These 


mahogany 


sales, 


are always safe and secure and in sight. 
This feature helps to keep the desk clear yet fit and 
Also glass, as a natural writing sur- 
face, is recognized as superior to anything known. 

general statements are typical of all glass desk pads. 
It is the inherent quality expressed in the production of the 


Ravenswood and Rosco glass desk pads with their ingenious 


features which enhances their sales value 
monplace. 


1800 Newport Avenue - 
Originators of Glass Desk Pads 


above 


the com- 


They are certain and frequent repeaters. 





Ravenswood 


glass desk pads 
are similar to the 
Rosco except that 
four brushed brass 
corners attached 
to the base sup- 
port and retain 
the glass firmly. 
The base is lined 
with a rich green 
harmonious back- 
ground. 


RAVENSWOOD OFFICE SPECIALTIES COMPANY 


CHICAGO, ILLINOIS 
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Business Men Like 
This Businesslike 


DESK 


Here is a low priced corporation desk that instantly appeals 
to the buyer of office equipment because of its many practi- 
cal points. 


It appeals to dealers because of its many selling points. Here 
are some of them. 


Built of Steel for Durability 


The same sturdy all-steel construction which is making so many 
friends everywhere for Jamestown Metal Desks. 


Welded for Rigidity 


No bolts or rivets to become loose. Every seam and joint 
spot or acetylene welded into one solid piece of metal. 


Wood Grain Finish for Refinement 


A perfect replica of high class, hand finished wood with Battle- 
ship linoleum top and bronze binding—Richly distinctive. 


Compact and Simple for Utility 
A general purpose desk that combines convenience with ease 
of handling and operation. 


Knock Down for Convenience 


Easily knocked-down for shipment storage or moving. Can 
be assembled easily and quickly. 






























Low Priced for Economy 


The special low price appeals to the quantity buyer. The lib- 
eral discount makes this desk especially profitable to the dealer. 









Send for complete information regarding this mohey maker. 


The Jamestown Metal Desk Co., Inc. 


Jamestown, N. Y. 
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Unusual Office Building 


A Few Words and Some Pictures Sketching the Highlights 


of a Well-Found Office Structure Devoted to 


Mutual Insurance. 


Vote—lllustrations of this building, interior views and 
liagrams appear on the following page. 

HE Hardware Mutual Insurance building at Stevens 
Point, Wis.. 


planning and arrangement among the office buildings 


is one of the finest examples of efficient 


in this section of the country. It is a monumental struc- 


ture, beautifully designed. It cost to complete it in 1921 


fifty-six cents per cubic foot, and according to architects 
and engineers this cost is very low, considering present 
conditions and in view of the beauty of the structure which 
Only 


indirectly are the readers of Office Appliances interested 


is of Greek design and about four stories in height. 
in the architectural features of this building. It is on the 
that 
We might, however, in passing mention the fact that even 


interior arrangement interest would chiefly center. 


the decorations are not useless, for all the symbols, paint- 


ings, friezes, etc., although beautiful, have some mark of 
Mutual 


the Hardware Insurance Company. They are 


made to emphasize an idea as well as to give beauty to the 
building and its interior. 
[he rooms are decorated in warm, strong colors. In the 


secretary’s room, tor instance, the ceiling is composed ot 
ge stars approximately four feet across. The legs of 
red, the leaves in 
gold. The 
enter of the star is of a deep, navy blue, surrounded by 
old. The 


with 


"a1 
la 


the stars are of a brilliant vermillion 


illiant red surrounding an acanthus leaf of 


background for the stars is of a warm ochre 


rosette of gold which gives the whol 


an acanthus 
ceiling a rather warm ochre general effect, accentuated by 


the brilliant reds and blues of the stars 


The border around 


The 


enriched by 


blue and gold. 
further 


this field of stars is of a deep navy 


other color effects of the room are 


eautiful gray tile colors well arranged. 


Che stained glass of the reception room adds still another 


color note to the general scheme. This is said to be one 


or the 


best examples of commercial stained glass windows 


the country. Its effect is decorative and quieting 
Color is expressed in the furniture wherever possible, 
1 


such as the introduction of a Gros Point tapestry in the 


guest chair of the secretary’s room and in the covers of 


1 
+ 


1e tables. 
T he 


ployees and 


building has every possible convenience for 


There is a 


em- 


visitors. large community room 


in the basement served by a kitchen fully equipped. There 
furnished in 


French with 


Women 


is a women’s rest 


Me dici 


room gray 


reproductions on the walls. employees 


are provided with large locker rooms, lavatories, etc., and 
have special bath departments with showers, baths, hair 
dryers and all conveniences, with a matron to preside. 
lhe men likewise have their lockers,. showers and lava 


tories, 


Che layouts of the basement, main floor and second and 


third floors are shown herewith, and these floor plans pre 


sent a picture of how the furniture in these offices and 
ither rooms is placed. It may be that these plans will 
give the reader an idea of how to go about laying out the 


Hoor plan of some office which is intended to buy equip- 


ment, in which event the dealer may often impress his 


service and personality to the purchaser by presenting a 


well executed floor plan showing the most convenient way 


of placing the various pieces of furniture. 


In its main equipment this building is remarkable, for 
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practically everything in the way of office equipment is 
used 

The building faces west and the desks are all placed so 
that the users face east, giving a north light on the left. 
The of the building is of glass except 
the space needed for supports. This in itself is commend- 
able. There is nothing across the street on the north side 
but one and a half and two-story buildings, so that light 


entire north side 


and air are not obstructed. 

The equipment employed in this remarkable building 
includes Art Metal steel desks, tables, waste baskets, stock 
shelves, in olive green; Yawman & Erbe 
filing cabinets in all sizes and styles in olive green; cork 
inlay squares floor covering on each floor in offices; Spen- 
cer-Turbine cleaning system with connections throughout 
building; art marble floors in all halls, cloak rooms and 
lerre!l! Equipment Company’s steel lockers in both 
men’s and ladies’ cloak rooms; Stromberg electric master 
‘lock system connected with all wall clocks, time clocks 
and date received International Time Recording 
clocks; Elliott-Fisher bookkeeping and billing machines; 
Baker-Vawter loose leaf system; Burroughs electric add- 
ing machines: Monroe calculating machines; Underwood 
typewriters; Hooven automatic typewriters operating Un- 
Todd Protectograph Company’s electric check 
Hollerith tabulating machines, electric; Address- 
cutter for Addressographs; 
Comptometers; throughout; electric letter 
opener; postage meter mailing machine, second in use in 
State of Wisconsin; National maps; American and Sterling 
numbering Dexter pencil sharpeners; Pyrene fire 
extinguishers; U. S. Sanitary Specialty Company soap 
system throughout; soft tissue towels; C. J. Anderson Com- 
pany automatic dumb waiter, electric, in receiving room 
in basement to each floor to stock rooms; Western Venetian 
sun shades at all east, south and west windows; Brascolite 
lighting system throughout; Vaile-Kimes Company auto- 
matic pumping system with bubblers on each floor; kitchen 
banquet hall complete equipment, silver, 
for one hundred and fifty plates, all 
monogrammed; banquet dance hall equipped with 
Westinghouse radio set with Mag- 
banquet and dance hall. 


record safes, etc., 


toilets; 


stamps; 


derwoods: 
protector; 
plate 


ographs; Graphotype 


Dictaphones 


machines; 


fully equipped; 


dishes, linen, glasses, 
and 
electric player piano; 


navox loud speaker in 


Paragraphic Points on Sales Training. 
From a Letter Written to Office Appliances by H. E. Bennett, 
Sales Manager of Barker Brothers, Los Angeles, Calif. 

E HAVE found that the method which we term 

the apprenticeship method is the one which pro- 

duces best results. We place each one of our young 
men under the direct supervision of a senior salesman. The 
first duties of the junior consist largely of taking care of the 
stock on the floor and attending to any detail work which 
will be of assistance to the senior salesman. This work, in 
addition to studying the catalogs of firms whose merchan- 
dise we carry, gives the junior some knowledge of the 
merchandise and also of our selling methods. 

In view of the fact that the office furniture business is 
one which requires intensive outside solicitation, the senior 
is out on the firing line most of the time and the junior is 
in the store acting as his inside representative and looking 
after his interests. 

During the progress of any deal in the store, the junior 
voes right along with the senior salesman and listens to the 
selling talk. In this way he gets a practical knowledge of 
how office furniture sales are made. 

After about six months of this kind of work, the junior 
after business himself and 


should be qualified to go out 


satisfactory resu'ts 


produce 
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TUAL INSURANCE SULLOING, STEVENS Suter, wis, 





ACCOUNTING DEPT. 
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WORKING OFFICES. 


HARDWARE MUTUAL INSURANCE COMPANY'S BUILDING AT STEVENS POINT, WIS., IS ARRANGED 
EVERY REQUIREMENT OF THE BUSINESS AND CONTAINS ALL THE OFFICE DEVICES NECESSARY 
THE WORK.—Top left: Diagram of second and third 


TO COVER 
TO EXPEDITE 
floors, showing the arrangement of the furniture; at the right 


private 


office of P. J. Jacobs; center left, exterior of building; right, diagram of main floor; lower left 
working offices. 


, diagram of basement; low 
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HOOSIER DESKS 


OFFICE APPLIANCES 


Go Forward With Us 


A little more than a year ago, we presented to the trade 
our new line of HOOSIER DESKS and asked for a con- 
tinuance of the patronage of business-building dealers who 
had previously sold our “Every-inch-Sanitary” line. The re- 
ception was so cordial and sales grew so steadily and sure 
that we have decided to extend our line to nearly twice the 
number of styles, thus offering our trade a far greater va- 
riety, but with the same good grades as before. 

Over eighty designs of office desks are illustrated and 
described in our new catalog F just off the press. This large 
array of styles does not in any way require or even suggest 
that you increase your stock investment. It merely enables 
you more accurately to choose the styles best suited to your 
trade. 

You can select any one of this extensive array of designs 
with the assurance that you will have prompt service and 
delivery. In order to keep up production of this new, big line, 
we have had constructed a brick and concrete factory build- 
ing which provides us with about 37,000 square feet addi- 
tional floor space; taken altogether, our plant is among the 
largest devoted exclusively to the production of office desks. 

We printed a copy of catalog F for your perusal; if you 
were on our mailing list, it has already been sent. However, 
if you haven’t received it—catalog F HOOSIER DESKS— 
write for it today. 


Hoosier Desk Company .- Jasper, Indiana 


** Built True, Clear Thru’’ 
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nen 
Guaranteed 
Construction 
FURNITURE 


CHICAGO 
\. MICHIGAN CITY - NEW YORK 


— 





Sell the Line of Established 
National Popularity— 


The name KARPEN in your win- 
dow or in your display room links 
you up with a line most widely and 
favorably known. KARPEN Chairs 
have been advertised nationally for 
more than 25 years and the service 
being given by the thousands of 
KARPEN Chairs in use provides 
ample evidence of KARPEN qual- 
ity and corroboration of our state- 
ments. This user testimony makes 
KARPEN advertising extraordi- 
narily effective. 


The dealer who builds his office 
chair business on the KARPEN 
mark is taking the surest and short- 
est route to success. The line is ex- 
tensive and complete—it is the 
product of factories where quantity 
production cuts costs while strict 
maintenance of quality standards 
uphold its reputation. We shall be 
glad to send you full particulars. 


S. KARPEN & BROS. 


MICHIGAN CITY 


CHICAGO NEW YORK 
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Wire Trays and 
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Waste Baskets 


The standard line— 


The satisfactory line from 


the dealers’ standpoint— 


bears the name— 


BARBEE 


High in quality— 
Low in price— 


How’s YOUR Stock of 
Trays and Baskets ? 


Send for catalogue and 
price list 


Barbee Wire & Iron Works 


440 Conway Bldg., Chicago 


Factories: Lafayette, Indiana 
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MODERN 
SANITARY 
CUSPIDORS 


in polished brass 
or enameled steel 


Practically any style of 
cuspidor for which one can 
ask may be tound in the 
Matthews 


Ireland and 


Line. [Even though you do 
not have it in stock you can 
supply him with very little 
delay through our quick 
shipment service. On the 
other hand, the most popu- 
lar styles are produced in 
our tactory; if you do not 
already stock them, let us 
send you descriptive mat- 


ter and our price list. 


> 
C6e IRELAND ad 
MAT FHEWS-MEG.CO 
DETROIT ~ 
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In the 


ez 
good ol’summer 


That’s when ‘“‘“XXth Century’ Coolers 
prove your biggest selling article 


OT, stifling days this summer, when people 

seek comfort in a cool, refreshing drink, 
you'll have a steady sale for ‘““XXth Century” 
Coolers. When sales in many other lines are 
dragging, these coolers supply needed stimu- 
lation to your business. 


In office, factory, bank and store, containers 
for holding clean, safe water to satisfy the thirst 
of the thousands of workers, will be in greater 
demand than ever. 


The ‘“XXth Century” Cooler is a combination 
of beauty and practicability. It is made with 
either fibre or metal container, with a choice of 
mahogany, art green and all-white finishes. The 
usual annoyance caused by leakage is elimi- 
nated in the ‘“XXth Century”’ Cooler because of 
its new 1923 seamless construction. Water is 
cooled, but never touched by ice—a feature which 
makes this cooler a true safeguard to health. 


Put in a sufficient supply of ‘“XXth Century” 
Coolers to take care of this business. Your books, 
at the end of the year, will show a nice, fat profit. 


Write to Cordley & Hayes, 12 Leonard 
Street, New York City for the new price list and 
your copy of the “‘XXth Century’ Book of 
Coolers’. Information on tested ways of mak- 
ing attractive displays to aid your sales and 
boost your profits is yours for the asking. 





*XXT™ CENTURY’ 
COOLERS 


CORDLEY & HAYES, 

12 Leonard Street, New York City 
I am interested in securing full information and prices, including a 
ypy of your ¢ log, ‘‘ *X Xth Century’ Book of Coolers”’. 


City a 


MAIL THIS COUPON TODAY 


time 
SS 
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CK) 


Guaranteed 
Chair irons 








No. 334—OFFICE CHAIR IRON 


WHY BE BOTHERED 
WITH BROKEN CAST- 
INGS WHEN YOU CAN 
BUY AN ALL PRESSED 
STEEL CHAIR IRON? 


LIGHTER IN WEIGHT. 
BETTER APPEARANCE. 
SMOOTHER FINISH. 
STRONGER AND MORE 
DURABLE. 


MADE UNDER OUR OWN PATENTS 


COLLIER~KEYWORTA CO,, 


GARDNER, MAS6&., U.S.A. 





With every Vul-Cot goes 
a five-year guarantee. With 
ordinary treatment it will 









NTO the waste-basket— 

the idea that died an 
untimely death, the neat 
little folder about sure-fire 
oil stock, the hot and hasty 
letter that was never 
signed. 

And in the dim hours 
when footsteps echo in 
empty corridors, the scrub- 
women come for their own. 

Then is when the Vul-Cot 
proves its worth. The 
tough fibre withstands the 
jolts, the thumps and 
bumps. Night after night, 
year afteryear the Vul-Cot 
meets the scrub-woman on 
her own ground—and wins. 


























outlast man’s atlotted 
“three score years and 
ten,” for it’s made of that 
well-nigh indestructible 
substance, “Vulcanized 
Fibre.” 

And the Vul-Cot is as 
good looking a basket as 
you ever saw. The one 
aboveisanexample. There 
are others still better look- 
ing for the home—big bas- 
kets for the kitchen, hand- 
some smaller ones for the 
study, den and living-room. 


Vul-Cot waste-baskets 
are as profitable to the 
dealer to sell as they are 
economical to the consumer 
to buy. Send fer catalog 
and price-iist. 


National 


Vulcanized Fibre Company 
Wilmington, Delaware 


VUL COT 








Ju née, 19023. 


YOUR OFFICE 
UNDERTAKER 





GUARANTEED’S YEARS 
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Here is your opportunity to develop a 
profitable side line with frequent repeats. 


The New Invincible 





‘Operates Like A Vault Door” 


Safe Deposit Boxes 


are the first and only safe deposit boxes 
to be listed as standard by the Under- 
writers’ Laboratories. These boxes are widely 
advertised to bankers and are developing quick 
profitable sales for dealers who co-operate. You, 
too, can handle these safe deposit boxes profit- 
ably. They are ordered from stock and delivered 
the day your customers want them. There are 
no stocks for you to carry—no money to invest 
—just your co-operation. Sales-producing selling 
helps are furnished without cost to you. 


ACT NOW! Banks everywhere are increasing 
their present depository facilities or building 
new structures. This expansion period is your 
opportunity. 


Write for full information today. 


INVINCIBLE METAL FURNITURE CO. 
MANITOWOC, WISCONSIN 








REMINDER! 


For good fits write 
for special dealer’s 
proposition — Act ! 

















Two Questions 
Buyers always ask? 


1. Is the quality good enough and to spare 
for my purpose? 

2. Is it reasonable for me to pay the price 
they ask? 


They may not ask you or your salesmen, but 
they ask themselves you may be sure, and the 
answer makes or breaks the sale. Tell City 
makes a substantial, serviceable product, de- 
signs that are pleasing, at a cost attractive 
to most business men. Three grades are avail- 
able, oak or mahogany, neatly finished—single 
or double pedestal, roll top, flat top or type- 
writer desks, also typewriter, telephone and 
office tables. 


We want to acquaint you with Tell City 
Desks. It won't take you long to examine 
the catalog, and the catalog will be worth 
space in your file. 


Write for it today 
TELL CITY DESK CO., Tell City, Indiana 


TELL CITY 
DESKS 





























THE BASKET WITH THE 
RUBBER CUSHION CORNERS 





The ‘Ve 4 


In American Walnut 
Is A Certain 


Profit Maker For You 


You ought to see the Victor Metal Waste 
Basket with a magnificent American Walnut 
finish. It matches perfectly with the finest 
walnut furniture; it looks what it is—the 
most beautiful metal waste basket made. 
Remember, too, it’s the only metal waste 
basket with rubber cushion corners. Comes 
in Mahogany and Olive Green finishes also. 


The Victor Metal Waste Basket is a quick 
seller and a good profit item—there’s over 
100% in every sale for you. Your keenest 
business instinct suggests the mailing of the 
coupon below— it brings the facts by return 
mail. 


Metal Office Furniture Co. 
Grand Rapids, Michigan 





+ \ 
jture Co. 
Metal office Fad Rapids, Mich. 4 dealers’ \ 
~ me information vets. \ 
Please Fh prot Metal Waste \ 
prices on ac l 
\ 
Neme .--****" \ 
1 Address - - 
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Safeguarding Business Records 


for 45 Years 


In 1878 the first Cary Safe was 
made to guard the valuable records 
of American business, from fire and 
theft. In all the years since, Cary 
Safes have been true to their trust. 


In its forty-five years’ service to 
business, the Cary Safe Company 
has been constantly doing its 
utmost to build better safes. The 
result is apparent in the unusual 
product which Cary offers you to- 
day. 


Cary Safes are uniformly strong. 
The Cary lock has a mechanical 
dog, positive in action, which forces 
the trigger into place, when any 
attempt is made to drive the com- 
bination spindle through. Thieves 
are baffled. The door is built with 
extra thickness so that, with the 
lock installed, protection is as great 
at this point as in the side walls. 


Go after the business afforded b) 
the Cary Safe. Write today for spe- 
cial literature showing how to in- 
crease your income. 


Cary Safe Company 
Dept. O-18 Buffalo, N. Y. 


vanes **Growing Great Since Seventy-Eight’’ 
Cabinets 


Deposit Cable address, ‘‘Carysafe’’, Buffalo all codes. 


Boxes 


CARY SAFES "The Safe Investment” 

















lune, 1923. OFFICE APPLIANCES 181 


Success Built in Three and One-Half Years 


An Account of Success Achieved by Two Young Men in One 


»f the Interior Cities of Illinois in Handling Office Fur- 


niture and Commercial 
with Charles W. Bailey 


Student Supt 


ESSIMISTS tell us that opportunities today are not 


what they once were, bewailing the passing of “the 


good old days,” but Charles W. Bailey and Shelby B. 


1 


Himes are living examples of what men can do now, today, 


with the opportunities that good gray matter can take hold 
pon and ust 
The two gentlemen just named are the proprietors of the 


it 


Student Supply Store at 606 East Green street, Champaign, 


a little less than a block from the street which separates 


Champaign from Urbana and in line with one of the en 
trances to the mpus of the University of Illinois, where 
usands of students pass in and out every day the col 


The Student Supply Store occupies roomy and convenient 


remises on the first floor. Here one finds a well selected 
stock of commercial stationery, with emphasis on coods 
suitable for students, such as note books, drawing mate 
rials, draughtmen’s supplies, sporting goods, et This 
I is well lighted and nicely arranged, presenting a hand 
some and pleasing commercial stationery store of the bette 
type, instinct with an air of hospitality and prosperity. 

On the floor above the store is a series of rooms, each 


bout ten by twelve feet. The front room and the rear 
room have alcoves. These rooms, four in number, are 
especially devoted to office furniture, and the business is 
onducted under the firm name of Bailev & Himes, who are 


le proprietors of the Student Supply Store 


The history of the organization, though brief, is interest- 
ing, and every dav adds to the record of its success. Both 
of the bentlemen composing the concern worked for D. H. 


Lloyde, a pioneer stationer and bookseller, who had a 
branch store where the Student Supply Store is now located. 
Mr. Lloyde died a year or two ago. Both boys were stu- 
dents at the University. Mr. Bailey starter in 1910 and 
Mr. Himes in 1917, working as clerks in the store and pur- 


uing their studies at the University at the same time In 


September, 1919, they bought the stationery store from Mr. 
Lloyde, who was much advanced in years and desired to 
dispose of everything but his principal store in Champaign. 
The two young men were much admired by the aged sta- 
tioner, who offered them the opportunity, eagerly accepted, 
of purchasing the store on credit, paying for it out of the 
proceeds of the business. 

They resolved to carry everything in commercial sta- 
tionery and students’ supplies, and laughingly relate that 
such was their excitement on the opening day that they for- 
got to provide any money for the cash register and had to 
go out and borrow enough to use in making change 

Early in their experience Messrs. Bailey and Himes real- 
ized that unless they were content to undergo a period of 


dullness during the summer months they must provide 


1 


something t t e the place of the busy student trade of the 
winter and spring. With this end in view, they took on 
certain additional lines, the most important of which was 
office furniture; but before deciding on anything they visited 
factories and studied the features of the different lines of- 
fered. As a result of this policy they now have a large 
nd well-selected stock, for the accommodation of which 
they have ample store and warehouse facilities. 
We have already referred to the four upstairs rooms as 


+1 


home of the office furniture department. Each one of 


Stationery.—An Intervie 


ind Shelby B. Himes 


these rooms is arranged as a separate office—the walnut 
room, the mahogany room and the oak room, with rear 
room and alcove equipped in oak and steel as the com- 
pany’s own office, but ready for demonstration purposes at 
any time. At the reporter's first call both partners were 
attending a Rotary luncheon in Champaign; but Miss 
Orville Kimbrell, one of the assistants in charge, conducted 
the reporter over the premises and described with ability 
and enthusiasm the details of the different office furniture 
rooms 

The front room on the second floor is equipped with a 
handsome suite of American walnut office furniture. To 
the right is an alcove where loose leaf devices and visible 
card index appliances are displayed. The second room is 
equipped with oak furniture, including a double-faced desk, 
chairs, oak lamp standard and ink well base to match, with 
filing cabinets in oak and steel. The third room contains 
a complete office suite in mahogany, consisting of flat top 
desk, chairs, lamp standard and accessories to match. The 
office of the company, which occupies the rear room and 
alcove, contains an oak office suite, with steel files, embody- 
ing a full office and accounting system which can be used 


at any time as a demonstration when desired. 
In each room there is a steel filing cabinet fully equipped 
with all the recognized systems of filing and indexing in- 


stantly available for demonstration. 

The floors are covered with washable paper fiber rugs 
and the lights are so arranged as to provide a soft and 
pleasing illumination whenever artificial light is required. 

One is taken into these various rooms in a spirit of good 
will and hospitality. One has the feeling that the furniture 
is there to be used—that the comfortable chairs are to be 
sat upon—and with this feeling one instantly relaxes and 
listens in comfort to what the man on the other side of the 
desk has to say. All of the different pieces are attractive, 
both individually and in combination, and there is no crowd- 
ing. Nowhere is there an array of stock showing chairs 
in rows or tables piled on tables—simply the four suites. 
Orders are filled from the warehouse with the minimum of 
handling 

Up to June 1 the company has been keeping one full-time 
man—Walter Wessman—on the road. After this date an- 
‘ther mat \rthur Humphreys—will be added. Both mem- 
vers of the concern get out personally as much as possible. 
They are developing trade in nine counties and expect to 
add to this territor 

Of late the company has been going out into the general 
field and bidding on furniture contracts outside the office 
equipment line. Not long ago they bid on a contract for 
fitting up a hotel The deal involved about $25,000. The 
idea, which was relied upon to “bring home the ‘bacon,” so 
to speak, consisted of a series of drawings of the dining 
room and lobby, with furniture indicated in its appropriate 
places. For the guest rooms small box models were made, 
and the Dennison girl in the store made from paper tiny 
models of the different pieces of furniture and arranged 
them in the boxes. Blue prints of the drawings were made 
and the whole arrangement, models and all, were submitted 
with the bid 

What the Manufacturer Can Do. 
Before embarking in the office furniture business Bailey 
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& Himes wrote to twenty-two desk manufacturers and to 
all the chair manufacturers whose addresses they could 
find. Then, after being interviewed by various salesmen, 
they visited several factories and selected the lines which, 
to their minds, seemed best adapted to the type of trade 
with which they expected to deal. Being quite innocent 
of experience in office furniture lines, both gentlemen were 
grateful to those houses which not only demonstrated their 
goods, but showed how they should be merchandised. A 
man from Milwaukee, as an instance, came selling chairs. 
He brought no samples, but came in one day, looked 
around and went out. A little later he returned and intro- 
duced himself, saying that he came to give a few points 
on how to find a market for chairs. His information was 
of inestimable advantage as events proved, and fortified the 
members of the new firm in the conviction that the manu- 
facturing trade should do more to aid the retailer in solv- 
ing his pfoblems—that, in short, they should be alert to 
find the point of contact between themselves and the re- 
tail trade and between the retail trade and the users of of- 
fice furniture. 

“Our salesmen don’t go into an office to sell a big order 
on the first trip,” said Mr. Bailey. ‘They are content to 
make a small sale and take a survey of the place. After 
impressing on their minds a picture of the concern’s out- 
fit and surroundings, they go out and write up their impres- 
sions. After a few days they go back. Suppose that a file 
with its equipment is sold as a result of the survey and a 
suggestion from the salesman. On delivering the file, we 
send a man to make the transfer of the customer’s corre- 
spondence from the old to the new file. This often brings 
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an order for additional supplies. This policy brings re- 
peat orders, because customers know that we know our 
business. Our salesmen do not go in and ask, ‘Anything 
in office equipment today?’ There never is anything in an- 
swer to such a question. But the salesman is always pleas- 
antly received if he requests the privilege of looking at the 
concern’s filing system, and his observations by way of sug- 
gestion are taken in good part. 

“We never fail to sell a customer a bill of goods if we 
can get him to examine our different office suites and sys- 
tems. The mahogany room we call our lawyer’s suite. 
The files are fitted with every kind of regular and card in- 
dex, and the psychology of the place is in every way favor- 
able to the making of sales. 

“This company expects to employ senior students at the 
University and train them for one year in the store before 
sending them out on the road. We appreciate the advan- 
tage of employing men who are intellectually developed 
and of giving such men an adequate training and a thor- 
ough knowledge of the business before entrusting them with 
the vitally important task of making friends for the house.” 


Both Mr. Bailey and Mr. Himes emphasized the belief 
that manufacturers should make greater efforts to help 
the dealers in getting the right point of contact between 
themselves and the consuming trade, giving the retailers 
strong assistance in disposing of their stock, because it is 
through the dealers that the manufacturer himself desires to 
prosper. 

It may be added that Mr. Bailey is a Rotarian and Mr. 
Himes is a Kiwanian. 


Furniture Business 





From a Letter to Qffice Appliances by Michael Bard of 
Nixdorf & Bard, Lancaster, Penna. 


tomer, where a time will elapse before the contemplated 

changes will materialize, the name is placed on our mail- 
ing list with special reference to what the prospect will 
probably be interested in, and we keep in touch with him 
personally from time to time. 

Being located on the second floor, the only show win- 
dow we have is so far above the street level that the larger 
equipment items are the only ones that are effective. Our 
direct-by-mail advertising is at least fifty per cent on fur- 
niture and equipment, following our original theory that it 
is more natural for the man who has us in mind as the 
logical source of supply for the larger things of the office 
to call on us for the smaller items, than if we were to 
create the impression that our chief interest is in the lesser 
ones. Having no suitable show window, we seldom an- 
nounce any prices. Occasionally we will have some com- 
bination of articles priced or give the price on some article 
of special interest at the moment. 

In arranging our mailing list, we divide it under about 
fifteen headings. We have worked this out on the basis of 
class of business and conditions surrounding each business 
as we may know them. The basis of the calculations is the 
number of people the prospects employ in their offices and 
the chances of expansion as we see them. In sending out 
direct-by-mail matter we designate that it is to go to cer- 
tain lists, varying according to the matter being sent out. 

The attitude we take in the office furniture business is 
that we maintain our stock of furniture and equipment as 
a part of our service to the business man and that we wel- 
come the opportunity to give him the greatest amount of 
service possible; that this service is his for the asking, and 
that it is a part of the service we render to keep him con- 


[: THE case of a more or less indefinite prospective cus- 


stantly reminded of the opportunities we have to offer. 
This attitude permits us to keep after him on any deal with- 
out appearing to have the matter of his immediate order 
uppermost in our minds. 

We are strongly of the opinion that the office equipment 
business is purely a local one and that effective service can 
be given in limited territory only. The service as we de- 
fine it costs real money and this cost is multiplied by dis- 
tance, so that it is up to the dealer to decide if he will 
compete on a strictly price basis with the mail order house 
or will present an honest claim of worth-while service which 
has a dollars and cents value to the customer. It has been 
our experience that a policy of this kind eliminates a lot 
of competition. If the manufacturers will co-operate in 
keeping their lines out of the hands of professional price- 
cutters and catalogue dealers who get the idea that they 
have no overhead because they do not stock a particular 
item, then the business will be on a solid basis. However, 
I do not want to be misunderstood with regard to the man 
who sells from catalogues. We know from experience that 
many a good business has been started on this basis, but 
where this has been done the orders have been taken and 
priced on a fair merchandising basis, which allowed for the 
overhead that had to be assumed when the business is built 
to the point where it is necessary to carry a stock. Every- 
one in this line is eventually compelled to assume the bur- 
den of carrying the stock or giving up the business because 
more and more is expected from each business concern as 
the years pass, if they remain in the same field of endeavor. 
In this, as in every other line, the leader marches at the 
head of the procession and he is leader only as long as he 
maintains his position in front. 

In the early part of 1914, when we started this business. 
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camer anne mB shoulder to the 
gumm part. allows th 

be affixed to any width of he Ay hn 
ure to suit the need. No obstruction in 


the tab itself—a Gidlindies UBECO 
feature. 


or all kinds of Indexing— 
BECO Index ‘Tabs 


UBECO Index Tab 


O matter what the indexing Guides Directories 
N need—UBECO Index Tabs— Folders a Specifications 
the kind you cut yourself— Price Books Shelves UBECO Index Tab fur- 
will fulfill it. Ubecos are cut any Order Books Manuals nished in en oe Seneas 
length desired (they are furnished Drawers Ledgers There are three distinctive 
in foot lengths). The label is made —they will find them the most sim- label exposures and a full line 


with pen, pencil, or typewriter. No 
waiting for printed labels. 


Labels are constantly protected 
by the transparent covering and 
will not become soiled from han- 
dling. Tabs need never be dis- 
carded because the label is quickly 
changeable. 


Sell UBECOS to your customers 


for use on 


ple, speedy and clean-cut method 
of indexing they have ever used. 
Place UBECO Index Tabs on your 
counters. Give your salesmen a 
sample. They will quickly make 
big sales and the profits will be 
large. 

Every firm needs large quantities 
of UBECO Index Tabs—and you 
can fulfill this need and make big 
profits. 


of colors including blue, pink, 
orange, yellow, two shades of 
green, red and clear, for classi- 
fication purposes, 


Especially perforated label 
paper is furnished for print- 
ing or typing the names. The 
UBECO Tab has a flat top, 
thus adapting itself to any 
thickness of material upon 
which it is used. 


UBECO tabs are indestruct- 
ible. They are cut to suit the 
labei and will give full meas- 


ure of service and satisfac- 


Send Today for Interesting Proposition va | 


UBECO Index Tabs are of highest quality and are sold at a price your customers will be glad to 
pay. Our proposition to dealers is very interesting and will point the way to greater profits 
thru the sale of these, the demanded index tabs. Write or wire today for complete samples and 
our proposition to dealers. Fill in and mail coupon for full particulars. No obligation. 


UBECO Index Tabs 


UNITED BUSINESS EQUIPMENT COMPANY, 113 Albany St., Boston, Mass. 








United Business Equipment Co., 
113 Albany S8t., Boston, Mass. 


Please send, entirely without obligation, i 
samples of UBECO the DEMANDED Index 4 
Tabs, and full information. 


Get full information. Mail coupon today! 





— a ee CIE « 0000 cccee cMRREO. ccs 


Individual Interested............sssereesves 
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EES 
DAN-OEE 


Waste Baskets— 


Round and square styles; 
plain and deccrated. 










DAN-DEE 


Waste Baskets 
Still Available at Reduced Prices 


 pewtnageost rising markets and increasing labor 
J costs make imperative an early advance in prices 
on DAN-DEE Waste Baskets. Just how soon is 
problematical—but it’s on the way. 






Letter Trays— 


Open and cabinet styles; 
choice finishes. 












‘Ticker Baskets— 


Five sises; seven finishes. 






Dealers will exercise good judgment in placing 
orders now against these higher prices, not alone 
effecting material savings but insuring wanted de- 
liveries. 

Check your stock of baskets today—then let us 
have your order. DAN-DEE quality is paramount 
as ever and our desire to serve the trade 
most sincere. DAN-DEE products are 
staple merchandise. 





Towel Baskets— 
Five sizes; five finishes. 






Book Racks— 


Plain and decorated; 
Choice prutshes. 

















Cash Boxes— 
Thvee siees: Write for present reduced 
three finishes. prices and discounts 


ERIE ART METAL CO. 
ERIE, PA. 


Security Boxes— 


Seven sizes; 
statuary bronze finish. 


Strong Boxes— 


Regular and special; 
choice finishes. 


eee 


PLATE GLASS for DESK PADS 


Plate glass has long been known as the ideal 
surface for writing. Presenting a smooth, hard 
and level surface it lends itself satisfactorily to 
that important function—writing. 


CHICAGO 
GLASS DESK PADS 


because of their excellence in preparation and 
construction add greatly to the appearance and 
protection of a desk. Add 
to this the natural visible 
filing space for important 
memoranda, price lists, etc., 
between the glass and the 
backing and you will gain a 
definite conception of its 
mauy advantages. 


































LETTER TRAYS 


A truly useful and high- 
ly attractive desk acces- 
sory. Securely joined by 
nickeled clamps, con- 
structed of nicely finished plate glass 
they enhance the efficiency of the 
desk user. 

Plate glass window ventilators are 
also numbered among our products. 

Send for our descriptive folder 


THE CHICAGO 
MIRROR & ART GLASS CO. 


217 N. Clinton St. CHICAGO, ILL. 
Established 1890 
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The Ultimate in Desk Efficiency 


FFICIENCY is one of the main considerations That is why the Evansville Desk Company’s Desks 
of a customer when choosing a desk. Realizing have proved so tremendously popular. 
that a desk must stand constant wear; the working 
parts must always operate with perfect ease, a desk In addition to utility, however, the Evansville Desk 
customer is going to pick the desk which in, his Company’s line represents the ultimate in desk 
opinion is the ultimate in desk efficiency. beauty and workmanship. 








New 
Catalog 
Now Ready 
Send for It! 




















Evansville 


Desk Co. 


Evansville - Indiana 





yj Help Him Plan Ahead! 


The man who is hustling to keep up 
with current affairs hasn't time to plan 
for next season's business—he knows, 
too, that it usually does not plan itself. 


PRACTICAL 
POLAR "22 
ARTICLES 


help business men to systematize their detail, 
leaving their minds free for bigger things— 
that is why dealers find them easy to sell. 


The POLAR catalog is another convenient 
sales help—large illustrations—pages can be 
used for display purposes—one article only 
to a page, customer's attention concentrated 
on it. Haven't you a copy? Write today! 


Polar Mfg. Co. 


101-107 N. Marshall St. Philadelphia, Pa. 
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our policy included selling in territory for which we could 
provide exceptional service. Our idea was that office equip- 
ment and office systems are of such importance that per- 
sonal surveys are necessary if satisfactory installations are 
to be made. As this was a part of our service that was 
worth while and of importance to the customer, it was ob- 
vious that they should be willing to pay us a fair margin of 
profit on our merchandise. The most important idea we 
had to put across was our wish to establish a clientelé 
rather than to take orders. This policy having been kept 
in mind during the subsequent years, we believe from ex- 
perience that a goodly percentage of the worth-while busi- 
ness and professional people of our community as well as 
the rank and file of office help autematically think of our 
business when anyone mentions office equipment. This is 
proved by new prospects who are being sent to us by real 
estate men, attorneys and all classes of business men. A 
few days since, some people looking at desks were asked 
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how they had happened to come to us. The answer was 
that they had walked into one of the large department stores 
and asked the first clerk they came to where they could 
buy office furniture and the answer was forthcoming so 
promptly that they made no further inquiries. 

We are continually on the lookout for announcements 
in the daily press of new enterprises and changes in old 
ones and during the time spent on the outside, all the mem- 
ters of our organization are alert for opportunities to sell 
equipment. 

In following up these prospects, we work largely by per- 
sonal calls, during which we endeavor to get an idea of 
what is wanted and the available floor space and all the 
other details possible. We then concentrate on getting the 
prospect on our display floor where we use the informa- 
tion we have gotten to the best of our ability and can easily 
get him to visualize the layout we suggest, so that in many 
instances we are able to close the deal immediately. 


The Better Way of Selling 


By J. C. Becker of the John C. Becker Company, Office 
Equipment, Milwaukee, Wisconsin. 


basis. No thought was given to quality, office arrange- 

ment, duration, harmony or wearing qualities. When the 
writer first entered the office furniture business as a sales- 
man some fourteen years ago the main thought was to get 
the order at any price and deliver without any thought of 
follow-up or office arrangement. 

Salesmen today to be successful in the office equipment 
field must be in a position to explain in detail the construc- 
tion of each article and plan an entire office for the pro- 
spective customer; that is, if it is the firm’s desire to sell 
office equipment that is to build up a substantial business 
and make them a leader in their field. We, of course, still 
have in the office equipment field firms which have no 
facilities or trained salesmen who can plan an office and 
make it harmonize in every respect and also bear in mind 
the important fact that in order to satisfy the customer 
and have him for a permanent one it is necessary to plan 
the office arrangement so that it will be efficient as well as 
pleasing to the eye. 

The time is rapidly passing when salesmen can be suc- 
cessful by merely knowing the size and price of a desk. The 
successful firms today educate salesmen with such thor- 
oughness that they become so fully posted in their line that 
they are known as office engineers. We are constantly called 
upon, since adopting the complete installation idea, to come 
in and sit down with the heads of both large and small 
concerns and tell them what they should have. 

First the salesman has a tabulated list of questions that 
are asked which include some of the following: 

Have you an architect? 
Have you a floor plan? 
How many clerks do you employ? 

What are their duties? 

How many executive offices will you have? 

How many directors? 

Do you propose to install fireproof cabinets, or are 

you contemplating building vaults 

What finish will be applied to walls and woodwork? 

These are just a few of the questions that are asked. With 
all of the information in our hands we are then in a position 
to know just what the customer should have and we can 
give him a detailed layout of a proposed equipment that we 
know will meet with his requirements in his particular line 
of business and make him a satisfied customer. 


I YEARS past office furniture has been sold on a price 


Numerous recent installations have been sold before the 
office was erected, the entire equipment having been worked 
out from the architect’s blue prints. Some of the old time 
“price” salesmen are at a loss to understand how this is 
accomplished. It is far easier to sell in this manner than to 
work along in the old slipshod fashion. This method of 
selling also eliminates a great deal of competition. 

If you build a house you hire an architect. When you are 
sick you cal! a doctor. When you want insurance you call 
an insurance man. When the up-to-date business man wants 
office furniture today he calls an office engineer who under- 
stands his business and who will work out the most efficient 
office, select furniture that is properly constructed and take 
off his hands all worry connected with his office problems. 


Old Display Methods Give Way to New. 


The old method of displaying office furniture is rapidly 
being discontinued. Up-to-date merchants have suites of 
furniture laid out from the highest grade to the lowest 
grade on their sales floor. We find that this is a very 
effective way to show a prospective customer just what the 
equipment will look like in his office, and also give him a 
wider range to select from. Heretofore it was customary 
to have a row of chairs in one section and flat top desks in 
another place. We have eliminated all this running back and 
forth, which distracts the attention of the customer, by 
having 42-inch partitions placed in the store and the suites 
laid out so that a selection can be made from any of the 
rooms. The chairs, desks, filing cabinets, safes, rug, inkwell, 
waste basket; in fact, everything that is needed in an office, 
are shown at one time, and the prospective customer will 
know how his office will look and can make his selection 
according to the price he wants to pay. This arrangement 
of office furniture helps to back up the salesman in the 
field, as he can send the prospect in to see a certain suite 
which he believes he should purchase, and which would be 
best adapted for his use. 

We realize how important it is to give a customer prompt 
attention the moment he enters the store. Therefore, we 
impress upon the store salesmen the necessity of meeting the 
customer as near the door as possible. 

I have gone to some stores and have been compelled to 
wait at the door, or walk down a long aisle before receiving 
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Our New Celluloid Insertible 
Slant Tabs 


These Patented Wagemaker Slant Insertible Tabs, made of three- 
ply reinforced celluloid, are replacing thousands of metal tabs every 
week. Much firmer than most metal tabs, they far excel them in 
adaptability to the needs of filing supply users. 


They are indestructible, beautiful in appearance, non-corrosive, 
smooth and pleasant to touch—no cold, sharp edges to injure the 
hands and finger nails. No projections or eyelets to catch papers 
when being filed or removed. No open front window. Inserts are 
protected and remain clean and readable. 


Every user of filing systems would improve their systems 25 to 
50 per cent by using some of these insertible tabs, separating certain 
congested correspondence or subjects that may be designated by color 
similar to the illustration. 


Progressive dealers can create a great demand for these new 
Insertible Celluloid Guides by properly introducing them to the trade. 





All Insertible tabs as well as Celluloid sets of all kinds are 
regularly slanted under our patented process, as shown at the right. 


ike, CO. 


Grand Rapids, Mich. 
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Patented July 30th, 1918. No. 1273960 
"Feb. 6th, 1923. No. 1444404 FRURBANS ELECTRIC LIGHT & POWER CO. 
Showing the construction ; 
of Wagemaker Insertible 
tabs. Note the window of 


; clearcelluloid. Insert partly LUMBER DAPER METALS 
| withdrawn. All celluloid 
tabs are now slanted at this 


ingle. 
2 ———————— LOUIS F DOW CO. 


TISCH-- HiNE CO. 
- RAND MIHIAK 
il 7 LACASON CO 
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Insertible Tab Guides are 
made for use in every size and 
kind of filing or card record 
systems, especially for card 
indexing, check filing and 
letter filing. 

Insertible guides are made 
with tabs % inch high or with 
tabs % of an inch high, 
accomodating easily one or two 
lines of typewriting respect- 
ively. Furnished in five colors, 
see cut. 
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Patented Feb. 6: 


hows 


The illustration above 


it lies perfectly flat and in position; 


Neo-Leum is being used in 


the fact, however, that it is not. 
ented steel trays 


Heavily loaded drawers run easily on 


one or all drawers may be equipped with these slides. 
Note that contents regardless 
level. Different sizes arranged as 
ur patented Celluloid Slant 
irect line of vision 
Let us tell you more about 


a 


Patented Nov. 14th, 1922 


Our Edition De Luxe Desk 


The accompanying illustration shows 
an Edition De Luxe Desk equipped 
with a Neo-Leum top. These desks are 
of massive design, having flush ends and 
back built-up of five-ply stock. Thirty 
ifferent combinations of drawer ar- 
rangement 

We have recently introduced our 800- 
LINE, having all the advantages of the 
Edition De Luxe but of lighter con- 
truction and having panel ends and 
back; these compare in quality and 
price with all medium priced desks 

Both of these lines, representing two 
grades and styles, are now complete, in- 
cluding Double and Roll Top Desks. 

Any desk may be equipped with NEO 


tops and leaves 


Wy LLL CO. 


Grand Rapids, Mich., U.S. A. 





Its superior fin 

obtainable. This has been a revelation to business men throughout 

ness to the eye, and cleanliness, has led to its rapid adoption by offices and 
Your territory has wonderful possibilities 
Our Edition De Luxe Desk above would lead you to believe that it is purely a system 

desk competing with all others on that basis, but by the addition of our pat 

it may quickly and easily be made into a system desk, .ar superior to any so-called system de 

Metal Extension Slides, 









FOR 
QUALITY 


Our line of wood 
filing devices consists 
of some 250 pieces to 
meet every business re- 
quirement. 


In addition to our 
line of office systems 
as illustrated in these 
desks, we make a com- 
plete line of index cards 
and guides, vertical file 
guides and folders, etc. 


See our patented Cel- 
luloid Insertib'e Slant 
Tabs on reverse side of 
this page. 


to a desk, merely laid on without 
guaranteed not to warp or curl due to its patented construction 

assures the most perfect working and 
together with its fine appearance, 


Let us help you reap your full share of the profits. 
desk. We want to emphasize 





Shown above is one of the twelve filin; 
desks. 
handles on each end rest on the 


holding all trays on the same level and 
removal of trays to o 


r desks. 


are equipped with felt feet 





23 ordinary card trays. 
, ce under metal tray in drawer 


for other purposes 




















writing surface 
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A Real Line for Live Dealers 
Made in six grades, Oak, Mahogany and Walnut, from the low priced 
commercial line for general use to matched suites for 
executives and banks. Agencies in a few cities are avail- 
able for desirable accounts. 


Write for Catalog = 
CUTLER DESK CO. esks 








Established 1824 20-62 Churchill St. BUFFALO, N. Y. "Chey E S ° 








ORIGINATORS of FELT TOP OFFICE CHAIR CUSHIONS 


DO YOU KNOW ME? _— ° 

“ESCO” Cushions add an air of elegance, luxury 
and prosperity to any office, and supply economy and 
comfort for office workers. They are office goods— 
splendid sellers—good repeaters—and make friends 
for your store. 


The “ESCO” line also includes office necessities in felt, 
such as flat chair pads, felt chair backs, typewriter pads, ink- 
well pads, and felt discs for use under glass desk tops. 

As originators of the felt top office chair cushion we feel 
duty bound to our dealers—to maintain the same high stand- 
ard of quality always present in an “ESCO” cushion. 

Through timely purchases of raw material, we have been 
able to keep our selling prices down to the point where they 


are very attractive. 


Catalogue and prices supplied on request 


ECONOMY SEAT COMPANY 





1824-30 S. Albert St. Chicago, IIl. 
Southern Representative Pacific Coast Representative 
EDW. V. BOGART, ANDERSEN-DAVIS CO., 
1218 Fourth Nat’l Bank Bldg. 351 Empire Bidg., 
Atlanta, Ga. Seattle, Wash. 


I'M THE “ECONOMY” GIRL 








OFFICE 


The Business of Selling Desks 


Those dealers who have made success of their office 
furniture departments realize the value of concentrat- 
ing on serviceable, good quality merchandise. Desks 
seldom get very far away—they’re too bulky. Desks 
stay right in the neighborhood in use among people 
who should be buying their office supplies from you 
If they give good service, they build up your business; 
if they don’t, they tear it down 


Bentley & Gerwig Furniture Co. 


APPLIANCES 





& Gerwig Desks are constructed of seasoned 


stock, firmly joined and attractively finished Drawers 


and slides are fitted to a nicety, insuring easy opera- 
tion, protection from dust and absence of rattle Man 
dealers have built profitable and reputable business 


with B & G Desks Let us send you descriptive details 


Parkersburg, W. Va. 











Office 
Specialties 


“U-NEED- ME’... 


for the Desk 
and Chair 





Fox Calendar Desk Pad 





Send for catalog 


and standardize on 


“‘U-NEED-ME”’ 
Specialties 


Manufacturers 


325 W. Ohio Street 








Fox Folding Desk Pad with Work Distributors (Pat.) 


Geo. E. Fox & Co. 


CHICAGO, U.S. A. 

















June. 
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When you sell a desk 
stand to match 


: ing, 
Vo. 1821 Ash Tray 5 : 
' balance on the right 
ledger. Get the benefit of these “buried sales” by stocking 


a ae 

— and ash trays 
Made of solid mahogany and furnished with good quality 
The 


the ash tray is covered 





glass inserts, these items will add dignity to your line. 
stand has a heavy iron-weighted base ; 
with a thick layer of felt on the bottom to protect the surface of 
the desks. They can be furnished in solid mahogany or walnut 


Our line is designed to rid the office of the care- 
less disposition of unsightly cigar and cigarette 


ishes which so often create the wrong impression. 
to tell you how you can “‘increase 


H. & H. Wood Novelty Co., 


Send for our complete catalogue and ask us 


INCREASE YOUR 
SALES TOTALS 


sell a smoking 


The profit from these added sales, 
which usually are yours for the ask- 
will help to keep the monthly 
side 


1554 Third Avenue 
New York City 


of the 














No. 1712]Ash Re- 
ceiver set-—composed 
of five compart- 
ments, nickel lined, 
each of which may 
be used individually 
as an ash tray. 
Especially| adapted 
for office or club use. 











GUNN JINO DESKS 


All Styles-All Finishes 


j id Li ‘Patented and 
With Inlaid Lino Tops hilly Geapantend 
Grand Rapids Made. 

Stand Supreme for Service, Beauty, 
and Real Desk Comfort. 
LINO is a specially prepared fabric, 
scientifically treated, making it imper- 
vious to stains, and the ideal writing 
surface. 
The soft, dull shade of green is restful to 
the eyes. LINO eliminates plate glass 
and desk pads. 

Catalog and sample of top mailed FREE 


THE GUNN FURNITURE COMPANY 
GRAND RAPIDS, MICHIGAN 
New York Salesrooms: 11 East 36th St. 
Preston Furniture Co. Ltd. + Preston, Canada 





Reproduction of advertisement 
that will appear in 


Post 


read by husine 


the Saturday 


Evening and other maga- 


sines 5S men many 


times during 1923 



















LING 


Trade Mark Reg 
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UHL STEEL 


Builds a New 


Vault Truck 





Adjustable, Low in Cost 
—Strons and Durable 


F you feel the demand, as many dealers 
have, for a vault truck, built from the 
ground up, for the purpose but at a low 
price, ask for complete information. 


Uhl Steel has built trucks of this con- 
struction for years on special order but now 
there is in stock a truck for quick ship- 
ment. Can also be had as units which can 
be stocked for easy assembly to meet 
specific demands. 


Shelf size 18”x36” clear. Fibre casters. 
Guard rails on shelves. Adjustability of 
shelves permits adaptation to almost any 


condition. Holds books, ledgers, cards and 


standard sectional filing devices. 


Hundreds of offices and banks are look- 
ing for this low-priced truck. 


The Toledo Metal Furniture Co. 


1288 Hastings Street Toledo, Ohio, U. S. A. 


Ask for complete catalog covering 
Chairs, Stools, Stands and Tables 














To the Dealer 


Who Believes that Satisfied Cus- 
tomers are a step to Bigger Profits. 


This is a bank-balance talk to the mer- 
chant who is big enough to “take it 
straight.” 


DESKS 


A Quality Line 


of cheap and medium priced desks 





That Will Increase Your Sales and Profits 
by quick turnovers and repeat orders 
from satisfied customers. 


For the Office: 


Roll Top, Flat Top, Typewriter and Bookkeepers’ 
Desks and Office Tables. 


For the School: 


Teachers and Students’ Desks. 


For the Home: 
Juvenile and Spinet Desks. 





Quick Sales— 
Substantial Profits— 
Repeat Orders. 


Our Special Car Load Discount 
and the 
Much Lower Car Load Freight Rates 


Greatly increase your margin of profit. 


Jasper Novelty Works 
The Desk Specialists 
JASPER, IND., U. S. A. 


Catalogue and Price List On Request. 
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attention, and the feeling came over me that this particular 
merchant did not care whether he made a sale or not; and 
it has been my experience to find that in a store of this 
kind the entire atmosphere and the merchandise were just 
as much out of date as the service rendered at the time of 
entrance. 

We impress upon our salesmen that the customer is 
always right and regardless of the amount of the sale he 
must be shown the greatest amount of courtesy and given 
as much time and attention as he requires. This has been 
drilled into the organization from the president to the office 
boy, and we find that the customers leave with a smile after 
having been given this service which they are entitled to 
even though they may come in with the idea of merely 
looking around or purchasing some small article. 


Cooperation the Watchword. 


We have no such thing as a boss in our institution. We 
all work together as one large family. I find that this is the 
proper way to build up an organization, instead of instilling 
fear into the employes. 

While each one of the employes has his or her certain 
duties to perform, when the occasion demands they are 
ready to jump into the other fellow’s place and help out. At 
times when we were extremely busy I have seen the stenog- 
rapher or office boy take care of a customer until he could 
be turned over to a salesman, instead of permitting him to 
stand around and wait before receiving attention. 

We have daily sales talks and at times very lively dis- 
cussions in regard to the best method of advertising, selling 
and the like. These meetings are usually not prearranged, 
but take place as a matter of course during the noon hour 
when all the men are in the store. 

The sales force instead of staying out to lunch for a long 
store and talk 


period seem to prefer to come back to the 
over prospective sales and gather information that will be 
of value to them. They do this of their own volition and 
seem to enjoy the meetings thoroughly, leaving for the 
afternoon with new pep and vigor. 

These attended very 
whose lines we handle. We find that this assists our men 
to gather knowledge first hand and learn of new articles 
that are about to be placed on the market. Salesmen for 
firms selling us have formed the habit of coming in quite 
regularly about noon time to meet and discuss with our 
men new methods, and to exchange ideas 


meetings art often by salesmen 


There are still in existence a great many “one-man-one 
key” institutions with the help standing in front of the 
building waiting for the boss to open the door and when 
he arrives enter a closed-in private office. We have no 
private offices in our institution. All the employes and offi 
cers are out in the open with a low office railing separating 
the general office from the salesmen’s space, and the entire 
force is at liberty to move about. and use any desk or phone 
that does not happen to be in use. In other words, all the 
stiffness and fear that are very often in evidence with th: 
old school methods of doing business have been removed 
and a feeling of brotherly love, which can be used success- 
fully in business, exists in its place. 

If you ask me how many keys to the store are in the 
hands of the men in our organization I would be unable to 
tell you, but 1 do know that practically all of the employes 
can enter the store at any time. This policy has been in 
existence since the beginning of this business and I have 
found that this practice of confidence and trust has been 
worth while. On a great many evenings I have gone by the 
store and found the lights burning and I have found men 
on the job who were behind in their work, or would find a 
salesman getting out a proposal to be submitted to a 
prospect early the next morning. 
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Announcing— 
New Advantages 


The illustration will partly picture the recent develop- 
ments that are of great importance to all dealers and 
their customers. 


New File Catalog— 


In three colors—New System Catalog later. And, be 


sure you have No. 23A on Auto-Utility Desks. 


And Price Lists 


Automatic V Expanding Files and Utility Desks cost 
no more than all-wood or all-metal non-expanding files 
or box drawer desks of equally high quality. LESS if 
you will buy and sell, measuring value by the actual 
USABLE capacity. 





THE AUTOMATIC FILE & INDEX CO. 
WEST 10th STREET, GREEN BAY, WIS. 
Established 1901 





EXCLUSIVE FEATURES T) 


— 






l New “Lift-Out” steel trays, all 
* ecard sizes. Easily and safely 
handied. Felt bottoms. 


? New “Tray-Drawer”’ on im- 
* proved roller‘bearing steel slide 
For “Lift-Out” Trays or storage 
(Large variety of combinations with 
one,cabinet and a few extra trays.) 


3 Records under safe Automatic 
4+ Compression without adjust- 
ment of compressor 


4 Safety!drawer latch 


5 Automatic V Expansion for in- 
* stant, convenient access. 


6 New “One-Piece”’ drawer front 
* tilts forward, compressor back- 
ward—automatically 


7 Improved 6roller bearing, auto- 
* matically tilting compressor 


8 Strong, quiet"10 roller bearing 
* steel slide responds to a touch 


A Automatic Files and Utility G) . 
Desks are of Wood-Steel Con- ‘ 
struction, a decided improve- 
ment over all-wood or all-metal 
Important features and recent 
improvements all patented or 
applied for. We also build the 
Afico Wood-Steel Live of upright 
cabinets, presenting remarkablic 
values in low priced files 


And Every Good Dealer— 
should sell these LEADERS 


Regardless of what lines 
you now are handling, 
they will win more busi- 
ness for you. 










No. 10 Line, Auto-Desk No. 20 Line Auto-Desk 
Files— Letter and Cap. PFiles—Letter, Cap, Bil, 


Ledger and Card sizes. 
~ Gy Rh = 
a x | 


i-—= 





‘* =s 

Auto-Desk Trays. The criginal 
and best sliding trays New 
patented sectional construction. 
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National Desks 


No. 5537-S 





for Efficient Work 


The office furniture salesman frequently 
has opportunity to sell extensive desk in- 
stallations in offices where efforts are being made 
te cut out lost motion and speed up business detail. 


The National 5537-S Desk is ideal for the 
purpose; ample capacity is provided for the tools 
and material needed but there are no catch-alls to 
encourage delay or loss of papers. Standard 
National construction throughout. Let us send 
you full particulars. 





National Desk Co. 


HERKIMER, NEW YORK ; | 











No. 808 Upholstered Seat and Back—Oak or Mahogany 


PROFITS FROM THE 
OFFICE FURNITURE 
DEPARTMENT 


Just as the profit you now enjoy is partly the result of past per- 
formance, so your present service to your trade will be reflected 
years to come. in the degree of your prosperity. GUNLOCKE 
CHAIRS will satisfy and please your customers, at the same time 
paying a good profit. There is a design for every requirement 
and a construction throughout the line, that provides long ser- 
vice. Let us send you particulars. 


W. H. Gunlocke Chair Co., Wayland, N. Y. 

















Stock up Transfer Cases Now 
for your July Ist Business 


This neat-looking, stoutly built case is an ex- 
ceptional value. Made of kiln-dried oak, it is 
furnished in letter, cap and bill sizes, 22 inches 
deep. Several of them may be bolted together 
vertically and horizontally, making a solid bat- 
tery. Follower block and rod for current matter, 





and sanitary leg or low bases are provided at 
small additional cost. Drawers slide on fibre 
rollers. 

You can sell this case at a price rivalling tar- 
board cases and make a good profit. Let us send 
vou prices and discounts. 


The Republic Box Co. 
1693-1711 Merwin St. Cleveland, Ohio 






































You sell more Filing Cabinets when 
you show the Goods and mark the 
‘ price. 


Always your 
customer wants 
to see what 
value he is get- 
ting and how it 
compares with 
the price. Show 
him this Bent- 
son cabinet, 
quote the cost 
and you will 
be sure to im- 
press him with 
the favorable 
comparison. 


Let us send you 
our illustrated 
folder detailing 
its features. 


Write today. 


New York RKepre- 
sentative: 


JOSEPH WALLACE, 
353 Canal St. 


The Bentson Mounfacturine Co. 


AURORA ILLINOIS 
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Mid-Illinois Dealer’s Method 


From an Interview with Miss Florence E. McElwee, One of 


Store Managers of the Twin City Printing 


Company, Inc., Champaign, IIl 
N OUR campaigns to increase business, we make liber- 
al use of the advertising material supplied by the office 
furniture manufacturers whom we represent. For in- 


stance, we are mailing two hundred copies of The Office 
Economist, published for its dealers by the Art Metal Con 
struction Company of Jamestown, N. Y., to a selected list 
of business men in Champaign and Urbana. The Econ 
cmist is issued regularly and contains valuable articles for 
office men and office managers. We also make use of ad 
vertising in the daily local papers and send out personal 
letters to selected lists of prospective customers at fre 
quent intervals. Besides this. we have two men working 
on the outside during their full time. In our advertising 
we emphasize office desks and filing equipment, using both 
newspapers and a selected mailing list. Our follow-up con- 
sists of personal calls and personal letters It is impos- 
sible, however, for us to estimate the average returns on 
this advertising. We only know that it is well worth while. 

In getting leads on new prospects, we feel that we have 
an advantage by conducting a printing shop in connection 
with our retail store Naturally, the first thing a new 
business man will do will be to look for a place to have his 
announcements printed, calling the public’s attention t 
his new location and his particular line of business. Then, 
we never allow him to get out of our store without calling 
his attention to the fact that we carry a complete line of 
office equipment. We have a card that we use for keeping 
track of the prospect. These cards are filed in a prospec- 
tive customers’ list. They are three by five cards and bear 
date, name of prospect, address, whether the prospect is 
interested in steel furniture, loose leaf or stationery, a 
notation of goods asked for which were not carried in stock 
and space for remarks. The reverse side of the card is also 
ruled for any additional information that may be necessary. 
When we are able to send a salesman to call on our cus 
tomers, we find that we achieve much better results. It 
] 


counts in business. When the customer comes into the 


as been our experience that it is the personal touch which 


store, I might outline a typical dialogue between the cus 
tomer and salesman as follows: 

\Mir. Jones walks into the store and a salesman approaches 
him with, “Good morning, Mr. Jones! Can I be of service 
to you?” or “Is there something we can do for you?” 

\MIr. Jones: ‘“‘No, I was just looking around.” 

The salesman now enters into a friendly conversation 
with Mr. Jones 

Salesman: “By the way, Mr. Jones, have you seen out 
new commercial file? If you have time, I would be glad 
to show it to you.” 

Mr. Jones: “That file is fine, but my business is so small 
[I would not have any need for a four-drawer file.” 

Salesman: “How do you take care of the index cards 
that I notice you have been purchasing?” 

Mr. Jones: “Oh, I just keep them sitting on my desk, 
so they will be handy.” 

Salesman: “Now, Mr. Jones, will you allow me to take 
up just a few minutes of your time and show you some- 
thing that is adapted to your business?” 

Mr. J 


to buy. I am interested, but I just don’t feel that I can 


ones: Well, there isn’t any use, for I am not going 


afford to buy right now. I don’t know just what I need.” 
Salesman has been listening to this monologue, while at 


the same time he has been working with little brown en- 
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BETTCHER 
TESTED 


RIGIDITY 


All manufactured products are made to 
meet ordinary demands—that is essen- 
tial to their continuance. But neverthe- 
less it is true that at one time or another 
these articles are subjected to unusual 
circumstances. At this particular time 
of stress are the true merits of the article 
revealed. 


Bettcher chair irons are constructed of the best 
known materials and designed according to the 
most recent scientific productions. Hence, 
Bettcher irons are subjected to the most strenu- 
ous, unusual tests to prove their merit. They 
are truly recognized for their ability to stand 
any sudden jolt or weight. 


The new principles in design are extremely in- 
teresting. We would like to send you details. 


A BETTCHER EQUIPPED OFFICE CHAIR 
IS KNOWN FOR ITS LONGEVITY—A RE- 
SULT OF TESTED RIGIDITY. 


BETTCHER STAMPING 
AND MFG. CO. 


3106 West Sixty-first Street 
CLEVELAND, O. 














OFFICE CHAIR 
1RON— One of the 
many features is the 
positive locking device 
providing easy adjust- 
ment for height, pre- 
venting swidel action 
from affecting height 
adjustment. 
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STEEL AGE 
FILING CASES 


Steel 


Office 
Furniture 


Built-to-order 
Steel 
Furniture 
Equipments 





Corry-Jamestown Mfg. Corp. 


CORRY, PA 








A Midget 
Typewriter Desk 


The 
1923 


Sensation 


Patents Pending 





The New Excello No. 25 Desk fits in that smal! space in 
the office where the larger type of drop head typewriter 
desk will not go. A splendid piece of cabinet work that 
fills a long felt want. 

Send that sample order today and get in on a live propo- 
sition. Descriptive circular sent on request. 


Excello Products Corporation 


4820 W. 16th St. (30 minutes from Chicago) Cicero, Ill. 

















You Need Campbell's 
STICK SHELLAC 


——S 





PERMANENTL Fills Holes, Dents 

And Scratches 
Positively will not check or shrink. Fills 
deep and severe scratches. Damaged places 
appear like new after being sandpapered and 
Amber Glaze is applied. 


You will have less loss on damaged goods if 

you use Campbell’s refinishing outfit. 

FREE BOOK Send us your name on your firm sta- 
tionery and we will send you a 


valuable book. Tells how you can save money on your dam- 
aged goods and refinishing work. 


THE M. L. CAMPBELL COMPANY 
2334 Pennsylvania Ave. Kansas City, Mo. 














| 
| 
| 


| 





SHE FURNAS Line is a real fur- 
= niture accessory line. With its 
¥ numerous styles of cabinets, 
, 

wardrobes, costumers, waste- 
baskets, umbrella stands, telephone 
tables, etc., it completes your furniture 
display —and your service to your 
customers. 


And the Furnas trademark because of 
the constant quality of the Furnas 
products is recognized as an indication 
of furniture quality. 





May we send you detailed information, prices, 
etc. ? 


FURNAS OFFICE FURNITURE CO. 
INDIANAPOLIS 

















if 
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velopes that contain all the clippings of cuts used in making 
up Unettes. 

Salesman: “Mr. Jones, this is just a rough sketch I 
made up to show you what can be built to fill your particu- 
lar needs. Now, here is a two-drawer three by five file that 
will take care of the index cards that you are using. They 
can be filed alphabetically so that you will be able to find 
them readily. These two drawers can be used to take care 
of your letters and invoices. This is a document file and 
will take care of the insurance papers that you have. They 
can either be filed numerically or alphabetically.” 

Mr. Jones: “How much would that file cost?” 

Salesman: “Now, Mr. Jones, that file complete with 
index and folders would cost you $75.00.” 

Mr. Jones: “Well, that is fine, but that’s a lot of money.” 

Salesman: “Yes, that’s true, but how much time do you 
spend each day looking for cards, letters, etc.? If you 
had this file, you would always know just where to lay 
your hands on all these different items.” 

Mr. Jones still looking at $75.00. 

Salesman: “Now, Mr. Jones, realizing that you have 
many bills coming in the first of the month, we will give 
you sixty days on that file.” 

Mr. Jones: “How long would it take to make delivery?” 

Salesman: “This file would be shipped out of Chicago 
and we will make delivery in about ten days.” 

Mr. Jones: “All right, if you can have that file here in 
ten days, order it.” 

Salesman: “Thank you, Mr. Jones. Now, if we can be 
of any assistance to you in starting this filing system, just 
let us know. This is a part of our service that we furnish 
our customers.” 

The salesman then walks to the door with Mr. Jones, 
bidding him a cheerful good-bye and inviting him to call 
again. 

The first thing that must be done to make a successful 
sale is to gain the customer’s confidence and to make him 
feel that we have a real desire to serve him. We must also 
at the same time create a desire for what we have to sell. 
People will buy only what they want and at a price they 
feel is fair, but the human element is more important than 
any other. No concern ever becomes so powerful or so 
astute in its mechanical and technical processes as to make 
unnecessary the human touch throughout its every en- 
deavor. We never get to the point where we sell in the 
“take it or leave it” fashion. Good will is the largest asset 
of any business. 


Arranging a New Store 


In Which Fred C. Colyer, Manager of The Office Engineers 
(Reed & King, Inc.), South Bend, Describes Some 
Points in the Arrangement of Office Furni- 
ture in the New Store. 


HE store of which Mr. Colyer is manager has been 
T in existence only since April 1, but Mr. Colyer, who 

was formerly connected with the Tuttle Corporation, 
says that business is coming fast and that it is not possible 
to get merchandise quickly enough, particularly in the office 
furniture lines. It is a problem to get rubber bands, and 
certain lines of loose leaf are short on deliveries. 

The company handles desks, Posturchairs, steel furniture 
and regular lines of office chairs. The store is long and 
narrow, with a mezzanine floor at the rear. This is lighted 
by a skylight and by electricity, but the skylight pours 
a clear illumination over the portion of the office furniture 
stock exhibited under it. This includes office files, chairs 
and desks. Throughout the store the Allsteel line of steel 
shelving is used and presents a living demonstration of 
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SIKCO 
the Office Easy Chair 
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SiKES COMPANY 
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On June 16th--Another Sikes 
Saturday Evening Post Advertisement 


makes it easy for the millions to find 
the office easy chair that makes hard 
thinking easier. Look forit. Read it. 
Decide for yourself if advertising like 
this won’t make the average man want 
to drop in on the nearest Sikes dealer. 


SIKES COMPANY, Philadelphia 


Chairmakers for 60 Years 
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No. 429% 






No, 429 





No. 421% 


GRAND RAPIDS 
QUALITY 


in office chairs will make 
easy sales for dealers who 
take advantage of the sell- 
ing points. Write for new 
catalog and price list. 


Grand Rapids Office Chair Co. 


37-45 Prescott St. 
Grand Rapids, Mich. 





No. 327% 

















No. 411 
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Typewriter 
Stand 
for 
Sitting Position 


Tubular 
Construction 


No Castings Used. 


Write for 





Circular. 


Fowler-Manson-Sherman 
Cycle Mfg. Co. 


WILLIAM R. MANIERRE, Prop. 


1445-1455 W. Austin Ave., CHICAGO, ILL. 

















DDELEPREDc Mi | 


2305 to 2315 N. Broadway 
ST. LOUIS, MO. 


No. 508 
Quartered 
Oak and 
Mahogany 
Finish. 


We specialize in 


OFFICE TABLES 
and COSTUMERS 


Now is the time to tone up 
your line with these excellent 
specialties. 


Write us for illustrations 
and prices. 























"THE articles 
cause of the 
quality are con 
*’round” trade, are in reality t 
of your establishment. 


ir e i 
stantly repeating, t 


HOFFMAN SPECIALTIES: 


Because of their greater xp 
utility and 1 ity, are know! 
‘round”’ repeaters Low sa 
fair margin, regular turnove 
isfied trade 

Desk Pads, h |} xil r S 
tioner’s Shelf Boxes—Leg I 

‘abinets yt} i! 

Transfer and Storag « 
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HOFFMAN (Established 1883 


| 45 Lafayette St., New York, N. Y. 
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{ 
its utility. Beneath the mezzanine floor is stocked a con- a 
siderab!e quantity of filing cabinets. This place would 1 / { 






be dark were it not for an ingenious system of lighting wa Gs EN 
which Mr. Colyer has devised. He has counter-sunk in the Pr Jait 
ceiling, which is the floor of the mezzanine, six squar« OFFICE wire 


boxes lined with bright tin, coming flush with the bottom & s a) 
of the ceiling. In each one of these boxes are two sixty 














watt electric lights and each box is covered with a sheet of 


ground glass 15x15 inches. This ground glass diffuses 
the light so that when all twelve of the lights are on the 


space under the mezzanine is almost as light as day with 


sharp shadows nowhere. As a result of the use of ground Sam YOYL taltes MVVL2 the 
glass, and the position of the lights flush with the ceilings, 

the shadows are practically eliminated, also the glare which RE 

would otherwise be harmful. The ceilings being low, it 

was found impossible to put in hanging lights, therefore | ‘ 

Mr. Colyer devised the above described method which jp: rteat relling Line of of tal leo 


permits even a tall man to walk freely about the department 
without any danger of bumping his head on a lighting 
fixture. There is an air space between the tin and the 


wood of the boxes which are let up into the ceiling. This un (| mie UC aar rece ven 5 lv LoVe 


prevents the undue accumulation of heat; also about the 


frame which holds the ground glass there is opportunity 


for the entrance of air. The windows are lighted by high 
power Trojan lights and the store is lighted by the semi 
indirect system. 

The salesman, Mr. Colyer believes, should make his 


sales by talking efficiency and by good appearance, con 
vincing the customer that he should buy on an investment 
basis. This is a good policy for the dealer and the customer 
as well. When the customer is approached in this manner, 
he becomes convinced that the dealer believes in his own 
proposition and when the dealer has a good store, neatly 
arranged and well stocked, the customer realizes that th 
dealer has the standing to back his opinions 
| 


And That’s All 
Mr. Colyer finds it desirable, so far, to buy his supplies 
from a wholesale house. In this way he avoids carrying Y N d t K 
a disproportionately large stock as he would be obliged ou ee O now 


to do if he purchased the needed goods from the manu 


facturer [t is not enough to say that Sam- 
, . , - 4 9s son tables are beautifully designed. 
Che tirm of Reed & King, Inc., are well known as publi 
It is not enough to say that Sam- 


accountants and accountancy experts in and around South s tables are well built, that 
- . i they are an office equipment asset 
bent The y nave a very W ide acquaintance among the hat lives: that they give perfect 


1 . . . . , satisfaction 
business people of the district and this fact is of great 

It is enough, however, to say 
the are the fastest selling line of 
office tables in America, because 
this means live merchandise for 
the dealer, fast turnover goods, 
products that appeal to the buyer, 
tables that stay sold. 


Samson Tables are nationally 
Opportunity advertised, and distributed through 


advantage to them in the upbuilding of an office equipment 





Right-hand leg sections only reliable merchants in 1,000 
eee show weak leg construc- American cities. 
l S81 Su estive Selling by Walter B. Rix, Presi an ane Free Selling Helps for our deal- 
dent, Barbee Wire & Iron Works varying thickness of pe 1 ae 
; : tock Left-hand les and speed up ocal sales. Let us 
8 - a ee tell you all about our profitable 
= a eee sellers. Write today for catalog, 
= —" . gs re 1g rices ¢ ale : 

OT long ago | had occasion to buy a new desk from com “Gadaeoanlter prices and our dealer proposition. 

a stationery and office supply house in my home city errant gy Ae = ey [No. 321 
f Sw ae ne i paatents . ‘ ae form thickness of stock _ The office table illus‘rated above 
of Lafayette, Indiana. <A description of the experi is our No. 321 selected quartered 
ence may serve as an appropriate introductio o some white oak, made in sizes from 30” 
ma \ PI ro} nt ( x48” to 48”x120”. Same style in 

thoughts on the subject. After the salesman had sold me mahogany—No. 327. 


the desk—and he really sold it, finding out my requirements 
and |} 8 me to select the appropriate desk to meet them MUTSCHLER BROS CO 
—he asked me, “What sort of a chair are you going to use e e 
with this fine, new desk?” I hadn’t thought of buying a MAKERS OF GOOD TABLES SINCE 1896 


chair, but the suggestion was so apropos when I visualized NAPPANEE, INDIANA, U.S. A. 


my old chair beside the new desk, that I decided he was 


right in his inference. So he sold me a chair that did jus _ 
¢ 
tice to the new desk i 


Then the salesman went right down the list and before 





he had finished we found that there were a numter of other 


the same office 





things in his stock that would be needed 


with that desk. When we finally finished our transaction, | 








Was in possession of a set of dividers for the desk drawer, 
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a filing cabinet, and indeed nearly every other accessory, 
excepting a waste basket and a tray. I hadn’t purchased 
these because we make such articles at the Barbee Wire & 
Iron Works and make them so well we are glad to use 
them ourselves. 

The salesman’s opportunity to sell office accessories to 
the buyer of office furniture is limited only by the num- 
ber of items in his stock. There are so many things that 
he can suggest in connection with the one article that the 
buyer originally has in mind that his opportunities are very 
attractive indeed. One piece of furniture suggests another, 
and the salesman can suggest practically everything in his 
department with the assurance that his customer will at 
least be interested in looking over the stock. It often hap- 
pens that when the suggestions are tactfully brought to the 
fore, the purchase of one piece will make a sale of other 
pieces easy. Furthermore, there is the equipment for the new 
piece of furniture itself for the desk. Perhaps the customer 
can be induced to buy a glass top. He wants calendar pads, 
telephone holders, inkstand sets, trays and baskets, a chair 
cushion and a cuspidor. Everyone needs all of these things 
and some of them will sell, assumlng that the customer may 
not be completely equipped already. 

If the salesman is sufficiently well informed and is per- 
mitted to go outside his department, he may suggest other 
equipment not connected with the furniture, such as loose 
leaf devices, letterheads and envelopes, writing implements, 
etc. 


The true test of salesmanship is selling. Anyone can take 


HERE ENDETH THE OFFICE FURNITURE SECTION OF 
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a man’s order for the one article he has in mind, but it is 
the salesman who looks beyond that single sale into the 
customer’s office and perceives an opportunity for building 
up not only a larger initial sale but future business as well. 

My advice to the salesman is, keep posted; be in a posi- 
tion to talk about the newest methods and devices; tell the 
customer what others are using in their offices that he may 
perhaps wish to install in his. The trade journals are a re- 
markably fertile source of information, for month after 
month they are full of precisely the information which sales- 
men need in their daily work. It is an excellent practice to 
take home the trade journals as they come each month and 
devote an occasional evening to digesting their contents: 
This practice will be found just as interesting to a keen 
salesman as most of the stuff one finds in the daily papers 
or fiction magazines and it will be a lot more profitable. 

Retail selling should be a fascinating occupation to the 
salesman or saleswoman who follows it intensively and who 
takes advantage of every opportunity for development and 
self-improvement. Incidentally in no retail line with which 
I am familiar is there better opportunity today than in the 
stationery and allied field. 

The next customer who comes into the store may need a 
complete office outfit, although he may inquire only for a 
desk tray. Find out. Draw him out tactfully and make 
such suggestions as are indicated by his answers. Therein 
lies the salesman’s opportunity for building a substantial 
sale out of a little one and for creating a valuable customer 
out of a casual buyer. 
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wants a desk 
wants a cuspidor 


—if not every time, at least often 
enough so it pays your salesmen to 
suggest it along with other “desk 
accessories.” 


The AMCOIN line gives you 86 
neat, practical designs in  nickel- 
plated or polished brass. Finest ma- 
terial and workmanship. 


The FAVORITE 
(see illustration) is 
a ready seller for 


The man who 


offices, hotels, or 
homes. Two sizes, 
10 in. or 8% in. 
diameter. Either 


size in polished brass 
or nickel - plated 
finish. 





No. 1280 


Write for the Aldrich Cuspidor Catalogue 


Aldrich Mfg. Co., Inc. 


57 Illinois St. BUFFALO, N. Y. 











Every Business Man a Prospect 


for 
Lederman System 


of Card Filing 


Areally new thing in office appliances. Bids fair 
to revolutionize card index practice, because it 
does away with alphabetical or other guides. 


Stick a card anywhere in the drawer—and the 
pressing of a key “finds” it—along with all others 
in the same classification. 


Outwardly it looks like an ordinary steel or wood 
card index drawer, with a bank of two rows of keys 
extending from the front. 


Before filing, each card is set into a corrugated 
aluminum holder containing as many ribs as there 
are keys. Steel clips are attached to as many 
of the corrugations on the card as are desired. A 
steel bar extends backward from e3ch key. Pressing 
the key raises the bar, and carries up with it all the 
cards that are “‘clipped”’ for that bar. 


The flood of orders coming to us from our first 
announcement proves to us that this is a “‘live one.” 


Lederman System, Inc. 


Formerly Filedex Corporation of America 
GREEN BAY, WIS., U.S. A. 
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The Middle West Sells with 
“MUL TIGRAPLT 


This isthe New Multigraph equipped of turning 
out typewritten letters, forms, etc. he $150.00 
price smciudes the Typesetier illustrated below. 








Gnessent Tet S° 





Here’s Selling! A recent mailing of 
fifty Multigraph-ed letters sold five (5) 


Ford cars for Peck & Horton, Cleveland Dealers. 


Here’s Sales Power! Last year was 
far and away the biggest in the history of 


the Upson Company, wallboard manufacturers at 
Lockport, N. Y. Not only was more Upson Board sold than ever 
before, but it was sold by an almost unbelievably large number of 
new dealers. The Multigraph played an important part in helping 
the Upson Company attain its present position in the industry. 


Here’s Economy! Cost figures on 
one of the Multigraphs of The Gainaday 
Electric Company, Pittsburgh, Pa., show a clear 


saving of $400.00 each month, after allowing for deprecia- 
tion, and all operating expenses. This machine is kept 
busy imprinting dealers’ names on circulars. 


Here’s Adaptability! ‘We are con- 
stantly finding new uses for our Multi- 


graph,” writes the Motor Transport Company, 
Huntington, West Virginia. “Even if it could be used for 
no other purpose than for circular letters, it would easily 
be worth the purchase price; but its adaptability for turn- 
ing out printed matter makes it all the more valuable. 


The above experiences—all from the Mid- 


dle West—and many more just as interesting, 

are illustrated and described in our newest book, “Definite 

Facts.” Would you like a copy? There’s a coupon below 

that makes asking for it easy. Motor Tronsport Co.. Huntington, Rub-No-More Co., Fort Wayne, Ind. 
est Virginia 

















| New Folding Machine for Universal Use 


The Multigraph OO DOWN 


Folder Junior 








Pataca | Balance 
Now $180 Muligrephs bass | a 
folding yoo 4,800 pieces ' or on _-. 
: per hour, hand operated. 
: | $] 5 ORZZINS;| 
| PRICE $100.00 (in U.S.A.) | 
A meg A poe SO OD ee ES ES AS LS ee eee 1 





attached to the New Multi- This is the Multigraph Type- ” = . . 
wath. $35.00 ‘aatisienal, setter, which makes it easy to I , : The American Multigraph Sales Co. 
set type for the Multsgraph. | yer. 1830 East 40th Street, Cleveland, O. 


|} ‘ = I would like to have a representative show me | 
without any obligation the New Multigraph, and 
explain its possibilities in the 








Oeeees ceeseoees ss ese 








Name 
I csadiccsssscheteencntnassemianeeiiaa State 
Street. Off. App.-—June 
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STEEL PLATE PRINTING OF THE LARGER KIND 


THAT IS THE SPECIAL APPEAL OF THIS ADVERTISEMENT 





We are soliciting your orders for printing of the larger kind of steel plates that the ordinary plate printer cannot 
handle on small plate printing presses. The kind of work that has to be printed damp to give it that fine tonal quality 
inherent in the most artistic kind of plate printing, the quality that cannot be achieved by the ordinary method of print- 
ing work dry. This method furthermore requires special facilities for dampening and drying, and for refinishing the 
paper after it has been printed. In this class of work are Banknotes, Postage Stamps, Revenue Stamps, all kinds of 
Government Securities, Bonds, Stock Certificates, Checks, Drafts, Letters of Credit, all Papers of Value, Labels, 
Portraits, Folders, Bank Statements, Diplomas, Charters, Membership Certificates and all kinds of large commer- 


cial work. We are especially equipped to do this work for the trade and can handle orders promptly and efficiently. 





KIHN BROTHERS BANK NOTE ENGRAVERS & PRINTERS 205-209 WEST 19th ST. NEW YORK CITY 











June, 1923. OFFICE APPLIANCES 203 


Some Recent Books 





Safe Tests at Underwriters’ Laboratories. 


‘The Truth About Testing Safes” is an illustrated book 


published by the National Association of Steel Furniture 


Manufacturers, Cleveland, Ohio. It describes in a popular 


a ee) 
~~S 


manner the procedure of testing a filing safe in the Chi- 


cago laboratories, and includes an appendix detailing the 


i: 


specifications covering the test and manufacture of safes 
and insulated cabinets. The book should be a revelation 


= 
- 
= 


<5 


to the layman who is not conversant with the procedure 


adopted to test safes aspiring for the various grade labels 


~~ 


which attest fidelity to the standards set by the Under- 


writers’ Laboratories. Primarily this organization repre- 


ao 
_—~ 


sents the fire insurance companies of the country Its 
functions include protection of the consumer, as once a safe 
has passed the tests successfully, the laboratories assure 
maintenance of the standard by factory inspection and 
periodical tests of that safe purchased in the open market 


and subjected again to the trying ordeals prescribed. Safe 


pe Eg 
7 ye? 


testing is one of a number of duties performed by the Un 
| 


derwriters’ Laboratories. 


2 
2 
= 
= 
Ss 


+e 


> 1 ] ] 
The OK SHOWS th 


e equipment used in testing safes, and 


describes the procedure. The description of the heat run, 


the impact test and the “reheat after impact” test abound = oe | 
in dramatic situations \fter the safe has ooled, three a B fr P ( n 
days following the last ordeal, it is opened The layman \') 
notes the visual evidence of the protection afforded against ( a 
fire, the flamable contents being uninjured. The engineers vate OOSEe Ca ‘f 
conducting the test make detailed notes covering the per- \aie \ Rae 
es \ é 

Devices —& 


N 
4 


-_— 
~~ 


formance of the safe, and then hold a post mortem by tear 


é 


ing the safe apart, noting the condition of the concealed 


7 
cal 

? 
; 
~ 
’ 


parts and taking samples of the steel and insulating ma 


i 


terial for physical and chemical examination in the labora 


3 
3 


s 
4 


Valuable Book on Team Work. 


ixth 


s 
‘ 


A most comprehensive 
line of superior Loose Leaf 
Merchandise manufac- 
tured with the same dis- 
criminating care that has 
distinguished B & P Prod- 


ucts for almost a century. 


ee. 
“Se, 


edition of “Pulling Together, yy John T. 
Broderick, has just been issued with a short sequel by the 
author entitled “Untouched Wealth” and an introduction by 
Charles P. Steinmetz, Ph. D., the famous electrical engi 


lf 


< 
= 
3. ’ 


neer. Some of the chapter headings in the main book are 
as follows: Mutuality of Interest; Collective Bargaining: 
How Good Will Is Won; Plan of Employe Representa- 


tion; Wages; The Public; Our Friends, the Formen; Hu 


man Engineering; Hard Times; Need of Strikes Outerowa. All numbers in stock for 
D Che « pter headings of the sequel are as follows Men immediate delivery. 





and Mechanisms; A Spiritual Meaning; Incentive: Just 


[ hnpra tical: E1 ough ror All: A Clear Atn sphere ‘ Sold only through dealers. 


Che bo yk IS pu lis! d by Robson & Ade e or S¢ hene ‘tady, 


{T N. } t is bound in cloth, contains 167 pages and is 


it d S200 net 
Dr. Steinmetz says of the book “A clear exposition 
ind discussion of a plan which in one form or other is + 
, rapidly growing in favor and in many instances where it W Boor UM & PEASE Co. 
ano ; ; , : ie : “a } 
has been honestly tried has led to increased co-operation N] Y 4 
| has been honestt 7 | — io Veal ce 
ality Phe ok is written in a style that makes it engaging and mA iveu O7 ~~ 
rimte of value to the average reader but it is also likely to be 


found very interesting by the men wl 


v4 
~ 


uss 


10 through craft or 


the 


ganization seek the ood of labor as well as by industrial 





7 a ae A 
~~. 
7 


s of managers and engineers 


bels, 


Be Advertising Manager for National Fidelity Life. 
—_ 


mim(ze 


The National Fidelity Life Insurance Company, which re 


I 
ntly. entl moved its headquarters to Kansas ( ity, has secured 


= 
= 
~ 


> 


services of R. A. Shannon as advertising manager. Mr 


Shannon was formerly in charge of the advertising depart 


ITY ment of the Irving-Pitt Manufacturing Company. 
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and Loose Leaf 
Devices 


THE LINE OF 10001 NUMBERS 


¢ 


Modem facilities 
backed by 8O 
years of expert 
epee A, 
e quality o 
Se Paupy Of, 
Products 


SOLD ONLY THROUGH 
DEALERS 


BooruM& PEASE Co. 
NEW YORK 









































Henry W. Buse Again with Remington. 


Henry W. Buse has come back to the Remington Type- 
writer Company, this time in the capacity of special rep- 
resentative connected with the Executive Department in 
New York. 

In returning to the Remington he has again associated 
himself with the company of his early choice. For a 
number of years past he has been located at Philadelphia, 
where he has specialized in railroad work. 


---- 





HENRY W. BUSE. 


Mr. Buse has a host of friends in Philadelphia who wil! 
be glad to learn that he is to retain his home there and his 
membership in various clubs and fraternal organizations 
He might almost be said to have grown up with the type- 
writer industry of Philadelphia, where he has been a 
business getter for so many years. 

The many business and social friends that Mr. Buse has 
made feel sure that he will be a great producer for the 
Remington Company. His operations will not be restricted 
to Philadelphia but will afford a wider field for the employ 
ment of his talents than he has enjoyed heretofore 


Going Higher in “Y and E” 100% Plus Club. 


Advancements in the 100% Plus Club have been gaza 
teered by The “Y and E” Idea. Salesmen of the Yawman 
and Erbe Manufacturing Company have received the tokens 
of progress as listed here: 

C. F. Hoffman, traveler, received a gold watch. 

J. J. Callahan, Chicago; Jos. Kirch, New York—third bar 
to diamond fob. 

F. B. Grant, Pittsburgh; J. J. Baumann, traveler; H. F 
Black, Boston—first bar to diamond fob. 

F. S. Bailey, Los Angeles; C. J. Goodman, St. Louis 
diamond fob. 

J. V. McConnell, Los Angeles; F. A. Williamee, traveler: 
S. C. Shortlidge, traveler—third bar to plain fob. 

C. W. Greve, Rochester; D. Webster, Jr.—second bar 
to plain fob. 

C. W. Clark, St. Louis; R. A. Richardson, Los Angeles: 
H. G. Schreiner, Philadelphia—first bar to plain fob. 

The initial award, a plain fob, has been presented to 
W. W. Besson, New York; J. H. Hallam, traveler; A. 
Balster, Chicago. 


C. W. Seely on Topeka Library Board. 


Clem W. Seely, secretary and sales manager of the Hall 
Lithographing Company, Topeka, Kans., has been ap 
pointed a member of the local library board. Mr. Seely 
succeeds the late A. D. Gray. 

Mr. Seely has also been elected vice president of the 
Topeka Chamber of Commerce. He served this body as 
a director last year. 
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How often does your business talk to you? 


OW often are the vital facts 

about your business laid 
before you? Once a year? Once 
a quarter? Once a month? 

In firms where Elliott-Fisher 
Machines are employed to do the 
accounting, a complete, accurate 
record of every day’s business is 
available at the close of every 
business day. 

Old-fashioned, head-and-hand 
accounting is essentially slow 
and behindhand, whereas the 
great advantage of Elliott-Fisher 
machine accounting is its on- 
time speed. 


A worth-while advantage 


Elliott - Fisher Machines on 
your work would enable you to 
see at a glance just how much is 
owing you and who owes it. They 
would enable you to know to a 
penny just what every operation 


is costing you. They would pro- 
vide you with a daily inventory 
of goods in stock and in work. 
Compare this kind of account- 
ing service with what you are 
now getting. Can you know in- 
stantly the exact facts covering 
every phase and angle of your 
business? Is every department 
head constantly in possession of 
all the facts of interest to him? 


Have an Elliott-Fisher man 
call and explain 


The experience of the Elhiortt- 
Fisher representatives covers all 
lines and kinds of businesses—all 
phases of accounting. One of 
these men will gladly call upon 
request and, without obligation, 
go over your accounting needs. 
It may mean much to you to 
have such an interview. Write 
or telephone our nearest office. 


Elliott- Fisher best meets the re- 
quirements of modern accounting 
by furnishing: 
INSTANT PROOF OF 
ACCURACY 
Without extra work or effort. 


MAXIMUM PRODUCTION 
The flat writing surface results in 
the writing of many records at one 
operation. 

PERFECT LEGIBILITY 
On original and many copies. 

CURRENT INFORMATION 
Facts and figures obtained as a 
by-product. 

A quarter century of study and re- 

search has developed 
The Universal Account- 
ing Machine— 
ELLIOTT-FISHER. 
There is one which fits 
your business. 








A list of concerns using Elliott-Fishers 
reads like a ‘Who's Who” of American 
business in every field. The total exceeds 
15,000 firms and covers more than goo 
different lines of business. Investigate! 


Elliott-Fishe1 


Accounting and Writing Machines: Flat Writing Surface 


ELLIOTT-FISHER CO., 342 Madison Ave., New York, N. Y. 


Branch Offices in Every Important City in the United States and Canada 
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OLIVE RA 
Z 


We have a very attractive 
proposition for dealers and 
agents. Write today for com- 
plete particulars. Good ter- 
rilories are still available. 


The New Oliver 


The “Quiet Speedster” Model No. 11 
WITH STANDARD KEYBOARD 


ERE is our newest model Oliver, the ‘‘Quiet Speedster,’ 
Model No. 11, climax of our 28 years of typewriter 
manufacturing. 

The new, 1923 Model Oliver is now equipped with the 
standard 3-bank keyboard. Any operator who uses any 
three or four bank standard keyboard can now use the Oliver 
without loss of speed or output, and gain the ease of 
operation which has always characterized the fine Oliver. 

The Oliver has always been famous for its beautiful 
work. Its typing is clear, legible, distinctive. Its alignment 
is always perfect, its spacing symmetrical and even. 

In point of operation the Oliver is easiest of all, because 
the slightest touch on the keys makes a clear, strong, 
definite impression. Experienced operators say they can do 
one-third to one-half more work without added fatigue. 

Let us tell you more about the NEW Oliver and the 
opportunity we have to offer dealers and agents. 


The Oliver Typewriter Co. 


1525 Oliver Typewriter Building 
Chicago 


Factories located at Woodstock, Illinois 
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Fulton Acquires New Location. 


Che Fulton Office Furniture Company, formerly at 105-07 
No Penn stree dianapolis, Ind.. has leased the three 
story building at 117-19 South Meridan street. Extensive 
remodeling and modernization has prepared the building fot 
what is expected to the largest retail and wholesale office 
furniture and stationery business outside of Chicago and 
New York. The new building has 12,000 square feet o 
Hoor space—about twice that of the old location “he 
display rooms and private offices are on the ground floor 
Part the second floor serves as a retail salesroom. The 
third floor, and part of the second, serves as wholesale 
storage space The building has entrances on Chesapeake 
and Meridan streets. A filing school 1s to be a feat oO 
the new locatior 

Standing of Bircher 100‘% Club. 
Salesmen of The Bircher Company, Rochester, N.Y., strive 


for supremacy 100% Club. This standing is based on 
monetary value of all types of Bircher machines. Standings 
ittained are arranged for a six-month period. At present 
standings are: John R. Senigo, New Haven, Conn., first; 
( I. Gimmel, San Francisco, Calif., second; E. A. Kirk 
land, Chicago, Ill., third. R. J. Ludlow, New York, N. Y., 
ind T. E. Gilmore, St. Louis, Mo., are each working fort 
fourth place The American Service Company, Washing 
ton, D. C., and E. F. Durbin, Los Angeles, Calif., are con 
test for the s1t10n, 


Elliott Company on Madison Street in Chicago. 


establishe d 


The Elliott Company's Chicago branch is now 
at 325 W. Madison street; formerly it was on South Wabash 
ave ‘ The previous office was inconvenient in asrange- 
ment, and did not permit the degree of service to customers 
which the Elliott Company desires to give 

The third floor at the Madison street address accommo 
dates the office, machinery display and _ stencil cutters 
Storage space is on the fifth floor. The office now occupied 


by the Elliott Company was formerly Chicago headquarters 
of The General Fireproofing Company 
May Mimeograph Visitors. 
During May the visitors at the general offices of the 
\. B. Dick Company, Chicago, included: R. W. Simpson, 
of Mustard & Company, Shanghai, China, representatives 
for the A. B. Dick Company and the Remington Typewriter 


Company; A 


Company, 


B. Campbell, of the Mississippi School Supply 
Miss. 


Jackson, 


Elliott Address-press Meets with D. M. A. 


The Elliott Addressing Machine Company, Cambridge, 
Mass., will hold its annual sales conference at St. Louis, 
Mo., October 26-27. It was timed to bring the salesmen to 
gether during the 1923 convention of the Direct Mail Ad- 
vertising Association Forty Elliott salesmen will gather 
with the D. M. A 

Osteen Joins Defiance Selling Force. 

Will R. Osteen, formerly connected with the Mercantil 
Paper Company of Montgomery, Ala., has joined the selling 
force of the Defiance Sales Corporation He will have 
charge of the southeastern territory from Louisiana and 
Arkansas to the coast and from Kentucky and West Vir 
ginia to the gulf, where he is well known and has many 
friends 

Mr. Osteen will make his headquarters in Montgomery 
and will be able to keep in close touch with the trade 
throughout the entire territory 
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THe TYPWRITER 
MEY THAT MEANS 
BETTER WORK FOR 
THE USER MEANS 
BETTER BUSINESS 
FOR —— , a 
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The 
MUNSON 
CONCAVE 





is the Concave Key that 
the finger—the 
scientifically correct typewriter 


H® RE 


fits 





convex 


key. 
Prevents finger slipping and 

vives added confidence to the op- 

erator. Hides the glare of shin- 


ing keys and saves the eyes. 
will show 
profit making 
it. 


A sample set you 
trade and 


Send for 


their 
qualities. 


MUNSON SUPPLY CO. 


Dept. D 


23 CITY HALL PLACE 
NEW YORK CITY 
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rting Devices 





No. 912 


For Sorting or Classifying 


Letters 

Invoices 

Back Orders 
Follow Ups 

Bills of Lading 
Stock Sheets 
Stock Certificates 
Orders, Etc. 





For the Auditing Dept. No. 462 





Made to accommodate any size sheet and 
indexed in any manner to fit the needs of 
a business. 





Dealers write for Discounts. 





THE KOHLHAAS COMPANY 


Manufacturers 
Instant Reference Files 


183 N. Dearborn St. CHICAGO, ILL. 
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Prouty Now Sales Manager of DeWitt-La France. 

C. I. Prouty has just been appointed general sales 
manager of the DeWitt-La France Company of Cambridge, 
Mass. For the last three years he has been manager of 
the New York office and vice-president of the company 


as well 





Cc. I. PROUTY. 


Prior to taking the foregoing positions he was 
years connected with the Gillette Safety Razor Company, 
doing sales work in the Southern territory and also in the 
export department. 

The DeWitt-La France Company is composed of 
liam P. DeWitt and D. J. La France. 

Leon Allyn Heads Kalamazoo Sales. 

Leon L. Allyn, for ten years with the sales department 
of the Kalamazoo Loose Leaf Binder Company and recently 
elected vice-president of that concern, has been advanced 
to the post of general sales manager and has been placed in 
charge of both domestic and foreign sales. He will have 
more than 100 salesmen directly under his supervision, and 
the force is being steadily expanded. 














LEON L. ALLYN. 


He first accepted a position with the company in 1913, 
acting as salesman in Cleveland. He became agency man- 
ager next year and a short time later was made director 
of mechanical accounting sales. He then was advanced to 
district sales manager and placed in charge of the Mid 
West territory. For the past two years he has been lo- 
cated in Kalamazoo and has been actively engaged in the 
development of new salesmen. 

Mr. Allyn is the son of Oscar Allyn, manager of the Cali- 
fornia factory of the Kalamazoo Loose Leaf Binder Com- 
pany. 
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Waterman's 
| Ideal 
FougitaiPen 


$2.50, $4, $5, and Up 




















The BRIDE 
The GROOM 
The FLOWER GIRL 
The USHERS 


F all things that can be given, Waterman’s Ideal Fountain Pen or a 

matched set, made up of Waterman’s Ideal Pen and Waterman’s 
Pencil, are the most appropriate for the June Wedding. 

Stationers who push this idea have found that it opens up a most 


agreeable source of profit and prestige. 


L. E. Waterman Company 
191 Broadway, New York 


Chicago San Francisco Boston 
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The Success 
of the 


Bates 
Lever Machine 


Sales of our new Bates Lever Machine have 
far outnumbered our expectations. We pub- 
lish this advertisement to thank the trade for 
its hearty appreciation. 


Dealers everywhere are successfully pushing 
this machine realizing that many business or- 
ganizations, accustomed to Bates quality, have 
frequent uses for irregular numbering. 


The lever action operates non-automatically 
and is especially designed for both irregular 
numbering and for numbering on irregular 
surfaces where the first effort does not result 
in a distinct impression. 


It prints the same number indefinitely. A 
slight pressure of the finger on the lever 
changes it to the next higher number. It is, 
therefore, able to do every kind of numbering 
work. 


The famous Bates construction is put into this 
machine. A demonstration will prove it to 
have the guickest and easiest action of any lever 
machine made. It is distinctive because it is es- 
sentially different from any other lever machine 
manufactured in that it has an inside move- 
ment which protects it from the accumulation 
of dust and dirt and insures greater accuracy 
and durability. 


THE BATES MANUFACTURING CO. 


Factory: New York Office: 
Orange, New Jersey 50 Church St., New York 





The new Bates Lever Machine 
for irregular numbering 











Sell 


Bates 
Ink 


For Numbering Machines 


It Lubricates! 
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Paddock Takes Boston Branch for L. C. Smith. 


Miner H. Paddock, Jr., has recently been appointed 
manager of the Boston office of the L. C. Smith & Bros. 
Typewriter Company of Syracuse, N. Y The Boston 
office is located at 53 Franklin street 

Mr. Paddock started in the typewriter business in 1900 
with the Remington Typewriter Company at Providence, 
R. I., and later was made manager of the Hartford sub- 
office of the same company. He was a member of the 


Union Typewriter Company and of the Remington organi 





M H. PADDOCK 


zation for fifteen years as a salesman at Boston, then tor 
two years as special billing machine representative travel 
ing the branches and as salesman at New York for several 
years, later specializing in the accounting machine depart 
ment at New York 

In 1914 Mr. Paddock was made manager of the Syracus¢ 
h 


office of the Remington, and largely through the sales he 


made of accounting machines, was a runner-up in the Rice 


Leader contests In 1917 Mr. Paddock resigned from the 
Remington service to take charge of the Rochester office 
of the L. C. Smith & Bros. Typewriter Company. This 
position he held for four years, when he was made dis 
trict sales manage charge of the Eastern district H« 
spent two years in this service just prior to his recent 
ippe tment as Boston manager. 


\lr. Paddock believes that the typewriter business is 
distinctly a profession and that ability and application will 


bring a man large returns 


May a Hard Month on Doorknobs. 
The sales organization of The National Cash Register 
Company set its May quota at 150,000 points. The an 
nouncement of this feat had for its cover design a picture 
of door in colors, labeled “Behind this Door You Will 
Find the Greatest Opportunity in Our History.” The door 
knob was marked, “Pull.” Each sales agent who is a mem 
ber of a winning team, and secures 150 per cent of his 
quota, will receive $40.00. If his team loses, but he indi 
vidually makes 150 per cent, he receives $30.00 Each 
salesman who is a member of a winning team and secures 
per cent of his quota will receive $40.00. If his team 


loses, but he individually makes 150 per cent, he will receive 


A New Arrival. 

Mr. and Mrs. Charles F. Kehl of Mexico, Mo., announce 
the birth, on March 16th, of a nine-pound boy, whom they 
have named Charles Edward. 

Mr. Kehl is the proprietor of the Mexico Typewriter Ex 


change at 118 South Washington street, Mexico, Mo 





Charles Edward is the sixth child of the family 
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The ‘‘Harvey”’ 
Machine Posting Ledger 


is what your 


Prospect Needs! 


N account of little punching required for bind- 

ing sheets in the “Harvey’’ Machine posting 
Ledger, both ends of the sheet may be punched 
without giving inconvenience to the machine op- 
eration. Result—Tumb!le Head Sheets—which are 
more practical and satisfactory on account of the 
convenience to the 

user for reference. 


The illustration of 
the ‘“Harvey’’ Ma- 
chine Posting Ledg- 
er at the left, indi- 
cates the advantage 
of the Tumble Head 
Sheet over the reg- 
ular ruled _ sheet, 
where it is neces- 
sary when referring 
to the inactive side 
of the sheet, toturn 
the book entirely 
around. Tu mble 
Head Sheets bound 
at the bottom and 
the head tumble, give more natural reference. 









































The Harvey’"" Machine Posting Ledger, with Side Bind 
teversible Ledger Sheets, develops considerable speed in 
daily posting because the active side of the sheet, at all 
times, faces the operator, thus being a great advantage 
over the regular side ruled ledger sheet in which the 
ctive sheet faces the operator only when being filled, 
eaving the new active sheet in an unnatural position 
which requires completely turning the sheet when insert- 
ng in the machine 

This frequentl esults in errors in posting or in con- 
fusion in determining just which side is the active side 
of the sheet The Side Bind Reversible Sheet eliminates 
these disa intages—saves time, and if explained to your 
prospe s n securing business for you 

AS a si : (veut 
be in 08 ADORE 
fer te youl ners - —_——— 
the latest and most in ~~ 
proved equipment anda 
to one who 1s familia 
with the requirements 
for nm 
ledgers 
Head f 
Bound 
cially f 
Sid Ruled te I 
Form to omn Cclal 
Offices, will secure a @) } 8) 
nice rofitable business 
re Bs wal 


Send heattached coupon for more complete information 
regarding the Harvey Machine Posting Ledger line and its 
many advantageous features. 


Manufactured for the trade exclusively by 


BUXTON & SKINNER 
Printing and Stationery Co. 


Fourth, Between Olive and Locust 


SAINT LOUIS 








Buxton & Skinner Printing & Stationery Co. 





St. Louis, Missouri. 


Please send Illustrated Folders giving price, trade discounts 
and exclusive territory open 


NAME : occTerTT eT 


ADDRESS 
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Before Sem} 
ni ig Semi-Hex 
the round cor- 
nered Penex Pe 
—was 
tised 
Its popularity. 
Stead of the 
Cial stimulation 
advertising it 
» Its own merits. 
Such naturally- cre- 
ated demand «> 


I Speaks 
more for quality 
rs d Satisfaction 

an mere words 


can Cxpress. 


loday, Penex deal- 
e's are cashing in on 
this self-made 


ke > mMmar- 
et tor Semi-Hex 
And today they have 


back of them nation- 
wide advertising help 
~—Magazine advertis. 
Ing, billboards, count- 
er displays, mailing 
pieces. etc. Se mi- 
Hex users are increas- 
ing, Semi-Hex dealers’ 
profits | 


= 


ncil 
ever adver- 
it had proved 
In- 
artifi- 
of 
| 1 cre- 
ited its own demand 


” 
*s 


“0S me 


roh are growing . 

Semi-Hex  saje< a : 

mounting. — # 

LM you are not selling | 

“emi-Hex, now is the 

time to begin. Ask ios Pd 

samples, prices and F 

the Penex Prop- 

Osition, 

“ De A ae Address 
Dept. O 


/ PENCIL EXCHANGE 














MAKERS OF 
FOR THREE 


LEAD 


PENCILS 
GENERATIONS~ 


JERSEY CITY.N.J. U.S.A. 
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“Camp Roosevelt—Boy Builder” 

To direct and train the boys of this country so as to de- 
velop them into the very best kind of American citizens, 
is a problem to which the best minds in the country are 
being devoted. Many fine theories are being advanced 
for the development of boys, but few of these plans get 
down to a practical working basis. 

One of the most practical plans for utilizing the sum- 
mer vacation period for educational purposes has bee: 
devised under the auspices of the Chicago Board of Edu 
cation, by Major F. L. Beals, Supervisor of Physical Edu- 
cation and Military Training in the Chicago public higl 
This plan appeals to the romantic and heroi 
It offers him a 


schools. 
which is a part of every boy’s makeup. 
organized summer’s outing, under most 
guarded conditions, at a cost within the means of « 
boy, and it trains him in business methods. 

Camp Roosevelt, nationally known as “the boy-builder 
is ideally located on Silver Lake, near LaPorte, Indiana 
sixty-five miles from Chicago on the New York Central 
While essentially military in character, this cam} 
all 


carefully safe 


ver 


Lines. 
is in reality a great playground where boys absorb 
sorts of useful information, in addition to having a good 
time. In addition to the practical classroom instruction 
boys are taught to go into the woods and build, with such 
crude implements as may be available, the knife and hatchet 
being practically the sole equipment. The romance of go 
ing into the deep woods, cutting down saplings, pitching 
the crude frame-work of a leanto, covering this wit! 
boughs and fixing it so that it might be occupied for 
night, is an activity that should thrill any and every boy 
and one which makes for efficient workmanship. It 
unusual thing at this camp to see eight or ten boys as 
busily engaged as so many beavers would be, in cutting 
down trees, building bridges over ravines and smal! 
streams. All of these things the boys do. In addition, 
they take long tramps through the woodland surrounding 
the camp, where under the guidance of their nature-study 
instructor, they learn the different kinds of woods, the 
various trees and the process of manufacturing the mani- 
fold articles of woodwork from the wood taken therefrom. 
To further supplement this instruction, in the woodwork- 
ing classes boys are given the raw material and instructed 
in the making of household utilities. 

Each boy may follow his natural inclination, and carry 
out his personal hobby. The wireless station, the radio 
station, the camp newspaper, all of these branches of indi 
vidualistic effort are introduced by the boys. 

In addition to its educational advantages, the health fea 
ture of the camp is one of importance, first in development 
of physical strength, and secondly, through safeguarding 
health as taught by the American Red Cross. Every boy 
in camp is required to pass a test given by the American 
Red Cross in first aid. A completely equipped modern hos- 
pital building, with staff of doctors and nurses looking 


1 
} 


after the welfare of the boys, tends to a minimum of sic! 
ness in the camp. 

Major F. L. Beals, the directing head of this unique proj 
ect, has made boys his life study, and the well regulated 
program carried out at the camp embodies the results of 
his findings through his many years’ research. He is well 
qualified to mold the lives of the boys entrusted to his 
care, being a born leader, and believing firmly in those 
wholesome doctrines manifested by that great man after 
whom the camp is named. 

Plans for the camp of 1923 include a more elaborate 
program than has ever been maintained. The school divi 
sion will be of seven weeks’ duration, beginning on July 2 
and ending on August 18. The R. O. T. C. division, for 
older boys, as well as the Junior Camp, will begin on July 9 


IS lie 


and end on August 18. 
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(Cu stome YS 
Meare 
LARGER PROFITS 


Looked at from any angle, the Cesco 
Line is the logical line for any dealer. No 
other manufacturer has studied the con- 
sumer’s requirements or devised such an 
extensive assortment of Accounting 


Forms and Devices. 


It is a line of individuality—each item 

from the vest pocket memo book to 
the highest grade ledger—with some dis 
tinguishing feature. 

The range of construction and price 
has been so carefully worked out, from 
the consumer’s standpoint, that the deal 


er has every possible advantage 
This means satisfied customers. 


The Cesco Catalog, together with dis- 


counts and full information on request. 


LOOSE VCBLCO <r: 


Ghe CE. SHEPPARD CO. 


Van Alst 4 14.% St. Island City 
an ‘° 
New York City 




















It pays to sell 


the best refill leads 


§ econ service of any 
pencil — metal or 
wood — is, after all a 
matter of the lead. That’s 
one good reason why 
you should always offer 
VENUS THIN LEADS No. 38 
for refills. They are the 
same lead that has set 
the quality standard in 
the famous Venus Draw- 
ing Pencils—the largest 
selling quality pencil in 
the world. 


VEN US 


HIN LEADS 
No. 38 


Superbly Smooth and 
Remarkably Durable 


VENUS THIN LEADS No. 38 are 
perfect leads—For Venus Ever- 
pointed and all thin lead metal 


pencils. 





7 Degrees 
2B soft and black F Firm 
B soft H medium hard 
HB soft medium 2H Hard 


4M extra hard 


Packed in the Attractive Venus 
Watermarked Green 
Package 


Retail Prices 
15e. per tube of 12 leads 


Write for samples 
and trade prices 


American Lead Pencil Co. 
220 Fifth Avenue 


and London, Eng. 








New York 
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are very careful to produce 
the best—and we take pride 
in the fact that it is not 
often that Columbia prod- 
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Branches Throughout 
United States and 
Abroad 
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ARE YOU? 


Are you interested in 
trade doings in Great 
Britain? 


If so, there is only 
one way of keeping 
abreast of the times 
and that is by the 
regular monthly re- 
ceipt and perusal of 


“THE BRITISH STATIONER” 


Adopted as Official Organ of the Stationers’ 
Association of the United Kingdom 


Our editorial pages are 
unique for news, instruc- 
tion, originality and general 

. interest. The following are 
among the many popular 
features: 


The Art of Window Dressing 
(illustrated) 


The Art of Advertising 
(illustrated) 


Bookkeeping for Stationers 
(illustrated) 


How to Sell System Goods 
The Complete Stationer 
Trade Topics Talked About 
Etc., Etc. 
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RATES ON APPLICATION 

































Akron, Ohio.—M. ¢ Limber, The Foster Office Supply Com- 
pany, was elected a trustee of the Akron Retail Credit Men’s 
Associati 

Alton, Ill.—The Alton Book Store has been opened by Frank 
Stritz, 16 East Broadway Stationery is carried. 

Atlanta, Ga.—A new company to handle stationery and print- 
ing or large scale will be operated by J. H. Harlan James 
LaHatte, Rufus Brown and Mr. Stroeke 

Baton Rouge, La.—The McNeil Stationery Company ne has 
incorporated 

Birmingham, Ala.—The Dewberry & Montgomery Stationery 
Company has arranged a special booth for the use of women 
planning the purchase of engraved and die stamped stationery. 

Boston, Mass.—Charles ©. Tucker & Company, 211 Summer 
street, has been appointed New England distributor for the fine 
leather goods of Frederick Stanley Company, Wallsall, England 
through Stanley & Stanley, Inec., 329 Fifth avenue, New York, 
N. ¥ American distributors 

Brooklyn, N. Y.—The Grand Toy Stationery Company 40 
Grand street, has been discharged from bankruptcy. 

Buffalo, N. Y.—Miss Julia Nehrbass has resigned from the 
Stationery department of the Otto Ulbrich Company, after serv- 
ing the business twenty-three years She was the honor guest 
it a farewell dinner given by officials and 
the Ellicott Club 

Canton, Ohio.—KEdwin I, Baer, of Baer’s, was elected a mem- 
ber of the legislative committee, Canton Retail Merchants’ Asso- 


store employees at 


Clatior 

Canton, Ohio.—Harry Haylor, of The Haylor Office Supply 
Company, was elected secretary of the Canton Dog Fanciers’ 
Club Mr. Haylor has a number of blue-ribbon dogs 

Chicago, Ill.—lL.. EK. Williams has joined the Burr-Vack Com- 
pany aS an outside salesman 

Chicago, III.—A slight loss was sustained in a fire May 10, at 
$210 North Clark street, occupied by C. Youngber. 

Chicago, IIl—Leroy A. Carrithers, accompanied by his wife, 
motored in May to Cedar Rapids, lowa, for a visit with his 
brother 

Chicago, IIl._—The Congoleum Company has purchased a four- 
story warehouse at 1435 West Thirty-seventh street, containing 
$8,000 square feet 

Chicago, IIl.—The Miller Bros. Engraving Company has moved 
from 416 South Dearborn street to more commodious quarters 
at 536-38 South Clark street 

Chicago, IIl.—The Petite Stationery Shop has been opened at 
100 West Chicago avenue by John P. O'Malley. Commercial and 
social stationery are carried 

Chicago, IIl—The Reliable Stationery Company, formerly at 
112 North La Salle street, is now at 165 West Monroe street 
Twice the space formerly occupied is utilized for increased 
stocks 

Chicago, Ill.—A. C. McClurg & Company has disposed of its re- 
tail store to Bretano’'s The McClurg business will concentrate 
on wholesaling, with headquarters in the ompany’'s building on 
East Ohio street 


the 
Northwestern Paper Goods Company, spent the greater part of 


Chicago, IIl—L. S. James, special representative o 


May on a travel tour His itinerary included Indianapolis, Cin- 


cinnati, Louisville, St. Louis and Kansas City 

Chicago, IIl—A new edition of the ‘“‘syndicate’’ catalogue pre- 
pared by the Associated Stationers’ Supply Company will be 
ready for distribution by dealers in June The company 1s 
mailing a new edition of its dealers’ catalogue 

Chicago, Ill.—The Graver Stationery Company 184 West 
Washington street, has incorporated with capital stock of $5,000 
This is an established business which has taken an Illinois 
charter. The incorporators are Bertha Graver, Julius Belsky 
and Nathan Graver 

Chicago, IIl—W. G. Ridley & Son has acquired an attractive 
location in moving to 20 East Randolph street A large, well- 
lighted sample room occupies the front of the building The 
factory for making Lavette’s photo mailer envelopes is located 
in the rear The organization distributes to jobbers in seven 
States for the American Pad & Paper Company, Holyoke, Mass., 
and the Whitney Manufacturing Company, Worcester, Mass. 

Cleveland, Ohio.—The Ideal Office Supply & Stationery Com- 
pany has taken a ground floor location at 1106 Prospect avenue 
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How far can a man see from his desk 
—the man in the valley can see the 
valley but the man on top of the val- 
ley can see all of the valleys and all 
of the high spots. 


The National Association of Stationers 
and Manufacturers Brings the View of the 
Man on the Mountain to All of Its Members 


The man behind his own desk can see his own 
problems and a few of the problems of the peo- 
ple right around him, but he is denied the Na- 
tional view that he needs to give him the best 
vision in his business. 


The National Association brings a National 
view of the business. 

The National Association News brings National 
news of the business. 

The Convention brings personal contact Na- 
tionally. 

The Information Bureau brings National In- 
formation. 

The National Association brings you a bird’s- 
eye view. 

The National Association elevates you to the 
top of the mountain. 


Join the National and Broaden Out Your Vision 
and Cooperate Nationally 


IT COSTS YOU LITTLE 
IT BRINGS YOU MUCH 


Fill Out the Coupon and Send It In Today 


oc ac dubned sacediunnwebtcdasceaduleneeseee 7 
Nat’l Ass’n of Stationers & Manufacturers, 


403-405 Conway Building, 
Chicago, Ill. 


Kindly send me full information as to membership 


in the National Association, also a copy of “You and 
Your Association.” 


SUED cddedeudeneene ai 


Residence, St. & No.. he . 
City oF Towe,. OBE DERI 66:0:90500 0600 cock bakeeanne ‘ 
‘ 
Dealer—Jobber—Manufacturer—Wholesaler, ; 
(Check which) ' 
‘ 
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SUPER— 
EXPANSION 


LEDGER OUTFITS 
AT POPULAR PRICES 
$5.50 to $15.00 


n 





Exceptional 
Values 


Diamond ‘‘X’’—The Leader of the Line 


Made in a variety of grades and sizes— 
Keyless (Automatic) and Screw-operated 
styles. 





(Note the 
Enormous 
Expansion) 








When you sell your customer a Super- 
Expansion Ledger you give him re- 
markable value according to all stand- 
ards—plus— 


200 PER CENT 
EXPANSION 


Build for the future—Feature distinc- 
tive devices of merit made by 





Stationers Loose Leaf Co. 


New York Milwaukee Chicago 
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The business has been conducted for two years in the Prospect 


building. 
Dallas, Texas.—The Davis Printing & Stationery Compan) 
has incorporated; capital stock, $20,000; incorporators—W, C 


Davis, J. F. Van Huss and R. W. Cowan. 
Elmira, N. Y.—The Realty Lobby Corporation has incorporated 
to handle stationery and magazines; capital stock, $5,000; in- 






corporators—R. P. McDowell, W. Herendeen and M. Casson, J} 

Gastonia, N. C.—Loftin & Company, printer and stationer, is 
erecting a new building which will be occupied chiefly by the 
printing business. 

Greensboro, N. C.—The building at 206 South Elm street ha 
been bought by the Wills Book & Stationery Company, the ten- 
ant. The consideration is said to have been $60,000. 

Hagerstown, Md.—The Hagerstown Bookbinding & Printing 


Company has purchased a two-acre tract on which a new plant 
will be built in the future. The company now owns its four- 
story building. 

Highland Park, Calif.—E. T. 
Ames, Iowa, has purchased the 
William Floyd. 

Homer, N. Y.—The stationery Mullen 
has been operated here about three years, has been closed, and 
the stocks and fixtures removed to the store at Cortland 






Grove, formerly a stationer at 


Douthit stationery from 


store 


store of Bros which 





Jacksonville, Fla.——The C. & T. Engraving Company has 
corporated to do an engraving, stationery and blank book manu- 
facturing business; capital stock, $10,000; Charles W. Lineau 
president. 

Ligonier, Ind.—Braginton & Earle, who have been operating 
the stationery and book store formerly conducted by H. F 
Hutchinson, have dissolved partnership. Mr. Braginton 


continue the business, excepting for the wall paper lines, whicl 
Mr. Earle will carry. 

Los Angeles, Calif.—The Stationers’ Corporation has acquired 
the commercial stationery business of the Duncan-Vail Con 
pany, and has merged the stock with that in its new building at 


525-27 South Spring street. The Duncan-Vail Company will n¢ 


concentrate on its picture frame and art lines. 

Massillon, Ohio.—The Bahney Company has opened a Den 
art department. 

Montclair, N. J.—E. L. Hearn has established a new statione1 
book and gift shop at 624 Bloomfield avenue He had been ir 


business at Morristown previously. 

Montgomery, Ala.—Will B. Osteen has become representa e 
of the Defiance Sales Corporation, New York, N. Y., making 
headquarters here. He will cover the Southeast, from the coast 


to Louisiana and Arkansas, and from Kentucky and West \ 
ginia to the Gulf of Mexico. Mr. Osteen had been connectes 
with the Mercantile Paper Company of Montgomery. 

Newburgh, N. Y.—H. D. McLean, formerly connected with 
the E. I. DuPont de Nemours Company and the Cleveland & 
Whitehill Company, Newburgh, N. Y., is now employed by the 
F. J. Brannigan & Company selling office supplies 

New York, N. Y¥Y.—The Guide System & Supply Company has 


occupied an entire floor at 335 Canal street. 
New York, N. Y.—Abraham Israelite, stationer and 
tioner, 18 East 110th street has been declared a bankrupt 
New York, N. Y.—The Flagg Stationery & 
has been declared bankrupt; assets, $2,000; liabilities, $7,273 
New York, N. Y.—H. A. Fingerhut, of the H. A. Ink Erase: 
Company, is making progress in recovery from a serious illness 
New York, N. Y¥Y.—The White-Fox Company, wholesaler 
Broadway, has increased its capital stock from $55,000 to $12 


Printing Company 


New York, N. Y.—E has been elected vice pres 


T. MacIntyre 


dent and a director of the Defiance Sales Corporation, 72 Spring 
street 
New York, N. Y¥Y.—The Totem Stationery Company, 82 
acre building, has been purchased by N. Hirschbaum, t 
with The General Fireproofing Company. 
New York, N. Y.—The Waldinger-Rotto Company, In 404 


is a consolidation of M. J. Waldinge1 


Kast Thirty-sixth street, 
& Company, 624 First avenue, and the Rex Service, 1658 Broad- 
way. 

New York, N. Y.—F. Whiting, Inc., 
moved from 38 Murray street to 298 Broadway. 
tion affords the increased space which the growth of the 
ness has demanded. 

Passaic, N. J.—The Van 
opened at 625 Main avenue. 

Philadelphia, Penna.—Harold Xander, formerly 
man with the William F. Murphy Sons Company, has joine: 
Gubler & Company, Fourth and Sansom streets. 

Philadelphia, Penna.—The monthly house organ of the South- 
wark National Bank described the growth of the Continental 
Scriptex Ink Company, which Howard and Norris 
streets 


printer and engraver, has 
The new loca- 


Auken stationery store has been 


a junior 


is located at 


> ees 
Page 232.) 
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T-e-n-S-1-0-n 
Mail Containers 


are used in every line of business and they 
cover the mailing needs of any and all of 
your customers. 


The TENSION line includes open-end 
tension envelopes, double metal - clasp 
envelopes, single metal-clasp envelopes, 
metal -flap clasp envelopes, document 
envelopes, photo-mailing envelopes, filing 
envelopes, folders, mailing boxes, etc., etc. 


You will be especially interested, perhaps, 
in the Open-End Tension Envelope you’ve 
seen everywhere and the Metal -Clasp 
Envelopes, one type of which is illustrated. 


Our book, “‘Envelope Specialties,” is in itself 
an education in mail containers. Send 
for acopy. It’s yours for the asking. 


The Tension Envelope Co., Inc. 
Bush Terminal—33 to 87 34th St., Brooklyn, New York 


Telephone Sunset 6000 
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Stenographic Note Books 
PEN AND PENCIL—FOR THE TRADE 


We specialize in books made to meet your 
particular requirements. 


Special Imprints— Sizes — Ruling — Stock 
All Qualities—Full Count Guarantee 


Send for catalog containing samples of stock and rulings. 


ROCKWELL-BARNES COMPANY ; 


815-23 So. Wabash Avenue Chicago, IIl. 














Old Hampshire Gift Boxes 
A Giftof Refinement 


[* selecting gift boxes for your discriminating customers as much care 
should be given to the quality of the paper as to the appearance of the 


Refinement, good taste and good breeding are expressed in one’s 


box. 
stationery. 

Old Hampshire gift boxes combine the two essential requisites of well 
dressed containers and quality paper. 

Write for illustrated catalogue. 


Fine Stationery Department 


Hampshire Paper Company 


SO. HADLEY FALLS, MASS. 





























Aurora, IIl.—R. E. Warner, of the Durand Steel Locker Com 
pany, has been elected a director of the Purchasing Agents 
Association of Chicage 

Birmingham, Ala.—J. IE. Fraser, southern division manager of 
the Kardex Company, came over from Houston a few weeks 
ago to study the local situation. 

Buffalo, N. Y.—Willard G. Stevens has resigned as manage! 
of the furniture department, Eaton Brothers Company, In¢ 

Buffalo, N. Y.—The Quinn Office Furniture Company has been 
organized by Victor M. Quinn, George Frank and C. Frank. 
The company will handle desks, chairs, tables, ete A display 
will be carried with the Quinn Stationery & Printing Company 
229 Pearl street The warehouse is in Franklin street, nearby 

Chicago, !Il.—The Franklin Desk Company has arranged 
distribute the lines of the Browne-Morse Company locally 

Chicago, I!l—About June 1 the Central Office Furniture Com 
pany will open a general office equipment business at 12 
South Wabash avenus 


Chicago, IIl.—A. C. Scott, manager here for the Yawman and 
Erbe Manufacturing Company, has gone East to recuperate from 
an operation performed at Philadelphia some weeks ago. Friends 
can address him care his brother, Captain Scott Bell avenue, 
Bayside i. ee oe 

Chicago, IIl.—A permit for the erection of the American furni- 
ture mart at 664-86 Lake Shore Drive has been issued to the 
American Furniture Mart Building Corporation, 400 North Michi- 
gan avenue The building will be eleven stories high, 218x418 
feet, costing $5,800,000 

Chicago, IIl.—I’. K. Gilbert, manager of the furniture depart- 
ment of Geo. E. Cole & Company, has a special interest in the 
new Illinois Merchants’ Bank building at Jackson and Clark 
streets He secured an order for over seventy “G-W” filing 
safes, to be provided for tenants who do not desire vaults 

Chicago, IIl.—The General Fireproofing Company, A. C. Tobin, 
manager, is now settled in its new downtown offices Room 406, 
10 North Clark street A representative display of ‘‘All-Steel’’ 
office furniture is shown Mr. Tobin has a desk there, and work- 
ing quarters are provided for others of the downtown staff 

Chicago, IIl—The Art Metal Construction Company, now on 
the third floor at 434 South Wabash avenue, will move in July, 


to the ground floor store at 210-12 West Monroe street About 
two years ago the Chicago branch was at 205 West Monroe 
street, on the fourth floor. So the present move is in the nature 


of a home-going 

Dayton, Ohio—E. F. Dean has joined the local force of The 
Shaw-Walker Company He had been formerly with the Travel- 
ers’ Insurance Company 

Dayton, 0.—The Dayton branch of the Shaw-Walker Company 
recently took on another salesman to help Guy F. Boyd, branch 
manager. The new man is J. M. Hand, who has been with the 
Better Letters Company of Dayton for four years, covering Day- 
ton and the surrounding territory.—The Shaw-Walker brancl 
will soon open its course in filing as the National School of 


Filing Miss Thomas of the company’s educational department 
will have charge of the school She has also formed a filing 
association of Ohio At the first meeting, there was said to be 


a very good turn-out 

Fresno, Calif.—Gundlefinger & Myers, In¢ has incorporates 
with capital stock of $75,000, to deal in office furniture, supplies 
ete 

Grand Rapids, Mich Kessler, Nobles & Mayo Company has 
opened an office equipment and supplies store at 135 Ottawa 
avenue N VW VW H. Kessler, president Kk. S. Nobles, vice 
president; F R Mayo secretary; were formerly wit] The 
Tisch-Hine Company) M V. Follin, treasurer, has been a 
traveling salesman for The Wagemaker Company 

Green Bay, Wis.—The Automatic File & Index Company has 
completed its new catalogue. It shows some of the improve- 


ments made in the ompany’s lines 


Indianapolis, Ind.—The Fulton Office Furniture Company, 105- 
07 North Penn street, has leased the three-story building at 


117.1 , 


117-19 Meriden street 


Los Angeles, Calif.—Kdward M. Stokes, 616 Grant building 
has been made representative on the Pacific coast for the 
Englewood Desk Company, Chicago, Ill Mr. Stokes is well 
known in office equipment circles 


wilido 
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Speed Up Sales! 


You can speed up sales now and do it at very little expense if 
you use a Rotospeed Stencil Duplicator. You can get new 
business and increase the volume of old business easily, quick- 
ly and cheaply, by means of effective and inexpensive direct 
mail advertising, sales letters, announcements and bulletins, 
price lists, collection letters, illustrated folders—you can get 
all of these out quickly and easily in your own office. They 
are the surest means of business building at this time. 


ROTOSPEE, 


STENCIL DUPLICATOR 


Here is a machine that prints form letters for 20 cents a 
thousand,—good clean-cut letters with all the power of type- 
written originals. Any operator can turn them out at the 
rate of 75 a minute—enough for a large mailing list in an hour. 


Simply write, typewrite, draw or rule on the Rotospeed stencil 
—attach stencil to machine, and turn the handle—that’s all. 


Cheapest and Easiest Printing 


Anyone can operate a Rotospeed machine. Even illustrated 
folders are easy to print with Rotospeed, and the cost of such 
printing—only 20 cents a thousand copies—is so low that 
you will find your printing bills greatly reduced. Ro 

will save more than half your present printing bills, and will 
do more work than you now do. 


Free Trial—Easy Payments 


We want to tell you how you can have the Rotospeed in your office on trial. 
You can use it as if you owned it. You can demonstrate its worth 

you buy it. And then you can pay ‘or it in small monthly payments if you 
prefer. Just sign and mail the coupon. You assume no or obligat 





- 


The Rotospeed Company 
Dep’t G-3 Dayton, Ohio 


Cut Out and Mail Today 


THE ROTOSPEED Co., Dep’t G-3, Dayton, Ohio 


Please send samples of work, booklet and details of your Free Trial 
Offer and Easy Payment Plan. This does not obligate me in any way. 








Print or write plainly) 
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FOR THE DESK 





ADJUSTABLE 
APPLIANCES 






Adjustable 
in - and - out 
up-and-down 


Three lengths, 
28, 32, 38 inches 


A Burns Bracket adjusts the telephone instantly, 
no papers or articles on the desk are disturbed, 
and there are no interruptions due to interfer- 
ence. The best mechanical means for increasing 
the efficiency of the telephone. 


Regular 


Purns 


Adjustable 
in-and-out 
Five lengths 


CORRESPONDENCE TRAYS 


Keep the correspondence right at hand, off the 
desk, and out of the way. Attach anywhere. 











Two, three and _ 
four Trays 


Adjustable and 
Easily 
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A SUGGESTION 


Spring days and house-cleaning have gone hand- 
in-hand since days beyond memory. In the mod- 
ern office this annual! refurbishing leads to the 
installation of new and up-to-date equipment. It 
is the psychological time for the sale of Burns 
Office Appliances. Sales efforts now will be well 
rewarded. Of course, it is imperative that an as- 
sorted stock of these brackets be on hand so as to 
give immediate delivery. Are you going to get your 
share of this Spring business? 


State and 64th Streets 
CHICAGO, U. S. A. 
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Mattoon, !til—The Gazette Book & Stationery Company has 
purchased the City Book Store, 1621 Broadway. The new com 
pany is composed of F. Kendall, E. B. Tucker and Harry E 
Reed. 

Newark, N. J.—L. M. Hicks, agent for the Art Metal Con- 
struction Company, has moved to 303 Washington street 

New Orleans, La.—H. P. Rockwell, export and agencies mana- 
ger of the Yawman and Erbe Manufacturing Company, timed 
a tour of the Southern states to bring him here for the Conven- 
tion of the Southeastern division of the National Association of 
Stationers and Manufacturers, and also the Foreign Trade 
Council meeting May 2-4. 

Parkersburg, W. Va.—The Norton Stationery Company has 
been opened here by J. S. Norton, who had been with the 
Ohio Valley Publishing Company. 

Pittsburgh, Penn.—The offices of the American Kardex Com- 
pany have been moved to 341 Second avenue, where a display 
room on the second floor permits a good showing. 

Portland, Ore.—The J. K. Gill Company was winner of the 
first prize, $50.00, offered by The Globe-Wernicke Company for 
the best bookcase window display. 

Richmond, Va.—The Virginia Stationery Company, 913 East 
Main street is making alterations to the store front. A Stairway 
will give access to the second floor. An office furniture de- 
partment will be organized. 

San Francisco, Calif.—F. W. Wentworth, of the F. W. Went- 
worth Company, is planning to make his usual business trip to 
the Eastern factories, in the early part of June. Mr. Went- 
worth was elected to the city council of Berkeley, at the elec- 
tion held May 8. 

San Francisco, Calif.—The fourth annual picnic of the F 
Wentworth Company’s organization was held in the foothills 
of Mt. Diablo, in Contra Costa county, April 29. About ninety 
people were in attendance and the time was spent in baseball 
and other athletic sports, not forgetting the ‘“‘big eats’’ where 
some of the boys made their best records. 

San Francisco, Calif.—The F. W. Wentworth Company, 539 
Market street, distributor for the Library Bureau, expected to 
move into their new location at the corner of Second and Steven- 
son Streets, about June 1. The new location will be in the cen- 
ter of the office equipment trade, and the large, well lighted 
display space will give the firm one of the best show rooms on 
the Pacific Coast. A notable feature of the company’s new 
store will be the school-library furniture display, which has been 
much augmented. This department will carry many new styles 
of pupils’ desks, chairs and teachers’ desks, as well as black- 
boards, folding chairs, auditorium, opera and tablet arm chairs. 
The furniture for a complete model school library will be shown, 
including shelving, charging desk, tables, chairs, catalogue Case, 
periodical rack, etc., so that a visiting school board can see all 
the items in relation to each other. 

Taunton, Mass.—The Office Supply & Equipment Company has 
opened at 19 Weir street. Miss Mae C. Sullivan and her brother, 
Frank M., are active in the business 








 # 








Eaton, Crane & Pike Company Election. 

The Eaton, Crane & Pike Company, Pittsfield, Mass., 
has elected two new vice-presidents. They are Winthrop 
M. Crane, Dalton, Mass., and Harry D. Brigham, Holyoke. 
The other vice-presidents are Charles C. Davis, New York, 
N. Y., and Charles B. Wheeler, Holyoke. Mr. Crane has 
been a director and secretary of the company many years 
Mr. Brigham started with the company in 1903. He was 
made general superintendent of the plant in 1910, after 
filling various responsible positions in the office and works. 

Uncle Sam Wants Mimeograph Operators. 

The United States Civil Service Commission will hold 
examinations throughout the country for Mimeograph op- 
erators. The examination will provide operators for the 
departmental service at Washington, and elsewhere. En- 
trance salaries range from $660 to $1,200 a year, plus the 
Congressional bonus of $20. At least one month’s experi- 
ence is required in operating. Limited credit will be given 
for experience in cutting stencils. 


Tip for Stationery Salesmen. 

A good typewriter eraser is useful in cleaning up the index 
face of Linotype matrices, according to the National Print- 
er-Journalist. It conduces to cleaner proofs. When deal- 
ing with men known to be Linotype operators or machin- 
ists, mention of this suggestion may lead to sales. 
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YPEWRITERS 


There are certain writing standards to be met by 
every typewriter whether it be newly manufactured 
or rebuilt. The worth of a typewriter is then judged 
| accordingly. 























Rebuilts remanufactured in the shops of the 
Wholesale Typewriter Company are made to measure 
up to these writing standards. They are rebuilt so 
that they can be sold with an absolute iron-bound 
guarantee. 





This guarantee is the dealer’s safeguard. It dem- 


- : ; : 
onstrates our interest in him and his customer. It 
| insures his future business. DEALERS—the value 


All types of a manufacturer’s complete cooperation cannot be 
| makes overestimated. We believe our idea of service to be 
| — complete and thorough in every detail. May we have 
| ) ad _ the pleasure of outlining our plan to you? 
| 
a | WHOLESALE TYPEWRITER CO. 
in rough 326-330 Broadway, New York City 








| 
| Cable—SALETYPE 































tive in chemical products like Carbon Paper and 

Typewriter Ribbons. Go deeper, and you will 

find the intrinsic value of our products mani- 
fested in their efficient performance and plodding con- 
sistency at all times and under all conditions; a value 
further enhanced by unsurpassed facilities with the true 
spirit of service back of them. 


SF woes appearances are particularly decep- 





You will discover that inherent element, that character- 
istic difference in both goods and service that counts so 
much in making -hem in the final analysis truly “‘The 
Fens Line of Lowest Ultimate Cost.’’ 

ee 








NEIDICH PROCESS COMPANY 
BURLINGTON, N. J. 
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If You Sell Quality 


—your business is based on satisfied customers—a permanent 
foundation. Merchants of every commodity are now realiz- 
ing the trend toward quality, and are preparing their stocks 
to meet it. 

Quality has long been foremost in the production of 


I 


ENVELOPES 


(eA Hy 


Their staunch durability and many practical forms for filing, mailing and 
carrying give them precedence in the en velope field. 


Test and judge FIBERSTOK. Let us send you a selected number 
of FREE SAMPLES with price list and special selling plan 


NATIONAL FIBERSTOK ENVELOPE CO. 
429-447 Moyer Street PHILADELPHIA 
21 Park Row, New York 
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STAMPS AAD ACCESSORIES 


Rubber Type - Stencils - Seals - Numbering Machines 


Sole Distributors and Manufacturers of 





“Standard” and “Justrite’’ Inks and Pads “Superb” Type Band Daters ‘Flexo’ Hand Band Daters 
for Rubber Stamps “Economy” Band Daters “Colonial’’ Hand Band Daters 

“‘Advance’’ Self-inking Stamps “Industrial’’ Band Daters “Superb” Time Stamps 

“Quality” Dating and Numbering Stamps Best’ Dating and Numbering Stamps “Economo” Time Stamps 


We Carry in stock a complete line of Automatic Numbering Machines 


362 W. CHICAGO AVE., CHICAGO 87 MAIDEN LANE, NEW YORK 








LOUIS MELIND COMPANY CONSOLIDATED STAMP MFG. CO. 
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after 
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Atlanta, Ga.—R 
made a good recovery 
The Quick 


inager has 


W oodstock Type writer 


pany, ha a prolonged illness. 


Atlanta, Ga. 


Pittard, ms: 


Typewriter Company, E. C 
distribution in Atlanta for the Wood 
stock Typewriter Company 

Atlanta, Ga.—W. L. ¢ 


Trust 


Atlanta 


headquarters in 


assels in office in the 


has opened ; 


ilding which will be 


Company bu 


territory for the Demountable Typewriter Company, 


Fond du Las Wis 


Souther 


Birmingham, Ala.— M. Clarke, who recently joined the local 
office of the Royal Typewriter Company, Inc., was formerly with 
the McQuiddy Printing Company, Nashville, Tenn 

Chicago, Ill.—E. FP’. Flynn, of the general sales office, Under- 


May 
presentative of the 


wood Typewriter visited the Chicago office, 
Chicago, IIl.—Mrs. L. I’. Wood, 
department, Royal Typewriter Company, In¢ has been 


Company, 
special re 
school 
lectures in the local schools. 
McGee 


c‘ompany at 


giving 
Chicago, !1!.—Carl 
Typewriter 


utor for the Wood- 
Mexico has been 


formerly a distril 
New 
manager for Arizona 
McCormick, 


stock Clovis, 


promoted to be district 
Chicago, Ill.—J. J 
writer Sales Company 
ton, N. ¥ n May He 
Chicago, Itll—The office of the 
which has in the Pelouze 


president of the Corona Type 


to the Corona factory at Gro 


York City 


journeyed 


also visited New 
Annel 
building on 
First National Bank 
Smith, 


Typewriter Company, 


been Kast Ohie street 


has been moved to the building 
Chicago, Ill. 
Joplir Mo., for the W 


district 


Cleo O formerly district manager a 


oodstock Typewriter Company. has been 


Minnesota 


promote d to he 


Chicago, fli. 


joined the 


manager for a territory 


Slaughter. has 


Jack 


sales orgat 


Slaughter, brother of S. E 


ization of the Woodstock Typewriter 


manager for the state of Virginia 


Pritchard & Strahlhoff, 


Company He is district 
Chicago, Ill. 


rebuilders, are now lo 


cated in Room 408, | Austin building, 111 West Jacksor 
boulevare The business had been at 202 South Clark street 


Chicago, IIl.—John Keefe, who has been assistant to W. B 


Larsen, manager for the Royal Typewriter Company, In has 


been ssigned to handle the school business in the Chicago ter- 
ritory 

Chicago, Ill.—k. J. Sheehan, general sales manager of The 
Noiseless Typewriter Company, was a caller at the Chicago 
office last month while on a tour which included Peoria and 
St. Loui 

Chicago, I!!._.—Bert Hammill has joined the Royal Typewriter 


Company here, handling national accounts on the reservation 


list Mr 
typewriter field 


Hammill has had an extensive and varied experience 


in the 
Chicago, IIl.—O. T 
rporation, 


manager for the Hammond Type 


(juest, 


J 


Stant 


The 


writer Ce says that the two-geat and 


portable 


ard variable spacing typewriters have the call these days 


slight addition to the price of standard machines for the vari 
able spacing feature has made that type the best selle 


The local the Underwood Type 
‘ompany is 


Beach hotel 


staff of 
forward to the 
Lake, Ill., this month A 
lake 
exciting 


sales 


Chicago, III. 


writer ¢ looking annual outing at 


Sylvan Channel party of 


about fifty will motor to the some Saturday. and return 


to Chicago Sunday night An baseball game is to be 


one of the attractions 


Chicago, I!l.—George F. Walker, accompanied by his son, 
George 1)., visited the Corona Typewriter Sales Company, May 
22 He was on his way to Denver, where he conducts the West- 


Walker had 
the Western 


ern Typewriter Sales Company. Mr. been at 


Groton, in a conference he is representative of 


division of the dealers’ advisory committee of the Corona Type- 


writer Company, In 
Chicago, !il—The store of the American Writing Machine 
Company, 329 South Dearborn street, has been redecorated 


background has been cut down, giving a full view 


The window 


from the street of the stock of typewriters The American 
Writing Machine Company has bought the Davies Typewriter 


Exchange 119 North Clark street, and is operating it as a 
branch of the Dearborn street store 
Chicago, IIl.—Due to delays caused by a strike of linoleum 


igo office of the Royal Typewriter Company, 

The desks of the different 
departments are all located on the second floor at 17-19 
Wabash has his individual desk and 
telephone laid partitions will be 
departments The 


layers, the new Chit 
Inc., has not assumed its final finish 
South 
avenue Each salesman 
When the linoleum 


separating the different 


has been 


erected new loca- 
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Your customers like to get ser- 
vice on typewriter ribbons and 
carbon paper—that is, they 
want the right grades for their 
purpose, delivery without delay 
and fresh quality goods. That 
requires a live typewriter sup- 
plies department. Let us help 
you buildit up. We furnish the 
goods packed in neatly litho- 
graphed boxes bearing your 
imprint. We furnish your de- 
partment complete—a grade 
and weight for every purpose. 
Let us send you particulars. 








Sell 


Your 
Own 


Brand 


















US. Mfg. Co.. 


Sansom & 10th Sts., 
Pa. 










When purchasing rebuilt type- 
writers your paramount consider- 
ation should be—the integrity 
of the house with whom you wish to deal. For, 
the reputation of rebuilders is based on the reli- 
ability of their machines which are now in actual 
use. And, you really purchase machines oa the 
reputation of the house. So, the name really is 
a determining factor in the sale of rebuilt 
machines. 


Consistent performance, superior quality, and 
thorough service have made the name of YOUNG 
a symbol of reliability. Thus it is that type- 
writers rebuilt and in the rough, bearing the 
YOUNG guarantee have gained such a wide- 
spread popularity. 

We are able to make prompt deliveries of all makes and 
all descriptions—each typewriter bearing the money back 


guarantee. We offer the highest serial numbers and at low 
market prices. Ask for our new price list No. 960. 


YOUNG TYPEWRITER Co. 


654 W. Randolph St., Chicago, III. 
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“Badger-It” Ledgers 
Make Immediate Sales 


Asteady, consistent, ‘““year-round’’ demand 
exists for the famous ‘‘Badger-It’’ Ledgers 
—and they come completely assembled 
—ready to place before the user—and 
make IMMEDIATE sales. 


““‘Badger-It’’ Ledgers have the sturdy, 
practical vise-tight grip—and come in 
three popular sizes to meet the needs of 
all ledger users. Simple and substantial 
in construction—easy to operate—vowel 
ruled and printed with indexes properly 
arranged. Each ledger is bound in Olive 
Green Buckram— contains 200 printed, 
double-entry sheets, with linen tab A-Z 
index—vowel printed. 





Stock Number 150 
Sheet Size — 67% by 8% inches 





Stock Number 151 
Sheet Size—7% by 10% inches 





Stock Number 152 
Sheet Size — 8’< by 11% inches 


The new illustrated catalog, describing the com- 


plete Heinn-Badger line, is just off the press. 
WRITE for your copy NOW. 


Ghe HEINN Co. 


Originators of the loose-leaf system of cataloging 


Milwaukee, 
Wisconsin 


350 
Florida St. 
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tion is roomier than the previous office, and has better natural 
illumination and ventilation. 

Chicago, Ill.—H. S. Gilbert, manager for the L. C. Smith & 
Bros. Typewriter Company, made a trip to the factory at 
Syracuse, N. Y., in May. 

Chicago, lil.—H. S. Sperb, manager at San Francisco for the 
Woodstock Typewriter Company, visited the general sales 
offices here May 24. 

Chicago, Iil.—The Elliott-Fisher Company is now settled in 
its handsome new offices in Suite 312, North American building 
All departments are housed there, with the exception of the 
repair department, which remains in the Powers building, a 
block away. 

Chicago, Ii!il.—In order that the transition from the Flowery 
Kingdom to prosaic Chicago might not be too sudden, the desk 
of George W. McClellan, manager for the Underwood Type 
writer Company, was gay with flowers May 23. He returned 
from a trip to the Orient that day, filled with pleasant rem! 
niscences, but happy to be back among friends and familiar 
surroundings. 

Christiana, Norway.—A/S Dalton Machine Company has been 
appointed distributor for the Woodstock Typewriter Company 
The Dalton company also distributes Dalton adding machines 

Denver, Colo.—J. E. Forrester has been made district ma) 
ager for Colorado by the Woodstock Typewriter Company He 
had been in the Woodstock service previously, and took leave o 
absence to undergo an operation for the removal of a bullet 
which had lodged in his body since the world war Mr. For 
rester served in the British air forces, and at the end of 1] 
war was a lieutenant-colonel. 

Des Moines, lowa.—N. J. Boyle is now representative hers 
for the Royal Typewriter Company, Inc., succeeding R. 


f 


Jerardy. 

Falis City, Nebr.—G. F. Cummins of this place recently 
duced the high school at Table Rock to install twelve new 
Woodstock typewriters. He also sold six new machines to the 
Secred Heart Academy at Falls City. 

Fort Smith, Ark.—C. L. Leaton is now manager of the 
Remington office, having been transferred from Oklahoma 

Fort Smith, Ark.—L. A. Amis, manager of the Muskog 
Okla., Typewriter Company, visited Fort Smith recently 


Y 


arrange with a local novelty company for the manufacture 


an oil well, an imitation oil well rig containing a small 
with a wire oil dropper in the cork, making a very convenient 
outfit to be kept on the desk. 

Fort Smith, Ark.—J. F. Hall, until a few days ago local mana- 
ger for the Remington Typewriter Company, has left Fort 
Smith to go to Springfield, IlL, to which point he has 
promoted He will have charge of the Springfield office of the 
Remington Mr. and Mrs. Hall went from Fort Smit! 
Springfield by automobile. 

Galesburg, IIl.—H. G. Clocough, formerly at Winnipeg, has 
been put in charge of the Remington Typewriter Company 


heel! 


office here. 

Hamilton, Ohio.—The Hamilton Typewriter Sales & Service 
Company has been accorded distribution for Woodstock type 
writers. 

Grand Island, Nebr.—The Thomas V. McGowan Company 
typewriter dealer, recently added Dean Hatch and Robert An- 
derson to the sales force. 

Kearney, Nebr.—The Woodstock Typewriter Company has ap- 
pointed W. G. Ingram its agent in Kearney. 

Miami, Fla.—The Woodstock Typewriter Company has a 
pointed the Miami Office Equipment Company as its agent fo! 
Miami and West Palm Beach, in which cities the company has 
stores. A salesman will be employed to work the territory 
from Fort Pierce to Key West, along the East coast 

New York, N. Y.—The incorporation has been reported from 
Albany of the Capital Typewriter Company; capital stock, 
$50,000; incorporators—A..Morse, M. Morse and H. Josephson 

New York, N. Y.—R. C. Robinson has been promoted to met- 
ropolitan manager by the Royal Typewriter Company, In« He 
succeeds W. C. Lavat, who has moved up to the sales man- 
ager’s chair 

New York, N. Y.—S. A. Solomon has opened an office at 24 
Washington street, representing Walter Grafton & Son, Lid 
manufacturers of typewriter ribbon spools, ete., London, Eng 
land. 

New York, N. Y.—C. E. 
ent of domestic agencies for The Noiseless Typewriter Com 
pany. Garrett S. Odell, who directs the school work, will carry 
the home office duties of the superintendent of domestic ags 
cies: W. G. Lasher, who was district manager at Pittsburgh, 
will handle the traveling and territorial work. 

New York, N. ¥.—Arthur E. Tongue, formerly with the Hyatt 
Roller Bearing Company, is now connected with the advertising 
department of the Elliott-Fisher Company. 

New York, N. Y.—E. J. Sheehan, general sales manager of 
The Noiseless Typewriter Company, left New York on May 10 


Dunbar has resigned as superintend- 
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‘‘MAKES ITS OWN STAPLES’”’ 
> 


PAPER FASTENERS 


EACH ROLL A SLIGHT 
OF STEEL ——» PRESSURE ON 
TAPE CONTAINS THE HANDLE 


5,000 STAPLES. THAT’S ALL! 


ECONOMY! TROUBLEPROOF ! 





Improved Model D—Weight Two Pounds 
“Its Pre-eminence Rests On Its Distinctive Excellence” 






Capacity A 
2 to 40 Sheets Mechanical 
Wonder 


Model F —Weight Nine Pounds 


SOLD BY STATIONERS AND STAMP DEALERS 


EVEREADY MFG. CO. of BOSTON 
General SalesOffice :50 Church Street, NewYork City 
SEND FOR DESCRIPTIVE LITERATURE! 





_ 
Protectograph Check Writer 


(TRADEMARK REGISTERED) 









The New 
Double-Quick Model 


r 


Two words at once 


——— — 
. : = I 
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slonladlco 
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PROTOD-Greenbac—the 

forgery proof checks and 

re" ifts with the self-can- 
elling ‘“VOIDS.’ 
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Todd Protectograph Co., Inc. 


(ESTABLISHED 1899) 
Also Manufacturers of the *Star* Adding Machine 
q 1129 University Ave., Rochester, N. Y. 
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Genuine Leather 


Robinson Keminder 


i 
at these a © d 
low prices JD | ro 50 ) 


This is Robinson Snap 
fast—a new Robinson 
Reminder, in four sizes, 
gotten out to fill a de 
mand for a Reminder of 
first Quality at a low 
price. 


These low prices, and 
our new containers 
ons sell them on sight. 





Other popular numbers 
in Pearl Grain Leather, 
Cross Grain Cowhide, 
Morocco, Calfskin, Pig, 
Seal and Patent Leather 
$1.00 to $7.50. 


For price list. You'll make money if 
you carry them all. 


Rob oie M. lanufacturing Co. 
st estfe eld, 


Manufacturers of Robinson Readipad and Nuway 
Waste Basket. 


Massachusetts. 





The Index on a Rubber 
Stamp Should Be: 


—neat 
—out of the way 
(not overhanging) 
—visible 
—permanent 
(can’t come off) 
—easily changed 
—simple 
—inexpensive 
—practical 
—easy to buy* 

















INDEXED STAMP 


The Medearis Patented Index 
is All of This and More Too 


*Any rubber stamp maker can supply you 
with these patented index mounts 


\ J. F. W. Dorman Co., P sae w+ 
Distributors - R. H. Smith Mfg. Co., 5 a ner 


(R. A. Stewart & Co., 
FOR SALE BY ALL RUBBER STAMP MAKERS 


MEDEARIS MOULDING CO. Winston-Salem, N. C., U.S. Ae 
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Superior Safety Ink 








Makes Your Fountain Pen 
Your Check Protector 


Here’s an ink which cannot be 
removed by chemicals without de- 
tection; neither is it affected by 
water. Just the ink for checks, 
notes, contracts and permanent 
records of all sorts. An ideal ink 
for fountain pens and for book- 
keeping. It is spoil proof, fraud 
proof, clog proof. 


A Repeater! 


Dealers already handling Supe- 
rior Safety Ink find it a good re- 
peater. Try it on your preferred 
customers and observe how thor- 
oly it satisfies. 

















STATIONERS WHOLESALE SUPPLY CO. 


National Distributors 


509-519 So. Wabash Ave. Chicago, IIl. 














“Ever -sight” 
Desk Staff [ase 


} See 
Used on the desk for a” 
receiving or forwarding |= 
Telegrams, Important Hickey 
Letters, etc. | 
Anything placed in the 
staff is firmly held in 
plain view and must re- 
ceive prompt attention. 





A Telegram or impor- 
tant communication 
which may have been 
sent thousands of miles 
is not intended to be 
delayed within a_ few 
inches of its final desti- 
nation which is_ often 
the case when it is laid 
on some desk to be cov- 
ered up with other mat- $1.50 
ter. The “Ever-sight” Retail 
Desk Staff is the answer. 





Regularly finished 


DEALERS in bronze plated 
stems. Black bases 
Enjoying a general demand 
and yielding excellent re 
muneration the Desk De 
ivery Staff is a very popu 
lar seller. Thus is it known 
to office equipment dealers 
who have come in contact 
with it Write for further 
letails 


Lamson Electrical & Mfg. Co. 


625 W. Jackson Blvd. CHICAGO, ILL. 




















Advance Paper Boxes 
in Stationery Stores 


You will find a ready sale for our goods in your store. 


Every item is durably built for a long life of service. We 
manufacture all sorts of card and fibre board stationers’ 
specialties: 
Warren Transfer Cases Card Index Trays 
Card Index Storage Cases Stationery Cabinets 
caeen Hole Boxes Document Storage Cases 
Railroad Filing Boxes Transfer Cases 

(cloth or paper covered) (Invoice, letter and Cap 
Mailing Tubes Sizes) 
Carbon Paper Boxes Clipboards 


Check the list and let us replenish your stock of these 
goods. We shall be glad to send you catalog and full 
particulars. 


Advance Paper Box Co. 
2727 Franklin Avenue ST. LOUIS, MO. 














HOW TO REPAIR 
UNDER WOODS 


A new edition of our 
complete illustrated 
treatise on the mechan- 
ism of the Underwood. 


With this Book before 
him any one mechani- 
cally inclined can learn 
to repair Underwoods, 


Price $2.00 


wore & Marry 


tYPEWRITER © 





79 Queen St. BOSTON, 


LONDON, E. C. Mass., U.S. A. 
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for a trip through the middle west, where he called on the 
different branches and agents of the company 

New York, N. Y.—The Noiseless Typewriter Company is 
running a campaign of street car cards in New York, Wash- 
ington and Denver, Colo. Cards are used in the New York 
Central Railroad and Long Island Railroad suburban trains as 
well as in the New York City and Westchester street cars 
The first card was put in May 15 and presented the advertise- 
ment which includes the New York City sky line telling of the 
number of machines in use in that city The second card was 
in May 20 and recites the recognition given The Noiseless Type- 
writer Company in the award of the Longstreth medal A 
card will go in June 15, covering the Noiseless portable type- 
writer 

Norfolk, Nebr.—Carl and John Gettman, who recently pur- 
chased the Norfolk Typewriter Exchange, have been appointed 
Woodstock distributors for Norfolk and vicinity John Gettman 
handles the mechanical department and Carl Gettman looks 
after the sales 

Omaha, Nebr.—A. H. Coffin has been transferred from Har- 
risburg, Penna., to the position of manager for the Royal Type- 
writer Company, Inc., at 1716 Dodge street 

Pittsburgh, Penna.—The patent rights and equipment of the 
Pierce Sales Company have been purchased by the Underwood 
Typewriter Company The Pierce organization has been dis- 
solved It manufactured a manifolding device for typewriters. 

Rockford, Ill.—H. E. Wemple, formerly in the Remington ser- 
vice, has rejoined the Remington Typewriter Company as man- 
ager here 

St. Louis, Mo.—W. F. Schubbe, formerly district manager in 
Northern Ohio for the Woodstock Typewriter Company, has 
been promoted to be district manager of the St. Louis territory 
His headquarters are at 417 Title Guaranty building 

San Francisco, Calif.—The Robinson-Pinney Company has 


) 


moved from 525 Market street to 576 Mission street. 

San Francisco, Calif.—S. L. Hooper, of The Noiseless Type- 
writer Company, made a two-day business trip to Sacramento 
on May 10-11 


San Francisco, Calif.—A. H. Harris, who came to California 
recently from Texas, has been appointed to take full charge ot 
the supply department of the Woodstock Typewriter Company 
in this city 

San Francisco, Calif.—L. Y. Hagan, district manager for the 
bookkeeping machine department of the Underwood Typewriter 
Company, attended the Los Angeles Business Show, held in 
that city May 23-26 

San Francisco, Calif.—J. DD. Patton, manager of the American 
Typewriter Company's office in this city, reports an exceptional 
demand for typewriters during the month of April, and says 
business is continuing brisk for May. 

San Francisco, Calif.—J. E. Deissinger, formerly with The 
Oliver Typewriter Company here, is now associated with the 
Remington Typewriter Company. C. B. Waters, manager for 
the Remington, reports that his company broke all previous 
records for April business 

San Francisco, Calif.—The Noiseless Typewriter Company, 17 
Second street, moved from that location to 539 Market street 
about the middle of May. The Noiseless is taking the space 
vacated by the F. W. Wentworth Company, which is moving to 
a new location within a few doors of the present quarters of the 
Noiseless 

San Francisco, Calif.—The latest model of the fan-fold book- 
keeping machine has just made its debut in San Francisco at 
the office of the Underwood Typewriter Company, 527 Market 
street It is pointed out that the new model will make from 
two to eleven carbon copies, adds the amount of each bill and 
proves it, and finally accumulates the total for the entire day’s 


work 

San Francisco, Calif.—To further increase the efficiency of its 
distributing system, the Elliott-Fisher Company is planning to 
establish a warehouse in San Francisco Over one hundred 


office machines have been shipped to the local office to be used 
for filling individual orders which heretofore have had to await 
shipment from the factory. From a business viewpoint the fall 
months have always been the best for this company, according 
to W. M. Coffman, manager of the local branch, but this spring 
has beaten all previous records. If fall trade is proportionately 
good, 1923 will show a big increase over any former year In 
preparation for a steady increase, the company is about to take 
over several more office rooms on the second floor of the 
Monadnock building, which will give it the largest part of that 
floor 

Steubenville, Ohio.—The Ohio Valley Typewriter Company, 
N. K. Neale, manager, has moved its office from Wheeling, W. 
Va., to 307 National Exchange Bank building, Steubenville. The 


(Continued on Page 235.) 





YouR. GREAT- 
GRANDFATHER 


Succeeded in Business 
without a Telephone-but 
only because none of his 


competitors had a Telephone 


ooo 


(Addressing System) 
SES, 


— 







Today—what chance 
would your business have 
were it suddenly to be de- 
prived of telephone service 
while competitors still re- 
tained 1t? 


Apply this same reasoning 
to MECHANICAL AD- 
DRESSING SYSTEMS. 


If you are not using an 


ELLIOT 


Addressin 
Machine 


and 
Index Cards that Print 
their own Addresses 


you are under fully as greata 
handicap every time you pit 
yourself against any one of the 
hundreds of your competitors 
who are ELLIOTT equipped. 











The simplest, most versa- 
tile and dependable of all 
Addressing Systems 

part of which YOU AL- 
READY OWN if you 


on a typewriter 








SPEEDY 
QUIET 
SURE 











Write us for our Free Book 
“Mechanical Addressing’’ 


THE* ELLIOTT COMPANY 


140 Albany St., Cambridge, Mass. 


AGENTS WANTED EVERYWHERE 
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The Best Assortment 
Proposition 
Going— 
say many dealers of our liberal offer 


on six machines. 


You can assort your order among the 
six models listed— 


Or you can take one of each model— 
Or all of one model, say No. 49. 

Any combination you choose so long 
as the total is SIX machines—which 
gives you the quantity discount. 


ROBERTS 
‘umbering and 


Dating Machines 


Model List Prices 
No. 49—Automatic Numbering Machine $7.50 
No. 47—Automatic Dating Machine... 7.50 
No.37—Lever Numbering Machine.... 7.50 
No. 50—Automatic Numbering Machine 10.00 
No. 48—Lever Numbering Machine. .. . .10.00 
No. 66—Metal Dating Machine 








Every Roberts 
Model is a Good 
Seller. 
No. 49 Automati« 
Hand Numbering Model 49 
Machine (illustrated) Automatic 
is sold all over the Numbering 
civilized world. The Machine 

last word in accuracy, 
smoothness of opera- 
tion and durability. 
And the list price is 
but $7.50! 


Our Descriptive 
Circulars 


help make sales. 
We want our 
dealers to 


gee them, 814752 123456 


Style H 


—_ Style G 12345 Style G 


The Roberts 
Numbering Machine Co. 


694-710 Jamaica Ave. Brooklyn, N. Y. 


Builders of all kinds of Special Numbering Equipments? 
Branches and Agencies in principai countries of the world 
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ADDING MACHINES 











Baltimore, Md.—The Barrett division of the Lanston Mo! 
type Machine Company has opened a branch here. 

Bangor, Maine.—J. S. Rich, formerly with the Grand Rapids 
Mich., agency of the Burroughs Adding Machine Company, has 


been made agency manager here, with headquarters at 27 State 
street 

Boston, Mass.—B. L. Carr, of the local branch of the Bur 
rouzhs Adding Machine Company, has made the “All Star” 


club, rolling up 159 per cent of quota. 

Chicago, IIl.—The Wales Adding Machine Company has moved 
from the Silversmiths’ building to the Old Colony building 

Chicago, Ill.—F. J. Roderick, sales manager of the Barrett 
division, Lanston Monotype Machine Company, visited the 
offices at Cleveland and Chicago in May. 

Chicago, IIIl.—P. B. Waldin, sales manager for the Marchant 
Calculating Machine Company, made an extended stay at the 
Chicago office in May. He conducted a salesman's school. 
Mr. Waldin will organize territory in the Eastern states this 
summer. 

Chicago, I!l.—The Por Table Adding Machine Company, Room 
723, 208 South La Salle street, has incorporated with capital 
stock of $600,000 to deal in adding and calculating machines 
and accessories. 

Dayton, Ohio.—E. R. Pfahl led Division No. 2 of the Wales 
Adding Machine Company in April sales. He made 205 per cent 
of quota. 

Detroit, Mich.—F. C. Rinsche, formerly superintendent of in- 
ventions for the Burroughs Adding Machine Company, has been 
placed in charge of the future demands division of the executive 
department. 

Detroit, Mich.—The Office Appliance Exchange, 737 Griswold 
street, has been organized by H. H. Rowe. He is state repre- 
sentative for the Feters adding machine, and will handle rebuilt 


and used typewriters, calculating and adding machines 

Dover, N. Y.—The state of Maine has been added to the terri- 
tory covered by Edward H. Quimby for the Sundstrand Adding 
Machine Company. Previously he had the states of New Hamp- 
shire and Vermont. Ralph W. Johnson, who has been a Sales- 
man for Mr. Quimby, has been appointed superintendent of 
agencics. 

Madison, Wis.—During a carnival held by the local lodge of 
Elks, the Sundstrand adding machine was shown by W ” 
Meagher and F. J. Thorson, special representatives 

Memphis, Tenn.—H. H. Russell topped April sales in Division 
No. 4 of the Wales Adding Machine Company. 

Memphis, Tenn.—A. C. Sperry, a salesman here for the Bur- 
roughs Adding Machine Company, was elected president of the 
Northeast Memphis Improvement Club. 

Milwaukee, Wis.—The Marchant Calculating Machine Company 
has opened an office at 608 Security building, in charge of C. E 
Scheerer Mr. Scheerer attained the rank of captain in the 
United States Army 

New York, N. Y¥.—The local office of the Marchant Calculating 
Machine Company has been moved from 298 Broadway to Room 
418, Stewart building, 280 Broadway. 

New York, N. Y.—The local branch of the Wales Adding 
Machine Company has been moved from the ground floor of the 
old Stewart building, Chambers street and Broadway, to the 
fifth floor in the same structure 

Parkersburg, W. Va.—C. K. Reed has been appointed agency 
manager here by the Burroughs Adding Machine Company. He 
had been in charge at Bangor, Maine, previously. 

Pittsburgh, Penna.—The Marchant Calculating Machine Com- 
pany has moved its offices from the Fulton building to 1121 
Bessemer building. 

Portland, Ore.—B. I. Elliott was April headliner ir 
Division No. 5 of the Wales Adding Machine Company 


Sales of 


Rochester, N. Y.—An office has been opened here by the Bar- 
rett division of the Lanston Monotype Machine Company. 

Tampa, Fla.—C. L. Putzel was top-notcher in April sales of 
Division No. 3 of the Wales Adding Machine Company 

Tampa, Fla.--C. C. Nott, manager at Tampa for the Bur- 
roughs Adding Machine Company, was elected president of the 
Tampa Rotary Club. During his eight years’ Rotary member- 
ship, Mr. Nott has served in important capacities, including that 
of director. 

Worcester, Mass.—A. L. Anderson led in April sales in Div 
sion No. 1 of the Wales Adding Machine Company 
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Does he want 


Hard Finish 
Durable Carbon? 


Iron Clad No. 698 fills the bill—it is a carbon of 
unvarying quality, positively will not smut, it 
gives a clean, sharp duplicate of the typewritten 
sheet. 


You can offer your customers exact service in 
filling their requirements, with the Iron Clad line 
in stock. Over twelve special purpose typewriter 
carbons in standard weights—black and colors— 
also pen, pencil and billing carbons, and a full 
line of typewriter ribbons. Let us help to build 
up your typewriter supplies department. Send 
for our sample book. 


Iron Clad Ribbon & Carbon Co. 


New York, N. Y. 


100 Grand St. 

















**NOT IRON BUT LOTS!OF HARD WEAR IN THEM”’ 























A—The Plunger 
B—The Staple 
C—The Staple 
Guide and 
Straightener 







“The Pioneer Since 94” 


Hotchkiss Automatic Paper Fasteners are 
known—that’s the big thing. When you say 
“Hotchkiss” your customers know you mean the 
best. Tell them about the Hotchkiss Staple Guide 
—tell them why Hotchkiss is infallible — why 
Hotchkiss is the best method of keeping papers 
together. Say “Hotchkiss” oftener—and profit 


more! 
HOTCHKISS SALES COMPANY 
Norwalk Conn. 


HOTCHKISS 


PAPER FASTENING MACHINES 
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Order your copy now— 





From 


American Exchange Service 
35 South Dearborn St. CHICAGO 








PAT. DECEMBER 21, 1915 
THE AZORA 
THE AZORA AIR CUSHION 





TWIRLER RING (Cross-Section View) 


Stationers can do good business with typewriter 
attachments that have proven their usefulness. 


AZORA 


AIR CUSHIONS AND TWIRLER RINGS 


are in use all over the U. S. and are consid- 
ered a staple standard article by scores of 
dealers. They Conserve strength in the 
typist’s fingers and relieve the typewriter 
of shocks that would materially shorten its 
period of usefulness. Every typewriter 
owner needs them, they are quickly and 
easily attached. A first glance at them im- 
presses your customer with their useful and 
practical features. There is good profit in 
selling them. 
Write us right now 


AZORA RUBBER pana 
54th and 20th Sts. $3 $3 
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INK-OUT 





The only genuine single fluid 
Ink Eradicator on the market. 
It removes immediately and effectively, 
ink and other unwashable stains, from 
paper, clothing, linen, laces, carpets, etc. 
Price to the trade, $24.00 per gross. 
Packed 2 dozen to carton. 


Send for Circular and quantity discounts. 





Sole Distributors 


Manufacturing Jewelers Export Co., Inc. 
54 Dey St., New York 


Adams, Cushing & Foster, Inc. The Rebinson-Pinney Co., nc 
110-114 Federal St 525 Market St 
Beston, Mass. San Francisco, Calif. 
New England Distributors Pacific Coast Distributors 





APPLIANCES June, 1923. 








You get best service from the specialist 
—we specialize in Desk Pads. 


Ninety styles, stiff, flexible or semi-flexible backs, three 
sizes 19% x24% 12%x19% and 24% x38. Also Glass 
Desk Pads, Work Distributors, Boardclips, Adjustable Des} 
Pad Corners, Special Binders, et« 





Card Index Cabinets black 
cloth covered throughout y” 
lock-cornered wood frames 
ELSANE Patented two-rod fo 
low blocks; for 3x5, 4x6 and 5 
cards in 1, 2, 3, 4 and 6 drawers 

Also letter and legal cabinets 
in 3, 6 and 12 drawers 


SAINBERG & COMPANY, Inc. 


65-67 West Houston Street New York, N. Y. 








Business Is Good! 
ODT 


‘CARBON 





Dealers who are 


handling the distinc- 
tive line of OLD 


TOWN and CROW- 
FOOT carbon paper 





and typewriter rib- 4 
bons are re-ordering 

increasing quantities 

which is proof posi- 

wa > : -- MANUFACTURED 

tive that the line is | op enon 6 CARBON CO™ 


245-47-49 = ‘ 
° + 4 . 
of the highest stand- wee tee 











ard. 








We have just completed in- 
stallation of additional ma- 
chinery and we are in posi- 
tion to fill all orders prompt- 
ly. Special facilities for the 
production of autographic 
register and bookkeeping 
machine carbonized rolls are 
being built. We invite your 
inquiry. 


Old Town Ribbon & Carbon Co.,m. 


MANUFACTURERS 
245-247-249 Center Street 








NEW YORK, U. S. A- 

















FILEX 


THE MARK OF SERVICE AND SATISFACTION 


CARD INDEX and 
FILING SUPPLIES 


Dealer Distribution 
Exclusively 











Special equipment enables you to obtain 
prompt service on both stock goods and 
special-to-order requirements. 


Price List and Catalog 
in preparation. 


We solicit your inquiries for both Stock 
and Special Goods. 


It will pay you to be on our mailing list. 


THE DUNLEAVY-FOGLER CO. 


J. Frank Dunleavy, Pres. and Gen. Mgr. 
Ben B. Fogler, Treasurer 


34-38 Binford St. Boston, Mass. 
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-Phone Company has opened an 


Boston, Mass.—The Hush-A 


office at 15 School street 


Chicago, IIl.—Jos. A. Oswald, vice president and general mana- 
ger of The Rotospeed Company, was a Chicago visitor May 10 
Chicago, IIl.—A. E 
phone Sales Corporation, has joined the Chicago Association of 


Blackstone, manager here for the Dicta- 


Commerce 
Chicago, Ill.—C. K. Woodbridge, president of the Dictaphone 
Corporation, and George ID. Smith, field sales manager, held a 
two-day sales conference at the Chicago oftice in May. 
Chicago, IIl.—L. DD. Camps, 
Manufacturing Company, left in May for the factory at Fresno, 


general manager of the Lisenby 


Calif. He will return to Chicago late in June or early in July. 
Chicago, Ill.—Th« 


changed its name to Ravenswood Manufacturing Company The 


Lightning Coin Changer Company has 


Lightning coin changer, formerly a product of the Shipman- 
Ward Manufacturing Company, has been bought by a new Ccor- 
poration 

Chicago, IIl—The Sales Slip Protector Company, 1412-220 
South State street, has incorporated to manufacture, buy and 
sell all kinds of sales slips, office devices and office equipment; 
capital stock, $200,000 and 1,000 shares no par value; 
rators—Clifford H. Wilmath, Joshua L. Morris and Burton O 
King. The company will market what is in effect an individual 


incorpo- 


autographic register for sales slips It has a metal case, .the 
carbon copies of sales records being wound up within the 
machine under lock and key 

Detroit, Mich.—E. B. Terry has resigned as sales manager of 
the Mail-O-Meter Company He will probably continue in the 
office appliance field 

Dayton, Ohio.—Frederick E 
tional Cash Register Company, has been elected president of the 


Patterson, president of The Na- 


reorganized Dayton Aero Club 

New York, N. Y.—J. F. Ryan has moved from 375 Lexington 
avenue to 222 East Forty-second street 

New York, N. Y.—R. J. Ludlow, distributor for The Bircher 
Company, has moved from 320 Fifth avenue to 392 Broadway 

San Francisco, Calif.—W. G. Traud, manager of the Ditto 
Sales Agency, has been on a trip to Sacramento Even with 
the enlarged office space taken over the first of the month, his 
staff is having a hard time catching up on accumulated business, 

San Francisco, Calif.—C. W. Hunt, Jr., San Francisco repre- 
sentative of the Line-A-Time Manufacturing Company, Inc., has 
moved his office in the Rialto building, Mission and Second 
streets, from the third floor to the ninth. There, he will have 
more space, more light and a longer ride in the elevator 

San Francisco, Calif.—W. M. Coffman, president of the Office 
Appliance Managers’ Association, reports a brisk interest being 
taken in the affairs of the organization The meetings are well 
attended and the members expect to make it the largest mana- 
gers’ association in the country. New members recently taken 
in include C. W. Stoddard, manager of the Tabulating Machine 
and (. P. Rogers, manager of the Hadley Binder 
Company At the next meeting, there will be a talk by Mr. 


Company, 


Scott, of Miles & Scott, direct-by-mail advertising organization, 
San Francisco, Calif._-The Standard Office Machine Company 
has succeeded to the manufacturers’ distribution organization 
heretofore conducted by C. W. Hunt, Jr., and P. F. McDonald, 
Jr. A ground floor location has been secured at 109 Montgomery 
street The company represents the Standard Envelope Sealer 
Standard Stamp Affixer Company, 
Brooklyn, N. Y 


Company Everett, Mass., 


Everett, Mass., Collating Devices Company, 


The American Speed-O-Feeder Company, Cleveland, Ohio, and 
the Triner Scale Company, Chicago, II. 

Williamsport, Penna.—The Smith Printing Company has or- 
ganized a department to handle the Mimeograph, the Address- 


press and the Multipost. Samuel B. Thorne is in charge. Paul 


J. Graham has been placed in charge of the Kardex department 





Royal President Helping Veterans. 

George Ed. Smith, president of the Royal Typewriter 
Company, Inc., has been appointed a member of the ad- 
visory committee of The Merchants’ Association of New 
York. This committee co-operates with the United States 
Veterans’ Bureau. The aim is to render substantial and 
constructive assistance in the solution of the problems of 


the second district. 


rr eu 


| 











ANCES 231 


eS 
: oe You Don’t Have -— 
sh “my, Sive Service s ev 
= It’s Inbuilt 





Soa 








Visiu rs 


a eo 

















in Acme Staplers. They are sim- 
ple, and of few parts; amply strong 
for any work within their range. 
We guarantee both our Stapling 
Machines and Staples. 


Acme Staplers 


bring a continual stream of busi- 
ness to the stationer who sells them. 
Not only for staples, but for all 
other items in stock. Folks get 
the habit of coming to the store for 
all their office supply requirements. 





There are four sizes of Acme Staplers: 
Acme No.1, for heavy duty; capac- 
ity, 100 staples. Acme No. 2, for 
general utility; capacity, 50 staples. 
Sure Shot, for every office job; ca- 
pacity, 100 staples. Midget Binder, 
for individual desk equipment, with 
wide range of usefulness; capacity, 
100 staples. 


DEALERS—You can make good money 
handling Acme Staplers. Write for par- 
ticulars. 


Acme Staple Co. 


1643-47 Haddon Ave. (ot N. J. 


LONDON: Kado Ltd., Atlantic House, Holborn 
Viaduct 

CANADA: Ernest J. Scott & Co., 539 St. Peter 
St., Montreal 

BCANDINAVIA & FINLAND: Foreign Trade & 
Export Co., 206 Broadway, New Yor 

a Richard Weiniger, Singel “276, Am- 

terdam 

AUSTRAL IA & NEW ZEALAND: Excelsior Supply 
Co., Ltd., Sydney, N.S.W. and Wellington, N. Z. 
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Greeting Cards 


--a profitable line 


How many functions of various 
kinds—luncheons, receptions, dances, 
card parties—are given every day in 
your community? How many birth- 
days and wedding anniversaries are 
celebrated or remembered? How 
many graduates are to be congratu- 
lated this June? 

Greeting Cards, Place Cards, Favors 
and Decorations are required for all 
such occasions, as well as for Inde- 
pendence Day, Hallowe’en, Thanks- 
giving, Christmas, etc. 

Greeting Cards are made for every 
day and every occasion. Fifty million 
dollars worth were sold last year. This 
year much more will be sold—and 
half this amount is the dealer’s profit. 

Are you, Mr. Stationer, getting your 
share of these profits? 


GIBSON 
Greeting Cards 


The quickest and best selling line pays the 
surest profits. Gibson Greeting Cards have 
been successful sellers for sixty years 

Read what our customers say of the 
Gibson line—they know:— 


With your cards we are doing one 
» A the best card businesses in this 
city. 

Your cards invariably sell out 
first and are the ones most called for. 


Your cards were highly spoken of 
by our customers as the best ever. 


Had great success with Gibson 
cards—nothing but empty boxes left. 

Your selection of Christmas cards 
put us on a good basis with our 
trade and our store has been con- 
————~ aad talked about on this ac- 
count. 


Had biggest Greeting Card busi- 
ness in my experience and I attrib- 
ute my success to the Gibson Line. 


Have been handling Gibson cards 
for ten years and have about got to 
the point where we handle them ex- 
clusively. 


These are statements of FACTS from deal- 
ers like yourselves who are looking for the 
BEST SELLING lines. Write us for in- 
formation. 


The Gibson Art Co. 


CINCINNATI, O. 


NEW YORK—200 Fifth Ave. 
CHICAGO—S5 N. Wabash Ave. 
BOSTON —120 Tremont St. 
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(Stationery—Continued from Page 217.) 

Philadelphia, Penn.—Frey & Company has taken the third 
floor in the building at 301 North Thirteenth street. New lines 
have been added, including office devices and flat papers. 

Pleasantville, N. Y.—The Penhallow Press has opened a sta- 
tionery store on Main street. Mrs. Amy A. Riley and Charles 
Penhallow are the principals. 

Port Chester, N. Y.—David Orlowitz, 19 South Main street, 
has been declared a bankrupt. 

Pueblo, Colo.—Weaver-Bibbs, Inc., has succeeded Weaver- 
Fagerstrom, Inc. 

Quincy, IIl—A controlling interest in the Duplex Envelope 
Corporation has been acquired by the Gaw-O’Hara Envelop 
Company, 500 North Sacramento boulevard, Chicago. 

Red Bluff, Calif.—G. A. Wright, formerly stationery manager 
for Patrick & Company of San Francisco, has opened a station- 
ery store here. 

Riverside, Calif.—Barton’s Stationery Store has been opened 
by J. C. Barton, who was formerly connected with O. B. Reed, 
a local stationer. 

Salt Lake City, Utah.—The Arrow Press will concentrate here- 
after on its printing business, selling stationery only to large 
consumers. The retail end of the business has been eliminated 





San Francisco, Calif.—Stanley A. Piltz, of the Cardinel-Vin- 
cent Company, visited the New York market. 

San Francisco, Calif.—Fred C. Rohrbach has been appointed 
manager for Patrick & Company, 560 Market street. J. E. Lom- 
bardi, his assistant, has been with the house eight years. 

San Francisco, Calif.—G. L. McMullin, manager of the special- 
ties department of A. Carlisle & Company, has been spending 
a two weeks’ vacation in the southern part of the state, visit 
ing in San Diego, Los Angeles and other towns. 

San Francisco, Calif.—J. H. Schwabacher has just returned 
from a two weeks’ sojourn at the Samarcand Hotel in Santa 
3arbara. He and his wife liked the Southern city so well, that 
his brother, A. Schwabacher has gone to do likewise 

San Francisco, Calif.—The window display of Neil, Stratford 
& Kerr, mentioned in the May issue of Office Appliances, was a 
very successful experiment, according to Mr. Kerr. The dis- 
play featured fountain pens and sales were much stimulated, 
especially for the Dunn pen, which led all others during th: 
progress of the experiment, 

San Francisco, Calif.—Salesmen visiting the San Francisco 
trade at the present time, include Max Fruend, of Munchen- 
Hughes Company; Harry F. Homer, Esterbrook Steel Pen Manu- 
facturing Company; Jos. F. McKinny, of S. E. & M. Vernon, 
Inc.; Jack Stevens, of the American Lead Pencil Company; and 
S. H. Voss, manufacturers’ agent.. 

San Francisco, Calif.—The paper industry in California, made 
a step forward when the California Development Company held 
a meeting and exhibit in the Palace hotel April 26. The exhibit 
was a “side-line’’ for the addresses given by Glen McCarthy, 
Wm. J. O'Donnell, Geo. R. Davis, H. A. Goedje, and Cutler 
3onestell. The addresses dealt with the various phases of the 
paper industry and paper products, 

San Francisco, Calif.—‘‘A man don’t need a thousand pencils” 
but if one should suddenly discover a necessity for that many in 
a hurry, he could easily find them in the window display of San- 
born, Vail & Co., at 557 Market street, shown the week of May 
6-13. There were pencils of every kind and color, pencils for 
writing, pencils for drawing, crayon pencils, carpenters’ pencils, 
and pencils from ten different manufacturers. Eberhard Faber 
had one ten inches in diameter and sixteen feet long For 
several hours each day, an artist sat in the display space, on a 
stool whose legs were pencils, drawing pictures at an easel 
made of pencils and selecting for his work pencils and crayons 
from the stock scattered around him. The Joseph Dixon Crucible 
Company had a display board, showing the materials used, and 
the various steps in the manufacture of ordinary pencils. Firms 
represented in the display were as follows: Eberhard Faber, 
American Lead Pencil Company, Joseph Dixon Crucible Co., 
Eagle Pencil Co., Blaisdell Pencil Co., Richard Best Co., L. © 
Hardtmuth Co., Wolfe & Sons, Geo. Rowney & Co., and Conte 

Wilkinsburg, Penna.—L. G. Lambright & Son, 927 Wood street, 
have enlarged their store and redecorated it. 

San Pedro, Calif.—William Floyd has opened a stationery store 
at 273 West Sixth street. He has been connected with the sta- 
tionery trade in San Francisco during several years past 

Seattle, Wash.—The Pliny L. Allen Company has installed a 
process embossing plant, as an adjunct to its copperplate and 
die stamping department. 

Smyrna, Del.—Jefferson Townsend has opened a stationery and 
magazine store on Commerce street. 

Waltham, Mass.—Stationery is included in the lines carried 
by Martin Nugent in the sporting goods store at 13 Moody 
street, opened in May. 
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has a proposition for a live wire sales 
representative in each city and com- 
munity, which we will gladly explain 
to responsible inquirers. 


Our products are of very excellent 
quality and cover every requirement 
in ribbons and carbons and a very 
wide range of competitive conditions. 
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Typewriter Dealers 
Are You Getting This Extra Profit? 


Sell typewriter paper and second sheets in con- 
junction with your typewriters—no increase in over- 
head and assuring a substantial extra profit! You 
need carry only a small stock as shipments are made 
promptly. Many dealers have found these lines 
most profitable. If you have overlooked this oppor- 
tunity, write us at once regarding adding these items 
to your supplies department. 


\s an introductory offer, we quote 
CANARY SECONDS SHEETS....24c Ream 
BOND TYPEWRITER PAPER. .44c Ream 
84x11—500 Sheets to the Ream. 


STENO BOOKS LEGAL PADS 
WHITE BOND & MANILA PADS 
ACCOUNTANTS’ COLUMNAR 

ANALYSIS PADS 


; It will pay you to get our 
A Comple te Line Samples and Prices. 





Territory open and interesting proposition 
for responsible representatives 


Hano -Weinkrantz Co., Inc. 


Manufacturers 


133-135-137 Mulberry St. NEW YORK CITY 




















Nationally 
Advertised 


The Third Hand— 
Hoban Receiver Holder 


Business men are always wishing fora 
third hand—it is extremely difficult to 
hold a telephone, telephone receiver and 
transcribe the message at the same time 
Hence, the Hoban Receiver Holder, of 
simple construction and great utility, is 
welcomed as an enormous aid to tele 
phone users—the third hand. 














Nationally advertised throughout the Write for 
land, the Hoban presents an excellent detailed : 
opportunity to capitalize on a_e well- information 


known and meritorious product. 


HOBAN RECEIVER HOLDER CORP. 
Factory and Office: 516 West 41st Street, NEW YORK, N. Y. 











——EEEE 
AIGNER'S inex Tazs 


Your customer takes a certain amount 
of pride in making his own indexes. 
Encourage him. 


Four Styles Carried in Stock 
LEATHER—red or black—with or without 


paper face. 


SHEEPSKIN—a durable tab with a pleas- 


ing appearance. 
CANVAS—durable, yet inexpensive. 
VELLUM—the most popular of them all. 


In all colors. 


Write for prices. Send 12c for 
a goodly supply of samples. 


Our index tabs should be on your shelves— 
they make profits for you. 


G.J. AIGNER 
521-523 W. 





Chicago, Illinois 








| ld St Stationers and Bookbinders 

|| pe oy Loose - Leaf Systems o 
Titles and Labels for Law Work 

Aigner's Patent Cut Index Strips 
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one writing. 


Write for Sample Book 
and Trade Price List. 


C. H. DEXTER 
& SONS, Inc. 


Windser Locks, Conn. 
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Star Tissue Mills 


—Not merely a “second sheet,” but an extra 
thin, extra strong linen paper of tissue weight, 
which makes possible many carbon copies at 
Its unique surface picks up the 
carbon cleanly, without smudge or blur, re- 
sulting in neat, legible duplications. 
Manifold is a requisite to office efficiency. It 
is made in various sizes, finishes and colors. 


Star 
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A Sound Bank Specialty 


BANDLESS CURRENCY MAILING BOX 


A PERFECT MAILER of strong, heavy, 
durable manilla paper of exceptional 
strength. Ends and sides do not break 
in bending over currency. 

The outside wrapper is genuine rope 
manilla as near cloth as paper can be 
made. It folds over each lap at the 
ends to make a perfect, tight sea) and 
attaches to the back of the box. Can 
not tear or pull away without destroy- 
ing the entire box Each size contracts 
one half inch squeezing tightly over the 
currency and bringing the end flaps over 
and sealing tightly to the back of the 
box, making a perfect fit and tight seal. 
Dependable bank stationers should have 
sample of this new line. No obligations 
to learn all about it now. 


Smead Manufacturing Co. (Dept. C) Hastings, Minn. 
High Grade Bank Filing and Mailing Containers 
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FREE TRIAL 
SAVE TIME,STAMPS, MONEY 


N° mussy sponge or “licking.” No stamps spoiled, 
lost, misused. Affixes stamps to any kind of 
mail 4 times as fast as by hand. Keeps stamps 
locked, in rolls, in one place. Enables keeping ac- 
curate records of all stamps used as you do petty 
cash. Pays for itself quickly in time and money saved. 


MULTIPOST 


Stamp Affixer and Recorder 


Oldest and most successful on the market. No wicks 
to gum up. Can’t leak water. Guaranteed against 
defect and breakage, irrespective of cause, for one 
year. Various models for different requirements, 
from $10 up. Over 50,000 in use. 

PARCEL POST STAMP MACHINE 


Keeps all denominations of stamps locked up in one place. 
Provides quick, clean method of getting and affixing exact 
stamps wanted. Automatically keeps accurate records 
of stamps used. Built sectional: can add_ sections 


as desired. 
. Sent on FREE TRIAL 
No money in advances, Write for Catalog B. 


MULTIPOST CO. 
Rochester, N. Y. 


CANADIAN ADDRESS: 
66 Bond Street, Toronto, Ont. 


Multipost 
Stamping 
Machine 


Post 
Stamp 
Machine 











“CONCAVE” represents the highest degree 
of perfection yet attained in the construction 
of concave keys. 





QM A iv 


Specify ‘Concave? 
LINCOLN “CONCAVE” KEYS 


distribute the force of the stroke over the sur- 
face of the finger—thus saving nerve-energy. 
The lines of construction of Lincoln “Con- 
cave” Keys are very pleasing to the eye—the 
practical construction is immediately accepted 
by all users of rubber keys. Get our Pre-War 
Key Sales Plan Now. 


LINCOLN RUBBER KEY CO. 


27 Thames St. New York, N. Y. 
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High Speed in Listing Checks. 

What is said to be the record in listing checks was made 
at New Orleans by Stephen Macaluso, distribution clerk 
at the Federal Reserve Bank there. The contest was held 
in the rooms of the American Institute of Banking under 
the auspices of the institute and the Burroughs Adding Ma 
chine Company. Mr. Macaluso listed 100 checks in one 
minute and sixteen seconds; he listed 200 checks in two 
minutes and thirty-seven seconds. The hundred-check rec 
ord tops the speed of L. F. Pecot, Bank of Orleans, who 
had done the feat in one minute and twenty-one seconds. 
The two-hundred check record beats that formerly held by 
Philip White, United State National Bank, Denver, whose 
time was two minutes and forty seconds 

The annual speed contest for bank employes conducted 
every year at Madison, Wis., by the Burroughs Adding 
Machine Company was held in the lobby of the Commer 


cia! National Bank. M. B. Dickert ran 150 checks through 


in two minutes, twenty-two seconds. He won a prize of 
$10.00. S. L. Toepfer was second, his time being two min 


utes, twenty-eight seconds. His prize was $5.00. Both men 


are employes of the Bank of Wisconsin. That institution 
won custody of the Burroughs cup for a year. Last year 


i 


the cup was won for the Commercial National Bank on 


record of three minutes and forty-four seconds. 


Progress Club Hears Lecture on Steel. 

The National Progress Club, composed of shop execu- 
tives of the National Blank Book Company, Holyoke, 
Mass., devoted a recent meeting to a study of the manufac 
ture of steel. Representatives of the rolled steel division, 
Stanley Works, New Britain, Conn., traced the story of steel 
from the mines to the point where the Nationalites take 
hold and convert it into loose leaf metal 


(Typewriters—Continued from Page 227.) 
company rents, repairs and rebuilds typewriters, handles type- 
writer supplies, and has local representation for the Remington 


portable and the Royal typewriter. 


South Bend, Ind.—F. M. Brick has become manager here for 


the Remington Typewriter Company Mr Brick had _ been 
recently with the Mexican National Trading Company, Mexico 
City, D. F., Mexico Previous to joining that interest he had 


held a responsible position in the general sales office of the 
Woodstock Typewriter Company at Chicago 

Titusville, Fla.—H. C. Ford of this place. who for some time 
has been distributor for the Woodstock typewriter, plans to 
open a store in Titusville in the near future, where he will 
handle all kinds of office equipment 

Topeka, Kans.—©. A. Ridlon is specializing on Woodstocl 
typewriter sales for the Zercher Book & Stationery Company 


Traverse City, Mich.—Merton Ross has been appointed dis 
tributor for Grand Traverse county by the Woodstock Type- 
writer Company 

Trujillo, Peru.—Distribution of Woodstock typewriters 


Trujillo and vicinity has been awarded to Isaac P. Orbegoso 


Vancouver, B. C.—J. J. Kimm has departmentized his sta 


tionery business He has ‘recently arranged for the Sale ol 
Remington and Corona typewriters. Mr. Kimm has an exten- 
sive stock of stationery In the past year he has acquired the 
stocks of the Vancouver Stationery Company, the Standifer 


Shipyards stationery store, the stationery store at Hillsboro 
Ore., and the office supplies of the United Spruce Production 
Corporation 

Wausau, Wis.—!’. I). Snow, who was formerly located here 
has returned from a period of service with the Underwood 


Typewriter Company at LaCrosse 


York, Nebr.—The Woodstock Typewriter Company has re- 


cently appointed J. W. Johnson as distributor at this place 


No man, no matter what his vocation, can attain genuine suc- 
cess without making sacrifices Nothing worth while can be got 
anywhere for nothing Things we get for nothing we do not 
enjoy Work and labor and study and sacrifice are all neces- 
sary to winning the kind of success that brings satisfaction with 
it.—Scrits (Strathmore Paper Company). 
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Pockets above each other. 


il wi SUPER-SORTER 
SAILS SUPERIOR (with the above exception) into the 
: Finding and Fingerable, 


PER-SORTER, 


Will You Be First with the Finest in Your Selling Zone? 
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4 WEBCO PRODUCT 








TRADE MARK 


Boston, Mass.—George H. Malcom, general sales manager of 
the F. S. Webster Company, sailed for Europe May 11! He will 
visit England and important continental centers, combining 
“ . business and pleasure. 

Brooklyn, N. Y¥.—The Manifold Products Company has let 
Original and Best contract for an addition to its plant, increasing the floor are 
YY e 30,000 feet. 
lye Cleaning Hurd Chicago, IIIl.—J. N. White, manager here for the F. S. Webste« 
Company, returned May 21, from a recuperation vacation at 
Ocean Springs, Miss. 


Cleans your type No type brushing Chicago, I!.—J. D. L’Hommedieu, manager for the Crown 


Ribbon & Carbon Manufacturing Company, has added two new 


Cleans your platens No picking out of salesmen in gar ma Sage Reuben Arvey and W. E. Kosk)3 


Cincinnati, Miller-Bryant-Pierce Company has 
997 


Cleans metal parts particles from type opened an office at 227 West Fourth street, in charge of H. J 


Kramer. Mr. Kramer has been on the road for the company be- 





fore taking hold at Cincinnati. 


Dissolves rease and cleans spots New York, N. Y.—R. F. Byers has been appointed manager 
rom your desk of the export department, Old Town Ribbon & Carbon Company 


245 Center street. He had been with the export departme: 
the Yawman and Erbe Manufacturing Company. 


wees R:=kZ PPPEARS Oakland, Calif.—Elmo Gros de Mange has resigned from the 


sales organization of A. Carlisle & Company, San Francisco, 
DIRT OISAPPEARS 


handle carbon paper here. He makes headquarters at the 
MANUFACTURED BY Dalton Bros. stationery store, Twelfth street 

Penn Yan, N. Y.—T. T. O'Connor has joined the Milo Rib 

ene Peereweeee Company fae. |) es caren Copastan, tet the Mo Bn 
BOSTON Philadelphia, Penna.—The Specialty Sales Company, occupying 

MAKERS OF a residence at 2410 North Fifteenth street, is planning a store 

location. The company distributes typewriter ribbons, carbon 

MULTI -KOPY Carbon Papers paper and other office supplies. 





STAR-BRAND Typewriter Ribbons Richmond, Va.—C. G. L. Bedell of this city, who formerly 

represented a Boston ribbon and carbon paper manufacturing 
company in the southwest for many years, is now located in 
Richmond, Va., conducting a business of his own, carrying 
ribbons and carbon papers, office supplies and specialties as 
manufacturers’ agent, also Shipman-Ward Company rebuilt 
Underwood typewriters. 


San Francisco, Calif.—Miss Ruth Rodgers, formerly with the 

(ms) (ms) Woodstock Typewriter Company in this city, has been added t 
the sales force of the H. & M. C. Company. 

San Francisco, Calif.—F. A. Hammergren, of the H. & M. C 


ADDING Company, has just returned from his Northern trip, which was 
MACHINE PAPER unusually successful. He reports business good all along the 
line. 
5 0 San Francisco, Calif.—The local branch of the Miller-Bryant 
lee Pierce Company is preparing to move at the end of May, 
new location at 320 Market street, which will give about thre 
times as much space as the old quarters provided. 

































San Francisco, Calif.—Ray Stone, of the Stone Typewriter & 
Packed in standard cases tibbon Manufacturing Company, who has been ill for some time 
of 50 or 100 rolls. with an attack of the “‘flu,’’ is recovering rapidly and his friends 
Also in the handy Dozen- are hoping to see him around again before long. 
Roll-Box. — San Francisco, Calif.—The F. R. Watson Company has opene« 
for business at 614 Insurance Exchange Building, featuring the 
The Standard “Omega” brand of carbon paper made by The Buckeye Ribbo 
of comparison. & Carbon Company. Mrs. Watson is in charge of the new 
terprise. She has had extensive experience especially fitting he: 
There 1S no for this type of work. 
other paper just San Francisco, Calif.—Geo. R. Duncan, treasurer of Mittag 
like Qualified. & Volger, Inc., with his wife and daughter, is on a tour of the 
. Pacific Coast and the West, combining pleasure with an inspec 
Every roll perfect and guaranteed. Gives tion of the branch offices of the company.—Geo. Semonsen, who 
complete satisfaction on all makes of adding was formerly with the Underwood Typewriter Company in San 
machines. Office workers like to use it; man- Francisco, has gone with Mittag & Volger, Inc. J. A. Williams 


agers find it economical is now a city salesman for Mittag & Volger, Inc. 
§ ‘ Seattle, Wash.—The Crescent Ribbon & Carbon Company has 
moved to 708 Third avenue. The business has been conducted 
in the Leary building for seven years. R. O. Smith and W. EB 
Brown are the principals of the company. 


Sold by Stationers — Everywhere. 














DEALERS: Write us for 
samples and information 
about free advertising 
matter. 


CENTRAL PAPER CO. 


MENASHA % WISCONSIN 


ORIGINAL dozen 








“The Story Your Ink Bottle Tells.” 

A talk, illustrated with moving pictures, on “The Story 
Your Ink Bottle Tells,” was presented May 2 by Fletcher 
W. Taft, advertising manager of The Carter’s Ink Com- 
pany. He spoke before the monthly meeting of the West 
Medford Baptist Church, West Medford, Mass. 
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Eclipse Pneumatic Inkwells 


have that attractive dignity 
and genuine practical utility 
which makes them a true 
asset on every desk. They 
will look good on your desk. 


Many handsome styles at your stationer’s 
Write today for catalog 


GENERAL ECLIPSE CO., Dept. A Danielson, Conn. 





APPLIANCES 237 























~cOMPo 


‘‘Non-Clogging’’ | 


Stapling Machine No. 1 





THE DEVICE THAT PREVENTS CLOGGING - 
Patented Jan. 9, 1923. Other Patents Pending. 


Note the new name and address 


THE COMPO CORP. 


Westport, Conn. 


“COM P O—it never fouls in the clinches” 





‘“‘The House That Appreciates Your Business’’ 


CONVINCE YOURSELF! 


OYUL 





Ss << 
=. 27 Mr. Dealer! 


WE want you to feel as y= and confident in trading with 
us as though you came in person. You will receive the 
same fair and satisfactory treatment. 


YOUR ORDER IS FILLED 


NO MATTER HOW SMALL OR LARGE 


Roughs - Renovated - Rebuilts 


At the Most Interesting Prices! 
WRITE °%, caste ros ve PRICE LIST 


CAPITAL TYPEWRITER CO. 


312 BROADWAY NEW YORK, N. Y. 


CABLE ADDRESS ADOLPH MORSE 
Capentes, New York Gen. Manager 
(All Codes) 






































Machine Bookkeeping Devices 


Ledger Binders Solid Post Binders 
Sectional Post Binders Indexes and Sheets 


J. SILBERMAN, Pres. J. T. JEMISON, Vice-Pres. 


SILBERMAN CO., Inc. 


MANUFACTURERS 


157 William St. New York, N. Y. 


Established 1911 
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“PAPER CLIPS- 


Arethe easiest and fastest selling Line 
- They includeapaper 
















Clip forevery possible 
purpose andof quality 
recognized through 
the trade asthevery 


finest . 
Astvies sites 


Send for F 

Samples f R E 
Attractive window 
poster in full color 
furnished free with 
every order= | 


Svitable for every office 
pa i © evel 


























Revere Boulevard 





The 
Standard 
Stamp 


Affixer 


The Standard Stamp Affixer. 
Known as the simplest, 
lightest and speediest on 
the market. Saves time and money. It 
is a portable safe for your postage stamps. 
Endorsed by thousands of well-known 
users, including: 


Standard Oil Co. 

Bell Telephone System 
United Shoe Machine Co. 
Western Electric Co. 
Bauer and Black 
Willard Storage Battery Co. 
Eastman Kodak Co. 


and other prominent houses. 


DEALERS—We have an interesting proposition to make you 


which does not involve any outlay. 


STANDARD STAMP AFFIXER Co. 


EVERETT, MASS. 















SCRATCH 
PADS 


-two items of office 
supplies that pile up 
good profit in a_ short 
time. They’re worth 
pushing a little at first 
because they move with such little effort after- 
wards. 

The ELKHART specimen book contains sam- 
ples of the different kinds of paper stock and 
rulings used for making ELKHART Stenogra- 
phers’ Note Books—very convenient for your out- 
side salesmen. 

ELKHART scratch pads are made up unruled, 
;-inch thick, of pencil stock in the following 
sizes: 

No. 20 21¢x4” 


No. 22 314x6” 
No. 24 4x6” 








No. 26 5x8” 
No. 28 6x9” 
No. 30 7x12” 


Special sizes and rulings made up promptly, to 
your order. 


We'll give you best service; 
Let us send you quotations. 


ELKHART Stationery Co. 


ELKHART, INDIANA 














WHY YOU SHOULD BE SELLING 
“SOLO” 
STAMP PADS 


Because of its different construction, its uniform 
inking qualities, the SOLO Stamp Pad is being 
adopted as a standard pad by the largest, as well 
as the smallest rubber stamp users. 


SOLO Stamp Pads never flood no matter how 
damp the weather conditions—neither do they 
dry out, being inked from the bottom by capil- 
lary attraction. 


SOLO Pads cost no more than the regular felt 
variety—AND THEY LAST TWICE AS LONG. 


Place your order with any of the firms listed be- 
low and you will secure factory discounts. 


Consolidated Stamp Mfg. Noble & Westbrook Mfg 
Co., 
Hartford, Conn 


Century Rubber Stamp Louis Melind Co., 
. Werke, . 362 Chicago Ave., 

551 Pearl St., New York Chicago, Il 

S. D. Childs & Co., 

136 S. Clark St., 


0., 
87 Maiden Lane, New York 


. A. Stewart & Co., 
80 Duane St., New York 


Chicago, Ill. 
Cooper Stamp Works, an 
7 Cooper Sq., New York ye 
Dixie Stamp & Seal Co., Barnard Stamp Co., 
Atlanta, Ga. St. Louis, Mo. 
Modern Stamp Co., Hoff Rubber Stamp Co., 
Baltimore, Md. Minneapolis, Minn 
New Orleans Stencil Works, E. C. Shaw Co., 
New Orleans, La. Cincinnati, O 


PEERLESS §$ 


CARBON & RIBBON MFG. CO., INC. 
113 WEST BROADWAY NEW YORK CITY 
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PENS AND PENCILS | 


Atlantic City, N. J.—Fred Parker, a local stationer, visited 
the general sales office at Chicago, and the factory of the W 
A. Sheaffer Pen Company at Fort Madison, Iowa, in May. 

Brooklyn, N. Y.—A new factory building, costing approxi- 
mately $350,000, will be erected by Eberhard Faber on Greenpoint 





avenue, East of West street. 

Brooklyn, N. Y.—The Art Products Company has been suc- 
ceeded by the S. & T. Art Products Corporation, 74 Montrose 
avenue B. Tanenblatt is president, and S. Savarese is treas- 
ure} Wax crayons are manufactured 

Buffalo, N. Y.—Walter A. Miller, who has joined the commer- 
cial stationery department of the Otto Ullbrich Company, had 
been formerly with the United States Pencil Company 

Chicago, IIl.—The Realite Pencil Company and the Autopoint 
Pencil Company have consolidated as the Autopoint Products 
Company 

rx. 

Chicago, IIl.—H. kX. Waldron, vice president and general sales 
manager of the W. A. Sheaffer Pen Company, left May 26, on a 
Western trip which included Denver, San Francisco and Cana- 
dian points 

Chicago, IIl.—Kritikson Bros., Inc., 116 West Illinois street, have 
leased the seventh floor of the building at 900-10 West Jackson 
boulevard for a term of five years The plant was moved to 
the new location in May 

Chicago, Ill—W. A. Collins, of W. M. Collins & Son, Ltd., 
Glasgow, Scotland, visited the local office of the L. EK. Water- 
man Company May 22 He was on his way back to Glasgow 
from a trip to Auckland, New Zealand 

Chicago, IIl.—W \. Armstrong, Eastern representative of the 
W \. Sheaffer Pen Company, motored to the factory at Fort 
Madison, lowa, in May. He stopped over at Chicago, to confer 
with H. E. Waldron, vice president and general sales manager, 

Chicago, Ill.—I). L. Sterling, who has been manager here for 
the DeWitt-LaFrance Company, has returned to the musical 
instrument field Mr. Sterling will enter the wholesale piano 
business, which was his vocation before joining the DeWitt-La- 
France Compan) 

Chicago, Itil.—The Parker Pen Company is now settled in its 
new and commodious office on the second floor of the Majestic 
building The display cases have been arranged ina very effec- 
tive manner, forming the boundaries of the reception space 
The sales and accounting offices are on the Monroe street end of 
the offices, while repairs and storage are accommodated at the 
north end A large window overlooking Monroe street affords 
opportunity for a conspicuous sign. 

Dallas, Texas.—A. A. Franklin has been appointed Southwest- 
ern representative of the Autopoint Products Company, Chi- 
cago, Hl Gordon Libby will do special work in certain Texas 
territorics 

Dover, Del.—The Clarkwood Pencil Company has been incorpo- 
rated in this state to job pencils, crayons, etc.; capital stock 
$5,000; incorporator W. I. N. Lofland 

Fort Madison, lowa.—W. A. Sheaffer, president of the W. A 
Sheaffer Pen Company, has returned from a vacation spent at 
Miami, Fla Mrs. Sheaffer accompanied him 

Kankakee, IIl.—The Kankakee Metal Products Company, 307 
South Schuyler avenue, has incorporated to manufacture foun- 
tain pens, automatic pencils, lead pencils, etc.; incorporators— 
Edward G. Ince, R. S. Tuthill and Harold Beacom. 

Los Angeles, Calif.—The Office Supply Company has under- 
taken distribution on the Pacific coast for the Autopoint Prod- 
ucts Company, Chicago, Ill 

New York, N. Y.—The Dunn-Penn Company has taken the 
entire fifth floor at 71 Fifth avenue for its general offices. 

New York, N. Y.—The Federal Trading Company, 312 Broad- 
way. has been made exclusive distributor in the United States 
for the “John Mitchell’ pens, manufactured in England, 

New York, N. Y.—An injustice was unintentionally done the 
Union Pencil Company, Inc., in the May issue An item in this 
classification stated that the company was bankrupt This is 
not the case. The item referred to the United Pencil Company, 
Inc., 318 Broadway 

Los Angeles, Calif..-The National Stylo Company, 432 South 
Spring street, has opened demonstrating stores in San Francisco 
to aid in the introduction of its stylos. 

New York, N. Y.—The Koh-I-Noor Pencil Company, 34 East 
Twenty-Third street, has taken the entire third floor for office 


(Continued on Page 240.) 




















cLAR-O-TYPE 


THE WONDER TYPE CLEANER 





will assure neat, clean 
correspondence. Just 
apply with dauter and 
the type is cleaned in- 
stantly. 


Does not evaporate. 


Also cleans rubber keys, 
rubber stamps, adding 
machine type, multi- 
graph, addressograph 
plates, etc. 


Individual bottles to retail at 50c and 75c. 
Also bulk sizes: pints, quarts and gallons. 





Liberal discounts to dealers. Very effective ad- 
vertising aids furnished free, whether you buy 
direct or through jobbers. Write us today. 





The Clarotype Company, Inc. 
16-G Hudson St. NEW YORK 





Te PM. loose Leaf Line 


AN OLD FAVORITE 
WITH A NEW DRESS 











THE SILVER CAP ‘A”’ 


Metal Hinge Binder with the 
new style plated hinge lugs. 


QUALITY AND BEAUTY ADDED 


The Plew & Motter Department of 
The Workman Manufacturing Co. 


Capital and Surplus Over $350,000.00 
1200 W. MONROE ST. CHICAGO, U.S. A. 
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Goods sell by 
themselves 


can 
clearly and 
get perfect attractively 
marked. 
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The caption below is an 

exact reproduction in 

emall size of iletterin 

performed with No. 1 
Outfit 


MAKE YOUR OWN SIGNS 


You know that every bets, and eight sets of 
day possible customers figures, of which 7 sizes 
walk away rather than are in duplicate, also the 
ask questions. Don’t wording “Special Sale” 
miss a single sale! Order in 4 sizes. F. O. B. St. 
a NATIONAL SHOW Paul, $45.00. 

CARD WRITER today. 


Price of No. 10 outfit Write us—we’'ll ship 
as shown in cut, with red immediately so you may 
and black ink, two put the National Show 
brushes, twelve sets Card Writer to work in- 
standard stencil alpha- creasing your daily sales. 


NATIONAL SIGN STENCIL CO. 


ST. PAUL, MINN. 
SESBaBRB BBS SBSSBSRB BSB HERB RBBB ES 























TRINER POST OFFICE 
SCALE No. 9 


Specially designed for U. S. Post Office Service 


Cuts down Postal costs. 

—Used where a variance of 1/64 oz. means 
a saving of thousands. 

—Pronounced by experts as the best 
commercial model ever produced. 
—Extra heavy and precise construction 
without the objectionable features of the 
old type beam scale. 

—Many new and desirable points of in- 
teresting construction to make good sales 
talks and excellent window displays. 
—Write for full particulars. 


TRINER SCALE & MFG. Co. 


2714 W. 21st St. CHICAGO, ILL. 


























Brooklyn, N. Y.—M. W. Phillips, vice president of the Amer- 
ican Numbering Company, made a brief business trip to Wash- 
ington, D. C., recently. 

Buffalo, N. Y.—George B. Decker has joined Millington Lock- 
wood, having charge of the rubber stamp, printing, engraving 
and embossing business. He had been recently with the Shelby 
Sales Book Company, and is returning to a former employment 
His predecessor at Lockwood’s, George S. Schnapp, has organized 
the Graeber-Schnapp Printing Corporation, 45 East Seneca street 

Chicago, IIl—M. L. Willard has succeeded Mr. McGriff as 
president of the Superior Type Company. Mr. McGriff has « 


tered the real estate business. 

Chicago, Itil.—Louis Melind, of the Louis Melind Company 
attended the regional conference of the International Stam] 
Manufacturers’ Association at Cleveland, May 19. 

Chicago, II|.—-The Nobler Stamp & Seal Company is now lo- 
cated at 73 West Van Buren street; more convenient arrange- 
ment has been secured. The former location was at 75 West 
Van Buren street. 

Chicago, !!|.—The office of the Ideal Stencil Machine Company 
formerly at 108 North Jefferson street, has been moved to 550 
West Washington street. The new store permits better arrange- 
ment of sales room and office, and provides basement storage 
for stock, and space for service work 

New York, N. Y.—J. L. Bryan has become manager of Eve! 
son & Ross, 88 Chambers street. He had been formerly with 8S 
W. Keese & Company. 

New York, N. Y.—The stamp and stencil business of Douglas 
& Son is now located at 683 Sixth avenue; the former office wa 


a samaababaisae 


at 751 Sixth avenue 

New York, N, Y.—Harry Friedman has been elected \ 
president of the American Stamp Manufacturing Company, John 
street. He had been with the Consolidated Stamp Manufactur- 
ing Company formerly. 

New York, N. Y.—Charles FP. Holland, 903-15 Woolworth 
building, has been appointed distributor in New York and Nev 
Jersey states for the “Speed-Mo” stamp pad, manufactured 
the Rivet-O-Manufacturing Company, Orange, Mass 

Pittsburgh, Penna.—Members of the International Stamp 
Manufacturers’ Association have been furnished suggested 
prices and methods of determining costs on stencils. The lo 
leaf pages embodying information are folioed 710-12 

San Francisco, Calif.—L. H. Moise, of Moise Klinkner & Com- 
pany, 369 Market street, will make the trip to the convention at 
Toronto, June 25 Sig Pels, also of Moise Klinkner & Compat 
governor of this province, may decide later to make the tt 
There will be a delegate from Los Angeles also 


House Organ Philosophy. 
Too much talk makes the buyer balk.—The Stencil (A. B 


Dick Company). 
> * . 


Think less of yourself and more of your work The Offi 
Cat (The Richmond & Backus Company). 
. * * 
Most good fellows at night are bad fellows in the morning 
The N-P Imprint (The Namaskett Press, Inc.). 
. tl . 
Don't stare up the steps of Success—but step up the Stairs 
Strathmorean (Strathmore Paper Company). 
* . . 


A whole lot of people will second a motion who will not make 
one.—Direct Reflections (James F. Newcomb & Company, In 
> > * 
Make friends of your customers rather than customers 
your friends Burroughs Bulletin (Burroughs Adding Machine 
Company). 


(Pens and Pencils—Continued from Page 239.) 
purposes. The quarters on the fifth floor formerly occupied are 
now used for storage. 

Newark, N. J.—Frank G. Hobbs has been appointed represen- 
tative in the New England states by the Weldon Roberts Rubber 
Company. 

San Francisco, Calif.—L. A. Wagner, of the Joseph Dixon 
Crucible Company, made the Southern territory recently. 

San Francisco, Calif.—John M. Ready, New York manager f / 
the Joseph Dixon Crucible Company, passed through San Fran- 
cisco last month on the home stretch from a trip around the 
world. 

Waterloo, lowa.—The Evans Dollar Pen Company has been 
purchased by Salz Bros., 71 West 35th street, New York, N. Y 


: 
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COSTS MORE — WORTH MORE 


Quality Is What a Machine Is— 
Reputation What It Is Supposed to Be 


Victor Standard Typewriter 





The Machine of Superior Quality 
wegen ny Re ig ry wide v-ore Soamaee ay octuple 

roller ring carriage give a rigidity of type’ carriage 

action that combine to produce work of unquestioned superiority. 

OPERATION EASIER—Light key touch and speedy escapement enable 
the operator to do more work with less effort, 

SIMPLE DESIGN a CLEVER CONSTRUCTION—Reduce materially 
the cost of upkeep. 

oe ROLLS—Enable operator to write to the extreme bottom 

sheet. 

All modern improvements, including automatic ribbon reverse, single 
key docimal tabulator, back space bar, variable line spacer, 
bichrome ribbon. 

If there is no dealer in your District, write now for catalogue and 
agency terms. 


VICTOR TYPEWRITER COMPANY 


General Office and Factory: SCRANTON, PA., U.S. A. 
Department 19 




















The Indication of Quality 


The indication of quality is repeat orders. 
High grade materials backed by the facilities 
of an intelligent and energetic organization 
has made a name for our products: 


Carbenized rolls for billing and adding machines 
Oi soluble pencil carbon papers 
Typewriter ribbens and carbon papers 


The trade has judged American Manifold’s 
Multigraph ribbons as unequalled. Write for 
samples and other particulars. 


American Manifold Products Corp. 
General Offices and Factory: 
2900 Darwin Terrace CHICAGO 


NATIONAL 
ADVERTISING Letters: Legal Documents 
ADAPTABILITY Records Reports Estimates 
Bound neatly end 
AND 
AJAX 
DURABILITY EYELET 
MAKES IT FASTENER 
Punches hole, inserts 
EASY TO and clinches eyelet in one 
operation. 
SELL!— Order from 
MACHINE APPLIANCE 
CREATES CORPORATION 
RE-ORDERS 351-353 Jay St. Brooklyn.NY. 
FOR 


AJAX EYELETS 
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>A HAND PUNCH 













Perforates cardboard, leather 
and paper up to 3”, Thru 
untempered metal up 
to 20 gauge. 






Interchange- 
able Punches 
and Dies as Illustrated 


Great Demand— 
Nationally Advertised 










BP ; 




















No. 1 No. 2 No. ’ i, 
Long Med. Short 
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“Perfect” ine 
Loose Leaf 


The beauty of selling satisfaction in 
loose leaf equipment is the regular de- 
mand it develops—it’s like a steady job 
with the raises hung up in working dis- 
tance. 


The PERFECT Line is bound to sat- 
isfy—it is complete, standard and serv- 
iceable. Once thoroughly demonstrated, 
your customers will concentrate on 


PERFECT Loose Leaf supplies. Special 
orders for odd sizes, rulings, etc., are 
speedily and accurately executed. Let us 


send you full particulars. 


CHICAGO BINDER & FILE CO. 
500-508 W. 3i1st St. Chicago, IIl. 
LOOSE LEAF DEVICES HIGH GRADE PRINTING 


LEDGERS, BINDERS, INDEXES, SHEETS, 
BUSINESS SYSTEMS 
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Sells On Sight 
‘2 50 retail 


Liberal Discount to Dealers 


Equals any $5 machine. Su- 
perior value so self-evident 
Parsul Sealing Machine sells 
on sight. Finely finished. 
100% satisfaction guaranteed. 
Quick profits and repeat sales 
on tape. Tremendous de- 
mand; every store wants one. 
The easiest seller in a long 
time. 











Free literature. 


Write today. 


J. F. RYAN & CO. 
222 East 42d St. New York 








Manufacturers Since 1903 


TAPE MOISTENERS—PLAIN AND 
PRINTED SEALING TAPES 
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Typewriter 


Cushion 
Feet 





A much wanted office appliance now ready 
for the trade — cushion feet for typewriters 
made in the same careful way as al! Davol 
Rubber Products. Reduces noise—takes jar 
off machine. Retail at 75c for a set of four 


axep 


; ary BM cee 
Other iy Stationers’ 
Supplies 
Rubber Bands 


No, 876 plug fitting os Extra strong and lively—popular sizes in 


Remington, L.C. Smit 
and Smith-Premier handy boxes 













No. 875 for Under 
wood style Of mar- 
chine — screw fitting 




















Telephone Ear Cushion— Makes ‘phoning a pleasur: 


Marsh Finger Pads 
To help wherever business is picking up eliminates 
mistakes and losses 


Order a!l genuine Davol Stationers’ Supplies dire-t fron u 


DAVOL RUBBER COMPANY 
Established 1874 
Executive Offices and Factory, PROVIDENCE, R. I. 


















CARBONS 


— Us, 





Ry 
Tp, 
RIBBONS 


Our Silent Salesman 
‘*‘Samples”’ Will 
Convince You 








ALLEN & COMPANY 


General Offices and Factory: 


11-13 Vandewater St., New York, N.Y. 





A Revolution in Stamp Pad 
Construction 













I\< Cover 


i| Flexible Flange 














FIVE FEATURES 


1. A Reversible, Replaceable Inking Surface 
2. A Reservoir to Save Re-inking. 
A P 


& neumatic Resilient Base to Make It 
Silent. 

An Indestructible Cover to Prevent Evap 
oration. 


5. Re-inked from the Bottom with Special 
Inking Can. 


Main Office and Factory 


Mun-Kee Products Corporation 


56 Summer Ave. Newark, N. J. 
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Denver, Colo.—F. W. Baxter, representing the National Blank 
Book Company, has returned from a business trip along the 


Pacific coast 

Chicago, Ill.—H. Kk. Hawkins, sales manager for the Station 
ers Loose Leaf Company, was a Chicago visitor May 24 

Chicago, IIl.—John C. Williams, manager for the Boorum & 
Pease Company, returned in May from a trip to St. Louis. 

Chicago, til.—J. M. Towne, vice president of the National 
Blank Book Company, visited the Chicago office last month, dur- 
ing the course of a trip which took him to St. Louis and 
Detroit. 

Chicago, IIl.—The Marshall-Jackson Stationery Company has 
installed ten units of the new Irving-Pitt display tables for the 
loose leaf line. This display, thirty feet long, is the largest ever 
nstalled by the Irving-Pitt Manufacturing Company 

Chicago, I/l.—A greatly increased stock of loose leaf binders, 
forms, columnar sheets and sheet holders has been installed at 
the local office of the Stationers Loose Leaf Company, 23 North 
Franklin street It is a great convenience for the Chicago trade. 

Kalamazoo, Mich.—Leon L. Allyn, vice president of the Kala- 
mazoo Loose Leaf Binder Company, has been placed in charge 
of domestic and foreign sales. 

Kansas City, Mo.—George W. Anderson, manager here for the 
Wilson-Jones Loose Leaf Company, has moved to more com- 
modious quarters at 1320 Main street. 

Philadelphia, Penna.—Gugler & Company has organized a loose 
leaf department, managed by Thomas Phitts, formerly with the 
«. E. Sheppard Company. The ‘‘Adco” line of loose leaf binders 
and supplies is featured. 

San Francisco, Calif.—George Walcott, of the Irving-Pitt 
Manufacturing Company, has been calling on the stationery 
trade 

San Francisco, Calif.—J. Kk. Polster, of the Wilson-Jones Loose 
Leaf Company, was fortunate to escape injury in an automobile 
accident which damaged his car. He was struck by a heavy car 
coming out of a side road onto the highway. He was traveling on 

vacation trip to Seuthern California. 





Experts View Merchandising of This Field of Activities. 


Current Comment in the Advertising Journals of 
Copy and Selling Plans of Manufacturers in the 
Field of Office Equipment and Supplies. 


Burroughs Adding Machine Company.—The Hotel World de- 
scribed a special bookkeeping machine designed for Wade Park 
Manor, Cleveland, Ohio. This machine has special keys to 
print the various items of service chargeable to guests, making 
an individualized machine bookkeeping system. Incidentally, 
the menus are printed on the Multigraph, 

A. B. Dick Company.—Associated Advertising ran an article, 
“Let's Use Our Heads.’ It commented on headlines in current 
advertising One paragraph criticised a head, ‘“‘To Executives 
in the Democracy of Business the Mimeograph Brings a New 
Kind of Independence.”” Amos Parrish, the writer, said that 
he would have lingered longer on the page had the headline 
read: “Mimeograph Reproducing Machines, $000.’’ 

Magazine Articles Pertaining to This Field. 

Burroughs Magazine (Burroughs Adding Machine Company) 
ran an interesting article by Jack W. Speare, advertising man- 
ager of the Todd Protectograph Company, on ‘‘Our Mind Read- 
ing Department.’ This institution is frequently mentioned in 
the company's house organs, and has aroused interest among 
readers and business friends. It is a function, not a depart- 
ment Puzzling problems of correspondence, orders and de- 
liveries are solved in a manner that the creator of Sherlock 
Holmes would give up in dismay. or turn over to the ectoplasm. 

Printers’ Ink Monthly printed “‘The Humble Beginnings of 
Our Great Advertisers,”’ indicating that large capital is not 
necessary to advertising success. It listed the first appropria- 
tions of a number of prominent advertisers. The L. E. Water- 
man Company started out with an appropriation of $62.50 for 
national advertising. They had less competition in the maga- 
zines then than today. 

\ battery of Ludlow ‘‘Typographs” in the plant of the Todd 
Protectograph Company, Rochester, N. Y.. was shown in Lud- 
low News, issued by the manufacturers of the slug machine 


Nailing Schedules for Export Boxes. 

The Forest Products Laboratory, Madison, Wis., has 
worked out schedules of spacing for nails used on boxes 
for export shipment. This shows the size nail recom 
mended for four different groups of woods, and the spacing 
for the nai's of various size, for both end grain and side 


grain. 
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Save Time and Eliminate Unsanitary Drudgery 


6 Models (Hand and Electric) $3.00 to $150.00. 
One suited to the requirements of every 
office, whether the daily mail is 25 letters 
er 150,000. 


Standards are the most efficient, durable, 
and widely distributed envelope sealers on 
the market. 

Used by all U. Government Departments, 
prominent had of public utilities, and by 
large and small concerns in every line of 
industry. 

Over 50,000 in daily use. 

DEALERS AND OFFICE SPECIALTY SALESMEN: 
We have an interesting proposition to make you 


if we are not already represented in your district. 
Write for details, stating territory covered. 


Standard Envelope Sealer Mfg. Co. 


Revere Boulevard, Everett, Mass. 
















Corporation 
72 Spring St. 
Perfection 


NEW YORK 
Desk Calendar 
Largest Desk Calendar House in the World. 


Gem and Perfection Lines. 

Also Premier-Deskaid, Defiance-Bond, Daily, 
Peerless and World Desk Calendars; Favorite 
Weekly Calendars, Weekly Reminders and 
daily date Wall Calendars. 

Stationers’ Glassware, Hardware and Specialties 


No. 30 





Gem Desk Calendar 
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—SUMATRA— 


DESK-PADS'_ Two Sizes - Three Colors 


FLEXIBLE RUBBER MOLDED — ONE 
PIECE WILL NOT SLIP. MOST DURABLE. 
WILL LAST INDEFINITELY. 


APPEARANCE IMPROVES WITH USE. 


WE GUARANTEE THEM 
FOR FIVE YEARS. 


HUercsuenennenpeavernuenannesneneenes 


SPONGE RUBBER CHAIR PADS 


TWO COLORS—BUFF AND RED—BROWN. 

THREE SIZES—SMALL, MEDIUM, LARGE. 

PLIABLE AND SOFT—COMFORTABLE— 
DURABLE. 

WON’T SLIP ON THE CHAIR— 


NO STRINGS, STRAPS OR TACKS. 
They prevent shine 


eee ennessnneevuneeepenennssenneeres 


INK-WELL STANDS - RUBBER 
Three Colors—Matching Desk Pads 
ATTRACTIVE. EASY TO CLEAN. 

WILL NOT BREAK. 
DEALERS! You are missing BIG SALES 
and PROFIT if you do not carry our line. 
FACTORY REPRESENTATIVES! Some 
choice territory remains open. 


WRITE OR WIRE 


THE SUMATRA RUBBER CO., SALEM, 0. 
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Good 


Crescent Pins 


don’t cost a bit more, but they’re worth much more 
—busy people appreciate the time-saving feature of 
a box of pins, every one of which has a keen pierc- 
ing point and a big, “comfortable” head. 


Crescent pins are made from the best spring brass 
wire by experienced workmen. They are put up in 
quarter, half, one and five-pound boxes, and are 
guaranteed to be of superior quality. There are 
nine sizes. We'll give you prompt service—write 
for prices. 


CRESCENT 
BRASS & PIN CO. 


DETROIT, MICHIGAN 
Bert M. Morris Co. 








Western Representative : 
55 New Montgomery St , San Francisco 
Southern Representative: Phil F. Webster 
Bex 873 San Antonio, Texas 
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Paragraphsc reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 


Manufacturer. 

The Lefebure Ledger Company, Cedar Rapids, 
circular descriptive of its ‘‘trigger lock’’ loose leaf binde1 

Carter’s stamp pads and stamp pad inks are shown in a 
four-page folder in three colors from The Carter’s Ink Compan) 

A folder from The Commercial Paste Company, Columbus, 
Ohio, features a new counter display package showing ‘‘Gluey”’ 
paste in tubes. 

The Visible Records Equipment 
street, Chicago, Ill, has a sixteen-page 
novel visible loose leaf ledger. 

A catalogue of lead pencils, crayons, rubber erasers and steel 
erasers and office knives comes from the Richard Best Pencil 
Company, Inc., Irvington, N. J. 

“I-P” ring books are shown in an eight-page folder from the 
Irving-Pitt Manufacturing Company, Kansas City, Mo It is 
printed attractively in four colors 

The B. D. Rising Paper Company, Housatonic, 
new sample book displaying its various lines, colors and weights 
of high grade bond, ledger and linen stocks. 

W. & L. E. Gurley, Troy, N. Y., have a folder describing the 
‘“‘Densometer,’’ an instrument for measuring the 
fiber structure of paper, cardboard, felt, etc 

A four-page folder from the Edward B. Stimpson Company, 70 
Franklin street, Brooklyn, N. Y., shows an extensive line of 
parts and machines, eyelets, split rivets, grommets and washers 


lowa, has a 


West Adams 


describing its 


Company, 226 
booklet 


Mass has a 


density of 


“De Luxe”’ Greenback loose leaf ring books are depicted in a 
two-color ‘‘giant ad’’ furnished to dealers for window and bul- 
letin board display by the Wilson-Jones Loose Leaf Company 
Chicago, Il. 

The Standard Envelope Sealer Manufacturing Compa! Ev- 


comprehe nsive booklet which clear 
mechanism of the Standard postal 


erett, Mass., distributes a 
describes the functions and 
permit printer and sealer 


Salesmen of the Wales Adding Machine Company have been 
provided with a broadside displaying official correspondence 
denying a rumor that the company planned to discontinue the 


manufacture of adding machines 
i Wilson-Jones Loose 


Unique in conception is a folder from the 
Leaf Company It is the cover pages of May System Within 
is a letter from System, emphasizing the importance f the 
advertising on following cover pages showing ‘“‘Greenback to 
the readers of System. 

School supply catalogue No. 16 comes from the Elbe File & 
Binder Company, 215-17 Greene street, New York, N. The 
Elbe line of note book covers and fillers, back rings, desk pads 
magazine binders, snap binders and wallets, clip binders 
boards is fully shown and illustrated. 


bond has bee 
Hadley F 


n pre 


“Anglo-Saxon” 


sample book of 
South 


Hampshire Paper Company, 


A new 


by the alls, Mass 


The line is shown in the various weights, white and eight 
ors The samples are printed, offering stationers suggestions 
on work for their customers. The new sample book will be sent 


the stationer’s letterhead. 


upon request on 

The Clemetsen Company, 3401-61 West Division street, ¢ 
cago, Ill, sends a new catalogue of “‘Clemco’’ desks sh 
suites of several periods, as well as standard “Clemco ffice 


both with the patented side-pedes- 


desks, and typewriter desks- 
The catalogue shows chairs, table 


tal support and drop head 


costumers, settees, Waste baskets and telephone tal 
monizing with the various suites illustrated. 
Distributor. 
Goodman & Levy, 456 Fifth avenue New York a 


tribute a folder showing a variety of writing portfolio 
tionists and tourists. 

A. F. Bloch & Company, 212 Fifth avenue, New Yor 
has mailed a circular showing the ‘‘Everlast’’ pen and t 
pany’s envelope sealer and stamp moistener. 

\ folder showing the Lavette line of photo maile 
comes from W. G. Ridley & Son, 20 East Randolp 
cago, Ill 

Dealer. 

Horder’s, In Chicago, Ill circulated locally a 

special offerings of Cutler desks and tables These 


on which slight changes have been made in current pi 


A folder from the Interstate Printing & Stationer ( 
3410-14 Third avenue, New York, N. Y features barga 
on a number of stationery items 

Price Revisions. 
New prices have been made on Dandy Gem clips 


Mount Vernon, N. Y 
line of toys have bee 
Manufacturing Concern, 


Pin Ticket Company, 
prices on the ‘‘Falcon”’ 
trade by the American 


Noesting 

Revised 
lated to the 
Falconer, N 


The Trussell Manufacturing Company, Poughkeepsie, N. Y 
has issued Price List No. 14. It is much larger than the pr 
vious issue, as a number of new items are shown 


Special prices on Style 6503 second hand Burroughs ma 
for bookkeeping during May, June and July were announced by 
the General Adding Machine Exchange, Chicago, Ill 


Price List “‘E’’ applying to Catalogue No. 3 has been receive 
from Vawter-Luckett, Ltd., Toronto, Ontario, Canada It Cov 


ers the “‘Sterling’’ line of loose leaf devices and supplies 

The Eagle Pencil Company, New York, N. Y., has applie¢ 
new prices to several numbers in its ‘“‘Perfection’’ fountain pen 
line Prices have been changed on imprinted pens 


(Continued on Page 248.) 
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TYPEWRITER@MANIFOLD jj 


OUR letterheads and busi- 


ness cards are your press 
! agents—your advanced guard. 































































































For the integrity and financial 


The Profitable Stationery Item | standing of your organization 


is reflected in your stationery, 
Stationers do good business with cards. etc 
| c ; . 


Hiawatha Papers—complete lines 7 
of all grades and weights enable We know that the fate of your 
them to meet all requirements. letters lies in a measure at the 
Our mill facilities and large dis- mercy of the engraver’s skill. 
tribution enable us to sell best J 
grades at attractive prices. But copper and steel plate en- 
graving with all its kinks and 
turns is no mystery to us. We 
have learned the knack of do- 
ing better work well. 


Let us send you an estimate on 
your next stationery order. 
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Let us fill all your paper requirements. 


| 


Il 


| 
| 


Ask for sample book 
of Hiawatha papers. 
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— jit Hamilton Card & Paper House 


| 
LI I 
{ 27 Greene Street New York, U. 8S. A. 

| 
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A TIP TOP LINE 


FOR 1923 


‘\) 










**KEEPING TABS ON THINGS” 
WITH 








E 

UEK 
INDEX TABS 
THE ORIGINAL “PYRALIN” 
INDEX TAB Made in Six-inch Strips 
Cut tabs to any size—use any 
color insert—attach for any 


projection. 


Your stock for 1923 should always be 
a complete. Order Now. 


(7) i ae (NEW IMPROVED TAB) 
| ToP PAP ER CLIPS UNIVERSAL INDEX TAB CO. 


435 Central Bidg. Seattle, Wash. 
































do not require a selling talk. Merely place them 
beside other fasteners and your customers will 
invariably choose “Tip-Tops.” 

Ask your jobber—if he can’t serve you, then ask us. 


Write for Samples and Prices 


The Tip Top Mfg. Co., Inc. Syracnse, N. Y. 


Canadian Agents: Brown Bros., Ltd., Toronto 
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Constantly 
Increasing 
Demand 


for 


MILO Typewriter Ribbons and Carbon 
Papers is the best proof of their success. 
Each year finds MILO products gaining 
wider and wider popularity. The reason 
is not far to seek. They represent a 
happy combination of superlative qual- 
ity in manufacture and economy of cost. 
You will always find them dressed in 
handsome packages that are in keeping 
with the excellence of their contents. 





A line from you will bring complete sam- 
ples and prices. 


MILO GARSON CORPORATION 


PENN YAN, N. Y. 
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On Ocean Front 


The Breakers 


ATLANTIC CITY, N. J. 


Comfortable, airy bed-rooms. Luxurious lobbies 
with spacious verandas and sun-parlors over- 
looking the ocean. Hot and cold running sea 
water in all baths. An ideal sojourn for those 
seeking rest or recreation. Evening concerts. 
Dancing. 


AMERICAN AND EUROPEAN PLANS. 


Golf Privileges 
JOEL HILLMAN, Proprietor 


Fireproof Garage 
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If You Bind Your Own 
Loose Leaf Devices 


We can show you how to cut the cost 
of ane your special metals, at least 
in , 


Whether or not you buy your Knock 
Down Metals from us, we want you 
to effect this saving, because we spe- 
cialize in the manufacture of Loose 
Leaf Metal Parts for the dealer who 
binds his own Loose Leaf Devices and 
therefore we want to co-operate with 
the purchasers of metal parts. All 
of them. 


We will gladly explain without cost 
or obligation to you the system we have 
devieed to enable the dealer to make 
up his special metals accurately and 


y. 


Write us. We are here to serve 


The Tenacity 
Manufacturing Company, Inc. 
Reading, Cincinnati, Ohio 
New York Branch, 77 Beekman Street 
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HOUSE ORGANS 




















Paragraphic reviews of current issues from 
the house organ field, classified for convenient 
reference. 


Manufacturer. 

‘On Working Territory’’ in The Sales Force (Hedman Man- 
ufacturing Company) analyzed the methods of different sales- 
men in cultivating their territories 

Brown Links (Brown Typewriter Company, London, England) 
is a periodical stock list of new, rebuilt and rough typewriters 
Interesting miscellany is interspersed 

A typical Horter design on the cover of Graphite (Joseph 
Dixon Crucible Company) showed the Harkness memorial tower 
The original was done with an Eldorado pencil 

“Helping the Buyer to Decide’ in Wales Figures (Wales 
Adding Machine Company) suggested how the salesman can 
guide the buyer to a decision that is to his best interest 

‘The Adding Machine,’’ a current Broadway attraction, was 
commented on in the Burroughs Bulletin (Burroughs Adding 
Machine Company). The play revolves around an adding ma- 
chine 

A page is devoted in The Royal Standard (Royal Typewriter 
Company, Inc.) to factory activities. It engenders a _ whole- 
some atmosphere, and gives the factory force an insight into 
its share of the Royal reputation. 

‘The Point of View” in Faultless Bulletin (Stationers Loose 
Leaf Company) pictured the business prospects for 1923 from 
two angles. The year will be prosperous for concerns which 
temper progressiveness with caution. 

Tips and Nibs (The Wahl Company) showed cunningly by 
illustration and text the importance of the rifled tip of the 
“Eversharp” pencil. It assures a firm lead, held tightly in the 
tip, yet free to propel or repel at the will of the user. 

International Business Machines (Computing-Tabulating-Re- 
cording Company) featured the Chicago branch, showing the 
exterior and a number of the demonstration rooms A com- 
prehensive showing of the company's extensive lines was illus- 
trated 

Loose Leaf Notes (Wilson-Jones Loose Leaf Company) nar- 
rated the details of comprehensive national advertising cam- 
paign being operated for the ‘‘“Greenback” ring book. This ad- 
vertising—in colors—reaches the executives of business through 
selected channels 

Beware the Brilliant Idea,’’ counsels Marsh K. Powers in 
Business Magazine (Burroughs Adding Machine Company). He 
narrated “‘stunts’’ in selling and service which looked dazzling 
“in the white,’’ but proved to be heavy burdens to business 
when worked out 

“Developing Retail Sales by the McCloy Plan” in Security 
Salesman (Steel Equipment Corporation) described the methods 
of the A. W. McCloy Company, Pittsburgh, Penna. Extensive 
advertising, good merchandising, intelligent and cheerful per- 
sonnel are the basis of this store's fine selling record 

{n important series has been inaugurated by The Office 
Kconomist (Art Metal Construction Company). Harry Arthur 
Hopf is contributing ‘‘Physical Factors in Office Planning’’ to 
show the importance of adequate arrangement of the bare office 
before considering the placing of desks and other equipment 

Serits (Strathmore Paper Company) told how an insurance 
man put his message across in direct mail advertising by dress- 
ing it in society stationery, using plate engraving He knew 
that in addressing the prospect at his place of business he must 
necessarily do something out of the ordinary to gain attention 
and arouse interest 

The cover of the engineering number of Results (Monroe Cal- 
culating Machine Company) was very suggestive. It showed a 
dipper excavator at work on a deep cut The thought sug- 
gested was that the calculator bored through the engineer’s 
mountains of figures in estimating the work just like the exca- 
vator swung its end of the job. 

The Burroughs Bulletin (Burroughs Adding Machine Com- 
pany) ran an issue devoted wholly to letters from users in the 
automotive field. The first page design included as marginals 
reproductions of the trade marks used by the various motor 
manufacturers whose representatives were quoted on the Bur- 
roughs simplified accounting plan. 

The Skyscraper (The Shaw-Walker Company) cited an in- 
stance in which the “jumping man” featured in the company’s 
advertising, brought an inquiry which resulted in the sale of 
several hundred dollars’ worth of equipment. The customer 
sensed that there were other manufacturers of filing devices, 
but when thinking of that subject could recall none but Shaw- 
Walker 

Lightning (The Bircher’ Company) showed how the public 
has been educated in co-operating with the post office depart- 
ment in “Partnership with the Government.” The proper 
preparation of large mailings, such as routing, facing and tying 
speeds the passage of letters and advertising matter through 
the local post office, and makes quicker dispatch by the railway 
mail service 

Art Metal Service (Art Metal Construction Company) has a 
department showing the advertising done by Art Metal agents 
An advertisement by Erlanger & Gallinger, Inc., Manila, P. L, 
was typed in Chinese, with an illustration that spoke all lan- 
guages. The issue also lists current advertising material avail- 
able to agents, imprinted as required. The list is extensive, and 
classified according to the individual lines covered. 

The Coach (a co-operative house organ) included an inter- 
esting article on “‘The Undischarged Cartridge Brings Down 
No Game.”’ It discussed the effective use of dealer helps fur- 
nished by manufacturers. When not displayed these are as 
futile as an unexploded cartridge—potential but ineffectual. The 
Coach is published jointly by the Boorum & Pease Company. 
Eberhard Faber, C. Howard Hunt Pen Company and the Sanford 
Manufacturing Company 
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MANUFACTURE 
SEALS 
STENCILS 
BADGES 
RUBBER@STEEL 
STAMPS 
METAL CHECKS 
POCKET COINS gy 
BRASS SIGNS 


F "OR SALES 
MeveraW Wentié 
1108 eatnon St. 


Gene 6 Tos Out STENCILS WAK SEALS Veapt Cue Rs 


EYER & WENTHE 


STORE:108 N.DEARBORN ST. CHICAGO 5 
FACTORY:24 to 30 So. Jefferson St. - 
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in engineering and governmental departments 
Used like a pencil; just a stroke and the letter or figure is erased- 


For quick, clean, invisible erasing it is incomparable. 







ASK 


FLEXIBLE DIA 


RUSH- 


The IDEAL Ink And Typewriter Eraser 


DE LUXE 


Used by Uncle Sam 


USH- FRASER 


An IDEAL Office Equipment Specialty 

combining luxury and economy 
THE FLEXIBLE DIAMOND 
BRUSH — ITS SECRET 





Sells at Sight to typists. steno- 
ee oe 


> ae Assembled twelve in handsome 
TO SEE IT gold and silver display carton. 


MOND BRUSH ITS 
Rush Eraser 


Company 
S200SA&K 
Building 
SYRACUSE, 
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‘BUMP’? 





THE NEW $2.00 FASTENER 


Designed to meet the demand of a popu- 
lar-priced paper fastener. Will sell to 
‘tthe user at $2.00. This will allow a fair 
margin of profit on its sale. Made in the 
convenient plier type, fully nickel plated 
and polished. Attractive quantity prices 
quoted on application. 


The Bump Paper Fastener Co. 
La Crosse, Wis., U. S. A. 


Seymour Conover Co., 350 Broadway, N. Y. City 
Eastern Representative 








Solid Leather 


The 


The P \ Trudde 4 
Srdsse 
Old Way : Wav 


EVOLUTION 


The recent introduction of ring books bound in 
HAND-BOARDED COWHIDE LEATHERS is 
the greatest step toward perfection since we 
originated morocco binding seventeen years ago 
and ONE-PIECE, ALL-LEATHER covers four- 
teen years ago. 


util 


HAND-BOARDED, ALL-LEATHER 
RING BOOKS are made in Memos, 
Price Books, Diaries, Address Books 
$My Finances$, $My Budget¢. 
Black and mahogany covers. 


Made Exclusively by 


TRUSSELL MANUFACTURING CO. 
3 Cherry Street Poughkeepsie, N. Y. 
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Waterman Company) made an effec- 
It showed how dealers 
proved 


The Pen Prophet (L. E. 
tive suggestion in ‘“‘From the Outside.” 
in every line can adapt plans and methods which have 
effective in other retail activities 

The June issue of Whispers, Volume 3, No. 1 (house publica- 
tion of The Noiseless Typewriter Company of New York) issued 
a few days ago, contained special articles by Bernard Macfad- 
den, the physical culture expert; Franklin P. Adams, the col- 
umnist; C. J. Jordon and several others. Articles telling of a 
number of concerns which are standardizing on the Noiseless 
typewriter showing installation of equipment are also included 


Dealer. 
One of the nice things in house organ ‘‘copy” is the congrat- 
ulations in The Gill-O-Gram (The J. K. Gill Company) to 


Lowman & Hanford, Seattle, on the new store 

“War Songs’ in Common Sense (Corlies, Macey & Company, 
Inc.) told of the different songs which have been popularized 
during the major wars of the United States. 

An adroit suggestion in Ward’s Service (John Ward & Son) 
called attention to the fact that office windows are wide open, 
creating a need for dusting cloths, paper weights, feather dust- 
ers, etc. 

The Shepard Staff (Henry O. Shepard Company) included 
“Chicago Day by Day,”’ a running chronicle after the manner 
of Samuel Pepys. Trivial local happenings are given due mo- 
ment, and recorded for all time. 

Constructive suggestions for readers are a feature of Van’s 
Varieties (R. W. Van Valer). He showed a new label approved 
by the post office department to affix to parcel shipments in 
fiber cartons. Such parcels may be sealed under Certain restric- 
tions. 

Direct Reflections (James F. Newcomb & Company, Inc.) 
called for the invention of a ‘‘Wordometer” to attach to one’s 
Corona to tally its output. Its function is not merely mechan- 
ical—the device must measure the quality and quantity of the 
writer’s output. 

Pliny’s Bulletin (Pliny L. Allen Company) suggested the need 
of spring house cleaning in the office as well as at home The 
equipment should be cleaned and polished, and unfiled accumu- 
lations of correspondence, accounting forms and magazines 
should be transferred or discarded. 

The ‘‘Self-winder’’ in Japs-Olson (issued by the Minneapolis 
house of that name) showed how the average man teems with 
enthusiasm when he gets a new job. Shortly he slows down, 
and later blows up. The situation is summarized in the last 
paragraph: ‘“‘The man who is satisfied with what he has done 
will never be conspicuous for what he will do.”’ 

The Office Cat (The Richmond & Backus Company) discoursed 
on “Rapid Subtraction.’’ The captain of a passenger steamer 
addressed his passengers at table by the “law of diminishing 
returns.’’ The sea was choppy, and as his talk progressed one 
passenger after another retired to the rail. The captain ad- 
dressed twenty-five as he began, and ended by dining alone 

An accessory value of the house organ is shown in Diamond 
Dust (Hall Lithographing Company). As employees marry or 
leave the city to enter other employment, they request that 
Diamond Dust be sent them, so they can keep in touch with 
the big, happy Hall family. That makes it an excellent recruit- 
ing agency, for as Diamond Dust comments on the scarcity of 
help, former employees can often put good workmen and work- 
women in touch with the plant. 





Internal. 

The Strathmorean (Strathmore Paper Company) aptly hooked 
up the company’s name with the royal marriage in England. 
The bride of the Duke of York is a native of the Strathmore 
valley, which has been famed in legend, history, story and paper 


making. 


(Catalogues—Continued from Page 244.) 
Accessory Advertising Matter. 


A folder in two colors showing the ‘‘Radio”’ pen is furnishes 
imprinted for dealers by the Esterbrook Steel Pen Manufac 
turing Company. 

The Commercial Paste Company, Columbus, Ohio, has a 
counter display package for rapid-fire merchandising of “‘Gluey”’ 
paste in collapsible tubes. 

Imprinted blotters done in four colors are furnished to deal 
ers by The Wahl Company They show the “‘Evershar} pen- 
cil and the Wahl fountain pen 

The F. S. Webster Company, 342 Congress street, Boston, 


Mass., has some impressive window display cards advertising 
‘““Multi-Kopy”’ carbon paper and “‘Star’’ typewriter ribbons 

Street car cards and transparancies for window signs featur- 
ing the Waterman combination set of fountain pen and mechan 
ical pencil may be obtained from the L. E. Waterman Company 

The Blaisdell Pencil Company, Philadelphia, Penna., fur- 
nishes dealers with a revolving display stand This carries an 
assortment of one dozen each of the eighteen shades in the 
Blaisdell line. 

Dealers of the A. B. Dick Company, Chicago, IIl., are supplied 
with decalcomania transfers for lettering their windows The 
familiar ‘‘“Mimeograph” name plate is shown in two colors and 
gold, about 16x6% inches. 


Brazilian Request for Catalogues. 
Catalogues of machinery of all kinds that might be of 
interest in Brazil have been requested. They should be 
mailed to the Industrial Machinery Division, Bureau of 
Foreign and Domestic Commerce, Washington, D. C.,, 
marked on the outside front cover: “To be forwarded to 
W. L. Schurz, American Commercial Attache, Rio d 
Janeiro, Brazil.” Manufacturers who have agents in 
Brazil should indicate these, with addresses, on the covers 
of the catalogues sent. Publications in Portuguese are 
preferred; if not available, French is preferable to Spanish. 
Extra copies will be filed, if sent, for presentation to in- 


quirers. 
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“NEVER LOSE” 
DUPLEX ERASER 


with the brush and pat- 
ented hook ; 
frame of any typewriter 


“OWL”? PEN and 
PENCIL CLASP 


nicely engraved, blunted 
end to safeguard the 
pocket and patented 
spring clip, are two new 
live specialties recently 
added to the 


Indispensable 
ARGUS LINES 


Every Argus product is an ex- 
pression of excellent work- 


manship and utility. 


We make a complete line of 


PAPER FASTENERS 
PEN AND PENCIL CLIPS 
ENVELOPE MOISTENERS & 

TYPEWRITER ERASERS 


Write your jobber for samples 
and discounts or order direct. 


_ARGUS MFG. CO. 


1134 N. Kilbourn Ave. 
CHICAGO, ILL. 





to fit the 























A New Inkstand 


for red ink 


with design and fin- 
ish which suggest 
foreign hand-made 
quality. Quick repeat 
orders from mer- 
chants who have 
shown it attest its 
popularity. 

The reservoir, of good 
capacity, ts blown in a 


solid glass base that de- 
fies upsetting. The stop- 


Diam. 3% in 
No. 4038 Inkstand Each 75c per is fitted ground glass. 





This COMBINATION is needed on every desk— 
home, school, or office. An excellent pen cleaner, 
and a place for pins, clips, and fountain pens always 
handy. 





Made of composition, shaped for service, beautifully finished 
No. 18—Oak: No. 18}—Mahogany: each $2.00 
Cushman and Denison Manufacturing Co. 
120-126 Eleventh Avenue New York, N. Y. 
Let us send you cuts for your next catalogue 











PROOF or 


CONFIDENCE? 


The more specialized the 
service, the more difficult 
is it to prove the quality. 
To attain a certain result 
with a typewriter ribbon or a 
carbon sheet, many details of 
manufacture and packing, each 

in itself complicated, are involved. 

Serving your customers well 

requires the investment of time 
and trouble on your part and the 
assurance that your source of supply 
is trustworthy and co-operative. 

Union Ribbons and Carbons are de- 
pendable. While we don’t make frantic 
claims for their wearing quality, we do 

believe they compare well with any other 
brand, in extent and quality of service. 


WE SOLICIT YOUR INQUIRY 


Union Ribbon & Carbon Co. 


Front & Laurel Sts. 








PHILADELPHIA, PA Bs 
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FORK 








wcPeceentne 
UNITED MANUFACTURERS 





Where the Sale Begins 


First impression is important—see that the 
card you present is an indication of your 
business character. 

Wiggins Book Form Cards can be beautifully 
engraved or printed, and are always clean and 
convenient. Bound at one end, they detach 
easily with a smooth, straight edge. They 
have the snap and “feel” of quality. 

We engrave them or supply blanks to your printer 
for type-printed cards. Convenient cases in several 
forms. Write for sample tab and information. 


The John B. Wiggins Company 
Established 1857 
1116 S. Wabash Ave. CHICAGO 705 Peoples Ges Bidg. 


WIGGINS 





__isviez CARDS_ 
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BAKELITE : 





Either in Stylo or Fountain Pens Also Manufacturers for the Trade 
PARAMOUNT PEN CO., Inc. 
63 Irving Street Jersey City, N. J. 








TT 


“PELOUZE” POSTAL SCALES 


are scientifically made. They show exact weight in ounces, also cost in 
cents on all classes of mail matter. 





Oe 4lbs. MailandExp...... Ibs. 
Pceceeeeee Ibs. ee 12 Ibs 
Columbian ........ 2lbs. U.S... Ibs. 
PP IIb. Standard ......... 2 Ibs. 
OE 2 ee OT eee 4 lbs o4 
Parcel Post Scales } 


Banks and business houses use ‘‘Pelouze” 
Scales Lecause of iheir accuracy, reliability and 
durability. 
ASK FOR A “PELOUZE” SCALE & 


PELOUZE MANUFACTURING CO. 
232-242 E. OHIO ST. CHICAGO 


POUEATATEA RAGE EA EATEEECECUEEEEE EE EE TEER CE 
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No. 583 New “Duralu min” Handle Eraser 
This handle will not split nor crack, nor will the blade come out. 








, & MILLER -BRO'S 
MILLER BRO'S : ~ BOWL POINTED 
tr BOWL POINTED < 





soeMitLe R BROS 


BOWL POINTED 





The Original Bowl Pointed Pens. Styles to Please All Hands 


Meriden, Conn. MILLER BROS. 305 Broadway, N. Y. 
_ILLERTE {RAND 














This Big, Handy GLUEY Tube and our prices sent for the asking. 








MELISS LEA 


SPEED UP AND KEEP UP YOUR PASTE SALES 


The Big GLUEY Handy Tube ts the clean and convenient way to use paste _ Get a Tube 
for every pasting purpose in the office, school or home. This is the actual 507 Your Desk 
size of the GLUEY Tube packed 12 in a handsome display counter carton. 444ress Dept. 111 


Write us today 
Address Dept. 117 
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SHEDD’S DAILY PAD 





Attention of Live Dealers Only! 


The Shedd Automatic Memory Device 


IS the last word in Desk Calendars—As essential in the well or- 
ganized office as the telephone or typewriter. 


EVERY USER IS A BOOSTER 


(It never lost a friend) 
Stock this splendid article and sell your trade the best there 
is at a reasonable price with good profit to yourself and build 
a repeating business. Made in Metal. Leather and Fabrikoid 
Covered Bases. 


SHEDD-BROWN MFG. CO. 


Patentees and Manufacturers Minneapolis, Minnesota 


i 
Not Sold Through Jobbers wdened To Brery 


Day In The Year. 












Remanutactured typewriters are GOOD typewriters— 
A Super Grade Remanufactured Typewriter 





represents a superior value. It has gained liable performance and endurance. 

a reputation on its own merits. Speedy and 

accurate. It is economical in operation and The constant demand for Super Grade Re- 

practically free from repairs. The clear and manufactured Typewriters is conclusive 

perfectly formed type faces and styles in- proof and testimony as to their merit. We 

sure the greatest degree of legibility. And have a price list ready to send to you. 
Trade Mark ;. — 2 

its most valuable asset—consistent and re- Ask for it. 


UNITED TYPEWRITER EXCHANGE CO., Wholesalers 
Cable Address ““UNITYPEYCO” Boston 137 High Street, BOSTON, MASS. 











‘‘Its Name Describes I[t’’ 


Ghe SIMPLOGRAPH 


Is the Latest, Cheapest, Simplest, Easiest Operated, Most Economical 


Price of REPRODUCING DEVICE ON THE MARKET 


Complete 













Consists of only three parts. No cogs, wheels, springs, bolts or other 













sree mechanical parts to be adjusted or to wear out. 

eta Any kind of stencil paper can be used on the SIMPLOGRAPH. 

Aug. 29 It will do just as much work and just as good work as any of the higher 

1922) , d 

priced and more complicated machines. Can be used on cloth, wood, 
17 cardboard, metal, leather and other material, a feature which no 
ae other reproducer possesses. 
1. eh kG 

{i AGENTS WANTED SIMPLOGRAPH Co. 








Territorial Rights Granted] 983 U.C.N. Bank Bldg. Utica, N. Y. 


= The PRESTO 


‘ 






















“The top closes itself” 


An improved automatic 
closing inkstand 
No complicated parts. 


Moderate in price. 
Write for particulars. 


Bachrach Specialty Co. 


2275 Third Ave. New York, N. Y. 








ae 
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RIV AL.— THE MASTER CRAFTSMAN 





We specialize on imprint fountain pens for the jobbing, retail and mail order trade. Prompt service in 
repairs. All work is done in our own shops. We make all modern designs in Lever Self-Filling, Screw Cap, 
Non Leakable and Slip Cap Fountain Pens; also Stylos—Fully Guaranteed. The export trade is skillfully 
handled. A host of business friends abroad testifies to our close study of their requirements. Our latest 
novelty—pen No. 110 (shown below) worn with sautoir ribbon or watch chain, has proved to be a big 


Get in touch with us at once. 





Our prices assure you good profits; Beaumel quality pleases users. 


D. W. BEAUMEL & CO., Inc. 


17-27 Vandewater Street New Yeo 
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OUNTAIN PEN 
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Established 1884 
OFFICE AND FACTORY: 
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MORDEN SWIVEL RINGS 


MADE ON SCIENTIFIC PRINCIPLES 


The vital point to determine in selecting a loose leaf ring is its dependability to remain 


closed. Loose leaf sheets exert a certain amount of strain, 


pectedly, especially when leaves are crowded, or are turned in punches Morden Swivel Rings 
are scientifically constructed to counteract this strain. Instead of opening by a pull in the same 
direction as the strain exerted by the contents, they open by a sidewise push at right angles to 
this strain. In addition, Morden Rings have no enlarged, clumsy joints to mar furniture, nor 


sharp projections to mutilate sheets. 


THE PERFECT SCHOOL NOTE BOOK RING 


Used for student note books, stenographers’ note books, eyeletted covers, metre reader books, 


tending to force rings open unex- 


THE MORDEN MANUFACTURING CORPORATION 


band books, catalogs, swatch books, every conceivable variety of loose leaf books; and al! loose 
sheets, charts, drawings, blue prints, maps, fashion plates, clippings, pictures, postcards, fabrics, 
in fact for any classified matter in loose leaf form. 

Loose leaf sheets need not be held in expensive binders. Heavy manila, or other material, 
cut to proper size to form outside protection covers, with Morden Swivel Rings inserted through 
such covers and sheets make a flat-opening book, costing but a few cents, yet as durable and 
convenient as the most expensively bound book. 

Supplied in ten sizes: % in. to 2 in. Liberal discount to the trade. Samples free. Cuts 
for catalogs furnished. 





WATERBURY, CONNECTICUT 











Use one of 


Esleeck’s Thin Papers 


for Copies of Letters and Forms 





Fidelity Onion Skin) Emco Onion Skin 
Superior Manifold 





Esleeck Mfg. Co. Turners Falls, Mass. 








Hendricks Information Service 


HENDRICKS COMMERCIAL REGISTER OF THE 
UNITED STATES 
FOR BUYERS AND SELLERS 
The well known annual used by 
Purchasing Agents and Sales Managers for 31 years 
HENDRICKS COMMERCIAL BULLETIN 
The monthly which keeps the annual Register up to date 


HENDRICKS INFORMATION BUREAU 
Answers special inquiries for particuiar Products 
and Services 


Subscription for Complete Service $15.00. 


S. E. Hendricks Company, Inc. 


70 Fifth Avenue, New York, N. Y. 











Leon Isaacs & Co. 


Turner & Harrison 
STANDARD STEEL PENS 





SILVER-PLATED PENS 


Manufacturers of 


GLUCINUM PENS HIGHEST GRADE SILVER-ALLOY PENS 
SPECIAL 
IMPRINT PENS 


FOR THE TRADE 


Turner & Harrison 


















FALCON PEN WORKS 


Catalogue and Samples 
to the trade on request 





WE ARE ASKING FOR 
YOUR BUSINESS 


The Turner & Harrison Pen Manufacturing Co., Inc. 


ESTABLISHED 1876— 


1211-1213-1215 Spring Garden Street 






Russt4 MouETA PENS $3] 
308 
en GOLp-PLATED PENs §j K%: 





Philadelphia, Pa. 
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m= Weldon Roberts 


rubber erasers 
World’s Quality Standard Erasers 


Supply, Every Need of Your Customers 






Weldon Roberts Rubber Co. Newark, N. J.U.S.A. 


REYNOLDS282%; | BRIT YPE 


The Most Simple Sealer Made —also Most Durable for Cleaning Rubber and Metal Type 


Don’t buy a demon- 
stration — buy use. 





























By using Britype there is jure metal, rubber, skin or 
no brushing, spattering, fire clothing. 





danger, soiled papers, serub- Contains no alcohol, gaso- 

Pay for your Sealer bing, pin_ pricking, soiled line, naphtha or benzine, and 
ONLY ONCE— hands or clothes. is much more efficient. 

‘ ad ¥ © aca For typewriters, rubber ° _— inflammable nor 
when you buy it. stamps, dating machines, oxpresive. 
The 7 numbering machines, multi- - 
rhe RETHOLES graphs, cash registers, check DIRECTIONS — Apply 
requires no sup- protectors, engravers’ etch- Britype with the dauber; 
plies or_replace- ings. oo dry with a _ soft 
nents. Willlasta GUARANTEED not to in- aaa 











business lifetime. ° 
Price 50 Cents 
Manufactured by 


R. O. SMITH MANUFACTURING CO. 


708 3rd Ave., Seattle, Wash., U. S. A. 


Office ogetones 
ind the 

Reynolds makes 

them friends. 


REYNOLDS ENVELOPE SEALER CO. 


“Eee! !1 NO. MARKET ST., CHICAGO 


SILK-Y- FIBRE 


TYPEWRITER RIBBONS 


One HUNDRED perfect im- 
pressions can be made from a 
single spot and without filling 
the type. 






























New Martinsville Line 


Stationers often consider 
glassware a “dead weight”— 
something that must be car- 
ried without profit. But NEW 
MARTINSVILLE _ glassware 
“comes across” and it is prof- 
itable. Expert workmanship, 
superior raw materials and methods, attention to 
details produce attractive sales compelling ar- 
ticles. NEW MARTINSVILLE dealers show re- 
sults that substantiate our claims. Write us—we 
will explain how glassware may be made profit- 
able to you. 


Cooper Carbon Coated Paper Co. NEW MARTINSVILLE GLASS MFG. COMPANY 


4606-8 Montrose Ave. Chicago, III. NEW MARTINSVILLE, W. VA. 


WastePaper 
Baskets 


Letter Trays, Mail and 
Tape Baskets, Space 
Baskets, Build-up 
Trays. 


UNIFORM MESH AND FULL 
GAUGE WIRE 


Special Baskets Made to Order 


PEERLESS WIRE GOODS COMPANY 
Write for Catalogue 20 East Jackson Blvd. CHICAGO 








You owe it to your business to 
try out this excellent line. 


























PEERLESS SANITARY LINE 
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TIME —— 
IS 
MONEY 


The Tim is the Perfect Calculating Machine 
After 18 Years of Continuous Development 


THE TIMES-INTO CO. 


Sole Agents North America 


General Offices, 5 N. Wabash Ave. 
REPRESENTATIVES WANTED 


eyonl 





Chicago 











é Every Typewriter Supply Dealer 


Should Sell the Superior (2 in 1) Brush 


It is most convenient for use with any typewriter or adding 
machine and is particularly adapted to the intricate passages 
of multiplying and dividing machines. One end is of tough, 
smooth bristles twisted in wire; the other end is of hair 


tightly bound and cut square for cleaning “one way” places 
You can sell these brushes with 
every other ribbon or carbon order. 


Send us $3.00 for sample dozen and ask 
the gross price. 


SUPERIOR BRUSH CoO. 


Hartford, Connecticut 





REG. Vv. S. PAT OFFICE 
















~ 
You CAN Know the Facts 


accurate, 
dust- 
wrod 
a , 
r a about time used on jobs, cost 
durable Reseed or hour, etc., if you will use 


Answered he 
Apneroved. 


=— AUTOMATIC 
TIME STAMP 


Finished. 
Shineed_ 


Dates and times to the minute every 
job—start, stop, finish Shows when or- 
der is given, time of shipment; when 
phone messages, letters, telegrams, etc., 
come and go Over forty years’ success. 
A strong, reliable all-metal stamp that 


as the thousands 
Write for 


just as much 
houses that use it. 
1 folder 


you need, 
of other 
lllustrate< 


The Automatic Time Stamp Co. 


Has tamper-proof lock 159 Congress St., Boston, Mass. 
base and shock - proof “Originators of the Art 
action Printing Time ‘satemalene” - 








GUMMED WASHERS 


PATCHES 


NUMBERS 
1 AND 2 
ACTUAL SIZE 





Made 





from Cloth or Tough Rope Paper. Packed 100 to a 
Box, 10 Boxes to a Carton—-Covered Cartons, 


THOMAS STATY. MFG. CO. 
SPRINGFIELD OHIO 








The wonderful 437 


New Improved 
Washburne’s 
Patent ‘‘O. K.’’ Paper Fastener 


A regular two-in-one Fastener a it can be used for temporary or permanent work, 
by simply turning the paper piercing point when used as a permanent fastener, 


Write for Prices Covering New Improved “O. K.” Fastener. Put up in BRASS BOXES. 
The ‘‘O. K.’’ Manufacturing Co., Oswego, New York 








EXTRA DOLLARS 


are added to the profits of the dealer who 
handles HEYER’S REFILLING COM 
POSITION for use in filling hektograph 





pans and gelatine duplicators of all makes 
The Heyer Duplicator Company manu- 
factures Hektographs, Gelatine Dupli- 


cators, Film Duplicators, and sup- 
plies. We also furnish the trade 
with stencil paper and ink forthe 
Mimeograph and Neostyle dupli- 
cators at lowest prices. 

Write for literature. Domestic and 
foreign inguiries given prompt attention. 


The Heyer Duplicator Co. 
18 S. Wells St., CHICAGO, ILL. 


CH 
HEKTOGRAPH 











Improved —_ 150 
Style “L” = 10c Pkts. 


Oak Sell for . . $15 



















Counter Cost.... 10 
Cabinet ree 
5x15x13! oe . oe 











Millions of 
people use 


MOORE PUSH-PINS 
Glass Heads—Steel oints 
Moore Push-Less Hangers 
“The Hanger with the Twist” 
To “Hang Up Things" in homes, offices and schools. 
Your jobber or direct. 


PHILADELPHIA 










(Wayne Junction) 


MOORE PUSH-PIN CO. 








DISTINGUISHED BY THEIR 


{- BS UNIFORM 
= QUALITY 
Tc” PINCH-ON us 


Made of genuine solid brass, a beautiful lustre finish, 
sizes, Nos. 6, 1, & 2, packed 100 to carton, also in Duke 
Quality and cost being the deciding factors with your trade, 
you will find this line the most profitable to handle. Ask 
yeur jobber, insist that he supply you with the best. 


John W. Messimore Treiber-Cahill Mfg. Co 
a ener bee 818 Park St. 


Representative for Chicago 
orn and Vielnity. Syracuse, N. Y. 
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Book binders know good loose leaf metals when Thin Colored Leads 


they see them 


For All Everpointed Pencils 
The Hughes Metals SB Fille Long Felt Want 
3 est Quality. 
Are Guaranteed 


ik Every feature in connection with AW FABER 
binding made simple. We guarantee every metal HIN “nEWARK NYS 
we manufacture. Don’t lose time with inferior ee 
products. Get the best. ga eveneo's 
OUR CATALOGUE IS READY FOR YOU 


THE HUGHES L. L. METALS CO. A. W. FABER, INC. 


544 W. Lake St. CHICAGO, ILL. NEWARK, N. J. 


EYELET 
USEFUL SAMSO TOOL . ) ae _ 
IN EVERY A quick seller 






LEAD> 
































OFFICE A Combination Punch 
and Eyelet Set. Will Saves time _ sorting and_ locating papers. Automatically 
AND h 3/16 hol ° routes for distribution. Holds reference matters ready for 
punc a / ole in instant action. Occupies less space than single wire basket, 
SHOP Paper, Cardboard, yet renders service of many trays. Convenient. Efficient. 
Castes fie Thousands in use give entire satisfaction. 
’ ’ : Add sections as required. 
Order NOW! Also inserts and fastens a Olive green 90F 






3/16” Diameter Eyelets. 


, oak or 
y $1.10. Made 
Samson Eyelets for Each packed in a box with feet. 


mahogan 
of stsel. Rubber 


: ) < “ ' ” Write for free interest- 
this tool give best § instructions “How to Use. ling, illustrated folder 
results. “*“HOW TO GET 





Sizes 


jing, | “SAMSON SHORT” i, “SAMSON LONG” 
Packed 500 to Box—10 Boxes to Carton, Also in Bulk 


For Speedier Work Order the Ajax Eyelet Fastener 


MACHINE APPLIANCE CORPORATION 
351-353 JAY STREET BROOKLYN, N. Y. 


Ross-Gould Co, 
309 N. 10th Street 
ST. LOUIS 


’ RAC T FE JQ. | A Quick Selling Stationery Item 


| ey THE FAULTLESS KEY RING 
OUr DOr 


dhe beste, 
A Vignified Department 


AN the Society Lady, Business 
Man or College Folks of your 
city come into your store and 
place their orders for Beautiful 
Engraved Stationery—can they? 
Give these items a little thought: 








































Wedding Invitations—Removal 
Announcements — Calling and poe sae : 
: m ey § et a display card o ese on your showcase—almost every other cus- 
Business Cards—Steel Die Em ( “7 tomer will buy one in addition to the article he came in for. A useful, con = 
bossed Commercial and Mon- venient and durable key chain —retails at 10c. Send us $3.60 for your first 
ECKER & COMPANY, Inc. ogram Stationery. Write for our gross lot — you'll re-order soon. 
\ Engravers, Plate Printers, Steel Die Embossers Sample Cabinet and Penneitien | Sample upon request 
Wholesale hi F 
414 North Twelfth Blvd. Saint Louis, Mo. to Associates. THE BEEBE Ci. 64 Bruce Ave., Yonkers, N. wa 











BARRELS OF MONEY AND 
FUN IN QUIZ 


For Dealers and Children 


The wonder educator toy. Children learn 
while playing. Teaches everything chil- 
dren ought to know. 24 discs cover 72 
questions and 72 answers. 

Endorsed by Dr. Frank Crane, other 
educators and all parents. Sells 
wherever shown. Big profit 
and sales for dealers. Retail 
price 50c. 


Automatic CoinWrappers 


=) MADE FROM 
“STEEL-STRONG” KRAFT 
Wrap all coins 1c to $1 save time 


prevent errors—stop waste—very 
secure. 










RED WINDOWS 


GIVE EASY VISIBILITY 
Every bank finds this the best wrap- 
per to furnish coin depositors. Used by 
thousands of leading banks and com- 


merciel houses. Send 50c for sample and 


SAMPLES FREE full details. 


SOLD BY LEADING STATIONERS 


The C. L. Downey Company THE OSTRA CORP., 
° Start E sincinnati, O. 
941-943 Clark St Cincinna 114 TB E. 25th St., New York 
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“Phone” Without Being Overheard 


The wonderful sanitary 


Whispering Mouthpiece 


enables you to talk freely with- 

out being overheard—hold se- 

cret conversation—every ad- r 

vantage of a booth telephone. he) 

A scientific marvel and positive = 

comfort in telephoning. Sold Counter Display 

Fr, on 30-day, money-back guarantee. This 
“A little specialty literally sells itself, from 

our attractive counter display. 


Send for circular or order from your jobber. 


/ THE COLYTT LABORATORIES, Mfrs. 
Dept. H 565 W. Washington St., Chicago 
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Quick Sellers—Big: Money Makers 


e) Rr “Instant” Desk 





ont Handy Files 


Their pocket pages kee 
papers in order but instantly 
accessible, indexed A to Z, 1 to 
31, or specially classified by 
celluloid covered, removable in- 
dex tabs. 


Idea Books 


with pasteless pocket pages for 
news clippings, striking advts., 
etc. The storehouse for val- 
uable ideas, instantly accessible. 
Albums for Every Purpose 
Portrait, Photo, Postcard, 
Autograph, Dise Record. 
Scrap Books — Memory Books 


Write for prices and special discounts, 


W. G. Horn, Bro, & Co, i: 200 5th Ave., New York 
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STAPLING MACHINES and STAPLES 
Tacking Machines 


The IRVIN exclusive features embody all the very 
latest improvements in stapling. We make five differ- 
ent sizes of machines and staples affording a selection 
adapted for almost any need. If you do not have our 
literature, sales helps, prices, etc., write us today. 


A. H. IRVIN COMPANY, Inc., Curwensville, Penna. 


Paper Fasteners 








YOU CAN SELL ’EM. 





“MASTER” TYPEWRITER SPEED KEYS 


Because the Stenographer likes them—she likes the soft 


touch, the delightful action. They make the heavy touch 
er lighter. They increase SPEED (the Spring 
oes it.) 


You can’t help but write faster when MASTER KEYS are 
used—AND—BESIDES—they are the longest wearing cush- 
ion key made. 

WE GUARANTEE that— 
You'll get More Key Business if you sell 
Send for a Set to try out. 


SPEEDKEY MANUFACTURING CO., INC. 


35 Columbus Place Brooklyn, N. Y. 


MASTER KEYS. 

















[mm DAISY 
Indestructible 
Waste Baskets 


Popular 
Practical 
Profitable 


Genuine 















































Guarantee “Daisy In- 
destructible’ Waste Baskets are 
absolutely guaranteed by the 
makers to withstand the extraor- 
dinary wear and tear of office 


use for five years. 
WRITE FOR PRICES 
THE MASSILLON WIRE BASKET CO. 
MASSILLON, OHIO 








NICKEL PLATED 
BRASS 


RINGS 


STANDARD STYLE 
WILL NOT RUST 
FOR 


LOOSELEAF BOOKS, PAMPHLETS 
BLUE PRINTS, ETC. 
EXCELLENT ARTICLE TO HAVE IN OFFICES 
FOR BINDING DAILY REPORTS 

PRICE PER 100, $2.50 





PACKED 100 IN A BOX 


The E. W. Carpenter Mfg. Co., Bridgeport, Conn. 





SIGN PRINTING OUTFITS 


CARD PRINTER /faum 


a 


1 ano SHOW 


ee ee lel) 


VMGS @0.8 4... 
mom t al 





For printing signs, show cards, price tickets, etc. 


HANS H. HELLESO 2444 Ainslie Street 


CHICAGO, ILLINOIS 


EE a et” 








EUREKA Eye Shade 


receives enthusiastic recommendation from expert mechanics 
and drayghtsmen who, because of their fine, close work, 
need particular eye protection. The Eureka, fashioned from 
green celluloid, bound on both edges, properly ventilated 
and adjustable is another popular style of the complete 
“CESCO” line. 


Ask for Catalog 


CHICAGO EYE SHIELD CO. 





SAN FRANCISCO OFFICE 


2300 Warren Ave., 
268 Market St. 


CHICAGO, ILL. 
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Drawing !nks, Blacks and Colore 
Eternal Writing ink 


Engrossing Ink 

Taurine Mucliage 

Pheto Mounter Paste 
Drawing Board and Library 
Office Paste 


Mucilage 
Liquid Paste 
Vegetable Glue, etc., ete. 


Strictly Original Goods of the Highest Grade Only. 


Show Cards, Color Cards and Imprinted Matter Sup- 

~ - plied to the Trade. Discounts and Trade Pricesgive 
good profits. 
Consumers, emancipate yourselves from the use of 
corrosive and ill-smelling inks and adhesives and 
-m—™ adopt the Higgins’ Inks and Adhesives. They will 
be e revelation to you. 


We protect the trade by referring 
all orders and inquiries thereto, 


CHAS. M. HIGGINS & CO., Segned’°tnks “and "Adnesives 


Main Office and Fectery, Brooklyn, N. Y., U. S. A, New York-Chicage-Lenden 









Pus | FOR ALL MAKES 
0 ot \ 4% OF TYPEWRITERS 


EASILY 
ATTACHED 


PERMANENTLY 






SIMPLE fo 


SILENT FASTENED 
SANITARY 4% 

WILL 

vEERATSON ‘cn 4 manatee - 


AND NON-SKID 


RETAIL PRICE, $2.00 PER SET. 


Write For Dealers’ Proposition 
THE ROBINSON-PINNEY CO., 576 Mission Street, San Freacisce 

















TIME STAMPS were never needed 
until TIME Acquired a Value. 


THOMPSON TIME STAMPS 
Record the hour and minute A. M. & 
P. M., firm name and character of the 
transaction—such as Received, Sent 
Out, Started, Finished, etc. 


= 
> Sar 8 MopELA 
“Visible” Printing 
| TIME STAMP 


Prints on top of 


the paper. 
MODEL B MODEL A 
Write for Folder No. § 


THE THOMPSON TIME STAMP CO., Inc. 










Thompson 
One Piece 
Bed Plate 








10844 Fulton St. New York, N. Y. 





BRASS 
LIBERTY 
SILVER 
TACKS 





Solidhed “Eyelet Dliers 


A COMBINATION PUNCH 
AND EYELET SET 


Solidhed “Eyelets 


SOLIDHED TACK CO. 
S37 Murray St.,N. Y 














NEW MODEL 


BRISTOW 
RADIAL DISTRIBUTOR 


CLEARS THE DESK OF 
BASKETS AND TRAYS. Desk 
space occupied:—12x64 inches, 
one-third less than occupied by 
a single desk tray. Maximum 
number of compartments: — 4. 
Compartments:—1} inches wide 
at base, flaring at top to allow 
ease of access. 

This model is constructed paoga =< «= Price $5.00 
on the same lines as our 

larger Models and is built with the same high standards in 
mind. The few compartments make it of use to clerks as well 
as executives, so everyone in an office needs one and is, there- 
fore, a good prospect. The result is many and large sale. 
This Model and larger sizes illustrated in our circular which will be sent upon request 


STANLEY R. BRISTOW, 171 Washington St., Newark, N. J. 








Bigger Profits 


on Typewriters and 
Adding Machines 


That’s what our 
“Specials’’ 
mean to the dealer. 
If you haven't heard about them, write us today. 
Established 1901 


Manufacturers Typewriter Clearing House, Inc. 
193 N. Dearborn Chicago, Illinois 









































THE TRINER 


POST OFFICE SCALE 
THAT SYMBOLIZES SPEED 


Dial and Platform conveniently 
in front of operator. Indicator 
does not oscillate. 


96,000 Triner All- 
Steel Parcel Post 
Scales used by the 


Government. 


Write for Booklet No. 8 


Triner Sales Co. 


33 W. Jackson Blvd. 
CHICAGO, ILL. 



























ee “NOT A SPLIT PEN” 
THREE (| ~~ Coit’s Ball Bearing Show Card Pens 
QUARTER | DEALERS — Send for our 
VIEW Counter Display Board of 12 
SHOWING Pens on 30 days trial at 
BALL . our expense. 
BEARING 
END. MakeYourOwn 
INK Show Card 
RETAINER ® 
INSIDE Save Time and Money {[¢ 
BLADES Sizes 1/16”, %” to 1” inclusive. 
Manufactured by 
Bridgeport Pen Co. \N 
Bridgeport, Connecticut, U.S.A. 
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BOEHNER IMPROVED 
CARD HOLDER 


The Boehner Im- 
proved Card Holder re- 
uires no expensive per- 
orated or bound cards. 
It keeps your cards 
clean; it holds one card 
securely as well as a 
full case of ca: 


When a card is with- 
@rawn the others are 
not only held in place 
but are kept on the 
bottoin of the holder. 


Furnished in twenty-eight different sizes; bound in imported 
™. rocco; metal parts highly nickel plated. 


Improved Boehner Binder Co. 
142-144 Fox Street Aurora, Illinois 
We manufacture Leather Novelties only and are not Engravers. 








APPLIANCES June, 





ADDING MACHINE ROLLS 


For all makes of Machines 
THE PERFECT ROLL—guaranteed to contain 
250 linear feet. Edges free from lint or dust. 
Stock white wove’ hard-sized. Writing 18 pound 
folio basis. 

We make all size rolls. 

Write for prices’ giving detailed specifications, 


GEORGE IRISH PAPER CO., Manufacturers 
BUFFALO, N. Y. 











“SPEEDAV Moistener 


REG. U.S PAT OFF. 


The “New-way” for stamps; 
labels, envelopes, fingers. 
Guaranteed fast seller. 
Liberal dealer discounts. 


RIVET-O MFG. CO. 


Dept. P. ORANGE, MASS, 











RIBBONS 
RE-INKED 


process costs only $6.00 adozen. Try it. 


Our Ree A trial order will convince you that it is 
the best Re-Inking you can buy. 


W. SCOTT INGRAM, Inc. 


Re-Inking Dept., 65 W. Broadway NEW YORK CITY 


EGGENS-HAMBLER COMPANY 


MANUFACTURERS OF 
FOUNTAIN PENS PENCILS 
STYLOGRAPHIC PENS 
180 BROADWAY NEW YORK 








THE HOGE MANUFACTURING CO., INC. 


NEW YORK CITY 








THUMB TACKS PEN AND PENCIL CLIPS 
TELEPHONE ROLLS TELEPHONE TABLETS 
PEN RACKS CLOTHES LINE REELS 
PAPER CLIPS STRIP RACKS 
FASTENERS PAL THE PENCIL 








FOR THE WHOLESALE AND RETAIL TRADE 








CERTIFIED—GUARANTEED 


RUBBER BANDS 


Pure in Fact — Not in Name Only 


Clear, Pure Rubber Is Very Light in Weight 
Mere Bands in a Pound — Cest — More Durable 


1 to 10,000 Pounds—All Standard Sizes 


VULCO RUBBER FABRICS CO. 
Dept. O, 63 E. 8th Street NEW YORK CITY 














ra s 3 
Dot ELECTRIC TURN TABLE 


Display «> SELL MORE GOODS! 
Glectric Cost - about 3 cents a day - Capacity over 150 Ibs 
Five Year iron Clad Guarantee -- Special 








SHIRLEY PENS 


for which your calls are steadily increas- 
ing, can be had from your jobber, or 


NATIONAL SUPPLY CO., DEP’T B 


Distributors Samples on Request INDIANAPOLIS 





ice by Mail .. 
by 222° _ ELECTRIC WINDOW SALESMAN CO. <2 





FOR 


WOOD CUTS 
RUBBER STAMPS rave 








SAMUEL H. MOSS 


36 East 23d St. 


New York 








ROUGH TYPEWRITERS - ALL STANDARD MAKES 
(REGAL REBUILT ROYALS) 


Write for new price List No. 50 


REGAL TYPEWRITER COMPANY, Inc. 


359 Broadway, New York City, U.S. A. 


MARCUS HARWITZ Cable address: 
General Manager ““REGALTYPE”,N .Y. 











Typewriter Ribbons and Carbon Paper 


For the Typewriter, Adding Machines 
Time Clocks. Put up for the trade. 


Official and Empire Brands, or in plain boxes with imprint if desired 
SNELLING & SON M*n“fgsturere, Bush Terminal 


Exclusive Territory Rights Not Entertained 











<a 
‘GOLD PEN S--Al Shapes end Styles 
Imprint —_ Prompt 
Work a Repsir 





All makes Gold, Fountain, Stylographic Pens. Pencil Cases perfectly 
repaired and returned day received. Satisfaction guaranteed. 


GAYDOUL GOLD PEN CO., Inc., 64-68 Fulton St, New York 








Real Eye Protection 


Working under adverse lighting conditions subjects the 
eyes to a strain that results in headaches, weak eyesight 
and somet more serious injury. The Feather- 
weight Eyeshade is constructed to protect the wearer’s 
eyes from glaring artificial or natural lights or brilliant 
refiections. Durabiec, hygienic, adjustable, lightweight. 
Where it touches the forehead, the celluloid fs curled, 
presenting 4 smooth, round surface—no binding to 
= dirty, no metal parts to break out. Lies flat on 
esk. Your inquiry will receive prompt attention. 


The Featherwe:gat Eyeshade Co., Merchantville, N. J. 




















DEALERS & SALESMEN 


Nielson’s typewriter cushion foot is 
the finest on the market. Thisshock 
absorber really cuts out noise and 
increases speed of operator. We 
make “Stayon” rubber platen 
twirlers, typewriter felt pads and 
pneumatic typewriter speed keys 


NIELSON SUPPLY CO. 
810 First Nat. Bank Bidg., Chicago 
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PUECK WRT 


REBUILTS ARE THE BEST 


SENO FoR ouR NEW PRICE LIST & DEALERS DISCOUNTS 


HEADOU ARTERS SAEs 7 EXCHANGES: CoveRs- INK 


~REBUILTS-REPAIRS- TYPE -‘AND 











FARTS 





MIDGET PENCIL SHARPENER 


Patent Applied for. Made in U. 8S. A. 
Le Superior to any imported article. One 
j dozen with display card mailed on re- 
Jobbers 





ceipt of 70 cents in stamps. 
wanted. Manufactured by 


COLLINS INK ERADICATOR CO. 


1404 Willow Ave. HOBOKEN, N. J. 
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-SIMONSON| 


Patented Metal Tip Guides 


For Vertical Letter Files, Card 
Systems and Check Files, Are 
Indestructible 














None Genuine un- 

less stamped U. S. 

Patent No. 794,749 
on Metal Tip. 





FREE Samples Sent on Request 
Discounts to Dealers 


R. A. SIMONSON & CO. 
122 S. Michigan Ave. CHICAGO 








Addressing Machines, Multigraphs, Dupli- 
cators, Letter Folders, Envelope Sealers, 
Mailometers, Check Writers, Dictating 
Machines, Multicolor Presses—at about 
half the manufacturer’s price. PRUITT 
COMPANY, 170-H North Wells St., Chicago. 














WRITE US FOR PRICES 


On adding, listing and calculating machines, typewriters, multigraphs: 
dictaphones, checkwriters, duplicating machines, mail-om-eters, time 
clocks, safes and steel lockers, new and second-hand office furniture, and 
all office devices. 

We are the largest dealers of the kind east of the Rocky Mountains 
and will save you half on your office needs. Everything first-class; noth- 
ing cheap but the price. Write Today and Save Money. 


Chicago Safe & Merchandise Co. 2332425" ass 


CHICAGO, ILLINOIS 














CECA SUnRANTEE 


PERFECT MACHINES LOWEST PRICES 
WRITE ——SPECIAL DISCOUNTS TO DEALERS—————— 


TO FLAVEN, MANHATTAN BLDG., CHICAGO 
| Gold Pens for Fountain Pens 
ip Repairs on Gold Pens and Fountain 


Pens Attended to Promptly. 
EXPORT TRADE SOLICITED 
Acme Gold Pen Co., 17-27 VandewaterSt., New York 
Established 1884 





Manufacturers of Fine Geld Pens 








PATENTS 


TRADEMARKS and COPYRIGHTS 


Difficult and rejected cases specially solicited. 
ing inducements made to secure business. 
active practice. Experienced, personal, conscientious service. 
Write for terms. Book free. 
Specialty—Typewriting and Adding Machines. 


E. G. SIGGERS 


No mislead- 
Over 30 years’ 


Address 
Suite 36 N. U. Building Washington, D. C. 








Handy Office Knife 


The “Razornife’ is made in a very 
simple way so that new blades can 
~~ 
~ be inserted An eraser, cardboard 
cutter, ad clipper, pencil sharpener 
and make-ready knife Holds any 
razor blade. Retails 25 Trial or- 
der twelve on display card, $2.00, 
prepaid, 


GITS CO., 5512 Potomac Ave. 
Chicago, Ill. 


Kazornife 
a FAeF/-LABLE |] 


















MORTON’S ODORLESS 
TYPEWRITER OIL 


IN USE EVERYWHERE 
The world’s best lubricant for Typewriters, Adding 
Machines and all delicate machinery. 
amare 4 a ons e 
rite today for free samp prices. 
MORTON MFG. CO. Louisville, Ky., USA. 
Export orders given careful attentien 


® 





























OFFICE EQUIPMENT—BIG SAVINGS! 


Fully reconditioned and serviceable as new 
Multigraphs, hand or electric operated, Automatic Feed, 
Printing Ink and Signature Attachments, also Drums and 
Stands. Mimeographs, Folding and Sealing Machines, 
Addressing Machines, Graphotypes, Addressograph 
Cabinets, trays and frames. 


Write us your requirements 


John Price Jones Corp. 150 Nassau St. New York 




















BRUSH 


CLEANS THE ENTIRE MACHINE. Best Brush on the Market. fs equally as 
useful in cleaning all office equipment such as 


Adding Machines Duplicating Machines Rubber Stamps 

Addressing Machines Envelope Sealers Scales 

Bookkeeping Machines Folding Machines Time Stamps & Clocks 

Calculating Machines Inkwells Small parts in Furniture 
Protectors Letter Openers & Stationery Racks 
Made of Black China Bristles. Retails 35e. Big Profit to You. 


ARTHUR W. HAHN, Wirt -fuitved Brames 195-291 Lafarete Street 











® 
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One of These Cutters Will Help 
Your Stationery Department 


Here are two cutters that will fit into your stationery room and save 
time, money and annoyance, through accurate cutting in quantity. 


Paper, cardboard, wood veneer, thin leather, cloth, canvas and 
rubber fabric, and other things can be cut on these machines with 
equal facility. 


The smaller of the two cutters illustrated is the Pearl Cutter: 
the larger is the Golding Hand Lever Cutter. 


The Pearl Cutters are available in sizes of 143 and 
19 inches. Both sizes cut to a depth of twoinches. 
They have an interlocking split back gage, a dou- 
ble shear action of the knife, powerful frames and 
durable parts. The larger size has a graduated 
scale set in the front of the bed. Both sizes are 
furnished with or without base for waste. 





Golding Hand Lever Cutters are made in sizes of 
26 and 30 inches. They cut to a depth of three 
inches. Each cutter has a scored table, an inter- 
locking split back gage, graduated scale set in the table, and a graduated brass band in 
control of the back gage. The hand lever is counter-balanced and the knives have the 
“double shear’”’ action. 


All Golding Cutters are broadly guaranteed as to accuracy, durability and workman™ 
ship. Write now for prices. 


Golding Manufacturing Company 
FRANKLIN, MASSACHUSETTS 


We also manufacture the Golding Art Jobber, Golding Jobber, Pearl Press, Official Hand Press, 
Golding Auto-Clamp and Hand Clamp Power Paper Cutters, Boston and Official Card Cutters 
and Golding Tablet Presses. 




















Emerson Binders Emerson Binders 
will hold one or a are carried in stock 
thousand sheets, in three different 
either quantity grades. All sizes, 

securely. stiff or flexible. 





EMERSON BINDERS 


The Barrett 
Service Idea 
You find out what your 


customer wants to put into 
a binder, submit the problem 
to us, we wili make up a sam- 
ple binder, just right, and tell 
you how much it will cost 





you in any quantity you say F . 
F P —all you have to do is to Multiple Binder 
Congr essional Binder rt Mr tg customer and For Pamphlets _No Punching 
Capacity Unlimited—T equired— Will hold one 
"Seah if You Wish a Today is a Good Day to Go or a dozen. 





‘37 The Barrett Bindery Co. 
oe ? 1328 W. Monroe Street : Chicago, Ill. 


| 
= ei 





EXPANDING POSTS 
AMBART PUNCHES 
GUMMED SEALS 
BRASS EYELETS, ETC. 


\ 












& 
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MR. MID-WEST DEALER 


Get acquainted with your Western Manufacturer 


The Northwestern Paper Goods Company of St. Paul, Minn., operate 
a thoroughly modern factory in the Central West 
FOR PRODUCING 


STATIONERS ENVELOPES 


This Guarantees Prompt Shipments on all Orders, Saving you both Time and Eastern Freight Rates. 


Féeenauile 


O. E. Legals, Crash 





e/ - 
NW PAPER COODS CO 


Flat and Expanding 
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Wallets, File Pockets, 


Folders, Etc. 








Expanding; and Con- 
gress Tie Envelopes 
also Photo Maiiers. 


Northwestern Paper Goods Co. 


Quality Park, St. Paul, Minn. 


Sales Offices and Stock carried at Chicago, 416 South Dearborn Street 
Los Angeles, 730 Ceres Avenue, New York, 22 Thames Street 








LONDON SERVICE 
STATION CHANGE 


LONDON, 


TAYLOR’S, 5 GREAT NEW ‘ST., 
E. C. 4 will handle AMES SUPPLY Business and all 
Dealers are requested to give this new arrangement 
their support. Taylor’s will carry a very complete line 
of parts, tools and platens for all machines. The AMES 
organization will give this station their very best co- 
operation. New Catalogs will be supplied to TAY- 
LOR’S for distribution within the next few weeks and 
if you want one of these books we advise you to get 
your names on their books. 
All other listed SERVICE STATIONS are gradu- 


ally increasing their business with the Dealer which 
is satisfactory evidence that the idea of giving “World 
Around” platen service is good business. 


AMES SUPPLY COMPANY 


564-572 W. Randolph St. Chicago, IIl. 


fee 
Ei 


[ 





i 


ef 








te 





fii 
edge 


SERVICE STATIONS: 
1627 Champa S&t., 
Denver, Colorado’ 
135 Victoria St., 
Toronto, Canada 
50 Lispenard * 
New York, N. 

511 Eleventh St. N. wi, 
Washington, D. C. 
507 Mission S8t., 
San Francisco, Cal. 
50 O'Reilly S8t., 
Havana, Cuba 
611 Fannin Street 
Houston, Texas 
1 A de Capuchinas 32 
Mexico, D. F. Mexico 
5 Great New Street, 
London, E. C. 4 
England 
305 George Street, 
Sydney, Australia 
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YOUR HEADQUARTERS FOR SOME 
WELL KNOWN ITEMS IN OUR LINE 


Printing Outfits Railroad Ribbon Daters Time Stamps’ Self Inkers Numbering Machines Seals 
Band Daters Price and Sign Markers Stamping Inks Stamp Pads Stamp Racks Solid Rubber Type 
and 


EVERYTHING FOR THE RUBBER STAMP MAKER 























Our position as factory distributers enables us to sell at factory prices—our large stocks insure prompt delivery. 
You will be interested in our general descriptive catalog; let us send you a copy. Address the distributer in 


your district. 
DISTRIBUTERS EAST OF CLEVELAND AND NEW ORLEANS DISTRIBUTERS CLEVELAND, NEW ORLEANS AND WEST 


R. A. Stewart & Co. The Superior Type Company 


80 Duane Street New York, N. Y. 3940 Ravenswood Avenue Chicago, III. 
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“Me RB’ 9 To us OM, B” stands for “MON BUREAU” 
To you “M. B.” stands for “MORE BUSINESS” 


There is no better way of introducing your goods in Europe and 
particularly in France than by advertising in MON BUREAU. 


M. B. has been the pioneer of sound business meth- 
ods in this country for many years past and it is 
now the most widely read business publication. 
Every progressive firm is a subscriber of “M. 
This is the reason why it is the very best medium 
for advertising office furniture and appliances. 


Not only is M. B. the most largely read publication 
of its kind, but because of the strong affection and 
great confidence of its readers it is sure to bring you 
handsome and profitable returns. 


The advertising department of M. B. will write 
your ads for you or translate your copy into French 
just as you prefer. Ask for a sample copy of M. B. 
and advertising rates today to 





MANAGER 


THE AaNaceR S’ MON BUREAU 52, rue des Saints-Peres, Paris, 7°, France 


UUUV0UN00GGANNUARAUNGTOUDEO TET Ii! 
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and the MULTIPURPOSE SUPER DUTY NEL- 
SON MACHINE discussed to your satisfaction. The 
question of dollars as applied here to the printing 
trades is governed by production, service and quality. 


PRODUCTION first because low cost is essential in 
competition, requiring quick adjustments, generous 
capacity per machine and simple operation. 


SERVICE requires prompt execution, par- 
ticularly adapted to the Nelson because of 
the manner of quickly applying the equip- 
ane ment to a number of different purposes, 
Nii _ ee Punching, Perforating, Round Cornering, 
Die Cutting, E mbossing, etc. 


QUALITY is demanded by the manufacturers in 
the work produced on this machine as a primary 
requirement, a foregone conclusion; to do any 
kind of a job as well or better than on any inde- 
pendent machine. 


MODEL FIVE ‘‘Nelson owners are Prosperous Printers’’ 

SUPER DUTY 

MULTIPURPOSE it R. & WwW. A. NELSON, Inc. 

MACHINE 2G 225 No. peerage ped. Caen Ill. 

No interest account required for idle Middle West Corporation, 25 ‘Broad St., New York City 
equipment or floor space John 8. Thempoon “200 Bene ie Francisco, Cal. 

















STORMS SCORES AGAIN 


First with No. 3515 Cameo Super Wear Carbon Paper 
justly famous for its durability and now the latest Storms 
success Cameo No. 308-36— THE PERFECT TYPE- 
WRITER RIBBON. 

Can you appreciate these qualities? A ribbon woven from 
selected Sea Island cotton, woven so fine that there is act- 
ually 's less the thickness of an ordinary ribbon between 
the type—yet' so closely are the threads woven, so many 
are the strands to the inch that Cameo 308-36 although 
tight as tissue IS STRONGER AND ACTUALLY GIVES 
LONGER WEAR than the ordinary heavy fabric ribbon. 
In Cameo No. 308-36 we combined two essen- 
tial features for entire satisfaction in typewriter 
ribbons — SHARP CLEAR WORK — LONG 
WEAR. 


This durable tightly woven fabric carries an 
















This smooth edge full fibred 
STORMS ribbon comes to the 
user with all the native strength 
of the raw materials, positively 
uniform inking, and free from 
lint; a dependable item of 
supplies. 


This ragged edge, flat fibred rib- 
bon (magnified many times) is 
the product of “strong arm” fac- abundance of ink, worked into every fibre 


through the special Storms process. a process 
which while thoroughly saturating the cloth 
with ink, does not crush the fibre. Exam- 
ine the edge of this latest Storms product 
and you will find it free of imperfections 
still another Storms feature. 

Cameo No. 308-36 is the ideal typewriter 
ribbon. Offer:ng it to your customer means 
increased business, larger profits. It is the 
solution of your ribbon problem. You will 
marvel at the low price of this remarkable R 
ribbon, a price in no way consistent with 

the sterling qualities. You cannot afford to me ort 
delay. Write today for prices and samples. 


tory methods. Its fibres have been 
crushed and the edges broken, ils 
usefulness impaired. 





TRADE MARK 


H.M.S Co, Devt C:,553 Grand Ave, Brooklyn, N. Y. 
torms O. NEW YORK CITY OFFICE: WORLD BLDG. 


MANUFACTURERS CARBON PAPER, TYPEWRITER RIBBONS, CARBON ROLLS, ETC. 
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F i Ri 
y £ ECONOMICAL RING NOTE BOOKS 
A very popular line of loose leaf books 
0 0 for Stenographers’ Notes, Memoranda 
Figuring, Bookkeeping, etc Low price 
Good profit Quick turnover Ask for 
. . . rice st 
Bright green rings in the Price List. 
grass where Irish Lepro- CANVAS COVERED LOOSE LEAF 
chauns have danced; BINDERS 
shadowy circles drawn in 
iE Ad the sand by an Arab fakir’s 
HE Adams finger; mystic enclosures 
Ideal Book 1 a . he air by 
d K Ri ; drawn in the air Dy an 
7 =i ‘ sale . 
on deal — oS African witch doctor;— 
. an yes meri~ all these have influence to 
ae : “an sag 
can ea liew ; charm childish and super- 
its charm lies im stitious minds. 
usefulness, con- 
venience and sur- The American Mind 
yrisin adapt- gs 
eae Sos p* Is Not Superstitious 
ability. They will ap : 7 As used for 
bind perforated Our Fairy Rings of what- temporary binder 
sheets of all ever substance they are ee ae, erent peteod binder ever 
a? , 1 P > ~ > sef offered. Made of hinders’ board, cov- 
kinds; hold tool made, must be useful — ered with gray canvas—strong light 
room checks must somehow help to pes aoe oa for daily use- 
lis : ate ‘ as ‘ iP cheap enough for transfers Posts are 
time checks, etc., make mankind happier and U-shaped flat wire, nickeled. Rubber 
“ 7 rev ri more prosperous. washers hold cover firmly Simply 
and pl aa ws | E F marae od he - posts down forms a neat, 
are uns yassed, ‘ > omts ws at book for filing away. No protrud 
ag ae ae ing posts to waste spaces. 











HENRY T.ADAMS MFG. 


6796 -98 South Chicago Ave., CHICA 


a 
C 
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Showing Cloudene Flexible Covers 














\eie \ with Posts turned down for filing 

J Also fitted with counter-sunk screw 
Eastern Representative: Western Representative: posts 
WM H. BASSINGER, ADAMS LOOSE LEAF MFG. CO., Adams Ideal s00k tings are inter 
Stationery Specialties Jobbers & Distributors changeable with the posts 
377 Broadway, New York 1218 East Stventh St., 





Los Angeles, Calif 
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| Telephone Register | Econom is the “buy-word” in business today You will Ss I 

a eR = a . Screw a! 

—- — | gratify your customers’ desire to save by giving promi- 
t — —— } nence to the Adams line—and your profits will not suffer. Binders made in all standard sizes 
} 4 
= . — and punchings Also furnished in 
r oe ee famous Cloudene Flexible Press Board 
r } Covers 
t These lines make a strong appeal by 
their low price, neat appearance ul 


LE you west 
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In-and-Out Clock 
Telephone Register a 
v & Daily Desk Reminder 
, A splendid feature of 

Handy simple, in- ; = 
expensive Neatly this indicator is the clear, This is a device that makes 
printed and mounted distinct numerals and let- it easy for clerks to report tele- 











on heavy binders’ ters The hands stay phone calls received while the 
board. Provides quick where they are put The “boss” is out. Also very handy 
ces slephone 7 * : pat 
access to telephone a for memos, large or small. The § 
numbers most fre- back is our Cloudene , lik ' k = 
, ng > P one shown closes ike a 100 
quently called, and Press Board Easel back, , ’ Perfection Desk Pads 
has space for a great . : : Lik a feature that users find a These Bisttes Pate = I ‘ . 
y ‘do or eyelet, as desire< wike ie 4 am . ; ~ ese lotte ads are yractically 
rg ' ist | l ct 4 all le Specialti hi 0 OP guesiemoge ange A omalles indestructible on account of the brass 
. = finishes — Ke a Adams Specialties, this one has only the left-hand half. corners (or copper, if desired) firmly 
Size 5 x 10. Put this clock is made to give sat- They are good sellers because riveted on, and cloth bound edges. Both 
out in plain view, and rages A nae 4 > : sides covered with gold veined marble 
your customers. will sfaction, yet price nad they are so business-like in paper. Very handsome as 
do the rest. quick turnover appearance and so well made (2032A) 














June, 1923. OFFICE APPLIANCES 265 











Just fill the envelope Columbian 
and close the clasp Clasp 


few seconds, and the Columbian Clasp 
Envelope is ready for mailing or for delivery 


by hand. 





Contrast that method with the trouble of 
wrapping in paper whatever you are send- 
ing and then tying the package with string. 
This is unnecessary use of time and effort— 
especially when Improved Columbian Clasp 
Envelopes will carry the contents safely and 
more easily. 











The convenience and economy of using 
these envelopes manufactured by the United 
States Envelope Company are not their only 
advantages. Every envelope is carefully 
made by special machinery, of strong jute 
that resists hard usage. Every envelope has 
the patented four-pronged clasp that does 
not tear out. 





When you send your order, be sure to 
specify Improved Columbian Clasp Envel- 
opes. You will find the name on the bottom 









of each envelope. Our nearest branch office 
will give you prompt delivery if you have 
difficulty in getting them. ¥ 
The United States Envelope Company, 
the largest envelope manufacturers in the 
world, make envelopes of every description, 
standard in stock, workmanship and price. 
THE UNITED STATES 
ENVELOPE COMPANY 
Springfield, Mass. 
BRANCHES 
Location Division 
Worcester, Mass. Locan, Swirt & BricHamM ENvELopE Co, 
Worcester, Mass. Wuircoms Envetope Co. 
Worcester, Mass. W.H. Hitt Envetope Co. 
Hotyoke, Mass. Unirep States ENvELope Co. 
SPRINGFIELD, Mass. -MorcGan ENVELOPE Co. 
SPRINGFIELD, Mass. P. P. Kettocc & Co. ‘ 
RocKvILLE, Conn. Wuirte, Corsin & Co. ; 
HARTFORD, Conn. Piimpton MANUFACTURING Co. 
WavuKEGAN, ILL. NATIONAL ENVELOPE Co. 
INDIANAPOLIS, IND. CENTRAL STATES ENVELOPE Co. 2 
San Francisco, Ca. Pactric Coast ENvELopeE Co. 
PHILADELPHIA, Pa. THe Monarcu ENVELOPE Co. 
* © 
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THE IMPROVED COLUMBIAN CLASP No. 25_ 


PAT. JAN. 7, "19 
THE UNITED STATES ENVELOPE CO.. SPRINGFIELD, MASS. 
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NATIONAL BUSINESS SHOW 
America’s Efficiency Exposition 


It is just as natural for salesmen and dealers 
to want to handle goods that are saleable as 
it is for manufacturers to want salesmen 
and dealers who can sell. 


The firm which expects the salesman or 
dealer to carry the whole selling load, blaze 
the trail, do all the advertising, hunt all the 
prospects and shift for himself generally, is 
— long on expectations and short on 
orders. 


Concerns which help their men on the fir- 
ing line to put their message across are most 
favored, not only by good salesmen and 
dealers, but by good customers. 


To reach the greatest number of interested 
Office Appliance salesmen, dealers and cus- 
tomers, in the shortest time, in the most 
effective way and with a minimum invest- 
ment— Take advantage of the National Busi- 
ness Show, America’s Efficiency Exposition. 


The National Business Show is the Mutual 
Meeting Place of the better class of Makers, 
Sellers and Buyers of worth while equip- 
ment, sundries, service and supplies for the 
office. 


Coming National Business Shows: 


Chicago, Week of September 17th, 1923 
New York, Week of October 22nd, 1923 


Annual Business Show Company 


FRANK E. TUPPER, President 
590 CHURCH STREET | NEW YORK 
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Working For You 











VER two million men and 

women in the Sengbusch 
field of service will read this 
month what ‘‘The Bookeeper 
Says:’’ about the Sengbusch 
Self-Closing Inkstand, and, 
without a doubt, will decide to 
investigate it at the first oppor- 
tunity. Your store provides that 
opportunity. An enlarged copy 
of the advertisement that first 
created their interest—shown in 
your window—will bring them 
in—all ready to buy. 

Are you receiving your Sengbusch 
display cards, month by month, for 
each new advertisement as it appears? 
If not, please let us know about it 
at once. 


Sengbusch 
Self - Closing 
Inkstand Co. 


400 Stroh Building 
Milwaukee, Wis. 











QE whoopee! Books closed 
on time this month and 
every month since we put 
a Sengbusch Self-Closing 
Inkstand on every desk in 
this department. The work 
is done more quickly and 
more easily. There’s time 

saved, for there’s always 

clean, fresh ink, and just 
the proper load at each 

dip of the pen. Saves 75% 

on inks bills, too.” 

TRY ONE TEN DAYS FREE 


Just send us the name and ad- 
dress of your stationer—on the 
margin of this page, if you wish— 
and we will send you an order 
on him for ten days’ free trial! 


Penglusch. 


Self-Closing Inkstand ©. 


400 Stroh Building 
Milwaukee, Wis. 

























June readers will see this ad. Re- 
mind them of it by showing the en- 


larged one in your windows. 
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When You Buy a Burroughs You 
Know What Youre Ge tting 


You know you're getting a machine to fit your 
kind of business and your kind of work. Burroughs 
alone makes a complete line of figuring machines 
covering every figure need of every business, big or 
little—over 100 models, representing all four figur- 
ing machine groups, adding, billing, bookkeeping 
and calculating. 

These are distributed by the largest and most 
highly trained body of representatives to aid busi- 
ness in selecting proper equipment. 


You know you're getting reliability, in the finest 
quality of materials and in skilled workmanship. 
It took 38 years to build the Burroughs of today. 


You know you're getting highly trained mechani- 
cal service — nation-wide, accessible anywhere, 
known everywhere. 


It costs no more to have that three-fold certainty 
of satisfaction than it does to buy on guess work or 
uncertainty. 


Burroughs Adding Machine Company 


Main Offices: 
Detroit, Michigan 1 Rue des Italiens, Paris 
Windsor, Ontario 76 Cannon St., London 
Other leading cities 


Factories: 
Detroit, Michigan Windsor, Ontario Nottingham, England 
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represents the latest achievement in type- 
writer construction, gives the greatest 
measure of satisfactory service, and a 
quality of work that is unsurpassed. 


Woodstock Typewriter Company 
Chicago, U. S. A. 











BRANCHES 
Chicago Cleveland 
New York Cincinnati 
Boston Detroit 
Philadelphia San Francisco 


Pittsburgh 
DISTRIBUTORS EVERYWHERE 


Minneapolis 
Kansas City 
Seattle 
Indianapolis 
Davenport 
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“Dear Husband—” by John Rae 


Words of Affection—Grve them Wings! 


Let them be typed words, uncramped and 
clear; easily written, easily read—done on 
the responsive keys of the Underwood Portable. 


The Underwood Portable is a home conveni- 
ence that lightens the tasks of all the family. 


It facilitates the writing every woman must do 
— whether it be personal, social or business. 


For the man, it provides the advantages of 
writing quickly and precisely in the quiet of 


PRICE, $50 
in the United States 
The Portable is obtainable at 
Underwood offices in all prin- 
cipal cities, or direct by mail 
Cased: 
Weight 974 lbs 
Height 474 inches 





his home, or while he is away on his travels. 


It gives the students’ papers a neatness which is 
bound to win the instructors’ favor; and de- 
velops the typewriting habit—a life-long asset. 


Because it is built by the makers of the world’s 
Standard Typewriter; because it embodies 
features that are exclusively Underwood, 
this Portable makes it possible for anyone to 
do Underwood typewriting anywhere. 


Send for 
“Giving Wings to Words” 
an illustrated booklet fully 


describing the features of the 
Underwood Standard Portable 


“The Machine 
You Will Eventually 
Carry.” 


UNDERWOOD TYPEWRITER COMPANY, INC., UNDERWOOD BUILDING, N. Y. 
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